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@ If you have not yet met the Beaverettes, it’s high time 
you were introduced, for these handy little self-contained 
threaders have been favorites for many years. 


The Beaverettes are unique — there is nothing similar 
to them on the market. 


Covering a useful] range of pipe sizes from % to % 
inches, the Beaverettes are fully adjustable for cutting 
standard, oversize or undersize threads of uniform length. 


Complete units, having no loose parts of any kind, 
these tools are accurately centered on the pipe by a » 


smooth -working universal chuck. FRONT VIEW —Dial index ring makes adjust- 


n t ithout th f tools! 
Beaver No. 6 is a two-handle non-ratchet tool; the ee ee ne, re 


No. 6-R, a standard one-handle ratchet tool, suitable for 
either bench or confined-area use. Both models are avail- 
able in either American or British standards, right or left 
hand, for threading %, %, % and % inch pipe. Extra 
changeable dies are available for % inch size. 


Write Beaver Pipe Tools, Inc., 216-300 Dana Ave., Warren, Ohio, for 
new complete Catalog No. 49 showing the entire line of Beaver Pipe 
Tools, Machines, Power Drives and Threading Oil 





a. 4 
BACK VIEW —No loose parts—self-centering 


chuck insures accurate centering! 
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POWER! Good, we thought, 
that will be easy. We'll just get a 
good power picture to illustrate the 
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Save Power Dollars,” and our cover 
problem will be solved. But it 
wasn’t. Nothing seemed quite suit- 
able to distributor operations. So 
we give you a different kind of 
power picture, this one to illustrate 
the story, “Display Sells Power 
Tools”, which points up once again 
the power of display. And to use 
the word just one more time, we 
suggest you read both stories to 
increase your own power by adding 
to your knowledge. 















this bolt makes the strippers please 


Physical properties of Holo-Krome Stripper 
Bolts — tensile strength, toughness, etc. — are 
in proper balance to provide unfailing perform- 
ance. Bodies are hardened and ground to a fine 
finish for close tolerance and to allow the die 
to ride securely yet freely. Relief is provided 
under the heads to allow the die to come up 


flush and provide a perfect seating area. 


Holo-Krome Authorized Distributors are pro- 
vided with many extras. They sell the screw that’s 
made from Hetraspan* Steel, a H-K exclusive. 
They also carry the line that is Completely Cold 
Forged. Their own warehouse stock is backed by 
factory stocks that are complete. They are backed 
first, last and always by H-K’s 100% Distributor 
Distribution Sales Policy. SATISFACTION? 
. ask the men who sell Holo-Krome. 


*a special analysis heat treated alloy steel 
held to rigid Holo-Krome specifications. 


HOLO-KROME 
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gy, Socket Screw Producld 


THE HOLO-KROME SCREW CORP., HARTFORD 10, CONN. 
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112 PAGES 





OF DESCRIPTIVE AND ENGI- 
NEERING DATA ON THE COM- 
PLETE LINE OF MOUNTED AND 
UNMOUNTED LINK-BELT BALL 
AND ROLLER BEARINGS. . . 


IF YOU USE BEARINGS, YOU 
SHOULD HAVE THIS NEW 
CATALOG! 


Send for YOUR COPY... 
today! 


” LINK- BELT COMPANY, 519 N. Holmes Ave., Indianapolis 6, Indiana 


(or your nearest Link-Belt office or Link-Belt bearing distributor): Please send Catalog 2550. 
NAME 
FIRM ~ ; ee 
STREET ADDRESS ; : CITY ZONE 
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The new idea in V-Belt Sheaves 
that saves you time and money! 
Proved in over 3/4 million installations! 


TAPER'‘LOCK 
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CALL THE TRANSMISSIONEER, your local Dodge 

ee Seep for information on new and better 

met 8 of transmitting power. Look for his name 

ns Ww ws 4 

under ' Power Ley eee Equipment” in your of Mishawaka, Ind. 


cl Pp book. 








IN LEADING BUSINESS PUBLICATIONS DODGE ADVERTISING WORKS FOR DODGE DISTRIBUTORS 
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LEAK- PROOF 
ASSEMBLIES 


PERMATEX COMPANY INC., BROOKLYN 29, N. Y. 
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Y ung Cleveland dulle. 
couect feed and speed, 


For best results in automatic screw machines, you naturally choose the 
finest, most durable tools—such as the CLE-FORGE High Speed Drill 
shown here. But this alone is not enough. oe A few months ago one 
of our Service Representatives was making a survey in a customer's 
plant. On a six-spindle automatic he reduced the speed from 1740 
to 1566 r.p.m. and increased the feed from .0035 to .0042 f.p.r. 
Result: Drill life jumped from 1% hours to 4 hours. <> A Cleveland 
Service Representative may be able to effect similar savings for you. 
Contact our nearest Stockroom, or. . 


Telephone Your Industrial Supply Distributor 


THE CLEVELAND TWIST DRILL CO. 


1242 East 49th Street Cleveland 14, Ohio 
Stockrooms: New York 7 © Detroit 2 * Chicago 6 * Dallas 1 + San Francisco 5S » Los Angeles 1 
E. P. Barrus, Ltd., London W. 3, England 





ASK YOUR INDUSTRIAL SUPPLY DISTRIBUTOR FOR THESE AND OTHER CGv0eland TOOLS 


Cation 

Ley SSE 

DISTRIBUTORS EVERYWHERE 
are ready to serve you! 





This advertisement reaches your customers who read the leading magazines in the metal-working field. 
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MAN EXGLU SW AAMAS 


MAKE THIS ELECTRONIC MEASURING 


EQUIPMENT A SALES LEADER 


Here is equipment that provides important user ad- 
vantages not available in other quality-control 
devices. It permits fast, accurate readings in 
“tenths” and “hundredths” and increments in be- 
tween by a simple turn of a graduation selector. Its 
amplifier (shown below) gives true linear response. 
These and other important advantages open up 


We wrge buying through the Disdributor 


new and wider opportunities for building sales and 
strengthening customer relations — an opportunity 
for you as a distributor to bring reliable Electronic 
Measuring Equipment to manufacturers requiring 
precise dimensional control. For full information 
on this new sales leader, write Brown & Sharpe 


Mfg. Co., Providence 1, R. I., U.S. A. 


Internal Comparator 
Attachment No. 952 
Range 1/2" to 2’. Frictionless. 
No pivots to wear. One master 
only. One measuring point and 
measuring bor serve any plug. 


External Sogperater 
No. 95 


Range, 0-4’. Simplified sotting. 
One master only. Reversible 
anvil. Self-checking. Shock- 
protected. Diamon 


gaging 
' 


5 re 


Gage Head Cartridge 
No. 953 Signal Light Attachment 
For mounting in jig or fixture. No. 958 
Its range of measurement is 
2" with a small added over- 
travel which measuring point 
makes. Frictionless. Dust and 
moisture proof. 


Optional Equipment. Speeds 
operations. Provides visual in- 
dication of work size. Easily 
and securely attached. 


BROWN & SHARPE ES 










Exclusive sales-closing feature gives DE 
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Model. 40-A 


$385 


(Price subject to 
change without 
notice) 
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eSIDELTA MULTIPLEX dealers the jump on competition: 


Radial Action! 


2 radial movements do more 
work than the usual 3! 


—Machine of Many 


























Swing track for miter or rip 


Double radial action gives 
you more to talk about: 


1, Unequalled mitering capacity — full 
right and left miters. 
2. Full cutting stroke — no lost travel of 


the cutting head on the track. 
3. Greater range of uses. 
4, Faster set-ups. 
5. Safety — adjustments made in front. 
If your customer works with wood, 
he can use a Delta Multiplex. It’s 
as handy to him as a whole shop- 
ful of tools. By making only 2 sim- 
ple adjustments on the Delta Mul- 
tiplex, he can do as many as 125 
different operations, with the prop- 
er attachments! 

The advantages of Delta Multi- 
plex add up to lower costs. And 
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Tilt meter for bevel 


that’s what Mr. Prospect wants to 
hear today! 

As a Delta Multiplex distribu- 
tor, you deal with a company that 
protects your interests through a 
written statement, with a record 
of fair dealing behind it. 

Ask the Delta Multiplex district 
man to show you how double ra- 
dial action pays off for your cus- 
tomer — and for you. And be 
sure you have the complete Delta 
Multiplex line on your sales-floor 
where prospects can see it. 


POWER TOOL DIVISION 
GL2) 

ees Rockwell 

OG; Manufacturing Company 

MILWAUKEE 1, WISCONSIN 
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ship! Holds the sey 
—_ S attention. Gets 
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Story Across—alf of j41 





The convincer! Lets 
Prospect actually see 
that Delta Multiplex. 
does a greater varie- 
ty of work than other 
machines. 






Pa Powerful film as one 
of your Delta Multi- 
plex selling tools. Ask 
your district man. 

com de 


David ‘belts’ Goliath 
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FOR MOLDED GOODS, FLAT BELTS, 
V-BELTS, HOSE, PACKING AND TANK LINING 
built to the world's highest standard of quality, 
phone your nearest Goodyear Industrial 
Rubber Products Distributor. 


You are a national advertiser 


when you are a Goodyear franchise holder 


8 REASONS WHY 


Goodyear Industrial Rubber Products 
Are Top Profit-Makers 


} Reputation of ‘the greatest 
nome in rubber” 


2 Proved quality that brings re- 
peat sales 


3 Aggressive national advertising 
leh clere Si Mmel tisielti lols ME Lele] 


4 liberal franchise thot creates 
profit opportunities 


5, Hard -hitting, business - getting 
direct mail campaign 


6 Technical sales assistance of the 
G.1.M.—GoodyearTechnical Man 


7 leadership in new-product de- 
velopment, pioneered by Good- 
year Research Laboratory 

8 Substantial . profit margin on 
each sale 


His year, Goodyear Industrial Rubber 

Products are backed with harder-hitting, 
harder-selling advertisements in national 
and trade publications than ever before. 
They are youR advertisements, for each of 
them directs the reader to his nearest 
Goodyear distributor. 


HAT means business and lots of it for 
5 yen Goodyear franchise holder —one 
of the reasons why the Goodyear franchise 
is one of the biggest industrial supply money- 
makers. Add the matchless reputation of 
“the greatest name in rubber”’— earned by 
outstanding product quality. Back them 
with promotional helps. Add the rest of the 
reasons listed in the blueprint. They are the 


factors that make your Goodyear franchise 


an investment in security. The Goodyear Tire 


& Rubber Company, Inc., Akron 16, Ohio. 


ODFYEAR 


THE GREATEST NAME IN RUBBER 
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THE TIGER BRAND SPECIALIST SAYS— 


“It’s not use but abuse 


AMERICAN 
TIGER BRAND 
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arrived the r Coeek fic argumen’ - ome saves you money 
were having imed that the opera i anybody There is always one best type of wire 
'Super' cla twice as fast a d the rope for every application and the 
a out wire rope operator blame TIGER BRAND Wire Rope Specialist can 
ing the job. The obody knew the help you select the right ropes for your 
else on could see that n particular needs. His job is to make sure 
machine - I ouble. s that the rope is not overloaded. He 
al source of tr ~ checks the sheaves for proper size, wear 
re a0 omplete check-Up and alignment. He instructs your oper- 
a to give them noe. ators on proper rope care and does a 
"qt offere - d at the cha ‘ron dozen other things to assure long service 
a they poth jumpe re using cast +1 life at low unit cost for wire rope. 
yo ned out that they ag soft. To make it To help you maintain these operating 
pees which we re too 4 pre formed and standards, we have prepared a booklet 
sheaves : e was no P : dad over entitled, “Valuable Facts about the use 
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worse, : na squi rm as and care of Wire Rope.” Every key man 
tended to twist @ on your operating staff should be sup- 
. plied with this much needed informa- 
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FREE BOOKLET 
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American Steel & Wire Company 


ganese S'°°" with the right TOP 


j e." Rockefeller Building, Dept. D- 
Wire Rope. Nios twice the servic .  ————— 
they ough Gentlemen: 


Please send me a copy of your booklet, “Vale 
uable Facts about the use and care of Wire Rope.” 
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- AMERICAN STEEL & WIRE COMPANY, GENERAL OFFICES: CLEVELAND, OHIO 
: COLUMBIA STEEL COMPANY, SAN FRANCISCO , 
TENNESSEE COAL, IRON & RAILROAD COMPANY, BIRMINGHAM, SOUTHERN DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 
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VAL Te item 
LUBRICANT! A POPULAR PRODUCT 


IS EASY TO SELL 


Here is an actual experience that one of our field 
engineers had when he called with an industrial 
supply salesman on a prominent automobile manufac- 
turing plant. The inquiry came in from the LUBRI- 
PLATE Tag Plan. It was for the lubrication of heavy 
sheet-metal presses and called for LUBRIPLATE No. 
130-AA. Here is a quotation from his report. 


Treeianey 


Protects against 


RUST AND CORROSION ''The machinery superintendent asked me to 
A super grease-type a contact one of his supervisors in the press 
marvelous anti-seize compound and a 


sand guatester eased ent end enne- department. They were installing several 
sion. From the standpoint of general 


oF re sti , new presses. The supervisor informed me 

utility and diversity of important uses Ss 

LUBRIPLATE 130-AA is unequaled. that the four different erectors from four 

ee ee eee different machine tool companies had rec- 

cause drag and actually conserves. ommended LUBRIPLATE 130-AA for the lubri- 

power. Write for a free copy of the ‘ A i" 3 

LUBRIPLATE Service Hand Book. cation of their respective machines. The 
supervisor figured that if such a diversi- 
fied array of men recommended the same 
identical product, it must be good and he 

_* was very much interested in trying it.'' 
genera " 


; ick 
d bearings, wic 
d bottle oilers. 


* * * * * 
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stren th on lon life i 
9 ond g 
stonding performance in most types © 


enclosed ears speed reducers). 
9 ( 
grease type products for general op- The sa l esmal 


ee ey peaennre Gan OF CUPP. above constantly. The general popularity of LUBRI- 


o wide range of grease 


No. 70 — For o wick ney tempera- PLATE Lubricants eases the way for the industrial 


opplicotions, 200 degrees - 


tures obove wa nationwide of supply salesman who has them to sell. The adver- 


— Kno 
No. 130-AA ae for open geors, 


the superior lubricant Tr Srope, ec: tisement in two colors at the left hand of this 
heavy duty beorings: © Ri- 
This is the LU 


BALL BEARING — This iO chieved page is a typical advertisement that is continu- 
PLATE ooo use in the general 
wide occ om 


eller bearings oper ously appearing in over thirty leading industrial 
ng cr spent . BD eae fe publications. The tag plan referred to above fur- 
Te y, ther helps the salesman by providing him with live 
leads. LUBRIPLATE District Engineers stand ready 
to help him in making the proper recommendation 
and getting business started. LUBRIPLATE partici- 
pation in shows and informative literature all 
work to popularize LUBRIPLATE Products and help 


the industrial supply salesman sell them. 


The best thing about these lubricants is that they 
%, PEALERS mom const 10 COM* do an outstanding job everywhere they are used. 
MOY Your crassimen TeLEMONE Suggest LUBRIPLATE on every call. There is good 
money to be made in initial sales and initial sales 

assures CONSTANT VOLUME in REPEAT BUSINESS. 
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REASONS WHY SELLING 


Means More Profits for You! 


ATKINS 
“Curled-Chip” 
Segmental Saw 


ATKINS 
“Curled-Chip” 
Hack Saw 
Blades 


ATKINS 
“Curled-Chip” 
Slitting Saws 


ATKINS 
ATKINS Panes 7 
4 ip” etal Cutting 
Duratip” Saws ey 


HIGHEST INDUSTRIAL USER PREFERENCE 
Atkins are first choice of more industrial users than any 
other line. It's always easier to sell the leader! 


A COMPLETE LINE 

The Atkins line covers the metal cutting field. You never 
have to substitute a “second best” for a particular kind 
of job. If it can be cut with a saw, there’s an Atkins to do 
it most efficiently. (Only a few types are shown here.) 


SALES BUILDING ADVERTISING 

Month-after-month Atkins increases its established user 
preference with down-to-earth, demand-creating adver- 
tising in leading metal-working and industrial magazines. 


ENGINEERING SUPPORT 

Real help for you whenever you run into a difficult 
problem—supplied by the same engineering group that 
has been responsible for a major share of all advances 
in metal cutting over a period of many years. 


PERFORMANCE THAT INSURES RE-ORDERS 

You can sell Atkins saw performance with complete 
confidence that it can save your customer money through 
better, faster cutting and lower saw replacement costs. 
Atkins users “come back for more.” When you sell Atkins 
you insure profitable, steady business that takes less 
selling effort. 

TO PROFIT TO THE FULLEST MAKE SURE YOUR STOCK OF 


ALL THE ATKINS SAWS YOUR CUSTOMERS REQUIRE IS 
ADEQUATE. CHECK NOW AND GET YOUR ORDER IN TODAY. 


Caer Stet’ SAWS 





a 


E. C. ATKINS AND COMPANY « tome office and Factory: "hao. wi 


402 South Illinois Street, Indianapolis 9, Indiana 
Branch Factory: Portland, Oregon 
Branch Offices: Atlanta * Chicago * New Orleans * New York 


MAKERS OF BETTER SAWS FOR EVERY CUTTING JOB 
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.. SURE-GRIP" SHEAVES 
with INTERCHANGEABLE HUBS 


Backed by over 92 years’ specialized experience in the design and manufacture of 
mechanical power transmission equipment and consistent advertising, these 
products have wide customer acceptance and goodwill . . . they sell fast and 
stay sold . . . offer liberal profits. And the one-piece, flanged and split-tapered 
“Sure-Grip’” Hub—applicable to both “Sure-Grip” Pulleys and Sheaves—permits 
you to carry a stock of pulleys and sheaves without an additional stock of hubs 
. . . Write for our attractive dealer proposition. 


SONS COMPANY ‘« 
CHAMBERSBURG, PA. 


- 








BOSTON, MASS. * NEWARK,N. J. « CLEVELAND, OHIO + DALLAS, TEXAS 
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@ DISTRIBUTOR PROTECTION 


Your assurance of fair dealing and a good profit 
margin. 


@ SALES LEADERS 


Exclusive Laughlin ‘‘Fist-Grip” Safety Clip, the 
Laughlin ‘‘Missing Link”, the Laughlin Safety 
Hook with the “latch that locks the load” and 
other Laughlin feature items. 


@ PROFITABLE MARKETS 


Laughlin products are used wherever wire rope and 
chain are used — in construction work, mines, 
quarries, railroads, oil fields, materials handling, 
maintenance, marine rigging, agriculture and many 
other fields. 


@ SALES BACKING 


A catalog recognized as industry’s data book and 
that acts as your salesman in the field. 


@ NATIONAL ADVERTISING 


Widespread advertising in leading key publications 
directs business to you. 


@ RELIABLE SERVICE 


You can depend on prompt delivery when you dis- 
tribute Laughlin fittings. 


@ A COMPLETE LINE ALLOWS SMALL 
INVENTORIES 


Laughlin offers the world’s most complete line of 
wire rope and chain fittings . . . a single source of 
supply and frequent shipments keep your inven- 
tories at rock bottom. 


@ FULL COOPERATION 


Laughlin gives you full cooperation through con- 
veniently located sales offices. 


@ OUTSTANDING REPUTATION 


Quality respected throughout the field; 82 years in 
the business. 


@ REPEAT SALES 


Laughlin customers come back for more. 


‘+e LAUGHLIN 
¥ pyys off on al/ 


10 counts 


Laughlin Protects the Distributor 


JAUGHLIN © 


THE MOST COMPLETE LINE OF DROP-FORGED WIRE ROPE AND CHAIN FITTINGS 


A Laughlin representative will be glad to tell 
you more.Write: THE THOMAS LAUGHLIN 
COMPANY, PORTLAND 6, MAINE. 
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ARE BUILT 10 LAST 


“First to last’’ is a good description of Powell Valves. 
Because, in the engineering of every valve in the Com- 
plete* Powell Line, a primary objective is long life at a 


minimum cost of maintenance. 
Fig. 1793—Large 125-pound Iron Body 
Bronze Mounted Gate Valve. Made in 


There are Powell Valves specifically designed to meet all sizes 2" to 30°, inclusive. Has outside 


the requirements of every flow control service in every | eerow rising stom, bolted Hanged yoke 
branch of industry you serve. Therefore, if you see to it 9 luatuatnae" 
that your customers install the right Powell Valves to 
meet individual service conditions, they can be assured 
of maximum performance. Powell Engineers will be glad 


to advise you. 


Fig. 1708 — 200-pound 
Bronze Globe Valve with 
union bonnet, renewable 
specially heat treated 
stainless steel seat and 
regrindable, renewable 
wear-resisting ‘‘Powell- 


ium” nickel-bronze disc. Fig. 3031 — Class 300-pound 


Cast Steel Globe Valve with 
flanged ends, outside screw 


Fig. 375 — 200-pound stem and bolted flanged yoke. 


Bronze Gate Valve. 

Screwed ends, union 

bonnet, inside screw 

rising stem and re- 

newable ‘‘Powellium” 

wear-resisting nickel- . 

bronze disc. * Powell Valves are made in Bronze, Iron, Steel and a wide selection 

of Corrosion-Resistant metals and alloys. Valves of every type— 
oto. 90809--Otene se0-pound Cast Globe, Angle, Gate, Check, Non-return and Flush Bottom Tank 
66 ate Vaive wi angeéo ends, — H i 

Suaiide seen chine abe. taetee Valves—are included in the Complete Powell Line. 
flanged yoke, tapered solid wedge. 


The Wm. Powell Company, Cincinnati 22, Ohio 


DISTRIBUTORS AND STOCKS IN ALL PRINCIPAL CITIES 
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gauge glasses 


® Better service for users. 


® Higher profits for distributors and dealers. 


Pyrex brand Red Line Gauge Glasses are prac- 
tically interchangeable on a service basis with 
Pyrex brand High Pressure (Plain). But they also 
do a better job for users since Red Line can be 
read clearly, quickly and more positively. That's 
point one. 

Your effort in selling Pyrex Red Line Gauge 
Glasses nets you more profit package for pack- 
age and glass for glass. With selling costs equal, 
you can see that every Red Line sale means a 
better deal for both you and the ultimate user. 
So sell ‘Rep Line!” 


The complete Corning “package” 


gives you wide market opportunities 


Gauge Glasses, flat and tubular, for every 
steam boiler in refineries, steam ships, 
industrial plants of all types, etc. 


_ Sight Glasses for pressure tanks, process ves- 
( PYREX ) sels, furnaces, ovens, reactors, sight boxes, 
/ absorption columns, stills, ete. 


Oil Cup and Lubricator Glasses for rugged 
( PYREY } service conditions on all types of machinery, 
engines, etc. 


ane nmmRPeE we we ee ee See 


CORNING GLASS WORKS « CORNING, NEW YORK 


SALES OFFICES: NEW YORK «+ CHICAGO ¢ SAN FRANCISCO 


\ 
Stocked by leading Industrial Suppliers everywhere IN DUSTRIAL SUPPLY & LASSWARE 


TECHNICAL PRODUCTS DIVISION: GAUGE GLASSES + GLASS PIPE + LIGHTINGWARE + SIGNALWARE 
LABORATORY GLASSWARE + OPTICAL GLASS » GLASS COMPONENTS 
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Leadership! 


I’. S EASY to claim leadership . . . but here’s 

roof that the Texrope line offers you the 
world’s widest range of quality V-belt drive 
products, A line so complete it offers blanket 
coverage of the market you sell. 

The Texrope line is backed up by the engi- 
neering staff which originated — V-belt 
drives in 1925 . . . a staff that’s ready to help 
you sell, You also get the help of a V-belt 


Six Benefits You Get With a Texrope Franchise 


drive expert in your local A-C sales office... 
one of 65 throughout the U. S. 

New-product development is continually —_ 
ing new accounts for Texrope products, an 
the lines you sell. Example: the new Veni Piel 
Automatic sheave now being widely advertised 
and accepted in all industry. 

In addition, the Texrope line is supported by 
large scale business paper advertising appearing 
in over 30 publications reaching more than 
1,000,000 readers per month! 


Limited Number of Franchises Available 
Texrope franchises are awarded on a highly se- 
lective basis to insure territory protection, Some 
areas remain open for those alers equipped 
to do a top rate selling job. You may be 
one of these, To find out what you need to 
qualify as a Texrope dealer, write us today. 


Interested In These Other 


You start receiving Tex- 
] rope product orders at once 
because of the constant demand 
for them in every phase of in- 
dustry. Buyers located in your 
territory are urged to purchase 
directly from you. 


Field and factory V-belt 
2 drive specialists help you 
train your sales staff, as a 
group or individually. They are 
on call to assist in holding 
stimulating sales meetings. 


3 Texrope V-belt drive ex- 
perts are located in 65 con- 
venient cities. There’s one near 


you ready to offer you sales 
and engineering assistance. 


4 Fair and competitive prices 


allow you a liberal return 
on your selling effort. 


You can fill a major share 
5 of your customers’ needs 
because you sell the world’s 
widest line of multiple V-belt 
drive equipment. 


A powerful advertising 
6 and sales promotion pro- 
gram backs Texrope dealers. 
This includes strong merchan- 
dising aids plus heavy and con- 
sistent V-belt drive advertising. 


Texrope and Vari-Pitch are Allis-Chalmers trademarks, 


ALLIS-CHALMERS 


A-C Franchise Lines? 


MOTORS 


Includes standard 
= to 200 hp. 

$O a-c, d-c mo- 
tor-generator sets. 


OTHER LINES 


Distribution and 
instrument trans- 
formers, small 
industrial breakers, 


PUMPS 


Single and multi- 
stage units to 
10,000 gpm for 
general uty. 


CONTROLS 


Complete line of 
starters, push but- 

ton devices for 
general duty. 
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Away 
From Driven Machine 


@ Covers most speed changing 
needs from 11 to 40 hp 


® Very simple — one sheave 
does all 


@ Infinitely variable speed — 
100% increase; 2 to 1 range. 


‘ & New Vari-Pitch AUTOMATIC 
SHEAVE is the simplest, most eco- 
nomical method of instant speed control 
ever devised. You just move the motor 
forward to increase speed and move the 
motor back to decrease. The Vari-Pitch 


Texrope and Vari-Pitch are Allis-Chalmers trademarks. 


ALLIS-CHALMERS 


INDUSTRIAL DI 


Automatic Sheave changes pitch diameter 
and holds the belts at proper tension auto- 
matically, 

Now, you can cut unit costs by opera- 
ting machines at most efficient speed . . . 
improve quality by compensating for ma- 
terial variation . . . with a very small 
investment in new equipment. Today, 
ask your A-C Authorized Dealer or Sales 
Office to give you complete facts and 
figures on how the new Vari-Pitch Auto- 
matic Sheave can save money in your plant. 
Or write for bulletin 20B7223, A-2767 


ALLIS-CHALMERS, 1080A SO, 70 ST. 
MILWAUKEE, WIS. 


eS 


ONE HAND 
DOES IT... 
While Motor 
Is Running 


Sold... 
Applied... 
Serviced... 


by Allis-Chalmers Authorized Dealers, 
Certified Service Shops and Sales Offices 
throughout the country. 


MOTORS — 1, to 
25,000 hp and up. 
All types. 


CONTROL — Manvol, 
magnetic and combina- 
tion starters; push but- 
ton stations and com- 
ponents for complete con- 
trol systems. 


PUMPS — Integral 
motor and coupled 
types. Sizes and ‘rat- 
ings to 2500 GPM. 


PrrTirririritttt ttt 
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\\INFRA-RED LAMP Me 


the answer 
to your 
Ou Gis 


in these 


~ CHAMPION 


INFRA-RED 
LAMPS 


This advertisement will be 
seen by every customer and 
prospect in your territory. It 
is appearing, now, in: 


Factory Management and 
Maintenance 

Modern Industry 

Mill & Factory 

Purchasing 

Industrial Equipment News 

Electrical World 


Electrical Construction and 
Maintenance 





Electrical Equipment 
CHAMPION Infra-Red Lamps (250 watt and 375 watt) offer you 
potent advantages in the way of super-efficient radiant heat — fast, safe, 
flexible, clean, compact. New England Electrical News 
CHAMPION Infra-Red Lamps have built-in aluminized reflectors. Their 
special skirted screw bases are mechanically clamped to stay put regardless Cash in on this profitable, re- 
of heat intensity or length of duty. peat business. 
oe complete timc this remarkable lamp and how it ue CHAMPION Lamps mean 
pace, time and money for you get in touch with the Champion in 
dustrial or electrical supplier in your town. He is backed by Champion's new lamp accounts, new lamp 
own field staff of trained lamp application experts, readily at hand and profits for you. Let us tell you 
_at your command. Or write to why. 


Illuminating Engineering 











CHAMPION LAMP WORKS oa eed fa 
lyni, ‘Massachialale RESCErECR 
| sefedaiatatit 
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ou dont need a ‘pitch to sell Chicago Safety Plus 


When you visit your industrial customers time after time, it’s necessary to 
have a basic “in” line that’s always good for routine restocking sales. One that sells 
without a time-taking “pitch” and buying deliberation—one that pays dividends 
regularly with every call. 
Chicago “Safety Plus” Screw Products offer just such a line. They have what 
it takes in a “necessary” line of production screw products—accurate, clean dimensions ... 
sharp, true threads .. . unrivaled strength—to assure continued satisfaction and 
steady, profitable demand. 
Over 76 years of experience, plus a complete new plant equipped 
with the most modern manufacturing methods and machines, contribute to the 
superiority of Chicago “Safety Plus” Screw Products. They're best 
for your customers’ products—and best for your regular profits! 


Our merchandising policy is based 
complete cooperati with th 


tributor— Write for details. 


Chicago “Safety-Plus’’ Products Include: 


Socket Head Cap Screws * Socket Set Screws 
Stripper Bolts * Square Head Dog Point Set Screws 
Socket Pipe Plugs °* Keys for “SAFETY PLUS’ 
Products * Hexagon Head Cap Screws * Square 
Head Cup Point Set Screws * Headless Set Screws 
Fillister Head Cap Screws * Taper Pins * Milled 
Studs * Semi-Finished Hexagon Nuts °* Semi- 
Finished Hexagon Castellated Nuts. 
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PORTABLE SCREW 
DRILLS SANDERS SAWS GRINDERS BENCH GRINDERS  ORIVERS RUNNERS 
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RS 
: ELECTRIC SHEA of 
HAMMER TOOLS 


PORTABLE 
THE VAN DORN 
ELECTRIC TOOL Co. ELECTRIC 


717 Joppa Road, 


Towson 4, Maryland , TO Oo LS 


cor | 
“ea 


VALVE VALVE SEAT DIE BUFFERS AND 


Bian REFACERS GRINDERS GRINDERS TAPPERS POLISHERS SHEARS 


INDUSTRIAL DISTRIBUTION * NOVEMBER, 1949 





“U-Belt Inventory ? 


... it’s no problem 
since we standardized 


on VEELOS /” 


4 REELS OF VEELOS | DON’T like to tie-up operating capital : .. who does? That’s why 
replace 316 SIZES we recommend Veelos for nearly all v-belt drives. In the old days 


OF ENDLESS V-BELTS 


Write for your VEELOS = Those 4 reels in O, A, B and C widths take care of most v-belt needs: 
Data Book... it's free and 
it’s full of engineering, meas- 
uring and installation informa- the Veelos way.” 


tion on Veelos. Everyone 
interested in power transmis- And there are other advantages for your customers and prospects 


sion should have a copy for 
ready reference. 


our stockroom was a dangling mess of endless v-belts. But no more. 


Now, on wall space only sixteen inches square, hang 4 reels of Veelos. 


Simple story sure, but a sound, practical picture of saving money 


when they standardize on Veelos, the adjustable v-belt. Veelos is easy 


™ to install—just measure and couple. They never dismantle outboard 
MANHEIM MANUFACTURING & BELTING CO. 


MANHEIM, PENNSYLVANIA bearings to replace Veelos v-belts—that keeps machine downtime at 


rock bottom. Uniform operating tension, smooth, vibrationless power 
delivery and long life are more plus values from Veelos. 


ADJUSTABLE TO ANY LENGTH *« ADAPTABLE TO ANY DRIVE 
Veelos is made in all standard sizes; fits all standard v-belt grooves. Packaged on 


reels in 100-foot lengths. Sales engineers in principal cities; over 350 distributors 
throughout the country. Veelos is known as VEELINK outside the United States. 
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HORT CUTS ~~ 


Sell This Motorized Hydraulic 
Pump for Greater Speed, Euse, Efficiency 


Replace Hand Pumps 
With the Low-Cost 
P-182 Portable Unit 


Startling savings are being rolled up by hun- 
dreds now using this P-182 ‘‘Porto-Power” Pump. 
It offers major advantages over hand-pumping 
of hydraulic rams on production and mainten- 
ance jobs. Its reduction of fatigue is dramatic. 





Carry it anywhere 
The portable P-182 is electrically-driven and 
packs its motor, oil reservoir, valves and pump 
all in one slick unit. It serves one or more 
rams — delivers up to 10,000 p.s.i. 





Operators of hydraulic equipment become more 


accurate and they can work more continuously — 
MOTORIZE YOUR “PORTO-POWER" BENCH PRESSES! This 


chee piling up one at ° Surprising clip. Some combination is far less costly than presses of traditional 
users report tripling their former results. design. And the portable hydraulic equipment can be used 
for other purposes, too! (Write for FREE BLUEPRINTS on 
how to build a low-cost press for 20-ton or 50-ton rams). 





Here’s Where You Sell It 


Every one who now owns a hand-operated y 
“Porto-Power” hydraulic unit is a red hot pros- OIL LINE 
pect for a P-182. Users of many other hydraulic \ oh & — 
; : , . = : CONNECTS 
devices are also wide open for this motorized 
pump. 
There’s no limit to the uses and types of pros- 
pects waiting for you. Some plants are buying 
the P-182 by the dozen to solve unique produc- 
tion problems. There’s no engineering — the 
P-182 connects directly to the ram. Tell all 
your customers about it! 


P-182 ELECTRICALLY-DRIVEN PUMP 











FOR MAINTENANCE, TOO A COMPLETE PACKAGE! 
—The P-182 pump is easily The idea of a practical, 


carried anywhere. Above portable, self-contained, 
A Product of Blackhawk Mfg. Co., Dept. P-17119, Milwaukee 1, Wis. — it operates a “Porto- motor-driven hydraulic 


Power" toe-lift combination. pump is an exclusive 
Blackhawk development. 


4 


RENCHES « 
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How to pick up more Abrasive Business in the 


URING the past ten to fifteen 

years, the phenomenal growth of 
the plastics industry has produced a 
huge new market for industrial products. 
Its purchases of abrasives, in particular, 
command the attention of mill supply 
distributors. For here is a group of 
buyers, consisting of molders, lamina- 
tors, extruders and fabricators who, each 
year, purchase important quantities 
of abrasive products including: — (ac- 
cording to figures made available by 
Modern Plastics). 


519,000 Sanding Belts 
4,750,000 Sanding Sleeves 
390,000 Cut-off Wheels 

837,000 Grinding Wheels 


Abrasives by 


" “Carborundum” is a registered trademark which indicates manufacture by The Carborundum Company 
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An abrasive market of this size deserves serious 
attention. It is a prime target for intelligently 
planned selling. It is a market that offers an 
excellent opportunity for distributor participa- 
tion in abrasive profits. 


Early recognizing the growing importance of 
the plastics industry, The Carborundum Com- 
pany has planned, produced and directed adver- 
tising effort in a continuing series to build it 
into an abrasive market for you. The results are 
a made to order market for the distributors who 
feature abrasives by CARBORUNDUM. Prod- 
uct identity is established. Product performance 
is known. A service story has been told that 
can be matched by no one. Steady magazine 
advertising is keeping this market alerted to 
the fact that CARBORUNDUM has the only 
complete line of abrasive tools offered to the 
industry. And they are made aware constantly 
that you’re handling the best when you feature 
abrasives by CARBORUNDUM — whether it’s 
coated abrasive belts, grain or wheels. 


In going after more abrasive business from the 


TRADE MARK 


plastics industry, you have the help of The 
Carborundum Company’s Simplified Sales Man- 
ual, too. It can be a most useful reference guide 
in specifying the proper products for specific 
applications. It gives you necessary product in- 
formation in an organized mannet . . . supports 
your sales story...enables you to speak with 
more authority, close a sale in less time. 


That's why it makes sound business sense to 
plan your abrasive selling campaign to the 
plastics industry carefully... get your share of 
profitable initial and repeat business. Remem- 
ber, it’s a market that has been made very 
familiar with the best known name in the abra- 
sive industry. Always recommend abrasives by 


CARBORUNDUM on every call. 


The Carborundum Company, Niagara Falls, 
New York. 
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FOR EVERY BEARING NEED! 


~ Most white metal bearing problems can be successfully 
AMERICAN Seca solved by using one of the Federated Big 4 Babbitts— 
=!Ni A yf x r Te . 
Loman") NicKeL Thermodyne, XXXX Nickel, Merit and Record. 


8A8ei7, 
Thermodyne and XXXX Nickel are tough, dense- 
grained tin-base babbitts for heavy bearing loads at high speed operation. 


Merit and Record are ductile, low-cost lead-base babbitts for lighter loads 
at more moderate speeds. 


The Federated Big 4 branded babbitts are scientifically designed to answer 
most white metal bearing needs, and thus to simplify your bearing problems. 
For special requirements, alloys of any composition can be supplied. 


To order, or to obtain more information, call or write the nearest of 
Federated’s 11 plants and 24 sales offices across the nation. 


Federated also makes many other non-ferrous products, 
including copper-base alloys, aluminum and magnesium alloys, 
solders, die casting metals and fabricated lead products. 


Sedu METALS 


Division of American Smelting and Refining Company, 120 Broadway, New York 5, N.Y. 
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for STEEL EQUIPMENT | 


h 
STORAGE - SHOP 


TOOLROOM «- DISPLAY 


LW OWN) metat provucts, iIncorporATeD 


General Offices: 1153 Monroe Avenue, Aurora, lilinois » Branches and Dealers in All Principal Cities 











PARTIAL LIST OF LYON PRODUCTS 
aittare) binet LMlicldelel Mi Gel sist, ML ella -t dela? ® Tool Stands © Flat Drawer Files 
® Shop Boxes ® Service Carts * Tool Trays *® Tool Boxes 
* Bar Racks * Hopper Bins * Desks ® Sorting Files 
Jnits ® Parts Cases ® Stools ® Revolving Bins 
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get 

a firmer grip 
on your 
customers 


with the Sacobs approach! 


Rule No. 1 for successful selling in a buyers’ market, or any other, is to 
arouse the interest of your prospect. Fundamental, you say. 

Right! That’s why you’re safe when you use the Jacobs approach. 
Mention Jacobs Chucks and you’re talking any prospect’s language. For, 


although he may be only a prospect for other of your lines, nine times out of 
ten he’s a satisfied customer as far as your Jacobs line is concerned. 

That’s a fact. Few items in industry today enjoy such universal acceptance 
as Jacobs Chucks. There’s a reason. No other chuck can match the 
rugged grip and accuracy of a Jacobs .. . and everybody knows it. 


CONSISTENTLY ADVERTISED 

Jacobs makes it easier for you to win 
and hold customers by reminding them in 
their favorite business papers that Jacobs 
is “foremost in chucks — firmest in grip.’ 
So, open up with Jacobs Chucks and put 
prospects in the buying mood all along the 
line. The Jacobs Manufacturing Company, 
West Hartford 10, Connecticut. 


If it’s a JACOBS...it holds 
business for you 
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LOGGING 


MINING 


PETROLEUM 


MANUFACTURING 


CONSTRUCTION 
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POWER PUMPS 


CENTRIFUGAL PUMPS 
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Be sure you use the direct mail Worthington has pre- 
pared for your use over your name. Get in touch with 
us for latest printed literature on Worthington pumps. 


wonvumeved 


WORTHINGTON PUMP AND MACHINERY CORPORATION 
PUMP AND COMPRESSOR MERCHANDISING DIVISION 
HARRISON, NEW JERSEY 


POWER TRANSMISSION: sheaves, V-belts, variable speed drives 
PUMPS: centrifugal, power, rotary, steam 
AIR COMPRESSORS: water-cooled, air-cooled 


HAN D 


ee 
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' Here ies the” 
Biggest 
Sales Points 
in Pumps 


Nobody else can say: ‘‘The people 
who made this pump know most about 
pumps!” 

Nobody else can say: ‘‘ Whatever 
your pumping requirement, we have 
the pump for the job!” 

That’s where the Worthington dis- 
iributor has the advantage. The name 
WORTHINGTON on a pump stands 
for the world’s broadest experience in 
pumps. And since you, as a Worthing- 
ton distributor, handle the broadest 
line of pumps (Worthington makes 
all types), your recommendation is 
sure to be unbiased. 


Sell This Pumping Experience 


To help you gain new customers for 
the Worthington line of pumps, we’re 
advertising that you, as our distribu- 
tor, carry the broadest line of standard 
pumps — centrifugal, power, rotary, 
steam—and that your stock is sup- 
ported by factory service. 

Mention Worthington’s line, Wor- 
thington’s know-how, Worthington’s 
service to all your customers. co. 





THE NEW 
MULTI-PURPOSE 
CUTTING TOOL 
FOR SHOP 
FACTORY & HOME 


WHIZ-SAW is one of the most versatile cutting tools 
ever invented. It is really seven saws in one — rip, crosscut, 
scroll, coping, keyhole, band and jig saw. Perfected by Fors- 
berg after years of research and development, WHIZ-SAW 
is precision built to do precision work. WHIZ-SAW is the 
only saw that will make an inside cut without boring a blade 
hole. Its speed and portability are a real time-saver to 
tradesmen, Light in weight — only 314 lbs. —its versatility 
makes it a must for shop, factory and home craftsmen. 


WHIZ-SAW cuts with amazing speed — wood, bone, plastic, 
fibre, asbestos board, pressed wood, hard rubber and other 
composition materials — in thicknesses of 1/16” to 1”. 


WHIZ-SAW Construction Details: — Full ball bearings. 
1/10 H.P. motor (A.C. or D.C.). Oil-less bearing gear head. 
Oil-less bearing reciprocating shaft. 7’ heavy duty cord. 


WHIZ-SAW is packed in an individual display carton and 
comes complete with 3 blades and screwdriver. The unit is 
factory guaranteed. Dealers everywhere find WHIZ-SAW a 
fast seller and handsome profit-maker. Order TODAY! 


Profitable Accessories whiz-Saw can also be a fixed 
bench saw when attached to this sturdy Whiz-Saw table. Retails for 
only $18.95 complete. This all- 

metal table measures 1134” x 13”, 

stands 5%” high. Shipping wt. 13 

Ibs. Patented snap-lock feature 

quickly clamps the Whiz-Saw in 

the table and holds it securely. 

With the stand, Whiz-Saw may be 

used as a jig or band saw. Another 

important accessory is the six-pack 

of rugged blades supplied in eight 

and fourteen tooth sizes. 


* Model crag, —. 
go. Prospects = “Wwhie ae 
-Saw. 


Sa 


T) 


FREE PROMOTIONAL HELPS Yes, we are ready 
to help you sell the Whiz-Saw. Our advertising message is cur- 
rently appearing in leading trade and consumer publications 
reaching over 1,500,000 potential customers. In addition, ad mats 
are available for newspaper advertising; an attractive free counter 
display tells the story to your customers and consumer folders 
with space for your imprint are ready for immediate distribution 
to your customer lists. Order your stock of these free promotional 
helps today. 


FORSBERG MFG. CO., Dept. 1.D.—P.O. Box 431, Bridgeport 1, Conn, 

Send me .WHIZ-SAWS @ $49.00 each, less cus- 
tomary power tool dealer discount. 

Send me WHIZ-SAW TABLES @ $18.95 each. 

(1) Send me copy of the WHIZ-SAW folder. 

(] Have your representative call. 

Name 

Company 

Address 

City 
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BRONZE BEARINGS 
mee every nuced of 
DISTRIBUTORS 


DISTRIBUTOR SALESMEN 
AND PURCHASERS 


@ Buckeye gives you full distributor protection; —a 
recognized “name”; a quality product; adequate factory 
inventories upon which to draw; and a wide range of 
sizes to meet customers requirements. 


Manufactured from selected materials under our exact- 
ing controls, Buckeye fully-finished ready-to-use bearings 
and fully machined maintenance bars are free from 
porosity — of uniform metal analysis throughout — and 
accurately dimensioned. They are recognized everywhere 
for long, efficient, trouble-free service. 


Stocked and sold by representative distributors in 
the principal industrial centers, — some of whom have °. PO sng 
handled the Buckeye line for more than 25 years. Nemageatt? & mam, 
Tristate tn 0, Cleveland, Ohio 


Western Ronee Wor. @aelPhia, Po, 


Ru C, a & UY oe ‘2+ Angeles, Co, 


BRASS AND MANUFACTURING COMPANY 


BRONZESMITHS SINCE 1900 


6410 HAWTHORNE AVENUE CLEVELAND 3, OHIO 
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When it’s time to order fnachne SC/E CWS. e° 
it’s time to call STERLING BOLT 
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MACHINE SCREWS are 
an important part of the STERLING Bott line. 
You can obtain from us all types and sizes, 
standards and specials, in steel or brass. 

In addition to machine screws, practically any 
other metal fastening you may require can be 
quickly found in the pages of our big Easy-to- 
Use Catalog. A few of the more popular items 
are illustrated at the left. 

Whatever your metal fastening needs may be, 
you can depend on STERLING Bott ONE-SOURCE 
SERVICE to increase your efficiency and to save you 
time and money. When it’s time to order machine 
screws or any other metal fastenings, it’s time to 
call STERLING BOLT. 





STEP BOLT STUD 


PHONE, WIRE, TELETYPE OR WRITE TODAY! 


wane US EL 
1 GROSS oct — aL 


j : siiids Sinidaiiiaais DIAMETER 
RS OF CONTINUOUS SERVICE TO BUYERS OF METAL FASTENINGS * . i, 
ie 8 ear et 
7 - ; , 
205 W. JACKSON BLVD., CHICAGO 6 
TELETYPE CG 488 
TELEPHONE HARRISON 7-9880 


SALES OFFICES: 
Union Trust Bldg., Cincinnati 2, Ohio « 17 W. Market St., Indianapolis 4, Ind. 


161 W, Wisconsin Ave., Milwaukee 3, Wis, « 1228 N. Hadley St., St.Louis 6, Mo, 
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EVER MAKE A 


TIME-MOTION STUDY 
OF GILMER V-BELTS ? 


Is ‘‘first-reader” to say that producing me- 

chanical motion costs money. It is post-graduate 

knowledge to know that Gilmer V-Belts, even Straight Sidewalls: contact with groove walls the full height of the 
° ) © s eed- side assures maximum grip. 

after veteran service, won't waste motion =a Locked Rayon Ply Puiling Cords: brute strength without fric- 

less slippage, nor make your equipment suffer tee alee. 

from unexpected downtime. One big specific reason Top and Bottom Rubber Sections: expertly balanced to make a 

for this is found in Gilmer Rayon Pulling Cords— aemeene Wee. 

. a " =. teli he inh Sturdy Jackets: resist wear and slip; guard the belt's interior, 
specially ‘normalized to capita ze on the inher- Controlled Stretch: special cord processing preserves matched 
ent low friction, easy flex and bulkless strength of lengths. 
the right rayon. 


Stretch-resistant load capacity is achieved so 
compactly that even in Gilmer V-Belts of limited 
cross-section, the rayon cords are positively locked 
parallel and fully cushioned all-around. This con- 
tributes to cool running; helps to maintain original 
grip and dimensions. You get matched lengths 
that stay matched. 


Now size up all the other Gilmer V-Belt features— 
at the right. They’re a good plain sign that you 
can put yourself dollars ahead, using any belts and 
belting made by Gilmer . . . Multiple and FHP 
V-Belts ... Flat Belts... Round Belts. . . Special 
Purpose Belts . . . Endless Belts . . . Non-Endless 
Belts—in all standard and many special sizes. 


B H. GILMER COMPANY, Tacony, Phila. 35, Pa. Straight Sidewalls: contact with groove walls the full height of the 


side assures maximum grip. 
Division of United States Rubber Company Strong Rayon Single Strand Pulling Cords: “normalized” against 
stretch and fatigue. 


Deep Cushion Rubber Section: preserves grip, cross-section 
and coolness. 


GILMER SHOCK PADS STAY PUT Double Jackets: for lasting anti-slip grip and internal safety. 
GILMER SUPER-SERVICE V-BELTS 


Nylon Pulling Cords! Neoprene body! Most revs per dollar! 








Easy to install—sure to do the job. Shielded Neoprene 
protects building from machine vibration; protects 
machine from building vibration. Resistant to oil, heat, 


cleaning compounds. Made in suitable widths, lengths, GILMER FLAT BELTS are covered in the New 
: Gilmer Belt Catalog. Ask for your copy. 











thicknesses. In rolls, too. 
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GILMER TELLS THEM— 
BUY THROUGH YOUR GILMER DISTRIBUTOR 


And Gilmer advertising in leading 
industrial publications helps you sell. 


A good example is the Gilmer page opposite. It's a 
booster for you in the November issue of Mill & Factory. 


GILMER SALES POLICY 


This is what the Gilmer Sales Policy offers: 


¥. 


2. 


< 


4. 
of 
6. 
fis 


8. 


7. 
10. 


A “buy-through-Distributor’’ policy; no factory 
sales in competition. ° 


A widely-experienced District Manager affords 
frequent direct sales help. : 


Engineering assistance when needed from fac- 
tory power transmission specialists. 

Distributor protection. 

Uniform discount schedules. 

A profit on every sale. 


Full jobber profit on non-stocking Special Pur- 
pose Belts. ‘ 


Catalogs, direct mail, and national advertising 
in a balanced program. 


Monthly bulletins from the factory. 
Stockroom and merchandising aids. 











*Series 12100 


CARBON) 800 Pounds @ 750°F. 
STEEL | 1500 Pounds Cold Non-Shock 


For 150-800 pounds service * Round 
Bolted Bonnet * Bolted Gland * Gasket 
or Ground Joint * Outside Screw and 
Yoke * Renewable Seat Rings * Solid 
Wedge — Slotted Type * Rising Stem 
11'4-13% Chrome Stainless Steel 
Trimmings * Sizes '/4" to 2" inclusive. 





‘HENRY VOGT MACHINE CO. Louisville 10, Ky. 


BRANCH OFFICES: NEW YORK e PHILADELPHIA e CLEVELAND e CHICAGO e ST. LOUIS @ DALLAS 
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Do YOU Get 


Backing Like This? 


If your cutting tool volume is disappointing 
despite your best selling efforts, maybe it’s time 
to take a look at the kind of backing up you’re 
getting. 

Butterfield Distributors can count on 100% 
cooperation from Butterfield because we realize 
the tremendous importance of Industrial Dis- 


An aggressive, consistent national space advertising 
campaign reaching your prospects through the most 
powerful trade publications in the metalworking field: 


MACHINERY, AMERICAN MACHINIST, MILL AND FACTORY and 
MODERN MACHINE SHOP. For 1949 this campaign carries 
972,079 convincing sales messages, about Butterfield’s 
100% Inspected Tools! 


tributors in our marketing picture. Take a look 
at these helps for example: 





And every one 
of those 
business-building 
messages directs 
the business 

to you. 











Butterfield’s merchandising materials are things your 
customers want and can use... including tap size 
charts, decimal equivalent charts ... and re-designed 
distinctive, up-to-the-minute packages that protect the 
contents and help prevent spilling. 


Furthermore, Butter- 
field’s written Dis- 
tributor Policy in- 
sures you full sup- 
port. It’s spelled out 
point by point — 
the agreement is 
clear, simple, pro- 
gressive. When you 
see it, you'll say: 
“That's for me!” 


BUTTERFIELD 


THE 100% INSPECTED TOOLS 


Every Too! Individually Inspected 
DIES - Reamers . 


And your selling efforts are solidly backed up by fac- 
tory-trained experts who help your customers get the 
most from Butterfield cutting tools. They're “on call” 
for you — anytime. 


There may be an open franchise in 
your area. Why not inquire? Write: 
Union Twist Drill Company, 
BUTTERFIELD DIVISION, Derby 


. TAPS . 
Line, Vermont. 
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oe just what does 


4 hoe specific lubrication problems solved 
... and a fourth is being pinned down... 
with a Keystone specialized lubricant. 


Today, specialized lubricants are required 
more than ever before in modern industry. 
Increased speeds, higher temperatures and 
pressures demand specialization—the type of 
specialization which can produce the most 
serviceable and dependable lubricants pos- 
sible—products which give you the /owest in 
lubrication costs. 


Recognizing this, Keystone has perfected its 
methods of producing specialized industrial 
lubricants. Keystone oils and greases are spe- 


Trode Morte Beg 


SPECIHEALIZED 


uv 


Re ROR RE. 


if mean for you? 


cially developed to meet individual job require- 
ments. And, ‘by this specialization, by perfec- 
tion of technique, Keystone manufactures 
products that are test-proved for high per- 
formance—and low lubrication costs. 


You, the Distributor, realize the importance of 
judging lubricants by performance—by their 
effect on production, machinery life, mainte- 
nance and power costs. In recommending 
Keystone products, you offer exact lubricants, 
developed for specific job requirements— 
lubricants that result in savings to your cus- 
tomer...in profits to you. KEYSTONE 
LUBRICATING COMPANY, 21st, Clearfield 
and Lippincott Sts., Philadelphia 32, Pa. 


S. One 


LUBRICANTS 


ow 
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“Congratulations ...and I hope your wife’s washing machine 
is put together with Circle Fasteners.” 








Circle ® Bolts and Nuts are used 
everywhere in large volume by leading manufacturers 


of quality products. They are the kind of bolts you can 





handle for your trade with complete assurance...as well as steady profit. 


BUFFALO BOLT COMPANY 
North Tonawanda, N. Y. 


Sales Offices in Principal Cities. Export Sales Office: Buffalo International Corp. 
50 Church Street, New York City 





PRODUCERS OF CIRCLE @ PRODUCTS — BOLTS + NUTS + RIVETS AND SPECIAL FASTENERS 
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our COPY TAT: 
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WIRE ROPE HANDBOOK 


Ries for the man on the job 


easy to read « 

up-to-date tHere’s the new illustrated J&L Wire Rope Handbook 

. .. written for the man who handles wire rope on 

the job. It contains 96 pages of information to help 

you get the most out of the wire rope on your machine. 

It’s easy to understand ... it has the answers to many 

of your questions about wire rope . . . it’s yours for 

the asking. Thousands of men have already put this 

book to good use. Why not send for your copy now? 


It tells you about 
© installation and operation 
@ selecting the right rope 


e J&L wire rope maintenance 


® standard fittings, slings, and 
splicing service available with 
J&L wire rope 


Send the coupon for your copy now! 


Jones & Laughlin Steel Corporation 
420 Jones & Laughlin Building 
Pittsburgh 19, Penna. 





Recommendations for: 


Excavating Equipment 
Oll Country Uses 
Marine Applications 
Industrial Needs 
Logging Installations 


Please send me a free copy of the new 
wire rope handbook entitled ‘‘Wire Rope 
is a Machine.” 





JONES & LAUGHLIN STEEL CoRPORATION 


From its own raw materials, PRINCIPAL PRODUCTS: HOT ROLLED AND COLD FINISHED 





J&L manufactures afull line of Bars AND SHAPES * STRUCTURAL SHAPES +» HOT AND COLD 
carbon steel products, aswell as 


certain products in oriscocoy ROLLED STRIP AND SHEETS + TUBULAR, WIRE AND TIN MILL 
and JALLOY (hi-tensile steels). | PRODUCTS + “‘PRECISIONBILT’ WIRE ROPE + COAL CHEMICALS 
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All the Features of the Famous B&G Booster... PL OS 


1. CONNECTIONS—3/4” Flanged. 


2. FLANGES—Two-bolt. Exclusive joint con- 
struction permits tightening with little more 
than finger pressure. Flanges are forged steel 
.. . non-breakable. 


3. MOTOR—1/15 H.P. 110 volt, 60 cycle, 
single phase. 


4, WEIGHT—Amazingly light. Makes instal- 
lation easy... satisfies present demand for 
compact equipment. . . ideal 

for boiler-burner units. 


5. LUBRICATION—Genuine oil circulating. 
Pioneered and perfected by B&G. 


6. SEAL— Water tight. Precision-ground and 
time-proven. 


7. SHAFT—Hardened steel. Ground and pol- 
ished to 1/10,000 of an inch tolerance. 


8. BEARINGS — Diamond-bored. Over-sized 
for quiet operation and long life. 


9. QUIET! Virtually noiseless. The new B&G 
“75” Booster is the greatest advance in a 
quiet operating circulator 


See B & G Catalog for Capacities 
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in New fast selling Assortments (iii ; 








Tailored to Your Market 


ee: & 8 OE Phiri 
PROFIT FOR TODAY, MANHATTAN see SE EE fa’ 
Tailored-to-your-Market Assortments, each __ See AEG 
conforming to national sales records, let you MMR EE. I 
meet the most frequent size demands for | (Oe | 
V-Belts with minimum investment. 











PROFIT FOR TOMORROW, too. Example: Be 4 wf * 
— Truss Ply Construction — another in the rs fp J = 
succession of improvements initiated by Fe | aa EE| Fz rs 
MANHATTAN-~smoothest running— 3% 33 35) is i 
increases service life of both the belt and the Y i i Se 4 
machine it drives. That will bring customers \ i ‘ 
back: to your store confidently for more of i) 
the things you sell. 

3 MANHATTAN TAILORED ASSORTMENTS 
These assortments provide every size you size and kind of store or service shop you 
need to service from 1052 to 1549 makes run. You can do all this with from 25 to 40 
and models of machines for home and shop. MANHATTAN FHP BELTS—because they're 


The right assortment is just a matter of the Market-Tailored. 


GET THE WHOLE PROFIT PICTURE TODAY 


It includes 9 kinds of merchandising aids that stimulate sales. 


MANHATTAN — ““A44 ASSORTMENT-— medium size distributor stock provides well-rounded 
— ! inventory of 350 belts in 119 most ordered sizes. Includes 
Ue a MM i) ten 8-hook metal wall display and stock boards. 


i FP * 08 VV. 4B“! ASSORTMENT -large distributor stock gives maximum coverage with 
se y) X 3 : 


minimum investment. 850 belts in 154 fast-moving, 





profit sizes on fifteen 8-hook wall display and stock boards. 


MANHATTAN RUBBER DIVISION - PASSAIC, NEW JERSEY 


RAYBESTOS-MANHATTAN, INC. 


Ry Manufacturers of Mechanical Rubber Products * Rubber Covered Equipment * Radiator Hose * Fan Belts * Brake Linings * Brake 
Blocks * Clutch Facings * Packings * Asbestos Textiles © Powdered Metal Products * Abrasive & Diamond Wheels * Bowling Balls 
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LISSTON 


wood cutting tools 


FOR THAT BUYER’S MARKET 
facing your customers 





WHEN YOU SELL A 
SSTON PRODUCT YOU 





New competition is forcing your customers to redouble their quality 
safeguards. Yet they can’t relax the fight on costs. That’s a made to 
order situation for your Disston Wood Cutting Tools. 


The best-believed sales point in the industry is the record long life 
built into cutting edges by Disston Steel. You’re backed up further 
by Disston skill that balances tools exactly—to preserve not only the 
tools, but even the machines they’re used on. And always, Disston 
foresight, study and research give you proved designs for the ‘very 
latest production demands. It takes tools like that . . . Disston Tools 
... to close orders for you today. 


DISSTON Knives 


THIN PLANER KNIVES... 


Two select Disston Steels—Dissteel and High Speed—assures lower 
production costs on every user's operations. Knives balanced in sets. 


HEAVY PLANER KNIVES... 


Three different tempers to meet all requirements accurately. 
Standard slots or slotted as required. Also beveled backs as 
specified. Balanced in sets. 


HOG KNIVES... 


Made of specially heat-treated steel that stands up to strains and 
abuse. Available for all standard machines. 





HENRY DISSTON & SONS, INC., 1123 Tacony, Philadelphia 35, Pa., U.S.A. 


Branches: Chicago, Seattle, Portland, Ore., Vancouver, B.C. 
Canadian Factory: Toronto 3, Ont. Australian Factory: Sydney, N.S.W. 





Prant after plant is turning to Curtis Air Hoists and Cylinders for 


pushing, pulling, lowering or lifting operations... and to multiple installations of 


Curtis Air Compressors, which eliminate long air lines, the possibility of air leaks, 


and losses resulting from breakdowns of central air compressor installations. 


Here’s why it will pay you to 
consider CURTIS equipment 


AIR HOISTS AND 
AIR CYLINDERS 


@ Cannot be overloaded. 

@ Hoisting or lowering speed is controlled by 
Operator. 
Ground-steel cylinder. 
Dise type valves. 
Valve automatically returns to vertical posi- 
tion when released. 
Can be operated by unskilled labor. 


95 YEARS OF 
SUCCESSFUL MANUFACTURING 


PNEUMATIC MACHINERY DIVISION 
of Curtis Manufacturing Company 
1911 Kienlen Avenve, Saint Lovis 20, Missouri 


AIR COMPRESSORS 


Timken-Bearing equipped—permits external 
adjustment. 

Self oiling—positive lubrication. 

Precision construction throughout. 

Complete valve assembly removed or re- 
placed in a few moments. 

Cylinder, crankcase, also heads made from 
gas-tight iron. 

Fully enclosed. 


Curtis bracketed-type Air-Hoist 
Cylinder can be placed in any po- 
sition from horizontal to vertical. 


Curtis Pendant Air Hoist can 
be used for practically any 
lifting problem where the 
head room is not limited. 





y Division of Curtis Mfg. Co. 
1911 Kienlen Avenue, St. Lovis 20, Missouri 


I am interested only in items checked below: 





[] Air Hoists NAME 





[] Air Cylinders FIRM 





[] Air Compressors STREET. 


CITY ZONE. STATE 
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...to YOU these 


names mean 


PROFITS 


UNBRAKO for socket screw products, FLEXLOC for self-locking nuts and HALLOWELL for steel shaft collars 
and shop equipment identify quality products that sell fast and stay sold ...make friends for you... assure 
a steady, repeat business... provide MORE PROFITS for you. 











Complete plant facilities... effective sales promotion...consistent business paper advertising... and 
prompt, courteous service to you and your customers make it easier for you to sell them. 























bes = nei ) 
Knurled Socket Self-Locking ad i L EyaLO ¢c 
Head Cap Screw Hollow Set Screw Shaft Collar Work Bench of Steel 
és Self-Locking 
Nut 





STANDARD PRESSED STEEL CO. 


BOX 519. JENKINTOWN, PENNSYLVANIA 


“Serving Industry continuously since 1903 through Industrial Distributors” 
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SALES AND PROFIT FOR 
YOU BECAUSE OF THEIR 





MONO-BILT wire WHEEL BRUSHES 


FOR NUMEROUS POWER BRUSHING OPERATIONS 


—DURA-BILT wire WHEEL BRUSHES 


INSURE SMOOTH OPERATION ON HIGH 
SPEED POWER EQUIPMENT 


To improve your power driven wire brush sales— 
make MILWAUKEE your headquarters—here is a 
complete brush tool supply source keyed to give you 
a dependable service—a service that will work for 
you in building sales and profit. We are fully 
equipped to produce special brushes designed from 
blue-prints or specifications. Use this cost-free en- 
gineering service when you need assistance on spe- 
cial brush problems. 


BRUSH TOOLS for 
Today’s Production 


Power Driven Wire Wheel 
Brushes 

“Mono-Bilt” 

“Steel-Clad” 

“Dura-Bilt” 

“Di-Bilt” 

“Peerless” 

“Twis-Tuft” 

Fibre Wheel Brushes 


Fine Wire Polishing Wheel 
Brushes 

“Sturdibilt” Wire Cup 
Brushes 

Wire Scratch Brushes 

Boiler and Furnace Brushes 

Foundry Brushes 

Platers Brushes 

Bench Brushes 

Floor Sweeping Brushes 

Push Brooms—wire and fibre 

Miscellaneous Maintenance 
Brushes 


UALITY 


MILWAUKEE 


CONSTRUCTION THAT CREATES SALES FOR YOU 


@ It is generally recognized that MILWAUKEE keeps to the 
high side of wire points per square inch of working surface. 
© It’s the number of points per square inch that counts in 
production—more working points in these two wire wheel 
brushes help production departments produce more pieces 
per hour. 

© Here is density of wire—solid wheels of wire points giving 
users the most in cutting and working points. 

© This compact construction with solid face—this greatest 
possible number of producing points is uniform regardless 
of the number of brushes you order. MILWAUKEE facilities 
assure this. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 
MILWAUKEE 8, WISCONSIN 


WIRE WHEEL BRUSHES » WIRE CUP BRUSHES + WIRE SCRATCH BRUSHES 


The Key to Industrial Brush Problems 


FLUE BRUSHES - FLOOR BRUSHES - PUSH BROOMS - BENCH BRUSHES - FOUNDRY BRUSHES’ 
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Do You Handle Sling Chain? 


Then You'll Want the New 

Remember that the nearer the sling legs are to vertical—the y 
greater the load that can be lifted safely with a given size MCKAY SLING-CHAIN CHART 
sling chain. Factors such as this make it important to en- nite. b aeiidsenibaie ot eeutein 
gineer chain for each particular application. types of sling chains and outlines the pro- 

That's the benefit of handling McKay chain . . . for with Nereatie for selecting the proper chain. Too, 

Pia . ges ere Is space on it to keep accurate records 
this ‘‘engineered”’ line you can always recommend the exact of the sling chains your customers use. 
type, grade and size for every working need. McKay chain, 
correctly specified, properly used and regularly inspected 
and maintained, gives the needed ‘‘working load limit.” — 

For details on how to engineer chain to specific require- Yes eee 
ments, call McKay. We'll show you the profit advantages of Send Me the McKay Sling Chain Wall Chart 
selling McKay ‘‘Engineered’’ Chain for industrial, commercial 


and agricultural uses. Name 


Company___ 


oN 441 McKAY BUILDING, PITTSBURGH 22, PA. 


THE COMPANY 
PITTSBURGH 22, PA. 


WELDING ELECTRODES COMMERCIAL CHAINS TIRE CHAINS 


Street 


City 


a a ee 


c-------------- 
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VERY customer you call on uses 

lamp bulbs. And General Electric 
lamps are tops in preference with lamp 
users everywhere. So to pick up extra 
sales, just remind customers on every 
call that you carry G-E lamps and 
be sure to ask for the order. Whatever 
lamps they need— popular types like 
these, or lamps for specialized uses — 
General Electric makes ’em all! 


G-E FLUORESCENT 
G-E FILAMENT < c Cool, efficient light in many 
A type and wattage for every sizes and colors makes these 
use — 480 tests and inspections lamps easy to sell. And the re- 


; Sou 
assure top lamp performance. placement market is booming! 


aie re  ~ F* 9K hee ee rH OK Oh 


G-E SLIMLINE 


The newest thing in fluo- 
rescent—no starters needed 
—extra long—more effi- 
cient. Choice of many sizes. 


G-E MERCURY 
Gives the most light 
for the money. A con- 
centrated light source 
for industrial use. Low 
maintenance cost. 


EVERYBODY USES LAMPS... 


G-E LAM PS THE EASIEST TO SELL ARE 
GENERAL @@ ELECTRIC 
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(ADVERTISEMENT ) 
Jacking Up Sales 


—“_{, 


HOW MUCH VARIETY CAN YOU STAND? —Not so 
much in the chorus, perhaps, but when it comes to selling Jacks 
the more you have the better. Take a look at Simplex Bulletin: 
Industrial 49. Here in just one field Simplex gives you 17 differ- 
ent types of Jacks —a complete line that enables you to fill any 
order and to meet every jacking need. If general industry is big 
business with you, now is a good time to check your supply of 
this Bulletin and make plans to use it. 


QUESTION AND ANSWER DEPARTMENT -— Simplex 
versatility is well known to both users and distributors of 
Simplex Jacks. In many instances a specific jacking job will be 
handled just as effectively by a ratchet lowering jack, a screw 
jack ora hydraulic jack. Yet for each specific jacking job there is 
one Simplex best equipped to perform with maximum efficiency. 
That’s the reason we are reprinting the chart above. It gives a 
quick “operational” picture of major types of Simplex Jacks. It : — 
can help you serve your customers better and more easily when jacking 19P Tite full 
they ask that all-important question: “What kind of a erge® cap sb0%i On by 


d mone o 
¥ ary A 
jack do I need?” 0) te COP: OF EY an terme gular jectenel, 
ce ae in other 
the 


toe, OF 
for 
00, 
a. SB 
pusteiat: 4 


a 
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"THERES AN EASIER 


WAY 70 LOSE WEIGHT 
THAN THATS" 


SAFETY SELLS INDUSTRY ON SIMPLEX -— Pictured 
above is the current Simplex ad on the versatile No. 310A 
appearing in general industrial publications. The 310A Emer- 
gency Jack has always been one of the easiest models to sell 
because it is a jack that has so many applications in almost 
every field. Its 4-way lift power illustrates, we believe, a quality 
that applies to every Simplex...the ability to perform more than 
one jacking job. That’s the sort of flexibility that pays off in 
safe savings for the user and more jack profits for you. 


NINE POUNDS LIGHTER BUT JUST AS STRONG! — 

That’s the basic appeal of the new Simplex A2510 Aluminum e 8 ° 

housing Journal Jack. The aluminum alloy housing plus Simplex 

engineering makes this jack far easier to carry and set up — TO THOSE WHO DIDN’T WIN ON 
especially when it’s being used in high places with the Simplex THE WORLD’S SERIES — Our consolation 
Jack Support. The standard model weighs 35 pounds — the alu- and hope that the football season will turn 
minum version weighs only 26. Reinforcement at all stress points out more profitably. In sports you can’t always 
assures the user that this Jack will handle its 25 tons capacity pick the winner. In Jacks—well, that’s another 
with ease, speed and positive safety. story because all you have to dois say “Simplex” 

and you cash in on top quality every time. 
°° ee e@ . 


Cov 
; Kise / 
DISTRIBUTOR VISITORS AT THE T-K PLANT — in 


recent weeks have included — Mr. and Mrs. L. W. Walwyn of 
Johannesburg, South Africa; Bert Fornaciari of Fornaciari Com- 
pany, Los Angeles, California, and R. G. Williams of Raleigh, N.C. 


TEMPLETON, KENLY & CO 
1036 S. Central Ave., Chicago 44, Ill 
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FAMOUS 


WISS metal cutting snips 


for every purpose 


\ CUTS STRAIGHT © 
: S 
St Fs} 


wts ko, = M3 
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METAL MASTER 

SNIPS 

Outstanding new development in snip 
design and construction. Compound 
leverage produces amazing cutting 
power with minimum effort. A set of 
3 snips, M-1, M-2 and M-3 takes care 
of the most intricate jobs involving 
inside holes, circles, complicated pat- 
terns, etc. Rubber grips recommended. 


STRAIGHT CUTTING 
SOLID STEEL SNIPS 


STRAIGHT CUTTING 
SOLID STEEL SNIPS 


For workers who do not need the spe- 
cial ‘qualities of WIss inlaid snips. 
They meet government specifications. 
For garages, machine shops, home 
workshops, the farm, etc. 4 sizes from 
8” to 12%” long. 
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INLAID BLADE ~ 
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INLAID BLADE 

STRAIGHT CUTTING SNIPS 

The basic snips for straight metal cut- 

ting. Gun metal finish handles. Tough 

crucible steel inlaid blades. Popular 

because of cutting ease and long life. 
5 sizes from 942” to 144” long. 


NO. V19 COMBINATION 
CUTTING SOLID STEEL 


V19 COMBINATION CUTTING 
SOLID STEEL SNIPS 


Strong, well made, solid steel combi- 
nation pattern snips. Will cut curves 
and irregular shapes with ease. Accu- 
rately tempered jaws and strong bolts. 
13” long, 3” cut. No. V13 is handy 
pocket size, 7” long, 154” cut. 


INLAID BLADE COMBINATION SNIPS 


INLAID BLADE 

COMBINATION SNIPS 

Made with straight blades, but ground 

and shaped so they readily cut curves 

andirregular shapes as wellas straight. 
2 sizes—12'”" and 1314” long. 


NO. 5 INLAID 
BULLDOG 
HEAVY-DUTY SNIPS 


INLAID BULLDOG 
HEAVY-DUTY SNIPS 


For cutting monel metal, stainless 
steel, Allegheny metal and other tough 
alloys. Invaluable for bench work for 
cutting strap iron bands. Regularly 
tested on 18-gauge galvanized iron. 
17” long, 212” cut. 


Quality for more than a century 











J. WISS & SONS CO., NEWARK 7, NEW JERSEY 
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SUPPORT ° 


EXCLUSIVE FRANCHISE! 


FOR DISTRIBUTORS OF FEDERAL—MOGUL BRONZE BARS 


HIGH QUALITY * COMPLETE LINE 


NATIONALLY 


When you distribute Federal-Mogul bronze bars, 
you are supported by a company-product combina- 
tion that’s hard to beat . . . and a quality line you 
are proud to offer your customers! 


Federal-Mogul bronze bars have fine, even grain 
structure, no hard spots or blow-holes. Wall thick- 
nesses are uniform, and bars are machined on out- 
side diameter, inside diameter and ends. The user 
gets the maximum number of bushings—with mini- 
mum waste—from each bar. Over 400 sizes of cored 
and solid bars available in a wide range of alloys. 


KNOWN NAME « 


GOOD PROFIT « 


Many S.A.E., A.S.T.M. and government specifica- 
tions. The range of sizes gives you complete cover- 
age of your market and an unusual opportunity to 
profit with a quality bronze bar service. 


Write or wire for complete details 
This profit-making, exclusive franchise is still available in 


several territories for aggressive distributors—write or 
wire us for full information AT ONCE. 


FEDERAL-MOGUL CORPORATION 


11057 SHOEMAKER DETROIT 13, MICHIGAN 


1899—FIFTY YEARS OF CONTINUOUS BEARING EXPERIENCE—1949 
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SALES PROMOTION 
EXCLUSIVE FRANCHISE 


- COOPERATION 


that helps sales 





FILLING ORDERS 


on time and right 


ADVERTISING 


_ for prestige and profits 





Bly, 
iY 1, 
WiRE . 20PE | 
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SOMETIMES you need help in recom- 
mending just the right wire rope for a par- 
ticular application . . . or you've got a 
customer who has run into technical diffi- 
culties, or who needs to be shown how to 
install and care for wire rope to prolong 
its life. Whatever the problem, Roebling 
engineers and your Roebling Field Man 
are always ready to help you give top 
satisfaction and win repeat business. 





NORTH, SOUTH, EAST OR WEST, 
there’s a Roebling warehouse not far 
from your place of business . . . and it car- 
ries large stocks of each type and size of 
Roebling’s complete line of wire rope. 
This means that when you're a Roebling 
distributor, your own stock can be quickly 
supplemented . . . you can promise and 
make good on fast deliveries. There's 


many a time when such service helps hold 
old customers and bring new ones. 





EVERY MONTH in every year, Roebling 
advertising reaches the men you sell and 
the men you want to sell. Full pages, in 
color, are printed in trade papers through- 
out industry and tell of the extra service 
life and low performance cost of Roebling 
wire rope. Still other advertisements in 
Fortune and Business Week reach busi- 
ness owners and executives . . . build 


acquaintance with Roebling products 
and stimulate the demand for Roebling 


quality. 
JOHN A. ROEBLING’S SONS COMPANY e- TRENTON 2, NEW JERSEY 





ROEBLING 
BRANCH OFFICES AND WAREHOUSES IN PRINCIPAL CITIES aU EMAMILRNNGISS >.> aasananera=mamaaet ee 

Atlanta, 934 Avon Ave. * Boston, 51 Sleeper St. * Chicago, 5525 W. Roosevelt Rd. 

*® Cleveland, 701 St. Clair Ave., N. E. * Denver, 1635 17th St. ®* Houston, 6216 

Navigation Blvd. * Los Angeles, 216 S. Alameda St. * New York, 19 Rector St. ® 

Philadelphia, 12 S. 12th St. * Pittsburgh, 855 W. North Ave. * Portland, Ore., 

1032 N. W. 14th Ave. ® San Francisco, 1740 17th St. * Seattle, 900 First Ave. So. 
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EASY HANDLING—the lightest weight 214” to 
4” pipe threader! 





Rs Sa ks ‘a Se 3 

TOLEDO AUTOMATIC PIPE CUTTER — 2’’ to 4” 
pipe. Cuts very fast...leaves straight, 
square-end cut without burr. Knives fed 
automatically. Operates with ratchet handle 
or Toledo Power Drive. With Power Drive, 
will cut off 2’’ pipe in 20 seconds, 4’ pipe 
in 65 seconds. 


THOUSANDS SAY— 
fia gator 


FOR 212" to 4” PIPE! 


TOLEDO 


GEARED ADJUSTABLE 


Threaders 


Toledo No. 2 Threader and Toledo Universal Power Drive. 


Help your customers speed the work... get 
clean-cut, leak-proof threads with a minimum of 
time and effort .. . tool up right with TOLEDO! 

For 2144” to 4” pipe—sell the tool that saves time and 
cuts costs for thousands of better mechanics—Toledo No. 
2 and No. 2BR Geared Adjustable Threaders! These are 
the lightest weight tools of this capacity—only 57 lb. as you 
put it on the pipe. Outstanding for easy operation... prac- 
tical features...and rugged dependability. Produces per- 
fect tapered threads using the famous Toledo receding die 
principle. The 2BR has three broad faced chuck jaws... 
easy to center! Both models can be operated with a Toledo 
Power Drive for greatly increased production (4” threads 
in less than 2 minutes). Write for new catalog. The Toledo 
Pipe Threading Machine Co., Toledo, Ohio. New York 
Office: 165 Broadway, Room 1310. 


RELY ON THE LEADER 


@ T DO 


FOR/PRECISION PIPE TOOLS 
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WHICH IS 
--- GROUND? 
coccee CUT ? 
---- ROLLED ? 





Find it hard to decide? Don’t 
waste your time because threading 
method is purely our problem. 
Your interest is in Uniform Class 
3 fit. You get it every time when 
you specify Allen O Heads instead 
of just Allen-type screws. 


We use all the accepted threading 

_ methods depending on the metal, 
the size and in some cases, the 
application. We investigate every 
new development and incorporate 
the best into our manufacturing 
methods. Because we do not 
commit ourselves to any one 
method, we can give you the extra 
precision and uniformity that 
makes Allen O Heads fit smoothly 
and stay tight under the most 
gruelling service. 


waAR NIN f 
Allen-Type screws = 
necessi wie 





SOLD ONLY THROUGH LEADING DISTRIBUTORS 


Write the factory direct for technical 
information and descriptive literature. 


ALLEN®: 














40 Years... 


ONE 
DISTRIBUTOR 
POLICY 




















We took our stand on distribution 
policy in 1910, when we stated: 


“We adhere to 


authorized 


distribution through 
distributors, in recog 
nition that prompt and intelligent 
needs 


attention to customers’ 


requires ‘on-the-ground contacts 


and acquaintance with individual 


manufacturer's problems as well as 


‘on-the-ground stocks’,’ 


In our fortieth anniversary year, 
this platform stands exactly as orig- 
inally written. It means: 


1 Full distributor protection—includ- 
ing all direct orders and inquiries. 


Selective distribution through care- 
fully chosen leading outlets, to 
make the Allen distributorship 
a real profit builder for those 
selected. e 


Every effort is made to assure that 
Allen’s reasonable competitive 
prices are maintained. 


No non-stocking distributors’ dis- 
counts. All such orders referred 
to Allen Distributors. 


All Allen products absolutely 
guaranteed. 


Allen factory representatives, 
advertising, sales promotion helps 
and engineering service are all 
devoted to making Allen products 
salable in the highest degree. 





MANUFACTURING COMPA }] 

Hartford 2, Connecticut, U.S.A. /// 
_—NEW YORK, CLEVELAND, DETROIT, GHICAGO, LOS ANGELES / 
| —_ —— — —_ - 








IT PAYS TO PUSH 
THE ALLENOHEAD LINE 





FOR 40 YEARS THE BUY-WORD FOR SOCKET SCREWS 
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Linco/n ‘'S Attractive NEW Package 


Increases Sales Through 
Visual Merchandising 


Lincoln's Packaging Program is introduced to 
create extra sales for you through visual 
merchandising and to reduce your operating 
+e ier, safer handling. For 

| er and lowered 


QUICK WweNTiFICATION... 
BETTER inventory contro... 
SAFER wanvwine... 
INCREASED eve appeal 


Clearly identified by label showing name of 
part, illustration of part, part number, and 
quantity to speed up order filling and sim- 
plify inventory control. 





Contents of new package is individually heat- 
sealed in a protective, transparent Poly- 
ethylene Bag. Keeps dirt and moisture out, 
prevents corrosion. 


Metal-edge box is easy to handle, remains 
firm and permits reshipping to customer 
without repackaging. 


The standard design and color scheme on all 
boxes quickly identifies Lincoln products. 
Sturdy metal-edge boxes stack neatly on 
shelf where white background of label per- 
mits easy reading of package content. 





“s © © PIONEER BUILDERS 


ENEVEN 


LINCOLN ENGINEERING LUBRICATING EQUIPMENT’® © + 
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ROPE USES 
STRENGTH CHART 


HISTORY . MANUFACTURING 


Important Facts for Rope Users 


From cover to cover, the 32 pages of this handy, pocket-size booklet are just crammed 
full of important facts about the history and manufacture of rope. There’s a lot of useful 


everyday information, too . . . for farmers, ship operators, fishermen and industrial 
users . . . howto splice andtie knots . . . the really practical kind that are used in many 
occupations. There’s a detailed description about how to rig a block and tackle, with a 





weight and strength chart to aid in selecting proper rope sizes. 
Inside pages are attractively printed in two colors . . . with SAVE TIME ... USE THIS COUPON 


a heavy four color cover... a fine sales aid and reference Please send me the new American Brand Cordage booklet. 
booklet. Write for a copy. 81 


AMERICAN MANUFACTURING COMPANY, BROOKLYN 22, N. Y. COMPANY 
ROPE * TWINE * OAKUM. * PACKING 

BRANCH FACTORY: ST. LOUIS CORDAGE MILLS, ST. LOUIS 4, MO. 

SALES OFFICES: BOSTON * CHICAGO * HOUSTON * NEW ORLEANS * PHILADELPHIA .... ZONE 
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Talk of the Trade 


SMALL WORLD: People in our industry seem to have 
a way of getting around. ... While in California, 
whom should we meet but three former New York 
manufacturers’ men—Bob Stone (Black & Decker), 
Bart Baron (Independent Pneumatic) and E. J. Gray 
Greenfield Tap & Die). 


FELLOW SUFFERER: Anyone who has snapped a 
picture knows what a dismal feeling it is when you learn 
that the picture did not come out. . . . You can imagine 
how Gerald Florence (Benchmaster) felt when he re- 
turned from a trip to the Orient and found that he had 
left the slide in his camera while taking “beautiful 
color shots”. 


GRASSHOPPERS: While in San Francisco recently, 
whom should I meet but Vince Alexander (Manheim 
Mfg. & Belting). ... After a Chinese dinner, we 
sampled the specialty of the house. . . . A Grasshopper. 
.. . They certainly make you hop. 











—_— 
AV 
Ais 
ye 


Www 


“UNUSUAL”: Speaking of San Francisco reminds me 
that it, like Southern California, has unusual weather. 
. . . The difference is that when the temperature soars 
in S. F., they call it “unusual”, 
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GOLF STORY: I like the golf yarn told on himself by 
Mack Marshall Arrangements were being made for 
him to play with a manufacturer—a man Mack wanted 
to impress. . . . The manufacturer had occasion to talk 
with Mrs. Marshall and inquired what kind of game 
Mack shot. . . . Mrs. Marshall, knowing nothing about 
golf scores, replied: “Mack is a modest chap, you know. 
He says he shoots 110 but he can do much better than 
that—he can shoot 140 if he wants to”. P.S. The golf 
match didn’t come off. 


DETAILED PLANNING: The South and West get 
plenty of manufacturer visitors during the winter months. 
< . » Football cities get them in the fall. . . . What a 
job those fellows had making up their minds where to 
go when the baseball pennants were hanging in the 
balance. 


ALL EVEN: Carl and Mack Marshall, twin brothers 
who married twin sisters and who are partners in 
Marshall Tool & Supply, Los Angeles, are on ‘an even 
footing again. . . . Mack recently became the father 
of his second child, Linda. . . . They each have two 
children now. 


R. W. B. 


61 








SINGLE EFFECT EVAPORATOR 


USING A 


ig. 142—1BBM Globe 
ig. 106A—Bronze Globe 
ig. 47—Bronze Gate 
ig. 651—IBBM Gote 
ig. 624—IBBM Sw. Check 
ig. 142—1BBM Globe 
ig. 49—Bronze Gate 

. 956—Bronze Globe 
ig. 976—Bronze Globe 
ig. 49—Bronze Gate 


ig. 47—Bronze Gate 


ig. 47—Bronze Gate 


ig. 976—Bronze Globe 


ig. 92—Bronze Sw. 


. 106A—Bronze Gate 


ig. 47—Bronze Gate 


ig. 106A—Bronze Globe 


ig. 741G—Bronze 


BAROMETRIC CONDENSER 


VALVE RECOMMENDATIONS 
For details and valves to suit varying 
conditions see Jenkins Catalog 


Intercondenser 


Suction 2 | Fig. 1300—Stainless Steel Gate 


1 | Fig. 1308—Stainless Steel Globe 


2 | Fig. 1308—Stainless Steel 


Thermostatic 


Backflow 


Condensate 
Shutoff 


VAPORS TO 
CONDENSER 


SEPARATOR 


Look overja 


SUPPLY TO 
CONDENSERS 


COOLING 
WATER TO 

INTE! 
NTERCONOENSER 


cooting =I 
WATER TO 
BAROMETRI 


Cc 


L 


AIR @STEAM 
TO INTER- 
CONDENSER 


CONDENSER 
(Low Head 
ROOM TyPE] 


LiguiDS TO 
STEAM PUMP 
CHEST 
EVAPORATOR 
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Low 

PRESSURE 

STEAM 
To 
PuMP. 
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ones} 
LEVEL 


_ LINE. 


LEVEL 
CONTROL VALVE 
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MANUAL 
BYPASS 


CONDENSATE 
RETURN 


COPYRIGHT, 1948 — JENKINS BROS. 


LOOK FOR THE 


“4 > 


Pump 
OISCHARGE 
TO STORAGE 


Y 


VARIABLE SPEED PUMP 
To 
OF 


DILUTE 
SOLUTION TO 
STEAM CHEST 


TYPES, SIZES, PRESSURES, 


DIAMOND MARK ° 





METALS 


PRESSURE 
VA\VE 


ATMOSPHERIC 
HIGH 


STEAM 
SUPPLY 
EJVECTORS 


LOOP SEAL 


INTERCONDENSER 
COOLING WATER @ 
CONDENSATE TO 
MAIN TAIL PIPE 
pene 


VARIABLE SPEED PUMP 
AUTOMATICALLY CONTROLLED 
BY LEVEL CONTROL TO 
MAINTAIN LEVEL IN TAIL PIPE 


Diagram by Huxley Madeheim 
Consulting Engineeer 


FOR EVERY NEED 





etany Piping System... 


FER 
LY To 
RSERS 


practically all valves required are 
available from Jenkins complete line 


JENKINS 
COMPLETE LINE 


TYPES. 
4 SIZES 


PRESSURES 


METALS 


FOR 
EVERY PURPOSE 


poten - OVER 500 VALVES 


Madeheim 
ecer 


That's why every project promises 
Multiple Sales for 


JENKINS DISTRIBUTORS 


THIS TYPICAL piping layout calls for 42 valves, including 
alternates, and all but four specialty valves are available 
from Jenkins complete line. 


It illustrates clearly why the Jenkins Distributor, 
called in to talk over any piping plans, has a big ad- 
vantage. With the broad range of types, sizes, pressures 
and metals represented in the Jenkins line, he is fully 
prepared to meet all average valve needs. 


He can help his customer save time, and simplify 
planning, because, almost invariably, all the valves he 
needs are listed in the Jenkins Catalog. And he can offer, 
too, in any valve selected, the longest-lasting, lowest- 
maintenance valve that money can buy . . . Jenkins 
quality. 


It’s just another of many reasons why Jenkins is the 
preferred valve franchise ... why, year in and year out, 
it pays, and pays well, to sell Jenkins valves. 

Jenkins Bros., 80 White Street, New York 13; Bridgeport, Conn.; 


Atlanta; Boston; Philadelphia; Chicago; San Francisco. 
Jenkins Bros., Ltd., Montreal. 





SOLD THROUGH LEADING INDUSTRIAL DISTRIBUTORS EVERYWHERE 











Courtesy of Caterpillar Tractor Co, 


For salesmen calling on hard-to-please hose buyers 


Exacting engineers at the giant Caterpillar 
Tractor Co. plant wanted a steam hose 
which would resist excessive wear, and 
would minimize hazard to employees. 
They got both when Republic Rubber’s 
Peoria, Illinois distributor, Hagerty Broth- 
Peoria, Ulinois ers Company, recommended Republic's 
3/4 inch E-101 Steam Hose. Pleased, 
“Caterpillar” now states, “We have found Republic Rubber's 
E-101 Steam Hose to be very satisfactory in maintaining the 
production schedule of our products.” 


Mr. John H. Flora, Pres. & Treas. 
Hagerty Brothers Company 


Republic's solid reinforcement of cotton duck gives su- 
preme quality for this type hose. Republic has designed 
E-101 for many industrial applications: pile driving, railroad 
shops, steel plants, foundries, contractors, thawing coal, fire 
fighting, etc. Its body is constructed with plies of strong, 
insulated hard-woven duck which are applied on a bias for 
maximum pressure resistance and flexibility. The thick heat- 


REPUBLIC RUBBER DIVISION 
LEE RUBBER & TIRE CORPORATION - YOUNGSTOWN, OHIO 
Lee Deluxe Tires & Tubes . . Conshohocken, Pa. 


resisting tube retains its flexibility under severest conditif 
A tough, abrasion-resistant cover protects the hose ff 
service wear and unusual punishment. 


When face to face with a tough hose problem, you 
be confident that Republic Rubber makes a hose for the 


REPUBLIC’S 5-POINT POLICY 


A LINE of rubber items sufficiently complete to permit effect 
supplying the requirements of the trade solicited. 


A QUALITY of product uniformly good and capable of deliv 
service results that should reasonably be expected. 


A PRICE basis inducing and making possible aggressive comp! 
with reasonable profit return. 


FREEDOM from competition from his source of supply, either dir 
indirect, among the trade covered by his day to day solicitc 


SELLING helps of reasonable amounts so that his sales force m 
given the advantage of specialized training and a knowledge 4 
product sold. 
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Industrial Distribution 





Mr. Salesman, 


Do You Have What It Takes? 


| heal salesman and every sales manager has 
his own ideas on what it takes to make a 
good salesman. And we've published our own 
thinking on the subject a number of times. But 
the other day, my attention was called to the list 
of qualities or attributes the Ansul Chemical 
Company of Marinette, Wisconsin wanted their 
salesmen to have. It’s a good list and affords a 
solid basis for thoughtful self-checking by each 
salesman in the industrial supply field. Here is 
the list: 

“We think he should be well groomed, poised, 
amiable. He represents us to the business world 
and we naturally want to put our best foot for- 
ward. 

“He should be intelligent. No genius, mind 
you, but a man who understands our products 
thoroughly. He should understand the needs and 
problems of the customer. 

“He should be enthusiastic. You know and 
we know that enthusiasm flows over to the cus- 
tomer. A salesman is of little value to himself 
or to us if he isn’t sold on the product he’s 
selling. 

“He should make sense when he talks. And he 
should make sense when he writes sales reports 
and letters. 

“He should respect the buyer’s intelligence 
and the intelligence of other salesmen. You can’t 
kill off competitor's products by pooh-poohing 
them. We wouldn’t do this if we could. Compe- 
tition is too good for us. 

“He should have system to his work. He 
should keep accurate records of his customers 
and prospects. And he should plan his calls sys- 
tematically. 

“He'll run across knotty problems, obstacles 
and differences of opinion, so he should be diplo- 
matic. It’s up to him to remove these stumbling 
blocks to sales. 

“He should be adjustable, adaptable, call it 
what you will. In other words, he should be able 
to meet any man on that man’s plane. 

“We want him to act on his own initiative, 
think for himself. We don’t want him running 
back to us for continual instruction. We've put 
our confidence in him. His sales manner should 


reflect our confidence. 

“He should have a sense of humor. A sense 
of humor, of course, implies a sense of propor- 
tion. It’s an ability to see all things, large and 
small, in their proper perspective. The salesman 
should laugh with others and be able to laugh 
at himself. 

“He should be helpful. He never knows when 
a man is going to change his mind. So he should 
be as helpful to his ‘lost causes’ as he is to his 
best customers. 

“Punctuality is important, too. He should keep 
his appointments. Let the customer be late. Let 
the other salesman be late. But he shouldn’t 
lose a sale because he ‘just couldn’t make it on 
time.’ 

“He should be honest. Of course we don’t 
hire men who steal. No company knowingly 
does. But we don’t want a thief of integrity, 
either. We want him to tell his customer just 
what our products can do and what they can’t do. 

“He should be interested in many subjects. 
A smattering of knowledge of fly casting, say, or 
coin collecting might be the straw that breaks 
the customer’s resistance. Not that we want a 
know-it-all. But we do like a man who’s curious 
about life, who hasn’t stopped learning merely 
because he’s left school. 

“He should have drive. He should have physi- 
cal energy and mental vigor. High-sounding 
words? Perhaps, but these specific qualities are 
needed to make lasting sales. He should be ag- 
gressive, but not to the point of over-selling. And, 
of course, the old dollar sign enters into it, too. 
He’s out to build an economic future for him- 
self and, at the same time, he’s helping to build 
one for the company he represents. 

“Remember, we don’t expect you to have all 
these virtues. We do expect you to be aware of 
them, though, as targets to shoot at. All these 
qualities form a composite picture of a good sales- 
man. Coud you fit into this picture?” 


Halts Whveber 
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LUBRICATING SYSTEM.( Keep oil) 





in tiptop shape by periodic mi- 
croscopic and chemical examination. 





Gilter) needed. Qil leaks)are a 





prime fire hazard; fix them imme- 
diately. Perhaps you can cut your 


insurance premiums by redesigning 


theQube system) When the turbine 





is running at normal load test the 
auxiliary @il pump)now and then 








to make sure it starts@utomatically) 





if needed. Watch @il temperature) 





or provideCa_thermostatic alarm) to 








save yourself theCgrief of outrages) 

















= Lower | 
Costs 


++ 


STARTING IN SEPTEMBER and continu- 
ing in subsequent issues, McGraw- 
Hill technical magazines began pub- 
lishing special sections on the general 
theme of “Higher Productivity and 
Lower Costs”. These articles are di- 
rected to the particular needs of each 
magazine’s special reader group. Of 
paramount interest to industrial dis- 
tribucors and their salesmen is the 
special sections entitled “How To 
Save Power Dollars” published this 
month by Power. 

Power services vitally affect produc- 
tion and costs throughout industry. 
Wherever wheels turn and machinery 
moves, the generation, transmission 
and application of a power service is 
involved. Also, wherever wheels turn 
and machinery moves, there are sales 
opportunities for distributors. 

In its special section on how to save 
power dollars, Power gives some at- 
tention to the selection of equipment, 
arrangement and hookup. However, 
the greatest portion is devoted to the 
kind of savings the power engineer can 
make every day in his operating 
rounds. This is done through a series 
of check lists and suggestions on each 
of the power services. The main idea 


SALESMEN CAN USE ADVICE ON... 


How Supply Customers 


Can Save Power Dollars 


is to enable engineers to find ways to 
cut the unit costs of power services, 
reduce waste in transmission and ap- 
plication and improve the quality and 
dependability of their services. 

The distributor and salesman have 
an unusually large stake in the deci- 
sions and solutions reached on cutting 
power costs. They can lose much by 
failing to understand and appreciate 
the nature of their customers’ power 
cost problems. Only through under- 
standing and appreciation of such 
problems can the distributor and sales- 
man contribute constructive sugges- 
tions which will benefit customer and 
seller alike. 

In order to give the distributor and 
salesman an insight into the cost sav- 
ing ideas being circulated among 
power engineers, INpustRiAL DistrI- 
BUTION has prepared a digest of Pow- 
ER’S special section. 

In addition to the educational value 
of the section, the salesman will find 
it full of practical selling ideas. Each 
suggestion to reduce power cost in- 
volves products which the salesman 
sells. By noting each item which is 
applicable to each suggestion, the sales- 
man can increase his capacity for serv- 


ing customers. In the above illustra- 
tion, the item on lubrication suggests 
products mentioned in the notes. 

Each item also contains the basis of 
potent sales arguments which the 
salesmen should note. These argu- 
ments can be elaborated upon by fur- 
ther study when the potential of the 
product is large enough to warrant 
the expenditure of the salesman’s 
time. For example, lubrication and 
instruments are mentioned frequently. 
By checking on the lubrication and in- 
strument potential of his customers, 
the salesman may uncover a profitable 
field of study. 

Marginal notes of the sort illus- 
trated will: (1) serve as a training 
medium by which salesmen can de- 
velop their sales opportunities in 
power plants; (2) give the salesman a 
check list of products which can be 
sold in power plants; (3) give the sales- 
man an idea of what he should be 
selling to power plants; (4) improve 
the salesman’s presentations with re- 
spect to power plant sales; (5) provide 
the salesman with valuable reference 
notes on basic power troubles and 
products which help to minimize or 
eliminate them. 
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COAL RECEIVING. How much 
labor does present coal unloading and 
handling require? Would mecha- 
nization help? Would labor saving, 
improved employee morale and 
greater operating reliability warrant 
installing car shakers and dumpers 
and coal-thawing sheds? 


CONVEYING SYSTEMS. When 
you install conveyors, look ahead. 
Some day you may wish to handle 
more tons of lower-grade coal. En- 
larging the system will then cost you 
more than making it big enough in 
the first place. 


COAL-STORAGE HANDLING. 
\re you using the most efficient 
methods? Will bulldozer, carryall or 
drag scraper speed your coal handling 
and reduce your labor cost per ton? 


COAL STORAGE. Pack the coal 
properly to exclude air circulation. 
Install thermocouples to detect any 
temperature rise in body of pile be- 
fore costly fires start by spontaneous 
combustion. 


PULVERIZERS. Buy pulverizer and 
motor big enough to carry full load 
on coal of lowest grindability likely 
to be used. 


REFRACTORIES. In buying refrac- 
tories and arches, consider cost of in- 
complete combustion—also the repair 
cost resulting from improper materials 
or suspensions. 


SOOT BLOWERS. To insure soot- 





STEAM ENGINES. ‘Take indicator 
diagrams from time to time to check 
valve timing. Keep piston rod and 
valve packings in good shape to pre- 
vent shafts scoring by excessive leak- 
age. Drain steam and exhaust chest 
thoroughly before starting. Make sure 
all rubbing parts are well lubricated. 
Check steam rate from time to time 
to reveal leakage of steam past piston 
or valves. If possible, use exhaust for 
heating or process. 


TURBINES. Follow starting proce- 
dure specified by manufacturers to 
avoid costly shutdown or damage. Im- 
proper starting procedure may expand 
rotor and casing unequally and dam- 
age seal strips and glands and, in ex- 
treme cases, even destroy blades by 
tubbing. Make sure casing is thor- 


Steam Generation 


Steam Engines 





free tubes and low-cost soot removal, 
install good mechanical soot blowers. 


FORCED DRAFT FANS. Be sure 
it’s big enough to handle any fuel and 
load that may be encountered. Con- 
sider power savings by variable-speed 
drive or by hydraulic couplings. 


INDUCED-DRAFT FANS. Same as 
for forced draft, but consider also de- 
signing to handle hot dusty gases with 
lowest maintenance requirements. 


SAFETY-VALVES. Make sure they 
will blow when needed, but not too 
often—and that they don’t simmer in 
regular operation. 


FEED PUMPS. In some industrials, 
with heavy demand for heating and 
process steam, “steam-eating” duplex 
feed pumps involve no dollar waste, 
but most plants can save by electric 
drive of pumps. Use automatic feed- 
water control for smoother and better 
operation. 


INSTRUMENTS. ‘Ihese are essen- 
tial for efficiency. At the minimum, 
you should weigh coal, measure flue- 
gas temperature and CO.,, draft, feed- 
water temperature and pressure—also 
measure feedwater or steam, or both. 


HEAT INSULATION. Insulate all 
hot surfaces, hot-water lines, steam 
lines, fuel drums, settings, heaters, 
breechings, etc. to save fuel dollars. 
It will also keep the room cool enough 
to attract efficient operators and keep 
them mentally alert. 





and Turbines 


oughly drained; leave drains open 
until unit is under load. Keep lube- 
oil pressure and_ flow at rated levels 
during starting, load and_ stopping 
phases. 


LUBRICATING SYSTEM. Keep oil 
in tip-top shape by periodic micro- 
scopic and chemical examination. 
Filter and centrifuge the oil, or re- 
place it as needed. Oil leaks are a 
prime fire hazard; fix them immedi- 
ately. Perhaps you can cut your in- 
surance premiums by redesigning the 
lube system. When the turbine is 
running at normal load test the auxil- 
iary oil pump now and then to make 
sure it will start automatically if 
needed. Watch oil temperature or 
provide a thermostatic alarm to save 
vourself prolonged outages. 


INSTRUMENTS. Intelligent opera- 
tion is impossible without enough in- 
struments of the right kind. These 
should include wattmeter, watthour- 
meter, steam or condensate meters, 
pressure and vacuum gages, thermom- 
eters, tachometers. In addition, large 
units often require meters for shaft 
eccentricity, bearing vibration and 
cylinder axial expansion. Log _ the 
data from these instruments often 
enough to have a representative rec- 
ord of operation. Analyze records at 
least once a week. Compare actual 
performance with test or guaranteed 
performance, allowing for variations 
in the loading, steam pressure and 
temperature, back-pressure, extraction 
and bleed flow. When steam rate and 
heat rate deviate from normal, look 
for the cause. First check the instru- 
ments; then look for mechanical 
trouble. 


BLADE DEPOSITS. Fouling ot 
blades from steam carryover lowers 
the overall efficiency of the unit. Best 
cleaning method varies from plant to 
plant and must be determined by 
experiment. The period between 
cleanings should be such that the 
vearly cleaning cost, plus the yearly 
fuel loss due to fouling, is a mini- 
muin. If at all possible, dismantle 
machines for inspection after every 
10,000 operating hours, or after 
20,000 hours at the outside. To in- 
sure early restoration of service, out- 
line vour inspection program minutely, 
study records of previous inspections, 
have all tools, replacement parts ready 
when unit comes off the line. 


MAIN CONDENSER. See that all 
joints remain tight to produce maxi- 
mum vacuum. Keep tube surfaces 
clean by plugging, chlorination or 
whatever method proves economical. 
Watch condensate salinity closely to 
check tube leakage. Check condenser 
performance regularly. 


CIRCULATING-WATER PUMPS. 
With variable-speed drives make care- 
ful study to find most economical 
speed for each combination of turbine 
load and cooling-water temperature. 
It doesn’t always pay to run pumps 
at top speeds because their extra 
power consumption may exceed addi- 
tional kilowatts generated by the bet- 
ter vacuum. 


AIR EJECTOR. Keep steam flow 
down to needed minimum. For high- 
pressure steam installation, investigate 
vacuum pump to avoid high steam- 
reducing valve maintenance. 


HEATERS. Vent all noncondensable 
gases so heaters will work at full ca- 
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pacity. Check heater performance 
periodically to detect fouling and 
leakage. Chemical cleaning is usually 
the most effective. 


FEEDWATER PUMPS. In high- 
pressure stations make continuing 
study of pump materials to find those 
with longest life for existing condi- 





There are two basic ways to cut 
costs in your electrical system. First, 
select equipment wisely, and then 
take good care of it after installation. 
Since question of proper maintenance 
and operation plays an important part 
in cutting costs, many of the follow- 
ing items are in reality tips on good 
maintenance and operating practice. 
Some show up in dollars and cents as 
reduced cost for generating or pur- 
chasing power. Others pay off in the 
long run by decreased “down time”, 
less replacement of parts and length- 
ening of equipment life. 


GENERATORS. Schedule operation 
so each running unit is pulling at or 
close to its rated load. This is the 
region of maximum generator efh- 
ciency. Regulate load, so generators 
operate as close to unit power factor 
as is economically advisable. 


PURCHASED POWER. When tied 
in with public utility, swing load 
peaks to your own generators. This 
keeps your demand charge down. 
New, fully automatic load regulators 
can confine all load swings to local 
generators. Study your rate schedule 
carefully; it may show how additional 
savings can be made. Check if some 
other load can be disconnected for 
this period to avoid upping the de- 
mand. Consider spotting a few time 
clocks in circuits that can be cut out 
during peak load periods. Electric 
water heaters are a good example. 


OIL CIRCUIT BREAKERS. Has 
increased generating capacity outrated 
interrupting capacity of switch-gear? 
Then it may be wise to consider air 
core reactors if new switch-gear is not 
an immediate possibility. 


TRANSFORMERS. Test oil annu- 
ally for dielectric strength using stand- 
ard test rig. Filter oil if it breaks 
down at less than 17.5 kv. Check 
operating temperature at least once a 
month; .oil temperature should never 
exceed 90 C with transformer fully 
loaded. 


WIRING. Consider constant power 
loss where feeders and circuit wiring 
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Electricity and Elevators 


tions. For extended medium- and 
low-load operation provide variable 
speed drive. 


COOLING TOWER. Inspect peri- 
odically for fouling. Treat makeup 
water to kill algae. For greater ca- 
pacity on natural-draft unit consider 
installing fans. 





are overloaded. Load can be reduced 
by improving power factor. Remem- 
ber that even the best grades of rub- 
ber insulation deteriorate in time, 
and that end is hastened when oper- 
ating temperature is above allowable 
maximum. 


SYNCHRONOUS MOTOR. This 
unit is often used in conjunction with 
induction motors to raise total plant 
pf. In many cases it costs less and 
has a higher efficiency than the cor- 
responding induction motor; this is 
especially true of slow-speed jobs. 


AIR CIRCUIT BREAKERS. Exam- 
ine main contacts periodically for 
signs of overheating (copper turns a 
bluish color). Use tissue paper and 
prussian-blue dye to check area of 
contact surface. Scrape arc-chutes 
clean of copper beads to avoid leak- 
age to ground and possible flashover— 
especially on a de system. 


FUSES. Often they are literally the 
weak link in plant wiring system. Once 
again, check for signs of overheating— 
often caused by poor contact at fuse 
ends. Where fuses are paralleled 
measure current through each fuse 
with a split-core ammeter. Unbalance 
can usually be traced to increased re- 
sistance at the clips of one fuse. Cor- 
rect; otherwise you'll invite blown 
fuses. 


LIGHTING. Get maximum light 
output by cleaning fixtures periodi- 
cally. At the same time remove any 
lamps (incandescent and fluorescent) 
that have exceeded their life expect- 
ancy. Scrapping them will increase 
light output and save a trouble call 
later. Invest in a light meter to assure 
good lighting in critical working areas. 


SHUNT CAPACITORS. Good 
method for improving pf and main- 
taining high load voltage. Best bet 
is to locate banks at convenient spots 
around plant to be switched with 
varying load requirements. Supple- 
ment with capacitors tied in directly 
with motors. Rough cost for installed 
capacitor is $10 per kvar. 


MOTOR STARTER. Check over- 
load devices by sending low-voltage 
tripping current through with motor 
disconnected. Use step-down trans- 
former having high-current secondary 
rating. Measure test current with 
split-core ammeter. 


ELEVATOR MOTOR. Changing 
from old low-starting torque squirrel 
cage to high-starting torque motor of 
modern design often saves up to 50 
percent on elevator power bill. 


MILEAGE RECORDERS. _ Install 
car mileage recorders and stop count- 
ers. These records show you how 
elevator service and operation can be 
improved. 


GUIDE RAILS. Keep rails well lu- 
bricated. Guide shoes that should be 
lubricated and are running on dry 
tails take extra power. 


GEARS. Lubricate gear case. But 
don’t flood it with oil because worm 
and gear will then act as a pump and 
agitator to increase power consump- 
tion. If gears don’t have a highly pol- 
ished mating surface, put about one 
Ib. of sulphur in gear-case oil. Oper- 
ate for a day, then clean out and re- 
fill with fresh oil. 


ELEVATOR ROPES. You can cut 
costs by increasing rope life through 
regular lubrication and careful in- 
spection. Check that sheaves are run- 
ning in good bearings. Keep load 
equalized on ropes. Check rope sock- 
ets about every six months. 


RELAYS. Check operation annually 
by external test current. Don’t over- 
look current transformer on feeder or 
machine when making relay check. 
Simple series lamp test shows if ct 
secondary winding is continuous; 
comparative brightness to other cts 
shows up partly shorted secondaries. 


BRUSHES. Check brushes daily on 
motors in severe service; once a week 
is okay for others. Save commutator 
and slipring repair bill by replacing 
short brushes. If they are left in place 
till they wear to the pigtail, metal ring 
in brush itself will cut into commu- 
tator or slipring. Blow out brush 
boxes with compressed air; then see 
that brushes slide freely in their 
holders. Keep brush pressure at rec- 
ommended level to reduce sparking 
and commutator wear. 


CONTACTS. One of the most fre- 
quent reasons for trouble calls on 
automatic electrical equipment is 
faulty contacts. Don’t file silver con- 
tacts unless badly burred. Wipe them 
clean with carbon tetrachloride. Ad- 
just contact pressure for adequate 
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wipe when contacts make up; this in- 
sures low contact resistance between 
surfaces. 


LOAD CHECK. Put portable am- 
meter and voltmeter to good use by 
periodically checking current and 
voltage taken by plant motors. Split- 





Air conditioning is a five-point job 
involving maintenance of (1) tem- 
perature, (2) humidity, (3) cleanliness, 
(4) ventilation, and (5) circulation. 
All must be held to levels best suited 
to comfort and health (or to the needs 
of a process), without waste of power, 
steam or labor. 


AIR SUPPLY. You need a running 
comparison between wet-bulb and 
dry-bulb temperature to know eco- 
nomical proportions of fresh to return 
air. A recording wet-and-dry-bulb dif- 
ferential controller keys your system 
to outside air conditions. An outdoor 
master thermostat that resets zone 
thermostats at temperature changes 
can save you heating dollars in spring 
months and air conditioning dollars 
in fall months. By adding a hand con- 
trol that can take over zone thermo- 
stat settings you prevent sharp jumps 
in load brought on by sudden outside 
temperature changes. These (1) over- 
load equipment (2) push up mainte- 
nance costs, (3) increase demand 
charges of purchased electricity or 
steam. Heating coils in path of in- 
coming air prevent freezing in air 
washers, save maintenance dollars. 
Make sure heating coils have good 
traps and are working properly. 


AIR FILTERS. Make sure you're 
using the right kind for the job con- 
ditions. Dry filters serve well for low 
volumes, light dust. Viscous filters 
can tackle heavier loads and coarse 
dust. Where operating hours are 
long and large volumes must be han- 
dled, consider automatic filters. Be 
sure you have more filtering capacity 
than fan capacity. 

Put in a differential draft gage be- 
tween filter inlet and outlet chambers. 
It tells you when filters need cleaning, 
avoids overloading fans. 

For top performance at lowest cost 
keep oil level in sump of traveling- 
plate electrostatic filters at recom- 
mended height. Remove sludge from 
sump. Clean filters, working at best 
efficiency, prevent dark spots on ceil- 
ings of ventilated spaces, thereby sav- 
ing painting and housekeeping costs. 


Air Conditioning and Heating 


core ammeter and voltmeter combina- 
tion is well suited for this job. This 
will show up overmotoring and over- 
loading. Both can cause trouble. 
Former lowers plant pf and motor 
operating efhciency. Overloading and 
resulting high operating temperatures 
cut machine life. 





AIR WASHERS. Air washers remove 
moisture by overcooling the air, after 
which it is reheated. Cooling coils do 
the dehumidification job in much the 
same way. Because of the direct mix- 
ing in washers, water usually does not 
need to be as cold for a given outlet 
air temperature. 

Chemical treatment of washer spray 
water can lengthen the life of the 
spray chamber and cut maintenance 
costs. This may take two forms: (1) 
adding an inhibitor to control corro- 
sion, and (2) use of chemicals to kill 
bacterial growths. Make sure the 
water circuit has a float valve to make 
up evaporation losses. That keeps 
washer performance up to peak. A 
quick-fill connection can help reduce 
maintenance and out-of-service costs. 


FANS, DUCTWORK. See that fan 
speed is set to handle total design air 
quantity. Fan should operate at best 
efficiency on normal loads. Measure 
and record air quantities at each sup- 
ply and return outlet. Then balance 
all outlets by dampers or blocking 
until they are within 10 percent of 
design conditions. This makes sure 
you're getting proper air distribution 
without overload on any part of sys- 
tem. 


CONTROLS. You depend on con- 
trols to insure comfortable conditions 
and to operate equipment economi- 
cally. Make sure they work as they 
should. If you don’t already have 
them, put in permanent duct ther- 
mometers, They give a running check 
on system performance. 


Refrigeration 


PIPE INSULATION. Liquid and 
suction lines should be insulated be- 
tween compressor and evaporator if 
appreciable heat can be picked up 
from surrounding areas. 


WALL INSULATION. Watch 
building construction and see that in- 
sulation thickness is uniform through- 
out. Repair sagging material and 
waterproof it to keep moisture out. 


CONDENSER. Keep internal sur- 
faces free of silt, scale and oil. Run- 
ning a tapered reamer, same size as 
tube’s internal diameter, will remove 
scale coating. 


GAGES, THERMOMETERS, Use 
instruments to find out what goes on 
inside the system. Connect them per- 
manently and test periodically to keep 
them accurate. 


OIL SEPARATOR. Oil carryover 
from the compressor should be 
trapped and removed before it reaches 
the condenser where it congeals on 
the surfaces. Watch receiver tor oil. 


RECORDS. Read all instruments 
hourly and keep accurate records of 
performance. Any change from nor- 
mal readings indicates system trouble. 


RECEIVER. Install receiver in as 
cool a spot as possible or insulate. 
Heat pickup above condensing tem- 
perature means less refrigerating effect 
in evaporator. 


PIPE JOINTS. Leaks cost money in 
lost refrigerant. Use care in making 
joints; see that they are tight. A re- 
frigeration system can be operated 
without having the odor of refriger- 
ant permeate the entire plant. 


COMPRESSOR. Inspect valves, false 
head (if used) and piston rings, and 
keep them tight. Leakage means low- 
ered capacity, and sometimes more 
horsepower per ton. 


—Heating Systems— 


Biggest potential saving in any 
heating system is adequate control. 
Where there is no control, or only the 
crudest sort, people do their own 
controlling, usually by opening win- 
dows with heat full on. Result is 
waste and lack of real comfort. 


CONVECTORS, RADIATORS. Be 
sure radiators and convectors are prop- 
erly trapped. Keeping condensate 
moving insures getting full use of 
your heating system. 


SUSPENDED UNIT HEATERS. 
See that air-flow patterns overlap. 
That way you get even heat, avoid 
cold spots. Set heaters far enough 
away from wall areas so air flow 
velocity dissipates. Then low-velocity 
air mixes intimately with infiltration 
air, heating area near exposed surface 
effectively. Skillful location of heaters 
permits getting comfortable condi- 
tions at lowest cost. 

Where you have much traffic be- 
tween inside and outside, it may pay 
to place unit heaters over the door 
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opening. Rig them to turn on auto- 
matically as doors open and turn off 
when they close. This usually proves 
a low-cost way of combatting infiltra- 
tion. 


CENTRIFUGAL UNIT HEATERS. 
Make sure area around floor-mounted 
heaters is free of obstructions near 
air intakes. Likewise, be sure nothing 


interferes with the “throw” of the 
heater. That throw should overlap 
with other units to give the uniform 
heat you pay for. If obstructions can’t 
be avoided, consider wall or ceiling- 
mounted units. Remember, in the 
long run the lowest-cost heating sys- 
tem is the one that does a uniform 
job—uneven temperatures, drafts, strat- 
ification are wasteful. 


——Steam Distribution and Application 


CHEAP HEAT. Don’t use live steam 
when exhaust of engines or pumps 
will do the work. If engines and 
pumps discharge more exhaust than 
process requires consider electric drive 
for pumps. Also consider cutting en- 
gine steam rate by higher throttle 
pressure, lower exhaust pressure or 
more efficient units. 


PIPING. Too small piping will stifle 
process-steam supply. Too large pip- 
ing will waste investment money and 
increase heat loss. Hit the happy 
mean. 


VALVES. Fix or replace leaky valves. 
Above all, seek out and stop hidden 
leaks to dead piping or concealed dis- 
charge points. 


METERS. Meter total process steam. 
To discourage waste, also meter and 
charge consumption of major depart- 
ments. 


INSULATION. Cover all piping and 
tanks containing steam or hot water 
with good insulation, amply thick. 
Manufacturers’ catalogs give applica- 
tion instructions and economic thick- 
nesses. 


REDUCING VALVES. For steam 


economy and process efficiency make 


sure reducing valves hold pressure 
constant at lowest pressure that will 
insure full production and sound 
product. 


TRAP-INSTALLATION TIPS. Get 
trap big enough to handle initial rush 
of condensate when steam is turned 
to cold equipment. Locate trap for 
easy access to operator can conven- 
iently check operation and remove 
trap for inspection and repair. 


TRAP OPERATION. Trap in good 
order will completely remove conden- 
sate from equipment, but won’t blow 
steam. It will also vent air entrained 
in the condensate. Most process equip- 
ment will require an additional high 
vent to remove air accumulation when 
operation starts. Air-bound equip- 
ment won’t heat properly. Air affects 
production and quality. 


CLOSED PROCESS APPLICA- 
TION. In equipment of this type 
make sure trap discharges water and 
air, but does not blow steam to waste. 


STEAM MIXING PROCESS. If 
the operator opens the valve wide, 
much steam may bubble to waste 
through the tank. Curb this waste by 
orifices or other flow-limiting devices. 


Mechanical Power Transmission 


Cost Cutting in an existing me- 
chanical power transmission system 
usually works out to be a matter of 
proper maintenance. Saving comes 
in reduced power bills when trans- 
mission losses are cut, and in lower 
operating costs when plant replace- 
ments are fewer. 


MULTIPLE V-BELTS. General 
trouble sources are (1) too few belts, 
(2) sheave diameters too small for 
belt cross section, (3) sheaves with 
incorrect groove angles, (4) belts run 
too fast, (5) belts of wrong construc- 
tion for a given application. 


BEARINGS. Cut number of replace- 
ments by checking shafting lineup. 
Remember dirt is a bearing’s worst 
enemy, with improper lubrication 
running a close second. And poor 
lubrication can mean too much as 
well as too little. Consider sealed 
bearings where excess dust is present. 


LEATHER BELTS. Standardize on 
as few belt widths and plies as eco- 
nomically meet plant requirements. 
This cuts down variety of spare belt- 
ing that must be kept in stock. Belt 
should not creep or slip more than 
2 percent. Frictional heat, created 


by too loose a belt, burns and cracks 
belt surface. 

~ Where excessive tension is required 
to prevent slipping, substitute a wood 
or fiber pulley for the small steel one. 
Belt tension can be reduced by lag- 
ging small pulley with leather, rubber 
or duck. 


SHAFTING. Excessive deflection is 
usual cause of shafting failures. Elim- 
inate by carefully setting hangers. 
Mount hangers close to pulleys. Use 
channel iron for mounting hangers. 


SPEED CONTROL. Consider me- 
chanical infinitely variable-speed con- 
trol mechanisms where wide speed 
changes are needed. Ac motors are 
generally restricted to a definite speed- 
control range. De motors with recti- 
fiers and electronic speed control come 
into the infinite-speed range picture. 


PULLEYS. Use pulleys up to sizes 
that give a belt speed of 5000 fpm. 
Up to this speed amount of power 
transmitted by belt increases about in 
direct proportion to pulley size. 
Excessive crown on'a flat pulley 
may produce strains along belt centet 
line and cause premature failure. Have 
pulley face 4 to 2 in. wider than belt. 
Save transmitting power by checking 
that pulleys are in line. Run a string 
alongside both pulleys with belt re- 
moved. String should touch at four 
joints along rim of pulleys, if in line. 


FLEXIBLE COUPLINGS. Coupled 
shafts transmit power at higher eff- 
ciency where shafts are perfectly in 
line. Flexible couplings are designed 
to compensate for unavoidable mis- 
alignment that creeps in after shafts 
are coupled. Bearing failures and 
shaft fatigue—because of alternate 
compression and tension on shaft’s 
surface—result from excess misalign- 
ment. 


CLUTCHES, Proper clutch allows 
use of smaller motor, operating at or 
near rated output. This reduces power 
consumption as well as improving 
plant electrical power factor. 


GEARING. Cut down gear troubles 
and transmission losses by checking 
following points: (1) center distance; 
too little root clearance if too short 
and backlash if too long, (2) mis- 
alignment; it causes excessive shaft 
deflection, worn bearings and _ gears, 
(3) lubrication, (4) overloads and 
shock loads. Standard rules of care- 
ful inspection and good maintenance 
prevent gear problems cropping up. 


CHAIN BELT. Consider shearing- 
pin sprockets where you run _ into 
trouble with machines stalling. An 
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overload, sufficient to cause damage, 
will shear pins. Rim is then free to 
turn on the hub. 


—Diesels, Gas Engines- 


FUEL HANDLING. Protect against 
impurities found in both liquid and 
gas fuels with adequate strainers and 
filters. Heavy, low-grade fuels should 
be centrifuged and preheated; insulate 
lines so excessive heating isn’t needed 
to deliver oil to injection pumps at 
proper temperature. 


COMBUSTION. Make sure com- 
pression pressure is right. Keep noz- 
zies clean, spray valves tight. Use ex- 
haust pyrometers to balance load on 
cylinders. Remember that the work 
is done in the combustion space— 
sce that it’s done right. 


LUBRICATION, Long engine life 
depends on good lubrication. Oil 
filters and purifiers remove contam- 
ination occurring in oil under service 
conditions, protect the engine, and 
give you more “mileage” from the oil. 


OIL PRESSURE, Lubrication fail- 
ure may mean bearing or piston seiz- 
ure, costly repairs. Look into pressure 
changes immediately. Increased pres- 
sure usually means clogging. Slow 
fall of pressure usually indicates bear- 
ing or pump wear. Watch for sudden 
drop—that’s usually a burned-out bear- 
ing. Blue smoke in exhaust indicates 
excessive oil; adjust oil pressure or 
rate of cylinder feed. If oil is right, 
check for faulty piston rings. 


VALVES. Getting the air in and the 
exhaust out at the right time is a 
vital part of efficient combustion. 
Grind valves regularly; check timing. 


Water Power 


WATER LEVEL. Where possible 
maintain highest water level in fore- 
bay. Normally this will generate 
maximum kilowatt-hours from a given 
water flow. Install recording forebay 
and tailrace level recorders to guide 
operator in loading the plant. 


GATES AND VALVES. Have in- 
take and draft-tube gates and penstock 
valves full open to keep head loss as 
low as possible. 


TURBINE RUNNERS. Watch for 
pitted areas on turbine runners and 
repair them by welding or metal spray 
during each overhaul period. 


IMPULSE WHEELS. Keep impulse- 
wheel nozzles in good condition. 





THE RIGHT PUMPS. Select pumps 
of the right size and design for the 
job, built of suitable materials for the 
liquids to be handled. 


PIPE SIZE. Have piping plenty 
large. Generally a pipe one or two 
sizes larger than pump’s nozzle should 
be used. If in doubt use larger size. 


PIPE LOSSES. Run pipe as direct 
and with as few elbows as possible, 
to keep down losses. Some industrial 
piping jobs have required more power 
to pump the water through them than 
to overcome the static lift. 


PIPE ELBOWS. Where necessary 
to use suction elbows, use long-radius 
ones and install them so as not to dis- 
turb flow into pump. 


PIPE REDUCERS. Where a pipe 
reducer must be used at pump, use 
an eccentric one to eliminate air 
pockets. 

FOOT VALVES. When = suction 
strainers or foot valves are used make 
sure they are free of obstructions. 


USE METERS. On large pumps in- 
stall suitable gages and flowmeters to 
show pump performance at all times. 


WEARING RINGS. When you sus- 
pect pump performance is off, check 
wearing ring clearance on centrifugal 
pumps and piston packing on recip- 
rocating pumps. Leakage here may 
equal much of the pumping effort. 


PACKING. Keep pumps properly 


Compressed 


COMPRESSOR VALVES. If unit 
is old, and fitted with heavy slow-moy- 
ing valves, modernize it by installing 
new valves or a completely new cylin- 
der. Sluggish valves upset cylinder 
pressures and reduce output. 


INTERCOOLERS. Compression ra- 
tio in each cylinder determines inter- 
cooler pressure. Any change in this 
pressure indicates trouble (leaking 
valves, etc.) in one of the intercon- 
nected cylinders, or perhaps loss of 
cooling water. Keep pressure at nor- 
mal so load distributes properly be- 
tween cylinders. 





TRAPS. Put moisture traps on inter- 
cooler, aftercooler and receiver to drain 
off water before it gets into distribu- 
tion lines. Where lines go through 
cold areas install additional moisture 
separators and traps. 


Water Services 





packed and don’t use excessive pres- 
sure on the packing gland. Some 
leakage through packing is necessary 
to cool and lubricate it. Tight pack- 
ing on small power-driven pumps may 
overload the driving motor. 


LANTER RINGS. When _neces- 
sary, use a lantern ring on centrifugal 
pumps in stuffing box for sealing, 
cooling and lubricating the packing. 


RECIPROCATING PUMPS. On 
direct-acting pumps, keep the steam 
end in good condition and the valves 
properly set. 


PISTON PACKING, On the water 
end keep piston packing and valves 
in good condition so fluid won't by- 
pass from discharge to suction. Power 
consumption on these pumps is about 
as high when 25 percent of their ca- 
pacity is being by-passed as when all 
goes out the discharge line. 


DISCHARGE LINE. Make sure the 
discharge line is not obstructed, by 
partly closed valves. On reciprocating 
pumps, pressure and power go up in 
proportion to discharge pressure. 


VALVES STICK OPEN. See that 
all lavatory valves seat tight and that 
none stick open. Cases on record 
show that water ran to waste as fast 
through these valves as it was pumped 
into storage tank. 


DISTRIBUTION METERS. Meter 
water to each major department in in- 
dustrial plants and charge each. 





Air Systems 


VIBRATION. Pulsation and shaking 
forces cause joint leaks and wreck pipe- 
lines. Discharge lines between com- 
pressor and receiver should be short 
and without sharp elbows. Use long- 
radius bends and large receivers. If 
vibration still appears insert snubber 
chamber in discharge line. 


LEAKS. Keep air-line joints and valves 
tight. At 100 psi a zs-in. hole loses 
6 cu. ft. of air a minute. As a produc- 
tion cost of 6¢ per 100 cu-ft. a leak 
this size costs 2¢ an hour. Multiply 
by five or six, and the total loss is 
greater than lubricating-oil cost. 


ALARMS. High pressure can rupture 
pipes and receivers and high temper- 
ature, in the presence of oil, can cause 
fire and explosion in the system. Elim- 
inate these hazards by installing pres- 
sure and temperature alarms. 
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WALL DISPLAY of Stambaugh-Thompson’s, Youngstown, 
Ohio, new salesroom extends full length of room. Stand 


= 


ee as 


machinery is displayed in center of room for easy operation 
by customer; accessories and light equipment are near wall. 





Display Sells Power Tools 


Ohio distributor lets products help with selling job 


in salesroom using proven layout and design principles 


THE FINE ART Of layout and display, as it applies to indus- 
trial distribution, is coming into its own these days in 
Youngstown, Ohio. The Stambaugh-Thompson Co., 
recently played host to two thousand plus interested 
people at a grand opening for its newly remodeled power 
tool room. 

The display and sales room, 30 x 66 feet, features all 
types of power tools for use in both industry and homes, 
and the company management has incorporated virtually 
all the fundamental principles of layout and display. 
Stambaugh-Thompson wants it understood, however, that 
this development is not the result of a sudden desire for 
beauty in the salesroom, but is the natural evolution in a 
phase of their business which began years ago. 

The company has, in the words of its executives, 
“dabbled in power tools for many years,” first featuring a 
very limited stock of power equipment. Through the 
years, as demand grew for tools of this type, the company 
expanded its stock. Then, the tools and machines were 
scattered about in various sections of the company’s five 
floor wholesale-retail store. The hand tool department 
handled woodworking tools, while the industrial supply 
department sold electric drills, air hammers, and some 
heavy tools for mill and machine use. 

These tools sold at a respectable but less than startling 
rate for years, but the first big jump in demand for power 
tools came during the war. A large percentage of the 
population took full or part-time jobs in the local plants, 
and as a result of their experience became “power tool” 
conscious. Buyers for industrial users consulted their 
workers about various makes of machines, home users of 
power tools became enthusiastic, and the demand soared, 
but the scarcity of critical materials and the curtailment 
of production of these tools prevented Stambaugh- 
Thompson from taking full advantage of this new interest. 

This problem was solved in 1946, when these types of 
tools and machines were again available in quantity. How- 





ever, when Stambaugh-Thompson officials set about satis- 
fying the increased demand for them, they found them- 
selves handicapped by a lack of centralization in their 
arrangemcnt of the power tools. To James B. Thompson, 
president, and other executives the obvious solution 
seemed to be to find space somewhere in the store where 
all power tools could be located in one department. After 
discussing various plans it was decided to relocate the 
company’s general offices, which occupied a large room 
adjacent to and a few steps above the store’s main display 
floor. This then vacant room was turned over to a new 
power tool department with veteran salesman Carl Gasser 
as manager, and tools and machines which had previously 
been scattered about the store were grouped in this one 
room. 


Waste Selling Space Utilized 


In transferring the general offices to an upper floor of 
the building, Stambaugh-Thompson made use of the 
established maxim that all available space, particularly 
on the lower floors, of a merchandising establishment 
should be used for selling. This new arrangement added 
about 2,000 square feet of selling space to the main floor. 

No effort at modern display was made until this sum- 
mer, when the company renovated the sales room and 
incorporated new features of merchandising. In displaying 
much heavy, bulky equipment the company realized that 
often the biggest problem is that of adequate lighting. 
Stambaugh-Thompson flooded the display room with 
indirect lighting from the ceiling, and painted all walls a 
light color to secure maximum reflection. Center support 
columns in the room were painted white, and merchandise 
was spaced widely enough to avoid a crowded appearance. 

All small items, such as abrasives, V-belts, sawblades. 
pulleys, drills and accessories for the larger units are dis- 
played in sections along the two long walls of the room. 
Above each section is prominently displayed the name of 
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the manufacturer or the type of merchandise. The body 
of the room itself is given over to the display of stand 
machinery. Each piece of equipment is near a power 
outlet, so that each can be operated by the prospective 
purchaser. 

Windows for light and ventilation fill one end of the 
room, while the sales desk and entrance to the Will Call 
counter are at the other. Entrance to the power tool 
room from the store’s main salesroom is through a door in 
the center of one long wall. 


Grand Opening Attracts 2,000 


Once the painting of walls and shifting of equipment 
was out of the way, Stambaugh-Thompson turned to a 
trusted sales promotion device in the form of a grand 
opening. It was planned that a two day open house would 
be held, and customers and prospects were called by phone 
and invited to come in. The company’s outside salesmen 
called or contacted their customers, and were on the floor 
to meet them when they arrived. 

Full page advertisements were taken in the local news- 
paper to publicize the event, and the general public was 
invited to attend. The company planned a series of con- 
tests with electric drills as prizes to stimulate interest in 
the opening. 

Realizing that explanations by experts on all the 
machinery displayed would be a strong selling point at 
the opening, Stambaugh-Thompson invited all its sup- 
plicrs and manufacturers to be present or to send repre- 
sentatives. So many accepted the invitation that it was 
necessary for the company to schedule two two-day “‘grand- 
openings” to provide enough space for them to demon- 
strate the equipment. Many of the factory men who regu- 
larly call on the company were present, as well as some 
special demonstrators sent by their manufacturers. 

The store’s main floor, as well as the new power tool 
room, was crowded by over two thousand interested cus- 
tomers and prospects during the four day period. 
Stambaugh-Thompson officials feel that the success of 
the open house indicates a high interest on the part of 
manufacturers and distributor customers in layout and 
display. 


Good Location Means Sales 


Stambaugh-Thompson executives are advocates of the 
theory held by merchandisers that, given a chance to be 
seen, goods will in many cases sell themselves. In group- 
ing all their power tools in one location, arranging them 
attractively, and making it easy for the customer to inspect 
each article, the company is confident that they have 
provided a strong stimulus to sales. 

There are problems other than display, and one of them 
is that the customers and prospects must somehow be 
gotten into the store if attractive display is to have its 
effect. Furthermore, they must not only be in the store, 
but customers must be impelled to come within the radius 
of the display’s influence. Stambaugh-Thompson is fortu- 
nate in this respect, as their main store, one of three, has 
for years done a strong Will Call business. This stream 
of established customers through the store offered a supply 
of prospects for power tools. In arranging the new display 
room, the company’s executives planned a door directly 
from the power tool room into the shipping room and 
Will Call counter. The result is that customers, whether 
they are purchasing power tools or some other item, are 
exposed to the new display on their way to the Will Call 
desk. This does not necessarily lead to first-sight sales, but 
the association of a variety of power tools with Stambaugh- 
Thompson is fixed in the customers mind. 


SALES COUNTER and entrance to Will Call department 
are located at one end of salesroom. Customers walk through 
salesroom to enter shipping room for Will Call items. 


H 
} 


PRODUCT DEMONSTRATION is held by manufacturer’s 
representative during Stambaugh-Thompson open house. 


MANAGEMENT at Stambaugh-Thompson discusses plans 
for new salesroom. They are, left to right, Don Malone, 
industrial sales manager, Carl Gasser, manager of the power 
tool department, Wm. J. Gutknecht, Jr., manager of whole- 
sale division, and James B. Thompson, president. 
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VALVES: POLICEMEN OF THE PIPELINE 


Do you know where valves can be sold?—and how? Here’s the 


‘“*inside”” you need to keep a jump ahead of your competition. 


No sALESMAN who sects out to sell 
valves will ever get anywhere unless 
he knows a little something about 
valve construction, for their construc- 
tion has a great deal to do with how 
valves operate, and where they can 
operate. 

A valve, then, consists of several es- 
sential elements, including: the body 
(housing), the bonnet, the disc, the 
seat, the stem and the packing. The 
body provides the path of flow for 
the fluid or gas that is to be con- 
trolled. It acts, also, as a foundation 
to carry all the internal elements. 

The disc and seat, acting one against 
the other, perform the job to be done, 
releasing or damming the flow of ma- 
terial, throttling it, or otherwise con- 
trolling it. 

The stem acts to bring the disk 
into operation against the seat. The 
stem may be applied by hand, or by 
mechanical means. 

The bonnet, which is removable, 
provides easy access to the parts in- 


side the body. The stem_ passes 
through the bonnet and the latter is 
scaled to the body with a packing nut. 
To make the seal as tight as possible, 
packing is necessary under the nut. 


Valve Types 


If valves “look” different, it’s be- 
cause they differ in the job each type 
is meant to do, the function it’s in- 
tended to perform in the line. 

Gate valves and plug cocks, for in- 
stance, are best suited for stop-valve 
service, for full-open, full-closed appli- 
cations. They seat tightly and when 
open they permit straight-line flow. 
Generally they are not to be recom- 
mended for regulating “volume”, or 
for “frequent operation” service. 

The gate valve permits a disc to be 
lowered to close the area of flow. The 
plug valve, in its simplest form, is a 
housing and a plug with a hole in it. 
When the hole and the valve aper- 
ture are in line, the material passes 
through. When the hole is turned 


away 90 deg. from the valve aperture, 
the material is dammed back. To se- 
cure a tight joint the plug usually is 
tapered. 

The common globe type of valve is 
used for general stop service and is 
suitable for infrequent throttling serv- 
ice where close regulation is not re- 
quired. The globe valve has a plate 
or plug, screwed over or into an apct- 
ture. The needle valve, essentially, 
is a variation of the globe; the plug 
is replaced by a longer, tapered mem- 
ber, making for closer control of flow 
in the cycle from closed to wide open. 
Except in its size (and in the plug 
taper mentioned) it is similar to the 
plug valve. As with the globe valve 
flow in the needle valve is not straight- 
through. 

The globe and needle type valves, 
then, offer greater resistance in the 
line. On the other hand, if your cus- 
tomer wants to keep his material flow 
under greater control, globe and needle 
are to be recommended to him. 
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TYPICAL GLOBE-, GATE-, AND CHECK- VALVE CONSTRUCTIONS 





GLOBE VALVES 





Inside thread 
composition disk 


Semi-plug 
disk 








Outside - screw - and- 
yoke, |— piece wedge 


Double disk, 
poraliel seat 














Tilt check 


CHECK VALVES 


Swing check 





Lift check 





Check Valves 


lor the customer who wants flow 
in one direction only, with protection 
against back-flow, suggest a check 
valve. 

There are several different mechan- 
isms of check on the market. In one 
valve type, a flap pivots so that flow in 
one direction will open it, and_re- 
verse flow forces it shut. Another type, 
arranged like a globe valve, has the 
disk rise vertically off its seat to per- 
mit flow. Still another tilts out of the 
way. A fourth uses a ball-type check- 
ing arrangement. 


Factors That Affect Selection 


The selection of any one type of 
valve to install in a specific applica- 
tion can be narrowed down to the fac- 
tors that have determined valve de- 
signs. Those factors would include: 

(a) the material it is made of 
(b) the proportioning of body 
and parts 


(c) the pressure it is meant to 
withstand 

(d) the temperature it is meant 
to withstand 

(ec) the nature of the fluid to be 
carried. 

Brass, bronze, cast and malleable 
iron all are used for low pressure (up 
to perhaps 250-lb. steam.). Brass or 
bronze generally is used in sizes up to 
and including a 3-in. opening; for 
moderate pressures, moderate tempera- 
tures; for steam, up to 14-in.; and 
the larger sizes are uscd on boiler feed 
lines. 

Cast iron body valves are suitable 
for water or saturated steam, in large 
sizes to work at steam pressures of 250 
Ib. and temperatures to +50-deg. F. 

Steel is for service at higher pres- 
sures; carbon steel or alloy steel for 
pressures up to 2500 Ib., for tempera- 
tures up to 1200 deg. F. 

Stainless steel is excellent where 
strength is required and a high de- 
gree of resistance to corrosion. 


Forged steel is used in small valve 
bodics, bonnets and other _ parts. 
Valves up to 8-in. and larger have 
been fabricated in this way. 

Carbon-molybdenum alloys and 
similar special alloys are recommended 
for use in plants where extreme pres- 
sures and high temperature are likely 
to be encountered. Carbon-molyb- 
denum itself finds wide use in weld- 
ing joints. It air hardens only slightly 
after it has been heated to welding 
tempcrature. 

Monel, Hastelloy and similar nickel 
alloys generally are employed in valve 
bodies that are designed to handle cor- 
rosive and erosive solutions. When 
handling highly corrosive or erosive 
materials, the salesman should consult 
with valve manufacturers on the ma- 
terial used in valve body construction. 
There are several kinds of materials 
not generally employed, for one rea- 
son and another, which may be ex- 
actly the thing he should suggest. 

Next page, please—> 
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VALVES: POLICEMEN OF THE PIPELINE 


The Body And Parts 


The shape of a valve bears a direct 
relation to its function. Straight body 
design is intended for straight runs 
on the line. The angle body sug- 
gests its use wherever a right angle 
turn is required in the piping. Physi- 
cal conditions frequently determine 
the choice of a particular valve type 
where its shape is a consideration. It 
was for that reason that manufacturers 
brought out the non-rising stem valve, 
to be used where space (headroom) 
is limited. The rising stem is de- 
sirable as an indication whether the 
valve is open or closed. 

Often a valve can be sold as a bet- 
ter choice for the installation than a 
fitting. You might be called on, for 
instance, to recommend a valve for a 
line where a bend occurs close to a 
globe valve—and be inclined to sug- 
gest a straight valve and elbow. But 
an angle valve installed in that situa- 
tion would do the job better and 
probably would cost less in the instal- 
lation. 

So the valve must be fitted to the 
job, and matched for the flow desired, 
not to the pipe size—which is the 
common bad habit. 

For making joints with the pipe, 
valves are fabricated with either 
screwed or flanged ends. Screwed ends 
are sold for sizes under 6-in. particu- 
larly on steam pressure. Flange ends 
are suggested for use on all sizes above 
6-in., and for high pressures and 
superheated steam. (It would be 
good practice on the salesman’s part 
to suggest flanged valves in all cases 
for sizes above 24-in. ) 


Seats And Dises 


The stem, bonnet and packing are 
accessories in the valve, necessary but 
not vital in their effect on working 
operations. The seat and disc, on the 
other hand, are perhaps the most im- 
portant of the body elements. They 
“take the beating” each time the valve 
is put into operation. They require 
more maintenance care and repair. 

They must be hard and _ tough, 
therefore, and able to resist wear from 
friction, expansion, corrosion and ero- 
sion. They must be immune from 
growth and chemical change. And 
seat and disc must be different enough 
in their properties to prevent seizing 
of their surfaces when the one slides 
over the other. For all these reasons 
the choice of materials to be used 
in the valve disc and seat is of the 
greatest importance. 


Iron and brass is suggested for low 
pressure, low temperature installations 
where excessive corrosion is not a 
factor. 

Brass and_ bronze trim valves have 
seat rings, disc, gland and stem of non- 
ferrous materials. 

Ferrous and nonferrous alloys are 
to be recommended on trim where 
pressures are moderate and in a mod- 
erate temperature range. 

Stainless steel (and similar alloys of 
steel) is general in milk handling 
plants, drug and chemical plants and 
similar applications where purity of 
product is a prime requisite. It’s ex- 
treme hardness also recommends it 
for certain installations. 

Monel is recommended for its re- 
sistance to corrosion. 

Stainless iron, an alloy of iron and 
chromium, has been successful in the 
handling of steam, oils containing sul- 
phur, and for similar corrosive fluids. 
It is also widely used for high pressure 
steam service. 

Other seat and disc materials used 
may include such alloys with additions 
of zinc, chromium, silicon and alu- 
minum. 

Valve seats are available in various 
styles, depending on the nature of 
the closure desired. They include: 

(a) plain flat seats 

(b) concave (or spherical) seats 
(c) rounded seats 

(d) square seats 

(e) bevel seats 


Where They Can Be Sold 


The markets for valves cut across 
all industries. They’re used in proc- 
ess, in the plant’s own heating and 
cooling systems, in its water supply, 
etc. So that the salesman who sells, 
let’s say, stainless steel valves for a 
milk pasteurization process, is missing 
opportunities for more sales if he 
doesn’t try hard for a look at the 
plant’s water pipes, or the steam or hot 
water system that keeps the building 
comfortable to work in over the 
winter; the water purifying system, if 
any; the sanitary waste disposal setup 
and similar standard installations. 

The oil refinery industry, for in- 
stance, is a “big user” of just about 
every class and type of valve on the 
market. To service that market effec- 
tively, the salesman will want to bone 
up on the special conditions to be 
expected, including: 

(a) the frequency of valve opera- 
tion 

(b) high temperatures and pres- 
sures encountered. 


(c) coking deposits and _ their 
effect on valve installation 
and service 

(d) types of attack from atmos- 
phere and corrosion, etc. 

As with the oil industry, so with 
wood processing plants, chemical 
manufacturing, plastics, or any other 
of the “value added” fabricators of 
products. 

Study up on their special problems. 
Learn what types of valves they use, 
how they use them, where they use 
them? Cultivate the plant engineer, 
the master mechanic, or whoever is 
responsible for keeping the plant's 
plumbing in operation and in good 
repair. Go over the piping blue-prints 
with him, if you can—they’ll show 
you as much as you could learn from 
a personal, guided tour of the plant. 


Blueprints A Sales Guide 


You'll learn from the blue-print 
that globe valves will be shown often 
on steam, air and water lines. You'll 
find them drawn in to throttle turbines 
and engines, or used to bypass traps 
and reducing valves. They will cer- 
tainly be shown where a system re- 
quires hand-feed regulation of boilers. 
And whenever you find a globe valve 
used for throttling service, you’ve got 
an easy setup to sell that customer a 
gate valve, for installation in the line 
just ahead of the globe. 

Gate valves may be down on the 
blue-print on boiler water columns, as 
pump and compressor cutoffs, on pip- 
ing that carries gases, volatile fluids 
and other liquids. They'll be used 
wherever your customer needs cut-off 
or free-flow service, and the least re- 
sistance to flow. 

The blueprint probably will show 
check valves in feed lines that run to 
a boiler, used to prevent water or 
steam blow-backs from the _ boiler 
should the feed line break or the pres- 
sure drop off. You’ll find them down 
on the print where different lines are 
joined together and discharge into a 
common header; in individual pump 
discharges, in individual trap dis- 
charges. In pump discharges, by the 
way, you'll have another opportunity 
to sell a gate valve, to prevent “trouble 
on the job” when the header is still 
under some pressure after the pump is 
shut down. 


Materials And Markets 


While it is true that markets for 
valves, because they are so broad, re- 
sist classification, one good guide on 

(Continued on page 168) 
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TWO OR THREE days a week, Mr. Kreling takes on a 
large supply of product literature and goes out with his trailer 
unit demonstrating the labor saving value of electrically 
powered wood working equipment. 


On-The-Job Selling 


Kalamazoo salesman uses a demonstra- 
tion trailer to take wood working tools 
on the job where it’s easy for the cus- 


tomers to see and buy 


RECESSION? — —— — Depression? — Whatever _ it’s 


called, it’s nothing that can’t be cured with a little extra 
sales effort, according to Henry Kreling, salesman for 
Henry Upjohn, Kalamazoo. 

When Mr. Kreling first started to feel the effect of in- 
ventory cut-backs in local manufacturing plants, he took 
time to ask himself a few questions: “What bets am I 
missing?” and “How and where can I apply some extra 
selling time to good advantage?” 

Scanning his territory for new markets in industrial 
supplies, tools and equipment, Mr. Kreling thought the 
building industry was his one best bet. While traveling 
his territory, he noticed this industry seemed to be main- 
taining a substantial level of activity and he could recall 
several spots where both large and small building projects 
were in progress, where stacks of uncut lumber offered 
a fine potential for wood working power tools and acces- 
sories. This industry, he was sure, would be his sales 
ace-in-the-hole if he could develop an effective sales pres- 
entation that would make wood working power tools easy 
for the building contractor to buy. 


Demonstrate to Sell 


“With professional buyers in manufacturing plants,” 
said Mr. Kreling, “the selling job can be accomplished 
with the use of catalogs and product literature. The 
trained purchaser can visualize the job the product will 
do in the plant. The small building contractor is different, 
however. Usually he is a person with mechanical ability 
who likes to inspect the prooduct for good workmanship 
in its construction. He wants to see it demonstrated for 


its full capabilities and then he wants to try his hand at 
operating the tool so that he knows it has the ‘feel’ of a 
good tool,—one he will enjoy using in his work.” 

Recognizing this as a selling requirement in this field, 
Mr. Kreling appealed to his boss for a demonstration 
trailer unit that he could take on the contractors’ jobs and 
demonstrate the advantages of electric power tools. This 
trailer would mount a radial saw, some portable electric 
tools and accessories, and be equipped with a flexible 
electric cable hook-up that would permit demonstration 
under any type of power circumstance. 

Getting the green light from Henry Upjohn, the owner, 
Mr. Kreling set about designing a demonstration trailer 
unit. Being an enthusiastic hobbyist and having a wood 
working shop of his own, Mr. Kreling knew what was 
needed and furthermore, was sufficiently adept at operat- 
ing the tools he wanted to demonstrate. The trailer was 
built to the correct working height and equipped with 
stabilizing legs to permit vibrationless demonstrations. 
Approximately 150-ft. of heavy electric cable would per- 
mit demonstration on most any job. 


Tool Sells Itself 


Two or three days a week, Mr. Kreling takes on a large 
supply of product literature and goes out with his trailer 
unit demonstrating the labor saving values of electrically 
powered wood working equipment. It is not an uncom- 
mon practice for Mr. Kreling to leave the trailer or some 
portable electric tool with the contractor on a loan basis. 
“Lending the tool to the contractor has excellent sales 
punch,” said Mr. Kreling, “it is a courtesy service to the 
customer that makes him appreciate the job the tool will 
do for him. It presents a strong sales argument on why 
he should own the tool, too.” 

“Actually little selling on the part of the salesman is 
required to get orders for tools that the customer can use 
on a trial basis,” said Mr. Kreling. “The salesman’s role 
is in introducing the tool to the foreman or boss on the 
job—the tool sells itself.” 

Mr. Kreling’s approach to a prospective customer starts 
by getting to the job early. He watches local newspapers 
for building reports. In addition, the normal day-by-day 
observations of building projects by Upjohn’s salesmen 
furnishes an endless supply of prospective customer sales 
tips. He tries to reach the job while it’s in its early 
stages and there are stacks of uncut lumber to be made 
into rafters, floor beams, studs, etc. He parks his car as 
near to the job as possible, being careful not to hinder 
the movement of job materials but still, close enough to 
put the trailer in plain view of the workers on the job. 


Proper Timing Important 


The most opportune time for the approach is just 
before the noon lunch hour when the job foreman or 
bosses usually have free time. Mr. Kreling thinks they 
are more receptive to “salesman annoyances” at this time. 
“A noon hour demonstration usually attracts the atten- 
tion of a fairly large group of mechanics,” said Mr. 
Kreling, “which in no way hurts the sales presentation. 
It has the effect of stimulating a contagious interest.” 

Although it is not his intention to sell trailer mounted 
radial saws, building contractors look upon this physical 
set-up as a perfectly suitable device for their jobbing 
needs. The trailer provides a portable radia] saw unit 
which can be moved swiftly from job to job. 

“It’s pretty hard to a customer to resist the purchasing 
of a tool when you prove to him through demonstration 
on his job that his initial investment in the tool is 
returned to him in actual cash savings in a matter of 
weeks,” said Mr. Kreling. 
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THE PRICING COLUMN on the cash sale customer’s order is left blank 


» by Carl Anderson. He simply serves his customer, writes the order and then... . 


? PLACING it in a tube carrier, speeds it on its wav via pneumatic tube, to the 


J 


78 


# second floor order desk where it is expertly priced by... 


% 


PRICE CLERK Jack Borman, who has the facilities for pricing the order 


« faster and easier. Pricing completed, the order is returned to the counter. 





Speeding-up 


Wisconsin distributor has 
tomers happy; a _ pneu- 


tion delivers faster service 





FIGURING DISCOUNTS, pricing orders 
and the like never was the counter 
salesmen’s forte. ‘To prove it, there’s 
a number of counter salesmen who'll 
tell you that if three cash customers 
were to walk up to the same counter 
and present three identical orders for 
a dozen varied items to three different 
counter salesmen,—even though all 
three customers received the same 
purchasing discount, the chances are 
no two orders would total-up to the 
same selling price. Pricing errors and 
customer disatisfaction is bound to 
crop up at the counter, especially dur- 
ing the rush hours when every cus- 
tomer wants to be “next”. 
“Oversights in counter pricing can 
be costly to the firm,” said P. M. 
Buenzli, vice-president of the Wis- 
consin Supply Corp., Madison, Wis., 
“not so much from the monetary 
standpoint as from the loss of cus- 
tomer good-will. Still another prob- 
lem we encountered was the inability 
to serve the counter trade fast enough 
during the peak hours. Most counter 
customers are in a hurry. They want 
their orders completed fast and they 
want to get back to their jobs. ‘They 
grow impatient at the sight of a 
counter salesman thumbing his way 
through catalog pages, price lists and 
discount shects to price a dozen items 
for a cash sale customer, while they 
wait to be served. Efficient and fast 
service is still the only answer to keep- 
ing the distributors’ customer happy.” 


Tube System does it 


Going over the blueprints for this 
firm’s new building, completed a little 
over a year ago, Mr. Buenzli set out 
to eliminate these sales counter “‘head- 
aches”. Building plans called for an 
exceptionally large display area as a 
merchandising adjunct to the sales 
counter. General offices, order desks 
included, were to be located on the 
second floor of the new building, so 
some rapid-fire method of getting a 
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the Service 


an answer to keeping cus- 
mitie tube carrier installa- 


all along the service line 





written order from the counter to the 
order desk for pricing and back again 
was needed. The installation of a 
pneumatic tube system, seemed to 
Mr. Buenzli to be the only equipment 
capable of handling the operation with 
the necessary dispatch and efficiency. 

When installed, the tube carrier 
installation between the counter and 
the order desk put the pricing respon- 
sibilities where Mr. Buenzli believes 
they belong; in the hands of experi- 
enced price clerks at the order desks. 
Pricing errors have been eliminated 
almost completely. The five seconds 
it takes to deliver an order to the order 
desk, via tube carrier, eliminates any 
reason for pricing dutics overlapping 
into the counter operation. 

Counter salesmen devote their full 
time to waiting on counter customers, 
speeding the service by their ability to 
serve more customers in a given time. 

“To sum it up,” said Mr. Buenzli, 
“the tube installation permitted us to 
localize the necessary steps of a coun- 
ter transaction in the department 
where they rightfully belong.” 


Warehouse Tied In 


In addition to the sales counter- 
order desk link, two other tube con- 
nections were installed: one between 
the warehouse and the order desk and 
the other between the counter and 
the warehouse. This was another 
move toward localizing work in its 
proper department, and _ achieving 
greater efficiency and better service. 

All back orders, for example, are 
handled and kept on file at the order 
desks, leaving only warehousing duties 
for the warehousemen. Because of 
the speed in which this line of com- 
munication exchanges inventory in- 
formation for shipping orders, an addi- 
tional warehouse file of back orders is 
unnecessary. A customer’s order, with 
this firm, is an active instrument that 
swiftly travels from one department 
to another upon the completion of 


4 WAREHOUSEMAN, Charles Malsch, receives shipping orders by tube carrier 
e 


after processing by the order desk. Shipments are made earlier and faster. 


A BACK ORDERS are processed by Ed Thale upon tube notification from the 


s warehouse that certain materials are being received at the loading dock. 


cach departmental operation. 

Counter customers making large 
quantity or heavy item pick-ups that 
cannot be handled efficiently by the 
counter salesmen, are assured of faster 
service when the counter salesman sim- 
ply writes the order and relays it, via 
tube carrier, to the warehouse. Here 
the customer’s order is quickly assem- 
bled and placed on the loading dock 
for pick-up. ‘The warehouse assist, in 
this case, allows the counter salesman 
to remain at the counter and wait on 
the next customer immediately after 
a copy of the order is sent on its way 
to the warehouse. 


Pays for Itself 


“Faster service has resulted all along 
the line,” said Mr. Buenzli, “not only 
because of the speed in which the 


orders travel between departments, but 
because the work in each case, is han- 
dled by the experienced man in the 
proper department. We feel this 
equipment has paid for itself over and 
over again in the year we've occupied 
our new building. ‘The entire in- 
stallation was made at a cost of 
$1700.00 and we believe it to be one 
of the wisest investments we’ve made.” 





“Better to remain silent and be 
thought a fool than to speak out and 


remove all doubt.” —Lincoln 
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AN ORDER is taken by Mel Waites at General Machinery INVENTORY CONTROL by giving it to Mrs. A. Sheerin 
& Supply, San Francisco, who starts it through . . . for credit checking and numbering. She hands it to ... 








GENERAL MACHINERY ano SUPPLY COMPANY | ““T™" 
(246 Folsom Street Son Francisco 3, Calif. 
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San Francisco firm speeds up 
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order handling and, at the 
same time, increases accu- 
racy; inventory clerks handle 


pricing and costing. 


INVENTORY CONTROL at General Ma- 
chinery & Supply Co., San Francisco, 
is both fast and accurate. On the aver- 
age, the clock ticks off only seven 
minutes from the time an order is 
taken over the ’phone until it is posted 
in the inventory records and on its way 
to the stock room for filling. 

R. A. Pratt, vice-president and gen- 
eral manager, attributes the speed with 
which orders are handled through in- 
ventory to two factors: 1. The equip- 
ment used, 2. The handling of papers 
on an “assembly-line”’ basis. 


Designed Own Card 


Before the company’s system was 
installed, Mr. Pratt and his father, 
R. F. Pratt, president, studied avail- 
able inventory cards; they concluded 
that many of them were excellent but 
that General Machinery would do 
better with its own card. As a result, 
the card illustrated at the left was 
drafted. It fits on a drum that is ope- 
rated electrically, making it easy for 
inventory clerks to locate a particular 
card without delay. Just by pushing a 
button, a clerk can make a drum re- 
SPECIALLY DESIGNED, this card provides space for listing the product name, volve _in either direction. General 
size, selling price, cost, desirable minimum and maximum quantities, quantities to Machinery has three such drums. 
order for greatest economy, names of suppliers and purchases and sales. After the equipment was obtained, 
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INVENTORY CLERK Joan Holloway for posting and pass- 
ing on to two other clerks. When they finish posting, a... . 


Vice-President Pratt decided on the 
straight-line operation as the most 
efficient. The ‘firm’s telephone sales- 
men sit at desks along one wall of a 
comparatively narrow office. Across 
from them is the inventory system. By 
just using a normal speaking voice, 
they can check immediately on the 
current stock of any product. There 
being such a short time between when 
an order is taken and when it is posted 
on the records, virtually all chance of 
the same stock being sold to two or 
more customers is eliminated. 


Date System Used 


Immediately a telephone man writes 
up an order (see form on opposite 
page), he drops it in a basket on Mrs. 
A. Sheerin’s desk. Mrs. Sheerin checks 
the account for credit and, finding that 
in order, gives the sales sheet an order 
number. General Machinery employs 
a date system for its orders. For ex- 
ample, the orders received on Nov. 3 
would be numbered 11/3/1; 11/3/2; 
11/3/3 and so on through the day. 
Orders received the following date are 
numbered 11/4/1-2-3-4, etc. The sys- 
tem, according to Mr. Pratt is simple 
but its very simplicity makes for ac- 
curacy and ease in filing. The order 
numbers are listed on the inventory 
cards under “reference” and this auto- 
matically gives the date of sale. 

After Mrs. Sheerin has numbered 
an order, it starts through inventory. 
In front of her are the three inventory 
clerks’ desks. The first clerk merely 
turns around to remove the order from 
Mrs. Sheerin’s desk. If the order in- 
cludes products in her part of the in- 
ventory records, the first clerk makes 


Boca eel 


FINAL, CHECK on prices, cost and terminology is made by 
Eric C. Besozzi, buyer and head of the inventory department. 


ONE BENEFIT derived from the inventory system is, of course, knowing exactly 
what is in stock at all times. R. A. Pratt (left) is discussing inventory with a manu- 
facturer’s man, E. J. Gray, Greenfield Tap & Die Corp., while R. F. Pratt (right) 
listens in. 


the proper deductions on the cards and 
passes the order on to the second 
clerk, who goes through the same pro- 
cedure. It takes only a second, of 
course, for an inventory clerk to deter- 
mine if an order will affect the records 
she handles. When they do not, the 
order is passed on immediately. 

Pricing and costing are also done by 
the inventory clerks. Necessary infor- 
mation is at their fingertips—on in- 
ventory cards (see forms page 80). 

There is no wasted motion in clear- 
ing orders through inventory. Im- 
mediately the clerk at the third in- 
ventory desk finishes with an order, 
she hands it to E. C. Besozzi, buyer 
and head of the inventory control 
svstem. 


Mr. Besozzi’s desk is located at the 
head of the straight-line system. He 
checks over each order, looking for 
errors in pricing, costing, terminology, 
etc. Without moving from his desk, 
Mr. Besozzi, once he has finished 
checking an order, drops it in a basket 
in front of him. The basket is in a 
window that looks out on the stock 
room, making it a simple matter for 
stock room clerks to pick up and start 
filling the orders. 

All orders are written in triplicate; 
Mrs. Sheerin retains two copies until 
after an order is filled. Once this is 
done, a copy is sent to accounting; the 
other copies Mrs. Sheerin retains until 
an invoice is prepared and she then 
files the papers all together. 
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MEN AT WORK: Jerome J. Brush, head of the repair depart- 
ment at Allison-Erwin Co., Charlotte, N. C. adjusts his lathe 


Spot Repairs Build Sales 


z 
J ? 


~ 


% 


on a machining job while mechanic-in-chief E. V. Ashby sets 
up for a test on a finished job. 


Allison-Erwin Co. of Charlotte, N. C., keeps customers’ men at work 
by their quick repair services to equipment “on the premises.” 


A SMALL REPAIR shop organized a 
couple of years ago to service customer 
power tools and equipment, at a time 
when parts were scarce, now is paying 
off in big sales dividends for Allison- 
Erwin Co., Charlotte, N. C. distribu- 
tors. As a consequence, the depart- 
ment has expanded its activities, in- 
stalled additional machinery and 
equipment, and has become a focal 
point in customer sales. 

Before the department was organ- 
ized, floor salesmen made what repairs 
they could on tools, spray guns and 
the like. In many instances, this was 
the only local “service” available, and 
the customer did not want to experi- 
ence the long delay in returning to the 
factory for repair. 

The service, however, became so 
popular as an adjunct to sales that the 
company set up a special department 
with Jerome J. Brush in charge. E. V. 
Ashby and Hal Harrill are his assist- 
ants. All have had wide experience in 
repair of mechanical and electrical ma- 
chinery and equipment. 

To augment their previous school- 
ing, they were sent to the different 
manufacturers for factory training and 
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A TEST PANEL BOARD checks re- 
paired equipment before shipment to 
customer. Mr. Brush handles the dials. 


technique in repairs. Thus, repairs can 
be made with the same degree of skill 
and accuracy as those made by the 
manufacturers themselves. The manu- 
facturers have supported the move, be- 
lieving it to be a valuable added serv- 
ice for their products. 


Manufacturers Cooperated 

As a matter of fact the Allison- 
Erwin shop has a standard rule that all 
repairs must meet manufacturers speci- 
fications before the tool or the ma- 
chine is returned to the customer. The 
repair shop works closely with factory 
field representatives who visit the com- 
pany’s repair shop and pass on any 
changes in repair technique. Manu- 
facturers also keep the shop informed 
on all information on new repair tools 
and methods intended to effect 
quicker repair. 

Major as well as minor repairs can 
be made to machines and equipment 
out of the $20,000 stock of repair 
parts on hand in the department. Its 
volume of business can be measured 
by the fact that between 1200 and 
1500 major repair jobs are made every 
year, including full overhauls, in addi- 
tion to the many minor repairs made 
by Messrs Brush, Ashby and Harrill. 


Who Foots the Bill? 

As for the costs on repairs, Allison- 
Erwin charges the manufacturer’s list 
price for parts, plus the actual time 
put in on the tool, machine or equip- 
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ment. Many customers in the area 
will drive to Charlotte in the morning 
with their parts and equipment in 
need of repair, and then go on and 
transact their business in the city, 
picking up their repaired equipment 
before returning home. 

At first the firm’s customers brought 
in only small equipment for repair. 
Once they had learned of the shop’s 
ability, however, they took all their 
repair problems, big and little, to the 
shop. It sometimes caused some com- 
plications, but it opened a new ave- 
nue for service and sales. 

So much repair work has been sent 
to the shop, the department has been 
expanded and considerably more 
equipment has been installed. The 
company, however, does not do a gen- 
eral repair work business. It repairs 
only the tools and equipment which it 
sells, and does this only as an added 
service for its customers. 


Repair Follow-Up 


After a machine has been repaired, 
an Allison-Erwin service representa- 
tive will call on the customer to check 
over its operation. If necessary, he 
will also advise the operator on the 
proper operations and adjustments 
that must be made to keep the tool or 
machine “in service.” This personal 
touch in follow-up increases customer 
confidence and good will. 

That this added service to cus- 
tomers has paid off is seen in the in- 
crease in machinery and equipment 
sales made by the firm. And these 
sales, naturally, lead to sales of many 
other items, for customers know from 
experience that they can always get 
quick, expert repairs on purchases. 
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REPAIRS can be made to a variety of equipment sold by Allison-Erwin Co. out of 
the $20,000 in repair parts in stock. Br. Crush checks inventory with Hal Hanrrill. 
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RECORDS OF SERVICE to a customer are kept in detail, in triplicate; one for the 
office; the second for the shop, and the third goes to the customer as his receipt and 
record of the transaction. 





Remember the INDUSTRIAL DISTRIBUTION FORUMS 


First Meeting 


Second Meeting 


October 14 Westchester Country Club, Rye, N. Y. 


(See page 86) 


November 15 Congress Hotel, Chicago, IIl. 


(Day after Central States Industrial Distributors Association Meeting) 


Third Meeting 


January 12 Edgewater Gulf Hotel, Biloxi, Miss. 


(Day before the Mid-Year Meeting of the Southern Association) 
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GOOD HOUSEKEEKING AT THE JOHN DAY RUBBER & 
SUPPLY CO., OMAHA, RESULTS IN... 


Warehousing With Peak Efficiency 


HEAD WAREHOUSEMAN Bill Sharp says, “Labeled stock CATWALKS, necessitated by high ceilings, put the entire 
locations enable warehousemen to fill orders correctly, avoiding shelf stock within arms reach of the order picker and speed up 
costly shipping delays.” the order filling. 
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REMOVABLE BIN LABELS permit flexibility in assigning 
stock locations, eliminating waste storage space and congestion. 


Planning important in keeping handling costs down; light 


colors and illumination promote cleanliness 


WarEHOUSING, even though it may 
seem remote from the customer, con- 
tributes in a large measure to the 
degree of satisfaction the industrial 
distributor generates in his customers. 
Most distributors agree efficient ware- 
housing improves service yet this de- 
partment frequently is the last depart- 
ment to benefit from sound planning 
and the continuous search for new 
ideas for improvement. 

Now, more than ever before, dis- 
tributors are aware of the pronounced 
effect their warehousing operations 
have upon breakeven points. It be- 
comes increasingly important for them 
to effect economies in time and labor 
—a built-in feature of efficient ware- 
housing. Take, for example, the John 
Day Rubber & Supply Co., Omaha. 

At this firm, warehousing is not re- 
garded as a necessary evil of industrial 
distribution; it is a major department, 
dedicated to the efficient handling and 
storage of materials. Good housekeep- 
ing, coupled with sound planning, 
provides John Day warehousemen with 
pleasant working surroundings, ware- 
house facilities and techniques that 
add up to peak efficiency. 

The first and a highly important 
requisite for efficient warehousing, ac- 
cording to John Day, president, is a 
clean warehouse with stocks in neat 


and orderly condition at all times. 

“Good housekeeping,” Mr. Day 
said, “contributes in no small way to 
the working attitude of the warehouse- 
men and to the ease and rapidity with 
which materials move in and out of 
stock. 

“Man actually spends more time in 
his surroundings at work than he does 
at home. It’s only right that he should 
have pleasant working surroundings, 
surroundings comparable to those he 
has at home. When he works in a 
pleasant atmosphere, man’s working 
day is expended more pleasantly, and 
he attacks his job with a pride and 
interest that breed efficiency.” 


Cleaning on Schedule 


The John Day warehouse is subject 
to a rigid cleaning schedule; it reflects 
cleanliness and order the year ’round. 
Once a year, a local contractor moves 
into the warehouse with a large and 
well-equipped crew of workmen to 
give the entire warehouse interior a 
thorough scrubbing. Ceilings, walls, 
floors and bins are all included in the 
cleaning program; in fact no part of 
the warehouse interior is excluded 
from good housekeeping. 

Every three years, the cleaning 
schedule is interrupted by a complete 
redecorating job. The John Day Co. 


is not timid in the use of light color 
combinations; they are selected for 
their ability to reflect light immeasure- 
ably better than dark colors. Color 
dynamics are put to use intelligently 
with the result that all stock locations 
are well-lighted and their contents 
easily identified. White, ivory, light 
green and gray are used throughout 
with the darker colors being employed 
where traffic is heaviest. 


A Man for the Job 


Like other major operations, ware- 
housing needs leadership and direc- 
tion. In the John Day organization, 
the appointment of one man as ware- 
housing head has had the effect of 
smoothing out the flow of materials in 
and out of stock. Bill Sharp is head 
warehouseman and his is a responsible 
=— It’s his job to see that ware- 

ousing procedures and_ techniques 

are standardized. He is .expected to 
make any physical changes necessary 
for better warehouse operation. He 
coordinates the duties of warehouse- 
men and, by continually planning, 
studying and reviewing warehouse 
operations, he makes sure materials 
are handled at minimum cost. 

Mr. Sharp, too, is a staunch sup- 
porter of cleanliness and order in the 
warehouse. “Cleanliness is a conta- 
gious habit,” said Mr. Sharp. “There 
is no problem or extraordinary expense 
involved in :maintaining cleanliness 
and neatness in an already clean ware- 
house. For example, a new warehouse- 
man employed by our firm is not apt 
to acquire unkempt working habits 
because cleanliness and order are in 
evidence everywhere he looks. A new 
man would feel very much out of line 
if he were to leave a trail of refuse 
behind him as he filled orders. He 
would feel as much at ease cluttering 
up our warehouse floor as he would 
emptying ashtrays on his living room 
rug at home.” 

Refuse containers are strategically 
spotted in several locations on each 
floor. One cleaning porter, on a full- 
times basis, takes care of the cleaning 
needs in the entire building. All stock 
locations are clearly marked with large 
identifying labels. Materials are stacked 
neatly and kept that way by special 
bins and racks specifically designed to 
fit the size and shape of the stock to 
be warehoused. 

“No warehousing operation is per- 
fect,” said Mr. Sharp, “but there is a 
one best method of handling any type 
of material to come into our ware- 
house. By keeping continually on the 
alert for better. methods and better 
tools to work with, we eliminate costly 
warehousing habits.” 
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PRESIDENTS of the sponsoring associations Ray 
Neal (left), National, and Kenneth R. Beardslee 
(right), American, were introduced by the forum 
chairman, Ralph Johnson. 


MORNING SPEAKERS were Gene McCarthy, 
Beals, McCarthy & Rogers, Buffalo; J.R. Kelly, 
Manning, Maxwell & Moore; and Walter F. Crowder, 
Industrial Distribution. 


“Making the Salesman’s Call Click” is theme of 


Regional Forum Held in Rye, N. Y. 


AFTERNOON SPEAKERS were Percy Ridings of 
Syracuse Supply Co., Syracuse, and William A. 
Purtell, Holo-Krome Screw Corp. 


PANEL MEMBERS and their moderator, H.H.Kuhn 
(standing), The Hardware & Supply Co., Akron, 
aeons questions from the audience. Seated are 
J.A. Proven, Porter Cable Machine Co.; R.D. 


REPRESENTATIVES of more than 60 industrial dis- 
tributing companies in the northeast gathered with 
manufacturers from all sections at Rye, New York, 
for the first in a series of three regional industrial 
distribution forums. The session was sponsored by 
the National and American Associations and there 
were more than 300 in attendance. 

The theme of the forums this year is “‘Making 
The Distributor Salesman’s Call Click’? and the slo- 
gan is “It’s 50-50 in ’50’’. 

There were a total of five speeches, three in 
the morning and two in the afternoon and, in addition, 
there were two panel sessions, one on ‘Management 


and Planning ’’ and the other on ‘‘Distribution Poli- 
4 99 


The second forum will be held in ee on 


November 15, the day after the Central States Asso- 
ciation’s annual meeting. The third forum will be in 
Biloxi, Miss., January 12, the day before the South- 
ern Association’s mid-year meeting. 


Black, Black & Decker; W. J. Greene, L. S. Star- 
ret Co.; F. Marsena Butts, Butts & Ordway Co., 
Cambridge; H. D. Holden, Silliter-Holden, Inc., 
Hartford, and F. L. Campbell, Delta File Works. 
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LUNCHEON brought this trio together. Left to 
right, H.J. Behn, H.J. Behn & Co., Bridgeport, 
George A, Park, Norton Co., and R.J. Smith, Smith 
& Klebas, Inc., New Britain, 


WELCOME to a Southern guest is extended by 
Barney Meade, American Swiss File, to Joe W. 
Pitts, Brown-Roberts Hardware & Supply Co., 
AleXandria, La. 


NEW YORKERS get together. They are Harry J. 
Colerick, Fuller Supply Co., Utica; T.R, Hughes, 
Utica Drop Forge & Tool Corp., and Walter C, 
Viergiver, Erskine-Healy, Inc., Easieeten, 


RESTING & CHATTING before attending the after- 
noon session are John H. Stauffer, Herr & Co., 
Inc., Lancaster, Pa., and J.O. Glenn, Worthington 
Pump & Machinery Corp. 


DISTRIBUTORS. and manufacturers have a chat. 
Left to right, Gus Fischer, Black & Decker; Jack 
Madsen, Madsen & Howell, Perth Amboy, N.J.; 
Lou Jander, Henry Disston, and R.D. Howell. 


PHILADELPHIA distributors, W.J. Tuppeny and 
Ralph W. Mcintosh, both of Maddock & Co., listen 
while H.E. Russell (left), A. Schraeder’s Son, 
makes a point at luncheon. ~ 


(OTHER PICTURES ON PAGE 247) 




















Please Check Industry - 


([] Brick, Tile. Gravel. Cement 
Canning, Packing, Bottling 

a Chemicals, Dyes, Soaps 
Dealers, Re-sellers 

[_] Foods, Bakeries. Sugar 
Foundries 
Machinery Manufacturers 

a Metal Working Plants 
Paper Mills and Products 

[_] Textile Plants 
Woodworking Plants 





KEEP YOUR MAILING LIST UP-TO-DATE 


Return this card with necessary changes at any time the above 


Mr. John Doe 
A-B Company 
324 Main dt, 
Anyvhere 2, Mich. 


information becomes incorrect. 








| All Others — Specify 


Individual. 








Please Add This Name To Mailing List . . 


Title or Dept. 


aL/ 











Company 





_ fermen’ ___ 


Street 
City 


( ) State 











wer 





Zone 








Special card helps build . 


An Effective Mailing List 


Ir costs industrial distributors a lot 
of money to maintain good mail lists, 
—and a good deal more to maintain 
poor ones that duplicate, misdirect or 
deliver mailings on products that are 
of no interest to the addressees. 

W. J. Powers, advertising manager 
for the F. Raniville Co., Grand Ra- 
pids, contents that, “the greatest waste 
of direct mail promotional material is 
brought about by a failure to keep 
the mailing list current. A good mail- 
ing list, one that will aim the sales 
material effectively, must constantly 
be kept up to date.” 

Acting as the central clearing point 
that controls and efficiently handles 
all the mailing list additions and cor- 
rections for this company, .Mr. Powers 
relies upon the 100 percént coopera- 
tion of the Raniville salésmen and a 
simple correction card specifically de- 
signed for the salesmen’s use in keep- 
ing the firm’s mailing list current. 

Raniville salesmen find it compara- 
tively easy to report any; changes or 
additions to the portion of the mailing 
list that affects their individual terri- 
tories. Filling out the simple 34” x 53” 
correction cards and keeping their 
advertising department abreast of 
changes in the mailing list insures 
salesmen of good sales promotion cov- 
erage in their respective territories. 

This same card is used for new ad- 
ditions to the mailing list as well as 
current changes and corrections. A 
card reporting a new addition to the 
list is reproduced above. — 

In the event that a correction is 


necessary at some later date, the sales- 
man returns this card to the advertis- 
ing department with the nature of the 
correction indicated. A new plate is 
made, the old one destroyed and a new 
card carrying the reproduction of the 
new plate is returned to the salesman. 
This operation is repeated as many 
times as new accounts are added or 
where corrections in spelling, name 
and address changes, replacements or 
resignations necessitate a change. 

Mr. Powers stresses the importance 
of keeping names and titles letter per- 
fect and currently up to date. “A 
man’s name and job title is sweet 
music to his ears,” said Mr. Powers. 
“If a name is misspelled or misdi- 
rected, it quickly finds its way to the 
waste paper basket—most always un- 
read.” 

“How well the salesmen cooperate 
in a direct mail project,” continued 
Mr. Powers, “depends upon how well 
the program supports their sales ef- 
forts in the field.” The Raniville ad- 
vertising department selects and mails 
to customers only those pieces of 
manufacturers’ promotional material 
that promote specific items or lines in 
which the customer has an interest. 
Mailings are sent out approximately 
every two weeks on this selective basis. 

Addressograph plates that make up 
the mailing list are tabbed or coded as 
to industry classifications and titles of 
the persons in the various industries 
who are responsible for purchasing in- 
dustrial supplies, tools and equipment. 
For example, a mailing on a certain 


product could be directed to buyers 
in the textile industry alone or to pur- 
chasing agents or master mechanics in 
general. The selection is made by 
coding the plates and using an ad 
dressograph selection machine to build 
the classified mailing list. 

Raniville salesmen get advance no- 
tice of the type of product to be pro- 
moted in the mailings, the industry to 
be covered and to whom in the plants 
the mailings will be addressed. Sales- 
men like this direct mail program be- 
cause it continually delivers timely 
sales promotion material to definite 
individuals in industries that need the 
product for more efficient operation. 
The dollar value of direct mail sales is 
checked for periods of three or four 
weeks after each mailing. 

“Mailing lists that are kept up to 
date and compile pertinent informa- 
tion about the industries on the list 
are capable of doing double duty,” 
said Mr. Powers. Records are kept of 
the number of employees in each 
classified plant as reported by Raniville 
salesmen on the correction card. This 
information is helpful in judging the 
size of the various plants and estimat- 
ing the sales potential in each case. 

Raniville salesmen keep a’ special 
file of mailing list cards applicable to 
their individual territories. These 
serve the salesmen in scheduling and 
routing their calls as well as a ready 
reference of personnel. 

A penny saver envelope, marked 
with, “Return postage guaranteed,” 
returns the mailing at a two-cent re- 
turn postal charge. Mr. Powers con- 
siders this method a cheap way to cull 
out dead and obsolete listings in the 
mailing list. “Any returns received are 
forwarded to the salesman covering the 
territory for his correction,” said Mr. 
Powers, “then, too, it proves that the 
salesman covering that account is not 
keeping his mailing list up to date.” 








“Anyone else merely come to pass the 
time of day?” 
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7 Maintenance Crew of Cleveland Graphite Bronze Co. keeps 
~*700,000 sq. ft. of plant area''Ship Shape” with longer lasting . 
Osborn paint and floor sweeping brushes 





HE Cleveland Graphite Bronze Co.,Cleveland, Ohio, believes 
that plant cleanliness contributes to precise, efficient oper- 
ation. And keeping ‘“‘the world’s largest producer of line bearings 
and bushings” neat and tidy provides a full-time job for 109 TO HELP YOU SELL MORE INDUSTRIAL BRUSHES 


RERERS SHOR. Each month, over-half-million key men in 


To that end Osborn Brushes—longer lasting cleaning tools f industry—many of whom are your cus- 
that cut maintenance costs—play a significant part. With — BB ee 
700,000 sq. ft. of floor space or more than 16 acres of cleaning other Osborn Sales messages in leading 
area requiring daily attention, these lightweight “work- 
balanced” Osborn Brushes reduce fatigue, speed plant 
cleaning, save man hours. For maintenance costs are 99% 
labor and poor cleaning tools add to overhead by slowing 
down efficiency of cleaning personnel. 


Industrial Maaazines. 


With today’s high break-even point in plant opera- 
tion, industrial America is alerted to the need for more 
effective time and labor saving tools. And Osborn 
Power Driven Brushes, Paint Brushes and Maintenance 
Brushes are serving cost-conscious companies by 
lowering production and maintenance costs. 





For more “Brush Facts”, get in touch with 
your local Osborn Industrial Supply distributor 
or write to... 


THE OSBORN MANUFACTURING COMPANY 
Dept. 206, 5401 Hamilton Avenue Cleveland 14, Ohio 














— 


‘oa 
WORLD'S LARGEST MANUFACTURER OF BRUSHES FOR INDUSTRY + POWER DRIVEN BRUSHES + PAINT BRUSHES » MAINTENANCE BRUSHES 


La 
ee SAAR, 
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THE SALES INDICATOR—Supply sales in This parallels the drop from August to September of 1948, 
September fell 24 points from 294 to 270. as can be seen in the chart above. 


Supply Sales Trends 








=---194 
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ORDERS PER WORKING DAY were 90, down 
16 from August. Orders per day were 7.8, down 1 from 
August. 


North North 
Month Pacific South Atlantic 


311 315 
328 260 


10 9.9 
84 11.0 


14,000 11,800 
18,100 11,200 


33.90 37.20 
38.20 34.00 


140 77 
104 86 


Sales 
indicator . 


Orders per Sales- 
man per Day 


Volume per 
Salesman 


Size of 
Average Order 


Orders per 
Working Day 


Yp Yp> rp YD Mp 


=--- 1949 


— 1948 =—=—1947 
J F M A M A 











REGIONAL TRENDS were greatly divergent rang- 

ing from a gain of 28 points in the North Central to a SIZE OF AVERAGE ORDER for September was 
drop of 180 points in the Pacific. The South gained $36.90, up slightly from August. Volume per salesman 
17 points and the North Atlantic lost 55 points. was $12,900, up $600 from August. 
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No. 702 “WILCO” 
pipe and bolt 
threading machine 


Time-saving features of this new machine meet today's 
demands for lower unit costs on production threading of 
pipe and bolts. Point out these features to your customers: 


. Speed selector switch and push button controls for 
standard voltages SIMPLIFY operation. 

. 3-speed motor (900-1800-3600 RPM) and spindle 
speeds (40-80-160 RPM) minimize handling of stock 
and speed up threading time. 

. Worm gear drive with ball bearing mounted spindle 
assure smooth power and high efficiency. 

» "SPINFAST" (wrenchless) Front Chuck and non- 
locking rear centering chuck speed up chucking and 
unchucking operations. 


FOR YOU 
and YOUR 


CUSTOMERS 


5. Quick-opening, adjustable die-heads and dies; gauge 
for quick setting to desired thread length; and cali- 
brated gauge for quick setting for length of pipe to 
be cut-off are other time-saving features. 

Both ends of nipples as short as 3!/." in the 2" size can 

be threaded without using a nipple chuck. Maximum 

length of thread cut without re-gripping stock is 14!/". 

Standard range of the Oster No. 702 "WILCO" machine 

is 4" to 2" pipe; extra range !/" pipe; bolt range 

V4" to WY". 

Get ALL the sales facts about this strictly up-to-the- 


minute machine! It's a real MONEY-MAKER for YOU 
and for YOUR CUSTOMERS! 


Engineered and Manufactured by 


THE OSTER MANUFACTURING COMPANY 


Main Office and Factory: 2041 E. 61st St., Cleveland 3, Ohio 
BRANCH SALES OFFICES: NEW YORK © CHICAGO © PHILADELPHIA © LOS ANGELES 


BUILDERS OF PROFIT-MAKING THREADING TOOLS AND MACHINES SINCE 1893 
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Keeping Up With Business 


Factory Cost Reduction 
Surveyed by NICB 


Increased expenditures on moderni- 
zation and expansion of plant and 
equipment; additions to staff in order 
to intensify engineering and research 
efforts, as well as many other money 
“outlay” programs, are being under- 
taken to reduce factory costs, accord- 
ing to the latest monthly survey on 
business practices conducted by the 
National Industrial Conference Board. 

Most companies consider the prob- 
lem of cost reduction from two view- 
points; immediate house-keeping effort 
to eliminate waste and duplicate effort, 
the weeding out of inefficiencies, the 
intensification of effort and increase of 
productivity; and secondly, an over-all, 
long-range program which anticipates 
savings through improved techniques, 
expansion, and new equipment. 

While most companies are reluctant 
to initiate expansion programs at pres- 
ent, many are stressing improvements 
which will permit maximum utiliza- 
tion of present equipment and plant 
facilities. Other companies feel that 
right now is the time for “relocation 
of certain operations nearer to con- 
sumer markets, sources of raw materi- 
als and favorable labor supplies. 

Many companies report that cur- 
rently they are expanding their re- 
nana | facilities; developing new prod- 
ucts and improving manufacturing 


methods. Others have resorted to 
“standardization” to accomplish out- 
standing cost reductions. 


Industry’s Profits 
Off In Second Quarter 


For the first time since the postwar 
period opened, industry failed to show 
a quarterly rise in earnings as com- 
pared with the second quarter of last 
year. 

The profits of industry in the sec- 
ond quarter of 1949 dropped 124 
percent from a year ago, according to 
a survey of more than 600 companies 
recently undertaken by a well-known 
research organization. 

Total profits for the quarter were 
$1.2 billion, compared with $1.3 bil- 
lion in. the first quarter of 1949, and 
$1.4 billion in the like period of 1948. 


Activity in Building 
Continues to Expand 


Construction activity probably will 
continue to expand in the near future, 
according to a recent bulletin put out 
by the Federal Reserve Board. The 
board cautioned, however, that the 
expansion probably would be only 
moderate. 

Moreover, the board explains build- 
ing prospects will be influenced by 
the nature and extent of further price 


and cost adjustments. 

The board points out that residen- 
tial rents in large cities now average 
about 3 percent higher than they were 
a year ago; the market in old houses 
has weakened; and materials prices 
have declined gradually over the last 
ten months. If the trend continucs, 
contractors who have “held off” on 
their activities may be enticed back 
into the market. 


BRIEFS: 


. . » Nearly half of all assets of manu- 
facturing companies is held by 113 
of the largest United States manufac- 
turers, each with more than $100 mil- 
lion. 


... Farm equipment makers expect 
a good fourth quarter and a tidy vol- 
ume next year, perhaps 7 percent be- 
low current levels. 


. The proportion of married 
couples living doubled up, for the 
country as a whole, has dropped 26 
percent from what it was in April 
1947, at the peak of the housing short- 
age. 


. . . Between 1941 and 1947, al- 
most 13 million families moved up 
from the class making under $1,500 
annually to the class making $1,500 
to $3,000 annually. 
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WHY YARWAY 
: STEAM TRAPS 
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113 Strong advertising of Yarway Impulse Steam Traps appears in 28 leading 
= trade publications. Every month more than half a million trap users see 
aad helpful facts on Yarway traps... an important reason why over 600,000 
Yarways have already been bought. 
rect : = Other reasons—reliable performance, small size, easy installation, mini- 
vol- a mum maintenance, adaptability (suitable for wide pressure ranges without 
be adjustment), low cost. 
No wonder Yarways lead in supply house trap sales! 
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INDUSTRIAL PRropucTION-Holds Steady 


The general leveling off in business 
activity continued to hold through the 
third-quarter of the year. Several seg- 
ments of the economy, notably de- 
partment store sales, construction and 
the heavy industries, contributed 
seasonal (and greater than seasonal) 
upsurges of activity which pushed the 
index several points higher. 

At the close of the third quarter of 
an economically eventful year, there 
was no tendency to revert to the mod- 
erate declines that opened 1949. In- 
stead, personal incomes were still very 
high; retail sales had quickened with 
the cooler weather; employment was 
rising; construction had advanced 
close to the highs of last year; capital 
outlays also remained high; and the 
indications were that the “adjustment 
period” had been negotizted by most 
segments of the economy without 
stress. The strikes in coal and steel, 
if long protracted however, could 
have a general adverse influence. 


Elements of Strength 


One of the important elements of 
strength underlying the economy has 
been the flow of income to individ- 
uals; and their willingness to spend 
the major part of their earnings on 
goods and services. 

Much has been made of the fact 
that, since February, the aggregate 
flow of income has been in a down- 
ward trend. It has declined, but only 
by 3 percent since the peak aggregate 
was reached last December. On the 
other hand, personal incomes during 
the first three-quarters of 1949 actu- 
ally were 2 percent above the same 


period of last year. 

While there have been declines in 
some components of income (as in 
agriculture, for instance) these were 
offset by increases in other segments 
of the economy. This stability in in- 
come has been reflected in a steady 
volume of consumer expenditures. 

rom January through September 
of this year, consumers have spent 
almost as much on goods and serv- 
ices as they did on the average in 
1948. Because of lower prices, the 
physical volume they bought also was 
about the same as that purchased in 
1948. Moreover, they were able to 
save a larger proportion of their cur- 
rent incomes this year than they did 
last vear—which bodes well for their 
purchases in the future. 

‘The slight downward adjustment in 
the level of personal incomes may be 
attributed to the small dip in em- 
ployment during the past year. Gen- 
erally, wage rates have continued 
upward in most industries, but not 
enough apparently to maintain the 
high income level. Total employ- 
ment, which hit peak in July of 1948, 
dropped to its low this February and 
has advanced slowly since that date. 
The rise, however, has been a “ess 
than seasonal” advance, so that total 
unemployment at the end of the 
third quarter was stil: almost double 
that of a year ago—3.9 against 1.9 
million. 

The decline in employment from 
a year ago was centered primarily in 
the manufacturing industries, in fact 
they accounted for about four-fifths 
of the loss, and particularly in the 


durable goods line. However, some 
recovery in manufacturing employ- 
ment was noted in the third quarter, 
the unemployment pendulum having 
swung seasonally toward agriculture. 


Capital Outlays 


As anticipated, little change was 
noted in the expenditures on new 
plant and equipment (by non-agricul- 
tural business) in the third quarter. 
The first nine months of the year has 
shown a moderate rise in fixed capital 
expenditures over the corresponding 
period of 1948. Leading the group 
that spent more this year than last 
were the utilities, transportation con- 
cerns (excepting the railroads) and 
commercial businesses. Expenditures 
by manufacturing firms remained at 
about the same volume. 

Dollar expenditures for new public 
and private construction have con- 
tinued to increase more than season- 
ally from the low point reached in 
ebruary, although the rise since 
February has not kept pace with the 
particularly sharp increase in the same 
period of last year. Private construc- 
tion activity has had a partial recovery 
since its steady decline in the first 
quarter of first year. The, spring and 
summer recovery was due primarily 
to the high rate of dwelling units put 
under construction and the increase in 
public utility plant outlays. It was 
this rise in public building that carried 
dollar volume expenditures on con- 
struction during the first  three- 
quarters of 1949 to the level almost 
2 percent above the corresponding 
period of 1948. 
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Model 324 SKIL Belt Sander 
4 in. with Dust Collector Model 9 SKIL Belt Sander 
3 in. Belt Model 323 SKIL Belt Sander 
4% in. Belt 


Model 2 SKIL Disc Sander 
7-9 in. 2 Speed Heavy Duty 


el 13 SKIL Dise Sander Model 11 SKIL Disc Sander © Model 12 SKIL Dis Sander 
ination Sander-Grinder 7 in. Heavy Duty 7 in. Special Duty 





THE SKIL LINE BLANKETS THE FIELD... 
GIVES YOU VOLUME AND PROFIT IN EVERY FIELD! 


If it’s surfacing of any kind, there’s a SKIL Sander to do it! 
That's your assurance of more sales, for more jobs, in more fields 
when you push the big SKIL Tool line. 

SKIL Sander design gives you features that make selling 
easy. SKIL Sander construction gives you quality that builds repeat 
volume. And there’s added business . . . added profits .. . in the 
complete assortment of SKIL supplies, accessories and attachments. 

Tools Write us today about this big SKIL Sander line, about all of 


the fast-selling SKIL Tools. We'll tell you promptly if there’s a SKIL 


Tools Distributor Franchise open in your territory. 











“Selling Is My Busimess™ © ~~ sc you prepared tor 


° . ° 6 - r) 9 
emergency service? . . . Quick to use first names? . . . Interested enough in customer’s problems? 





JOHN RIDER: 


When Emergencies rise 
Be Ready With Service 


“The problems brought about by 
the drought conditions in the central 
valley of California have offered oppor- 
tunities to the industrial distributot 
salesman,” is the opinion of J. S. Rider 
of the General Bearings Co. of I'resno. 

“Electric powcr has been curtailed 
for irrigation pumping purposes, and 
there is no knowing when it can be 
supplied again in sufficient quantities. 
As a consequence, there has been a 
wild scramble on the part of ranchers 
and orchard growers to convert to 
diesel or gas engine power. 

“In selling bearings and power 
transmission equipment for both in- 
dustrial and automotive purposes, the 
demand has come largely from the 
smaller operators using pumps mostly 
from 150 to 200 h.p. ‘This is because 
we have a comparatively simple way 
of making the conversion by using a 
type of coupling rod used in truck 
transmissions—shortening the rod and 
adapting it as a connection between 
the diesel engine and pump shafts. 
Some even prophesy that the installa- 
tion will be used permanently, as the 
cost of operation by gas or diesel power 
will undoubtedly show a saving over 
clectric power, although there are cer- 
tain added maintenance features to be 
taken into consideration. 

“However that may be, we are busy 
right now with the conversions. This 
not only means the sale of the shaft- 
ing, but also of a variety of belts, pul- 
leys and couplings. Many are doing 
it some other way; machine shops are 
busy building belt and gear heads 
specifically designed for the purpose, 
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and they also are our customers. 

“Our particular job as salesmen has 
been to help ‘engineer’ the jobs, if 
you wish to call it that. So far, there 
has been no specific sct of drawings 
prepared by anyone that will fit all 
jobs, for conditions vary with the indi- 
vidual set-ups where the conversions 
are made. lurthermore, cach rancher 
generally has his ideas as to how it is 
to be done, and the salesman must 
work along with him so as to finally 
get a serviceable type of installation. 
1 have found that my ability to be of 
service in this connection is building 
up with cach one I have come in con- 
tact. By keeping a record of the jobs 
I have worked out, embodying the 
automotive coupling, and remember- 
ing how cach was worked out, I can 
now make really helpful suggestions as 
to the use of the couplings.” 


S. F. LAMOND: 


Be Interested In 
Other Fellow’s Business 


S. F. Lamond, salesman for the 
Adam-Hill Co., San Francisco, says: 
“To me there is a tremendous fasci- 
nation about seeing things manufac- 
tured. I never get tired of going 
through plants in the manufacturing 
industry and studying the methods 
employed. This interest backs me up 
in making sales, for if one is genuinely 
interested in the customer’s product 
and how it is made and listens to the 
manufacturer giving his sales talk on 
the product, the latter in almost ev- 
ery instance will give attention to 
what you have to say in the way of 
suggestions for improvements. 

“For example, one manufacturer 
was making an hydraulic brake press 


involving pressures up to 1500 psi and 
shock pressure as high as 9,000 
pounds. I had gone there on an al- 
together unrelated item, but I got so 
interested in the press that I could 
not stay away from it. Seeing this in- 
terest, the manufacturer explained the 
whole thing. It was belt driven and 
it just naturally came about that | 
suggested chain drive which could im- 
prove the product. Eventually, the 
chain business resulted and it was a 
come-back also for other items, in- 
cluding the one I originally went 
there about.” 


& 


BLAIN POSTEN: 


Use of First Name 
Effective Selling Tool 


“One of the ‘tools’ that can be used 
very effectively in selling”, said Blain 
Posten of the Jones Hardware Co., 
Long Beach, Calif., is a first-name 
speaking acquaintance with as many 
people as possible all through the 
organization of the industrial custo- 
mer. As I go through the plant or a 
business department of the customer, 
I try to give a friendly hello or pass a 
few words with this one and that one, 
calling each by his or her name. The 
effect of this, over a period of time, is 
that more or less everybody gets to 
know me when I heave in sight, pass- 
ing the word around that ‘there is the 
Jones man on the job again. Seems 
to be always around if we need some- 
thing’. 

“It would be hard to estimate all 
the business that comes your way be- 
cause of a word put in at the right 
moment by one of these people who 
know you but who would not ordi 


(Continued on page 170) 
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WRIGHT EQUIPMENT is used in many ey ‘i 
new buildings at Caterpillar 
Tractor Co., Peoria, Illinois, 
Shown here are 3 of 10 Wright Speedway 
No. 2 Frame Electric Hoists on one 
of “Caterpillar’s” scraper assembly lines. ‘ek. 





with the type of buyer who's “from Missouri’ — 
who makes his own performance tests 

on the job— whose idea of value is 

based solidly on such tests. 


Send for your copy of the descriptive folder DH-65. 
Your nearby Wright District Office 

can supply you... 

Or write direct to us in York, Pa. 


7 York, Pa. - Chicago - Denver - Detroit - Los Angeles - New York 
Philadelphia - Pittsburgh - Portland - San Francisco - Bridgeport, Conn. 


WRIGHT HOIST DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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IDEAS: How they a 


..- load and unload trucks by push-button 


A PusHBuTTON has facilitated loading 
and unloading trucks in the new build- 
ing recently constructed for the 
Charles C. Lewis Co., Springfield, 
Mass. The pushbutton operates an 
electrically driven elevator loading 
platform which can be raised to the 
truck floor height and lowered to 
stock-room level. 

The new Lewis Co. plant is con- 
structed on level ground. The floor 
of the one-story plant is only a few 
inches above ground level. Installa- 
tion of the elevator loading platform 
eliminated digging for a special drive- 
way to permit level loading and un- 
loading at a conventional dock. 

The elevator platform, approxi- 
mately 10 by 14 ft., permitted a 
greater flexibility in the choice of a lo- 
cation for the shipping and receiving 
department. It can be located any- 
where in the building where there is 
room for trucks to back. 

At Lewis Co., the platform is in- 
stalled in a wide aisle which separates 
the industrial supply division from 


BY PRESSING A BUTTON, H. R. Fowler, general manager, Charles C. Lewis Co., 
Springficld, Mass., demonstrates how shipment is handled. 


steel warehouse operations. The aisle 
branches off the driveway through 
which trailer trucks are driven with 
steel shipments. The aisle is also op- 
posite one of the doors through which 


trucks pass in and out of the building. 
This makes it convenient for an indus- 
trial supply truck to back to the plat- 
form and still be out of the way of 
steel trucks. 


... reel and pay off hose 


r wg ‘ ‘ : 
VAN VOORHIES-PHINNEY CO., Sacramento, Calif. 
built this’ revolving table to hold coils of hose in winding 
or paving off, the weight of which will perform either 
operation. The base is the end of an ordinary hose reel 
with a framework of 2 x 6 wood clamped on the outside of 
a Chevrolet brake drum. This carries a circular table which 
has two thicknesses of tongue and groove flooring put to- 
gether with the grain at right angles. 


... redesigned supports 


THE NEW CIRCULAR counter arrangement at the R. C. 
Duncan Co., Minneapolis, Minn., is smartly designed to 
climinate the nuisance value of large supporting columns. 
At the same time, these columns can be used advantage- 
ously for posting product information which is of interest 
to all counter customers. They can hardly miss the material 
posted thus and this orderly presentation lends an air of 
spaciousness. 
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SIMONDS 


Cutting-Tool Specialists 


Work Shoulder-to-Shoulder 
with 
DISTRIBUTORS 
and their 
SALESMEN 
to Build Business and 
Keep it Sold 


Simonds’ “know-how” in engineering and the dis- 

 tributor’s “know-who” in selling make an unbeat- 
able team for building and keeping business. That’s 
why, for years, Simonds has channelled the distribu- 
tion of its famed, ribbon-etched cutting tools through 
selected distributors . . . so that those who buy cut- 
ting tools will get top value for their dollar both in 
product-quality and in personal service that never 
slacks off between orders. 





Today, Simonds backs up distributors with a fully 
rounded program of engineered merchandising that 
includes publication advertising, direct mail, educa- 
tional moving pictures in color and sound, and quick 
courses for distributors’ salesmen... courses that 
are loaded with information that will help them do a 
better job, beginning right now, both for themselves 
and for their houses. And in any sales problem on 
any product, the Simonds man is on deck whenever 
wanted. Just call the nearest Simonds distributor. 


4 
i.e NC — 
SAW AND STE! :) << 
FITCHBURG, MASS. 


Other Divisions of SIMONDS SAW AND STEEL CO. 
making Quality Products for Industry 
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ATTENDING Nicholson File mecting were twenty-one salesmen from all over the 
United States. ‘They are: (first row) G. H. Montgomery, Jr., C. A. Lawton, W. R. 
Buerckel, J. C. Berthiaume, E. R. Burkardt, J. P. Casey, P. J. Roddy, and F. Q. 
Knight; (second row) W. A. McCullough, Jr., J. Jaques, L. F’. Recney, P. H. Speaker, 
Jr., and E. J. Forbes; (third row) G. A. Hines, F. H. Horton, W. V. Horgan, G. W. 
Ilughes, and John M. Doran; (top row) F’. A. Cagle and J. E. Butler. 


Nicholson Holds 
National Sales Meet 


The twenty-one sales representatives 
of Nicholson File Company, Provi- 
dence, R. I., converged on the home 
office recently from all parts of the 
United States for an intensive discus- 
sion of plans for the coming twelve 
months. In addition, the sales man- 
ager of Nicholson File Company, Port 
Hope, Ontario, and his staff were 
present. 

H. L. Whitney, director of sales, 
conducted the meeting and discussed 
the importance of the professionally 
trained salesman to the economy of 
the country and the need for render- 
ing the industrial distributor the best 
possible service. 

Fred Q. Knight, who has been a 
Nicholson representative for 25 years, 
announced his retirement at the meet- 
ing. He was presented with a fishing 
rod and tackle by his fellow represen- 
tatives, and with other gifts by mem- 
bers of the office staff. 

A dinner and golf tournament were 
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held at Metacomet Golf Club, and 
were attended by factory executives 
as well as by the sales staff. ‘The 
Nicholson Cup, an annual trophy, 
was won by Hal Rowley, superintend- 
ent of the Providence factory. 

Principal speakers at the dinner 
were Paul C. Nicholson, president, 
S. Foster Hunt, vice-president, and 
J. Harry Marshall, vice-president. 


Wright Hoist Appoints 


New Sales Manager 


S. J. Woodworth has been ap- 
pointed Sales Manager of the Wright 
Hoist Division of American Chain & 
Cable Company, Inc., with headquar- 
ters at York, Pa. He succeeds A. R. 
Haskins who has resigned from the 
company to establish a business in Mil- 
waukee, Wis. Mr. Woodworth has 
been with the Wright Hoist Division 
for over twenty-five years, and has had 
wide experience with hoisting appli- 
cations and materials handling prob- 
lems. 


M. N. LeNeave Heads 
Charlotte Firm 


M. N. LeNeave, manager of the 
industrial supplies department of Al- 
lison-Erwin Co., Charlotte, N. C., and 
C. D. Spangler, building contractor, 
and associates have purchased the 
Smith-Wadsworth Hardware Co. of 
Charlotte from Lawrence D. Nuchols 
and others associated with the Ameti- 
can Hardware and Equipment Co. It 
was reported that the sale involved 
about $200,000. 

Mr. LeNeave is president and treas- 
urer, and Mr. Spangler is vice-presi- 
dent of the company under the new 
ownership. Mr, LeNeave will actively 
manage the affairs of the company and 
the present personnel will be retained. 

It was announced by Mr. LeNeave 
that the hardware firm will add several 
new divisions, including industrial 
supplies, which will be pushed ac- 
tively. Other divisions to be added 
include schools’ shop equipment and 
supplies, and homecraft equipment. 

C. FE. Salyer, executive vice-presi- 
dent of Smith-Wadswérth Hardware 
Co. will become vice-president of the 
American Hardware and Equipment 
Co. 

Mr. LeNeave came to Charlotte in 
1928 as a teacher in the industrial 
education department at Central High 
School. He was born at Cadiz, Ky. 
He received his degree from Western 
Kentucky Teachers College and did 
graduate work at George Peabody 
College. 


Hisey-Wolf Co. Merged 
With Cincinnati Tool 


Acquisition of the Hisey-Wolf Ma- 
chine Co., Cincinnati manufacturer 
of industrial grinding machines and 
buffing and polishing lathes, has been 
announced by officials of The Cincin- 
nati Electrical Tool Company. All 
products will now be manufactured in 
the plant of the new owners, where 
production of the Hisey-Wolf line of 
more than 200 models will continue 
under the old trade name. 
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OUR COMPANY BUYS CUTTING TooLs 
FROM §& DIFFERENT MAKERS- MY 


WIFE SAID IF SHE BOUGHT GROCERIES 
ARE WOMEN SMARTER AT 8 DIFFERENT PLACES, | WOULD 


THAN MEN 7 HAVE TO HIRE Reg 


= Slaudardizg and save 


o e You can save time in purchasing, in requisitioning, in stock 
aed 


al keeping, in the tool crib when you specify Standard Shield Brand 
t. cutting tools. One responsible maker gives your requirements 
resi- top attention. The Foremost Quality of Shield Brand Tools gives 
vare ; : 

the you top performance, attested by the fact that American mass 
nent production industries—automotive, aviation, farm implement, 
railroad, electrical and home appliance—regularly specify and 


» in : ° ° ° 
th use these fine tools. Their selection is based on merit alone. 


trial 
Leading Mill Supply Distributors coast to coast supply these 
Foremost Quality tools. Our helpful suggestions on tough prob- 

lems are yours for the asking. 


STANDARD |O0OL 


Successor to The Standard Tool Company 


CLEVELAND 4, OHIO 
New York » Detroit + Chicago 
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L. F. Perkins 


L. F. Perkins Will Attend 
Harvard Graduate School 


L. F. Perkins, vice-president and 
general manager of The Henry Walke 
Co., distributors of Norfolk, Va., will 
attend Harvard this session, at its Ad- 
vanced Management Program designed 
for business executives. The program 
was initiated in 1943 as a tool to aid 
in the development of better man- 
agement skills. Wayne Rising, execu- 
tive of Ducommun Metals & Supply 
Co. in Los Angeles, attended the 
Graduate School for the intensive thir- 
teen-week course last year. 

The “students” at the sessions rep- 
resent many companies, located here 
and abroad. The cases used are drawn 
from actual business experiences, with 
classroom discussions serving as a me- 
dium for the sharing of the students 
diverse business backgrounds. The 
theme of the program is the realization 
that greater and more broadened lead- 
ership can be had through a better 
understanding of human elements and 
contro] techniques. 

Discussion centers in six major sub- 
ject divisions: Cost and Financial Ad- 
ministration, Business and the Ameri- 
can Society, Administrative Practices, 
Production and General Management, 
Marketing Management, and Prob- 
lems in Labor Relations. To correlate 
class activities into a program in which 
the group may participate and find ad- 
ditiona] expression, and to carry into 
the future a continuation of the friend- 
ship and business contacts developed, 
the Advanced Management Associa- 
tion has been formed, before which 
appear outstanding guest speakers 
from management, labor, government. 
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Simonds Abrasive Opens 
New Branch Offices 


Simonds Abrasive Company of 
Philadelphia has announced the open- 
ing of branch offices and warehouse 
stocks of grinding wheels and abrasive 
grain at 8829 Hubbell Avenue, De- 
troit, and 1350 Columbia Road, Bos- 
ton. It is planned that the local stocks 
and service from these points supple- 
ment the service of Simonds’ estab- 
lished industrial supply distributors. 


Victor Equipment Buys 
Los Angeles Plant 


The purchase of Mills Alloys, Inc., 
Los Angeles, by the Victor Equipment 
Co. has been announced by L. W. 
Stettner, president of Victor. The Los 
Angeles plant will be Victor’s hard- 
surfacing division, and will manufac- 
ture under the Victor name the Mills 
lines of blasting nozzles and tungsten 
carbide hard-surfacing rod. The seven 
electric furnaces and other equipment 
acquired in the purchase do not dupli- 
cate any of Victor’s present facilities. 

The company plans to add rod roll- 
ing and mill equipment to the plant 
to produce a complete line of hard- 
surfacing welding rods. The new Vic- 
tor items will replace some of the 
products of other manufacturers now 
distributed by Victor. The company, 
which now manufactures gas welding 
and cutting torches and allied equip- 
ment, will add sales outlets by ab 
lishing dealers for the new lines. 


Rogers Named To Fund 


J. Frederick Rogers, president of 
Beals, McCarthy & Rogers, Buffalo, 
has been named a trustee of the Fed- 
erated Health Fund of Buffalo & Eric 
County. 


Emil Cook, Masback, Inc., 
Retires as Vice-President 


H. E. Masback, president of Mas- 
back, Inc., recently announced the re- 
tirement of Emil W. Cook, vice-presi- 
dent in charge of purchasing. Mr. 
Cook has contributed materially to the 
growth of Masback throughout his 
forty-five years of service. Mr. E. R. 
Masback, Jr., has succeeded Mr. Cook. 


Edward Valves 
Stages Open House 


Edward Valves, Inc., East Chicago, 
Ind., a subsidiary of Rockwell Manu- 
facturing Co., and manufacturers of 
cast and forged steel valves for high 
temperature high pressure service held 
a two-day open house recently, cele- 
bration of the opening of the new 
chemical, physical, and metallurgical 
laboratories. Approximately 2,000 peo- 
ple were received at the open house 
ceremonies. 

On the first day, consulting engi- 
neers, scientists and plant operators 
were received. The second day the 
plant was opened to residents of the 
Calumet region and all Edward em- 
ployees with their families and friends. 

During the open house activities, 
typical equipment in the plant and 
new laboratories were in operation. 
Tours were conducted through the 
plant by guides who explained the 
operations of different types of ma- 
chinery in the various processes in 
the production of casts and forged 
steel valves. Laboratory functions and 
operations were described to each 
group by Edward technical personnel. 

The tours covered all parts of the 
plant and ended in a large refresh- 
ment tent where a buffet luncheon 
was served. 


of their new chemical, physical, and metallurgical laboratories. 
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EW BWH COVER DEFIES “RUBBER EATERS” 


RESISTS OIL, GREASE, SUN AND ABRASION DAMAGE 


Here’s what makes Concord #10 
a good choice for hard jobs: 


Oil, grease, strong sunlight and 
abrasion are factors that can’t be 
controlled in many industrial opera- 
tions. Yet they are all “rubber eaters” 
that tend to break down covers on 
steam hose and to shorten its service. 
BWH technologists sweated over 
the problem for many laboratory 
hours before they developed this 
new, die-hard, synthetic rubber cover 
for Concord #10 Steam Hose. This 
improved cover adds so much to 
steam hose life, nobody with an eye 
to operating expenses can afford to 
overlook it. Yet it costs no more 
1an ordinary hose! 


1. Ithas the same dependably strong 
heat- and oil-resistant tube that 
won fame for extra service in 
BWH Bull Dog Steam Hose. 


2. It is fortified with braids of high- 
tensile steel wire which are heat 
and pressure resistant. Gives 
strength with extreme flexibility, 


3. Asbestos braid assures perfect 


cover adhesion, includes new type 
static-conducting wire. 


Another Quality Product of 


4. NEW cover is unharmed over 
longer periods by oil, grease and 
sunlight—resists abrasion and 
highest steam temperatures. 


When you need EXTRA safe 
hose that prevents “burst” explo- 
sions, withstands working pressure 
to 200 Ibs. and gives you more for 
your money, investigate Concord 
#10 with new abuse-resistant cover! 


HAVE YOU A JOB WHERE STAMINA COUNTS? 


Bring us your toughest problems...we’re 
specialists in solving them. Consult your 
nearby BWH distributor or write us, 


Boston Woven Hose & RUBBER COMPANY 


Distributors in all Principal Cities 


PLANT: CAMBRIDGE, MASS., U.S.A. * P.O. BOX 1071, BOSTON 3, MASS. 
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J. T. WING, one of the last Great 
Lakes schooners, formerly owned by 
Grant H. Piggott, president of J. T. 
Wing Co., Detroit, is now a marine 
muscum restored by the Detroit His- 
torical Society. 


NORTH AND SOUTH, these girls 
are the voice of their company. Hos- 
pitable southern greeting is given by 
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PLOWDEN SUPPLY company salesmen recently conducted an all-day sales mect- 
ing at the Rice Hotel in Houston on the Yale hoist line. Arch James, Lea Jones 
and Jack Somers conducted the meeting, which was attended by 29 salesmen. A 


round table discussion and dinner ended the day. 


BEFORE Art Soulen, sales manager, 
K. Papke Co., Milwaukee, can_ start 
telling them about the one that got 
away, the boys always make him wear 
this Whopper-Stoppcr. 


Miss H. Gibbs for Farquhar Machinery 
Co., Jacksonville, Fla., and by Mrs. E. 
Ducworth for Sullivan Hardware Co., 
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NEW PRESIDENT of the Smith- 
Wadsworth Hardware Co., Charlotte, 
N. C. is M. N. LeNeave, former 
manager of the industrial supplies de- 
partment of Allison-Erwin Co. 


Anderson, S. C. From Milwaukee, the 
voice of the Western Iron Stores Co., 
belongs to Miss LaV. Freyer. 





A MESSAGE TO AMERICAN 


INDUSTRY 


77th OF A SERIES 


MUDDLING 
in High Places 


I is time for men in Washington and London to 
stop toying with the problem of international trade. 
We of the democratic West are at a turning point 
in our economic affairs. A false step by either the 
United States or Britain could lead quickly to disin- 
tegration of trading between the people of the world 
as we have known it for the past hundred years. 
Recent meetings of diplomats in London and Wash- 
ington have not lifted us out of this danger. 


By two simple tests you and I can measure the sin- 
cerity of the men in Washington and in London who 
are trying to solve what they call “the dollar crisis.” 


One test applies to the British: Is Britain making an 
honest effort to re-establish itself as a real competitor 
in world markets? 


The other test applies to us in the United States: 
Are we willing to see Britain re-emerge as a strong 
competitor in world markets—even in our own home 
market—and to help her do so? 


Today, even though both countries have faced the 
devaluation test, the answer to these questions prob- 
ably is no. 


I 


The situation we face is, in fact, unprecedented. 
In every important industrial country of the non- 
Communist world, except Germany and Japan, pro- 
duction is above prewar volume, thanks largely to 
the Marshall Plan. Yet trade between nations is 
shackled as it has never been since the 18th century. 
And the shackles grow day by day. What is worse, 
two distinct trading areas—the dollar area and the 


sterling area — have grown up in the non-Communist 
world, and the gulf between them grows wider. 
What kind of leadership have the United States 
and Britain had in the face of this crisis? President 
Truman late in August wisely checked the trans- 
Atlantic bickering over the dollar crisis. But Mr. 
Truman showed no awareness of the basic question 
that the American people must soon decide: Is the 
United States able and willing to generate trade be- 
tween nations, as Britain did in the 19th century? 


What have British leaders offered us? Foreign 
Secretary Bevin and Chancellor Cripps called their 
September visit to Washington “one of the most im- 
portant missions in history.” But they did not tell the 
British people, and perhaps do not admit themselves, 
that their Labor government must change its internal 
and external policies if Britain is ever to earn its 
living in a competitive world. 


Admittedly, the problem Britain has faced since 
1945 is a colossal one. But, in the face of its grave 
difficulties, what has Britain done? The working day 
was shortened. Welfare economics have run riot. 
High taxes have sapped incentives. Labor and capital 
have clung to their prewar psychology of cartels and 
featherbedding. Government controls and govern- 
ment trading have hamstrung private initiative. Na- 
tionalization schemes have injected politics into the 
struggle for industrial recovery. 


Thus the policies of the Labor government have 
made Britain’s adjustment to its new position in the 
world immensely more difficult. But Americans who 
attribute the danger of an international breakdown 
to British socialism greatly oversimplify the problem. 
Virtually every country in the world, socialist or not, 
faces the same dollar crisis that Britain faces. 


continued on next page 

















We Americans must recognize that our economic 
strength unbalances world trade as does Britain’s 
weakness. World War II increased America’s supe- 
rior power to produce goods. It also made the United 
States more self-sufficient. Thus, while the world 
demand for American goods has risen, our demand 
for foreign goods, except for basic raw materials, has 
not increased. Today we sell more to every major 
area of the world than we buy from it—and yet we 
wonder why there is a dollar crisis. 


It is time for us to recognize that there are two fun- 
damentally conflicting pressures at work in the United 
States. One is our desire for a big surplus of exports 
over imports. The other is our desire for a system of 
free-wheeling trade around the world. We can not 
have both unless we as taxpayers wish to subsidize 
our exports. Which do we want? 


Curtis E. Calder, chairman of the International 
Relations Committee of the National Association of 
Manufacturers, says, “The battle of the foreign trade 
gap is essentially that of reconciling our urge to ex- 
port our surpluses with a reluctance to accept imports 
in payment for them ... The dilemma is an uncom- 
fortable one to face.” 

II 


Here, then, are the basic questions that confront men 
in Washington and London. Does Britain really want 
expanding world trade or a high-cost welfare state? 
Does the United States really want expanding world 
trade or a huge surplus of exports? So far politicians 
in Washington and especially in London have ducked 
these issues because they are political dynamite. 


If the people of Britain decide they want to regain 
their position as a competitive trader in expanding 
world markets, here are specific objectives that men 
in London should set for themselves: 

1. Lower government costs. The British Treasury 
has asked for cuts of 5% in 1950. But a cut nearer 
15% will be necessary, even if that means fewer 
government subsidies and health services. Enterprise 
will never revive nor costs come down while taxes 
take 40% of the British national income, including 
roughly 60% of business profits. 

2. Fewer government controls. Only by removing 
controls and allocations (except on a few necessities) 
can Britain begin to return to prices fixed by competi- 
tion rather than by government fiat. 


3. Stronger anti-monopoly legislation for both 
business and labor. Britain needs a concerted drive 


against all forms of restrictive, high-cost practices. 
This drive should put teeth in the anti-monopoly act 
and supplement it with legislation to end restrictions 
imposed by trade unions. 


4. Less restrictive trading practices. Britain should 
retreat gradually from its international barter be- 
tween governments if competition is ever to have 
free play in international trade. 


Meanwhile, if we of the United States sincerely 
want multilateral world trade, men in Washington 
must face up to four problems and hammer out 
workable solutions: 


1. Use of the International Monetary Fund to back 
a devalued pound. In time the Fund, in which we 
have the controlling voice, might be used to promote 
convertibility of pounds into dollars. 

2. Help for Britain in meeting war-created ex- 
ternal debts. This might mean support for London 
in getting a reduction of the war debts Britain owes 
India, Pakistan and Egypt, for example. To achieve 
such a debt reduction for Britain we might have to 
underwrite a part of a Southeast Asia recovery 
program. 

3. Encouragement of American investments 
abroad. Such investments should be directed pri- 
marily into enterprises which will earn dollars, such 
as the development of new sources of raw materials, 
or which will raise productivity abroad. 

4. Our own tariff barriers. Our attitude toward 
this critical issue will be the acid test of how deeply 
we believe in the merits of free world competition. 


If we really want free, competitive trading between 
the people of the world, these issues must be met and 
resolved by leaders on both sides of the Atlantic. If 
we do not want to face these issues, then let us resign 
ourselves to a world walled off into three trading 
areas: the Communist bloc, the sterling area, and the 
dollar area. So far, Washington and London have 
muddled along, except in facing the devaluation 
problem. Clarity and courage are still needed. 














The more you know about the Yale Load King, the 
easier it is to sell. Brush up on the Load King 


features and you'll wind up with a fatter bankroll. 


Tell your prospects that the Yale Load King is a 
low-cost, compact but powerful electric hoist, avail- 
able in capacities to lift loads up to | ton. That its 
push-button control and quick lifting action make 


it easy to “inch” loads into position. 


Tell them that the combination of Weston screw 
and disc type load brake and independently acting 
motor brake assures double safety to operator and 
load. That both brakes operate whether the power 


is “on” or “off.” That the non-fracturing load hook _ operations . . . can be had with lug or hook suspension, 


is an extra safety feature. That the wire rope is or plain trolley with suspension parallel or at right 
flexible .. . ideal for side lifting... has alubricated —_ angles to I-beams. 


hemp center for longer life. These are but a few of many selling points your 


Tell them that the Yale Load King Wire Rope prospects will want to know. Lear them all! Get in 
Electric Hoist is adaptable for all kinds of hoisting — the know and you'll make more dough. 


THE YALE & TOWNE MANUFACTURING COMPANY 
ROOSEVELT BOULEVARD «+ PHILADELPHIA 15, PA. 


INDUSTRIAL DIAL SCALES HOISTS—HAND AND ELECTRIC TRUCKS—HAND LIFT AND POWER 
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ToseLt, Wire Rope Slings. vouneep THEANSWERS 





How’s your working load on 
wire rope sling sales — all 
snarled up? Throw a bridle 
over these 15 questions, then 
test your lift against the an- 


swers on Page 166. 


1. The wire rope sling type with the 
highest ratio of strength to weight 
is: 

[J the strand-laid 
[J the cable-laid 
() the 6-or-8-part braid. 


. Can you identify, in the drawing 
at the right, the good methods by 
which to attach the sling? 


. Braided slings may be manufac- 
tured in 4, 6, 8, 12 or more parts, 
depending on the strength and 
flexibility desired in the completed 


sling. O True. O False. 


. The object of braiding slings, in 
addition to their increased 
strength, is: 

CJ) to give them a better 
appearance 

(J to prevent slippage and 
load shifting 

C1) to simplify sling repairs. 

. The cable-laid wire rope sling is 
the most widely used by industry. 


O True. O False. 


. The term “strand-laid’”’ means: 

(] the rope is made by lay- 
ing up seven individual 
ropes 

L] the rope may be right lay 
or left lay, regular lay 
or Lang lay 

(] the rope is made of 6 or 
8 separate ropes. 


. A customer tells you he wants a 
wire rope strong but extremely 
flexible, “like a length of manila 
rope.” You would suggest to him: 

() the strand laid type 
L] the cable laid type 
C) the 12-part braided type 


. When sling legs are spread at an 

angle, allowable safe working load: 

L] increases as the angle in- 
creases 

C) decreases as the angle in- 
creases 

(] remains constant, what- 

ever size the angle 
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9, 


What’s your I.Q. on sling harnesses? (See Question 2). 


The “safe load” for a single sling 

used in an anchor hitch (the hook 

riding the wire rope itself), is 

more than twice that of the same 

sling used in a basket hitch (the 

hook riding the crane hook.) 
O) True. O False. 


10. In measuring slings, the “length” 


is taken as from bearing to bear- 
ing (except with bridge or open 
sockets). 


[1] True. O False. 


. Where the weight, quantity or 


type of load makes fittings unnec- 
essary, an endless rope (either in 
basket hitch or choker hitch) may 
be recommended. 


O True. O False. 


. An 8-part sling of four legs, will 


carry 25 percent more “Joad’’ at, 
say, a 60-deg. angle, than a 4-part 
sling of four legs at that angle. 

O True. O False. 


. With a 120-deg. angle of lift 


(generally not to be recommend 
ed, by the way) the 8-part, 4 
legged sling: 

C) will carry one-third 
(334%) more load 
than the 4-part 

(J one-quarter (25%) more 
load 

O) two-thirds 
load 


more 


(75% 


. The best lubricant to use on wire 


rope slings, to keep them in con 
dition: 

QO) is engine oil and boiled 
linseed oil mixed half 
and half 

C] is graphite 

CJ is clear liquid resin 

(] is powdered camphor, 
melted down 


. Where kinking or looping of wire 


rope is bothersome on the job, 
suggest the customer order “pre- 
formed” wire rope slings. 
(] Good idea. O Bad idea. 
C) Hardly matters. 





Next month: 


CHAIN DRIVES 
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Eighth in a series of 
Unusual Grinding 
, Wheel Operations 


SMALL” NEEDLES — 
LARGE GRINDING WHEELS 


Phonograph needles are but one of the many 

types manufactured by the W. H. Bagshaw Co., 

Lowell, Mass. The large specially designed Bay 

State wheel, as illustrated, is being used suc- 

cessfully by them for the tapering operation. 
Pointing steel phonograph, surgical or knit- 

ting needles may not be Your Customers’ grind- 

ing problem, but whatever it may be, Bay State 

can solve it... fast. In many cases the exact 

specifications to meet requirements can be 

supplied directly from large stocks either in 

Westboro or from our branch warehouses. eee 
If you do not carry an abrasive line, or if Typical Needle Grinding Wheel 


you are contemplating a change, it will pay to 32” x 10” x 10” (Concave Face) 
investigate Bay State. 











BAY STATE ABRASIVE PRODUCTS CO. 
Westboro, Massachusetts, U. S. A. 


Branch Offices and Warehouses — 
Chicago, Cleveland, Detroit. Pittsburgh. 


? 
* *e, saaliti : x 
Sv € ! iy ; . Ws =—s 
uemaee OF TH Tee Donjoumance 6 Conscstently Duplicated 
GRINDING WHEEL INSTITUTE 
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NEW PRODUCTS 


WITH SALES 
POSSIBILITIES 





Features 31-in. Dial, 
Made with Bourdon Tube 


A smaller size gage, featuring a 34- 
in. dial, is made with a steel Bourdon 
tube, adaptable for ammonia ice ma- 
chines, pumps, compressors and _hy- 
draulic presses up to 10,000 p.s.i. 

It features the manufacturer’s move- 
ment which means there are no teeth 
to wear out, stainless steel bearings, 
korex steel Bourdon tubes, fused joints 
and the external pointer adjuster. It 
also can be furnished in 44, 6 and 
84-in. dial sizes. 

American Chain & Cable Co., Inc., 
Bridgeport, Conn.—Industrial Distri- 
bution, November 1949. 

















Band Saw 


Equipped with Quick Action Vise, 
Adjustable Blade Guides 

A small-size metal cutting band saw 
has a capacity of 34-in. for rounds, 34 
x 6%-in. for rectangular shapes and is 


108 


designed especially for small shops 
and general utility work in larger 
shops. 

The blade (4-in. x .025-in. x 5-ft.) 
is driven by a 4 hp ball bearing motor 
with manual start and automatic stop. 
A V-belt drive provides _ selective 
speeds of 54, 100 and 190 f.p.m. Disk 
type idler and drive wheels run on 
grease scaled ball bearings. ‘The frame 
and bed are of welded steel construc- 
tion and mounted on tubular steel 
legs. Bed area is 64 x 24-in. Height 
to top of bed is 24-in. Floor space is 
164 x 38-in., net weight 118 Ibs. 

Wells Mfg. Corp., Three Rivers, 
Mich. — Industrial Distribution, No- 


vember 1949, 


End Mills 


No Pockets, 
Chips Are Free to Move 


A redesigned line of end mills in- 
corporates many distinctive features: 
flutes are machine polished; new clear- 
ance and accurate polish result in 
closer control of size; no sharp corners 
or points where localization of stress 
might occur since a minimum amount 
of metal has been cut away. 

New-style clearance supports the 
cutting edge assuring against “flaking” 
or “chipping out”. The radically new 
flute shape and chip clearing ability 
reduce wear on cutting edge, maintain- 
ing consistent accuracy. The new 
shape also gives maximum cutting 
qualities at increased rates of feed. 

The Cleveland Twist Drill Co., 
Cleveland, Ohio—Industrial Distribu- 
tion, November 1949. 














Jointer 


Rear Knife Guard 
Keeps Knives Covered Always 


A 6-in. jointer is available in two 
models: one with dual purpose guard, 
triple belt drive and direct-mount mo- 
tor bracket; the other with flat type 
conventional guard, single belt drive. 

Further specifications include: three 
knives 6-in. wide with rabbets up to 
4-in. deep; dual purpose guard en- 
abling operator to plane stock ribbon 
thin or in narrow strips with absolute 
safety; tables of heavy gray iron cast- 
ings with top precision milled, ma- 
chined dovetailed ways or lasting ac- 
curacy and controlled by convenient 
handwheels and lock knobs; a cutter- 
head of solid steel, ground and dynam- 
ically balanced, three knife, approved 
safety type, 24-in. diameter; overall 
dimensions: height floor to table 344- 
in., length 424-in. 

Walker-Turner Division, Plainfield, 
N. ].—Industrial Distribution, No- 
vember 1949. 


End Wrenches & Sets 


Line Expanded to 
6 End Wrenches & 2 Sets 


Six new end wrenches and two 
wrench sets have been added to the 
manufacturer's line. ‘Two of ° the 
wrenches are the open end type. One 
with :s and }-in. openings fits #2 and 
#3 small and #4 large American 
Standard regular nuts. The other, with 
48 and tt-in. openings, fits % and 3 
American Standard heavy nuts and 


(Continued on page 112) 
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_ | LUMMMNS 
A typical VALUE. 


SELLS ON SIGHT! 
COMPARE WITH TOOLS 
SELLING FOR 

AS MUCH 

AS 354 

MORE 
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The Fi amous Medel 200 Yo-INCH STANDARD DUTY DRILL 


MORE THAN 46,000 IN USE THROUGHOUT INDUSTRY! 





Model 200 Cummins Drill has all these great features 


Compare the Model 200 Cummins feature-by-feature with any 
other Y2-inch Standard Duty or Special Duty drill recommended 
for use in the industrial plant or in the automotive service shop. 
You'll find all these top-quality features. 


Motor performance identical with that of drills selling for as 


has 35 ’ 
much as 35% more Right down to the famous Jacobs 33B chuck, the 


Die-cast aluminum frame—light, strong, compact; provides tough rubber-covered cord and the 2-pole switch 
complete interchangeability of parts when required. with 100% overload capacity, the Model 200 

Sturdiest of precision helical-cut steel gearing. Cummins Drill is made of the finest materials fab- 
; ricated on the most modern high-speed precision 
Only the finest chrom kel steel i i haft. , 

Y es ee machine-tools, and assembled by skilled workers 

New Departure ball bearings, Torrington needle bearings and whose daily task is a single assembly operation. 
self-lubricating bearings mounted on every moving part, in proper 


locations to insure longest life, smooth, trouble-free performance. The “TOP DISCOUNT” LINE! 


PORTAGLE 


Li UINMUNS TOOLS 


DIVISION OF CUMMINS BUSINESS MACHINES CORPORATION 
4740 NORTH RAVENSWOOD AVENUE - CHICAGO 40, ILLINOIS 
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Industrial distribu- 
tors receive steady 
backing from 
Winter ads like 
this. They appear 
regularly in such 
leading industrial 
publications as 
AMERICAN 
MACHINIST, 
MACHINERY, THE 
TOOL ENGINEER, 
WESTERN 
MACHINERY, and 
MODERN MACHINE 
SHOP, with a 


ALWAYS AT YOUR SERVICE 


YOUR LOCAL DISTRIBUTOR carries a 
complete stock of WINTER Taps on his 
shelves—as close to your tapping prob- 
lems as the telephone on your desk. 





















































WINTER BROTHERS COMPANY «+ Division of the Notional Twist Drill and Tool Company 
Rochester, Michigan, U.S.A. Distributors in Principal Cities * . Branches in New York, Detroit, Chicago, San Francisco 









AT 










ACTION 





WINTER STRAIGHT SHANK TAPPER TAPS are 
recommended for fast, clean, high quantity 
production in nut tapping machines. They 
are furnished with plain round shanks 

at regular prices, and are also available 
with squared end, Acme Type "C”, 

or National Interchangeable Ring Lock 
shanks at additional cost. In carbon steel, 
they are stocked in fractional sizes from 4” 
diameter to 1!” diameter, and in 

machine screw sizes from Screw Gauge 
No. 4 to No. 12—all with cut thread only. 
in high speed steel, they are stocked in 
fractional sizes only, from 4” diameter to 
1” diameter, with choice of cut thread or 
commercial ground thread. Winter also 
mahvufactures bent shank tapper taps, and 
a complete line of other taps, including hand, 
chip driver, machine screw, nut, pipe, 
pulley, and stove bolt taps, as well as a 
full selection of dies. 















This advertisement appears in current issues of AMERICAN © 
MACHINIST, MACHINERY, THE TOOL ENGINEER, WESTERN oe 
MACHINERY, and MODERN MACHINE SHOP—magazines witha 
total circulation of 114,453. It is part of the consistent sales support = 
National gives to its industrial distributors. 


|ATIONAL METAL CUTTING TOOLS 





ON THE JOB 


b 


NATIONAL INTERCHANGEABLE COUNTERBORES 
are rugged, efficient, and adaptable. The simplicity 
of design of the spline-taper drive is one of its © 
best recommendations. Taper shank and socket for 
alignment and rigidity; spline keys for jam-proof _ 
and twist-proof performance—that is all there is to it. 
Equal ruggedness, positive driving, and 

accurate alignment are obtained in the spline 

drive of NATIONAL INVERTED SPOTFACERS. 

Pilots fit snugly in the cutter; driving is accomplished 
through splines that are part of the pilot, bearing 
against slots in the cutter. The cutter is retained by 
solid shoulders on the pilot, yet removal is easy. 
National also makes solid counterbores, and a full 
line of standard and special rotary metal cutting 
tools, including twist drills, reamers, milling 

cutters, end mills, hobs, and special tools. 


NATIONAL 














WRIBUTOR 


ERYWHERE offer 
TIONAL metal cutting ~ 
fer cutting tools or any other 
al product. 


WATIONAL TWIST DRILL AND TOOL COMPANY ¢ Rochester, Michigon, U.S.A. | 
_ Dist ibutors in Principal Cities + Factory | jem York + Chicago + Detroit - Cleveland + San Francisco _ 
































U.S.S. boltheads and nuts. A_ third 
wrench is a double-end 12-point box 
type. Openings of 43 and 41-in. are 
same as for latter open end type. 

The other three wrenches are com- 
bination box and open end type. Once, 
with }-in. openings, fits the #4 ma- 
chine screw nuts and its hex box open- 
ing prevents rounding bolt and nut 
corners. One of the other has 14-in. 
and the third has 1-in. openings. 

Onc of the new sets has five open 
end wrenches in a flexible kit. The 
nine openings, from 3 to g-in., fit 64 
nut, bolt, cap and set screw sizes. The 
second set has seven combination box 
and open end wrenches in a ficxible 
kit. Its opening sizes, from % to 3-in., 
are those most used. 

Plomb Tool Co., Los 
Calif —Industrial Distribution, 
vember 1949. 


Angeles, 
No- 


Diehead 


Self-Centering Chuck 
Centers Pipe Instantly 


A quick opening dichead is designed 
for use with all electric power drives. 
The tool is equipped with high-speed 
steel dics which are said to be more 
suited to high-speed cutting than nar- 
rower dics. 

When the thread is completed, the 
dies are released by opening a throw- 
out handle and the tool lifts off. This 
eliminates “‘backing off” over the fin- 
ished threads. When the throw-out 
handle is closed, the dies are auto- 
matically reset to size. There are 186 
kinds and sizes of dies available. 

Beaver Pipe Tools, Inc., Warren, 
Ohio—Industrial Distribution, No- 
vember 1949. 


Electric Finisher 


Rear Handle Provides 
One-Hand Operation 


Straight-line sanding of a new porta- 
ble, electric finisher duplicates the 


natural back-and-forth motion of hand 
work. This action is required for most 
finishing applications and_ permits 
working up to moldings or right angles, 

A streamlined rear handle provides 
for comfortable one-hand operation. 
An _instantly-attached front guide 
handle is furnished for overhead work 
and other jobs where two-hand opera- 
tion is more comfortable. An easy to 
use abrasive (sand) paper holder per- 
mits attaching several sheets at onc 
loading. 

Detroit Surfacing Machine Co., De- 
troit, Mich.—Industrial Distribution, 
November 1949. 














Point Selector 


Provides Right Contact 
For Every Gaging Job 


A dial indicator point selector pro- 
vides a complete selection of 14 inter- 
changeable contacts making selection 

( Continued on page 112) 
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American 
Co., Ine. 


Gage.... 


Band Saw.... ; 

End Mills. . . The 
Co. 

Jointer. . 

End Wrenches & Sets. . 

Diehead . 


Electric Finishe r. 


Point Selector... 
Flexible Couplings 
Coolant.... 
Threading Mac shine. 
Air Compressors....... 
Forged Steel Casters. . . 
Fluorescent Lamps. .... 
Vise. 
Soldering Gun. Or 
Electric Fork Truck. . 
Slip-Joint Pliers. . . 
Tank Truck Pump. 
Plate & Accessories... . 
Mallets = 
Deep Well Pump. ee 
Clutch. ...... Automatic 
Inc. 
Cutter Blades... 
Vacuum Hand Tool. 
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Cleveland Twist Drill 
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Die Head. 
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Weld Nuts...... 
Diamond Blade. 


Saw 


.. 1384 | Steel Union 
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Tube Expander: eae 


Industrial Wire Gost 
Pressure Gage......... 
Vertical Pull Adaptor. ‘ 
Lampholders......... 


Spray Hose. rie 
Hydraulic Die Table.. 

Pneumatic Tool........ 
Solenoid Valves..... 
Cc ‘ountersinks . a A ; 
Portable Pipe Threader Muncie Gear - Works, Inc. 
Finishing Cement...... 


Fluorescent Lamps 


. Flexible Valve Corp.... . 138 
The Gustav Wiedeke Co.... 138 
.. Techno Exports............ 140 
.. Ingersoll-Rand ges 140 
. Louisville Electric Mfg. | Co. 142 
. Beverly Shear Mfg. Co. 142 
Greene, Tweed & Co....... 144 
Wickwire Bros., Inc.. ... 146 
. Minnesota Mining&Mfg.C Co. 
The Bristol Co....... 
_ Landis Machine Co... . . . 
McGill Mfg. Co.. 
. Sylvania Electric Products 
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_. Sheldon Machine Co. . 
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Independent Pneumatic 
Tool Co....... 
_. Solenoid Chuck Co. 
- Porter-Cable Machine Co. 
Severance Tool Industries, 
Inc. 
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INSTRUMENT 
VALVES 







A 





For Orifice Meters, Regulators, 
Gage Lines, Instrument Panels, 
Christmas Trees, By-pass Lines, etc. 






as A NEW DESIGN in 
instrument valves — forged #7 
steel for strength in high temper- am 
ature or high pressure service; 
no bonnet joint, swing bolted 
gland for easy packing adjustment. 
Compact enough to fit the limited 
spaces of panel boards, this new “s - ee 
< Edward instrument valve is especially ‘ie = ae : FIG. 952 
we designed for close regulation on meter pa ‘ ; 
and regulator lines, too. > % - —_ SERIES 
Built in globe or angle design, screwed : 
or socket welding 
ends, 4 in., ¥% in., and 
Y in. sizes. Working 
pressure ratings 6000 
Ib WOG, 1500 Ib at 
850 F with carbon 
steel bodies, and 1500 
Ib at 1000 F with 13 
per cent chromium 
EValloy stainless steel 
bodies. Write today for 
Bulletin 491. 


inter- 
ction 


ACTUAL VALVE SIZE P 
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Subsidiary of ROCKWELL AANUFACTURG ent 


EAST CHICAGO, INDIANA 








to your customers 


BARNES’ 


4 fa 
RED 
ROCKET 


The introduction of the Red Rocket provides 
you with a product to sell that will handle 
production metal cutting with greater economy 
and efficiency. Combining flexibility and in- 
creased toughness, the Red Rocket assures hack 
saw users that same dependability of per- 
formance so characteristic of all Barnes Blades. 
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New Products 


(Continued from page 112) 





and safekeeping casy. The selection 
includes 14 standard and _ special 
points, all of which have a 4-48 
mounting thread to fit any standard 
indicator. 

The points are securely mounted in 
tapped holes on an aluminum ring. 
The choice includes a range of four 
4i-in. diameter points: 4, 4, % and 
l-in. long; 9 special shapes for measur- 
ing in holes or restricted places or for 
gaging on small, resilient or rough 
surfaces; and a shock absorbing point 
with an internal spring and telescop- 
ing anvil which protect the indicator 
from sudden shock or blows. The 
points are precision made high grade 
steel, hardened, ground and chrome 
plated. 

The L,. S. Starrett Co., Athols, 
Mass.—Industrial Distribution, No- 
vember 1949. 














Flexible Couplings 


Feature All-Steel Construction 
Simplicity of Design 


A new line of stock silent chain 
flexible couplings combines maximum 
power transmission capacity with min 
imum space requirement. Stock bores 
range from 4 to 2-in. with hp capaci- 
ties up to 119 hp at 2000 rpm. Two 

(Continued on page 118) 








HIDDEN 
ORDERS 


WHEREVER THERE'S A WOOD, 


METAL, OR MASONRY 


SURFACE, THERE’S A 
FeADY ALUMINUM PAINTS 


CUSTOMER FOR... 


Smarr salesmen who see a need before the customer knows 
it exists are already a jump ahead of competition 
and chances are, on every call you make you come face to face 
with potential sales! Use the items below as a check list. 
Each needs the special protection afforded by Permite Alumi- 
ya GIVE GREATER COVERAGE! num Paint. Keep looking for those HIDDEN ORDERS, 

OFFER GREATER PROTECTION --- and watch your sales grow! 

HAVE BETTER HIDING POWER! Boiler Rooms Cold Storage Plants 
ya LAST LONGER! Dairies Hospital Equipment 

ARE EXCEPTIONALLY RESISTANT Milk Bottling Plants Farm Implements 

TO CORROSION! Road Machinery Machinery and Equipment 
Stacks Transmission Towers 
Roofs Outdoor Storage Tanks 
Bridges Food Processing Plants 
Furnaces Coal Mining Equipment 
Radiators Laundries 


Water Pipes Tank Cars 
A RIGHT TYPE Ship Equipment Highway Guard Rails 


FOR EVERY KIND Aircraft Fire Plugs and Lamp Posts 
OF JOB! Walls Truck Bodies 


.. « Keep hammering home the full Permite 
story so your cusfomers can't forget it! 
Permite Paints are BETTER, because they... 


SAVE TIME AND LABOR COST --- 
COME READY-MIXED! 


Zz you are not already handling Permite Aluminum Paints, 
write for full details on this business-building line. 


ALUMINUM INDUSTRIES, Inc. 
Cincinnati 25, Ohio 


The Originator of Ready-Mixed Aluminum Paints 


S25 NLUMINUM PAINTS 
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a A Quality 8” Saw 
for only $87.00 


@ Ideal for home, farm or 
professional use. Model A-8 
now provides homecrafters 
with 2%” cutting capacity 
in a professional saw for 
the price of smaller ama- 
teur saws. Outstanding for 
all-around utility. 


\ 
N3~¢ Same Type Saw, A6 


6” Blade, Cuts Full 2” 


® Streamlined eye appeal is tipoff to the powerful, 
speedy performance of this true-balanced 6” saw. 
Saws wood and composition; with abrasive wheel 


cuts light metal. Weighs only 12 Ibs. $65 00 
e 


Cuts up to 2” — retails for only 





\ 
N5 2 Priced to Sell! 
GUILD A4 Saw 


@ Just display this smooth, 
sleek 4” beauty — it catches 
on fast. Easy to maneuver — 
cuts up to 144” — bevels — 
designed for one-hand oper- 
ation. Versatile uses— 
ona bench, up a wall, 
or overhead. Retail 


ry 949,50 











x 
3 


PORTER-CABLE wmacuine co. 
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Guiia Power Tool Center brings together in one 
prominent ‘‘store within a store”’ all the mer- 
chandise you have available for homecrafters, 
hobbyists and other light tool users on the farm, 
in industry. It helps make you a homeshop spe- 
cialist — all set to reach effectively the fastest 
growing sales opportunity in the hardware field 
—homecraftsmen. 


With a feature display of the 7-Star Guild 
Tools shown here—the widely advertised, sales- 
producing, portable electric tool line—Guild 
Power Tool Center will attract more customers, 
and make more sales per customer. It’s a mer- 
chandising setup that sparks more business in 











the Holiday Season—insures more business 
throughout the year. 


Speed Your Power Tool Sales 


@ Guild advertising appears in Saturday Evening 
Post, Popular Mechanics, Popular Science, Me- 
chanix Illustrated and a big list of Trade Jour- 
nals. Attractive posters, counter cards, display 
stands, literature, make your Guild Power Tool 
Center a traffic builder. All these sales helps free 
with your initial order. So, order today! And be 
sure to ask your Guild Representative for details 
of the Guild Power Tool Center. 


Gu 


\ 8° Faster Than 10 Pairs of Hands 
, GUILD 


— . 


® This eye-catching belt sander 
outspeeds hand-work 10 to 1 
on jobs like smoothing, level- 
ing, finishing, paint removal, grinding. 


Speeds holiday sales, $59.50 


too. Retails for only 


1811 N. Salina St., Syracuse, N. Y. 


Profits. : 
Sel] later, 
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covers are available, stamped steel for 
economy and plastic for maximum 
protection. 

The simple design—two sprockets 
wrapped with a center guide silent 
chain—assures easy installation. Dis- 
connection is quickly and easily ac- 
complished by one of two methods, 
unwrapping of the chain after remov- 
ing the single connecting pin or mov- 
ing either sprocket endwise out of 
mesh with the chain. 

, Morse Chain Co., Detroit, Mich.— 
Industrial Distribution, November 
1949, 
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Coolant 
Simple Needle Valve 


SELL them to Manufacturers for 


Original Equipment Service Sets 


to go with machine tools, diesel engines, power plants, 
construction equipment, refrigeration plants, airplanes, 
trucks, tractors, ships and other lines. 


SELL them for Maintenance Jobs 
in Many Fields —in mills, factories, railroad 


shops, shipyards, mines, utility plants, etc. 


Light weight with great strength and sure grip are at- 
tained in OTC MASTER SERIES BOX WRENCHES of 
high grade alloy steel, properly heat-treated. 12-point 
accurately broached openings prevent slipping, spread- 
ing or twisting of wrench. Improved handle stop and 
positive safety locking feature eliminate chance of handle 
turning on stub end of wrench, or slipping off. Cadmium 
plated with heads polished. The finest tools of this type 
available. Complete range of sizes—74" to 3%". Seam- 
less Steel Tubular Handles—3 sizes fit all 60 different 
wrench heads. 

OTC PULLERS, Pulling Attachments, Service Sets and Special 
Tools also add to the big-volume profits of the OTC Line. 


Your Customers are Being Told to Look for the OTC Dis- 
tributor Sign — in our extensive advertising 
in industrial trade journals. 


Write for the OTC Merchandising Plan. 


OWATONNA TOOL CO. 


312 Cedar St., Owatonna, Minn. 
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Allows Desired Concentration 


By driving a vapor onto the cutting 
edge with an air blast, a new coolant 
and lubricant produces a closely ad- 
hering film which provides contin- 
uous and effective lubrication, elimi- 
nating burning and premature dulling 
of the cutting tools. It handles a wide 
variety of liquids from pure water, 
water and soluble oil mixtures and 
machine oils. 

A simple needle valve allows any 
desired concentration of the coolant 
in the air blast. This setting remains 
constant and is not lost when the unit 
is shut off. It prolongs tool life by 
reducing breakage. Easily installed 
on any machine, the coolant operates 
equally well from industrial air lines 
or from small compressors. The flex- 
ible tube nozzles allow great latitude 
in the installation so that neither the 
normal operation of the machine nor 
the comfort of the operator is dis- 
turbed. 

Jet Tool Co., Milford, Conn.—In- 
dustrial Distribution, November 1949. 


Threading Machine 


Has Speed Selector Switch 
And Push Button Controls 


Faster threading and minimum han- 
dling of stock by a threading machine 
are made possible by the 3-speed mo- 
tor, worm gear drive with ball bearing 
mounted spindle, wrenchless from 
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chuck with easy-to-grip chuck wheel, 
non-locking rear centering chuck, 
quick-opening and adjustable die- 
heads with segmental dies, length 
gage for quick setting to size for 
threading and calibrated gage for set- 
ting to desired length of pipe for cut- 
ting-off, and individual drive centrifu- 
gal coolant pipe with coolant line in 
front of die head. 

The machine’s versatility is demon- 
strated by its ability to thread short 
lengths of pipe on both ends with- 
out using a nipple chuck. The car- 
tiage and die-head support the oper- 
ating unit with flat ways on bed. A 
carriage operating lever is used in- 
stead of hand wheel. The carriage 
travel is 12-in., length of ways 30-in., 
spindle bore 24-in. and height to cen- 
ter of spindle 38-in. 

Oster Mfg. Co., Cleveland, Ohio. 
—Industrial Distribution, November 
1949. 














Air Compressors 


Available In Two Stage 
Or Single Stage Models 


The two stage compressor has the 
manufacturer’s exclusive feature of 
provision for cleaning the tubes of 
the intercooler. A tank mounting 
was devised controlling noise and vi- 
bration. The tank-compressor as- 
sembly can be rotated in this mount- 
ing to plumb-bob position despite an 


WORLD’S FINEST 
UNIT HEATER! 


Extra quiet! Extra capacity ! 
Extra economy! 


Some unit heaters have 
some of these features 
++. only ILG has them all! 


One-name-plate..Two-piece header..No brazed joints 


Patented ILG-built Self-Cooled Motor—never “‘slow roasts” due to 
radiated heat from core... saves 5% to 10% on power cost. 


Dynamically balanced fan wheel—specifically designed for ILG Unit 
Heaters . . . verified for dynamic balance at rated speeds. 


Two-piece header bolted together—graduated for “‘balanced” steam 
distribution. Trouble-free operation on steam pressures to 125 Ibs. 


Solid copper core... 26 gauge flanged copper fins pressed on to 14” 
O.D. seamless copper tubes. ILG never has substituted less efficient, 
less durable metals in its fins or tubes. 


No welded, soldered or brazed joints. Pressing operation permanently 
unites fins and tubes. Brass orifice bushings driven into entrance of 
tubes to expand tubes uniformly into header. 


Bottom Header—‘“‘Floats” on slotted coil retainer and spring washers 
—permits expansion and contraction of coil independent of unit casing. 


PLUS ILG “One-Name-Plate’”’ Responsibility covering unit and motor. 


Sell nationally-advertised ILG Unit Heaters because only 
ILG has all these quality features .. . only ILG offers so 
much value per dollar. 


Send coupon today for FREE Unit Heater Bulletin 342 


------------------—3 


ILG Electric Ventilating Co., 2897 N. Crawford Avenue 
Chicago 41, Illinois * Offices in more than 40 Principal Cities 


Firm Name 





Your Name 
Address 
City 
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SERIES DPV 
Sizes 3%" to 7%" 





@ 
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ACCURATE, 
FAST ACTING, 
POSITIVE GRIPPING 


Skinner machine vises are built with tool-makers’ accuracy with 
many unique features to assure quick action, positive gripping and 
long life. They are profitable additions to your oldest or newest 
machine tool equipment. 





Series DPV wrench-operated Vises have semi-steel body and 
hardened and ground work holding surfaces. They have all the 
universal features so necessary for drill press operations. Clamp 
the work for drilling in one plane — drill—turn the vise on edge 
for all right angle drilling operations. 

Series FS Vises have swivel base for accurate indexing necessary 
in milling operations. Top of the movable jaw is ground parallel 
to the base for use as an indicating base for setting cutters, trueing 
work, etc. 


Details on the complete line 
of Skinner Vises are contained 
in Catalog No. 61. Write for THE CREST 

OF QUALITY 
free copy. 



















120 





SERIES FS 
Sizes 5” to 8” 


The Skinner Chuck Co. 346 CHURCH STREET, NEW BRITAIN, CONN. 
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irregular floor line. The intake muf- 
fler is cleanable in the field and with 
sufficient area so that the flow of air 
is not restricted. A resonant chamber 
cancels out characteristic compression 
flutter. 

In the single stage outfit (illus- 
trated), the intercooler is omitted. 
The unit is quiet and smooth in op- 
eration due to the “tuned” intake 
mufflers and tank mounting. This unit 
is designed to operate continuously 
at pressures not over 100 Ibs. per 
sq. in. Its air delivery is controlled 
by an unloader rather than by pressure 
switch, 

The compressor used on both mod- 
els is a 4 cylinder V-type. A different 
arrangement of heads and valve plates 
permits operation either single stage 
or two stage. 

Brunner Mfg. Co., Utica, N. Y.— 
Industrial Distribution, November 
1949. 





Forged Steel Casters 


Available in Regular, 
Heavy & Extra Heavy Duty Series 


A new line of drop-forged steel 
casters features heavy, high carbon 
steel axles with seamless tube steel 
spanner bushings and lock nuts. Semi- 
steel, molded plastic or molded-on 
rubber-tired wheels are furnished on 
all three models—regular, heavy and 
extra heavy duty. 

The latter series has 6, 8 or 10-in. 
wheels; the heavy duty 5 or 6-in. 
wheels and the regular duty 4 or 5-in. 
wheels. All models have roller bear- 
ings with seal washers in the. wheels. 
The extra heavy and heavy duty mod- 
els have thrust bearings. All swivel 
assemblies and wheel bearings are 
pressure lubricated. 

Hamilton Caster & Mfg. Co.,.Ham- 
ilton, Ohio—Industrial Distribution. 
November 1949. 











More Profitable when you sell 
DUFF-NORTON 


JACKS 
Coss why) 


Duff-Norton Jacks are easy to sell because the 
name is well known for dependable, high 
quality products. 








The Duff-Norton complete line provides jacks 
for every application . .. giving your salesmen 
unlimited sales opportunities. 


Continuous advertising in trade papers and by 
direct mail keeps your customers informed and 
sold on the quality features of these jacks. 


Attractive, informative sales literature imprint- 
ed with your name and address, helps you 
stimulate quick and easy sales. 


Comprehensive catalogs provide your sales- 
men with all the data they need to talk in- 
telligently about jacks ... to help them do a 
selling job. 


And...of course ...Duff-Norton is always at 
your service to give you any additional help 
you may need to increase your ‘Jack Sales”’ 
volume. 














Automatic 
Lowering Jacks 


4 - Governor Controlled Standard Speed Hydraulic Jacks Low Height Jacks 
Ne Jacks Screw Jacks 


Al 


Sell Duff-Norton . .. Because Duff-Norton’s Easy To Sell! 


ea) THE DLUI se fe) are), MANUFACTURING CO. 


MAIN PLANT and GENERAL OFFICES, PITTSBURGH 30, PA.—CANADIAN PLANT, TORONTO, ONT. 


“Ohe House that Jacks Built” 


INDUSTRIAL DISTRIBUTION © NOVEMBER, 1949 











STARTLING ADVANCE 
BETTER FINISHES 


® This improved bond is start- 
ing another trend in the abra- 
sive industry. Used only in 
Chicago Grinding and Mounted 
Wheels—the result of half a 
century testing and experience. 


FV Bonded Wheels will pro- 
duce finishes that are superior 
and have a lower RMS without sacrificing production. 


® AVOID OBSOLESCENCE ® 
Stock and sell the latest in wheels—Chicagos made with FV Bond. 
It will mean a steady flow of profitable business from your customers. 


RAPID SERVICE. 
While we realize you must have a good-size stock of Grinding and 
Mounted Wheels on hand at all times, we are in a position—through the 
increased facilities of our modern new plant—to give you the finest 
delivery service on your orders. 


Write for Free Literature and Attractive Franchise open on all 
nationally advertised Chicago Wheel products. 


CHICAGO WHEEL & MFG. CO. 


1101 W. MONROE ST., DEPT. MB, CHICAGO 7, ILL. 











Fluorescent Lamps 


Have Average Rated 
Life of 7500 Hours 


A new line of improved fluorescent 
lamps has an average rated life of 
7500 hours when the burning cycles 
average 3 hours or longer and when 
the lamps are operated on approved 
equipment. 

These lamps cover the complete 
range of bipin preheat fluorescent 
lamps from 15 to 85 watts. 

Champion Lamp Works, Lynn, 
Mass.—Industrial Distribution, No- 
vember 1949. 
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Vise 
“L” Shaped Jaws Hold Work 
Horizontally and Vertically 


A new style of woodworker’s vise 
is constructed of cast iron with steel 
screw parts nickel-plated to prevent 
rust. It can be held in varied positions 
and attached to any place where there 
is a projection large enough to fasten 
the vise. 

The “L” shaped jaws hold work 
firmly horizontally as well as vertically. 
Jaw faces are covered with tempered 
preswood and can be replaced when 
worn out. Slack-free jaw and screw 
control insure rigidity and easy opera- 
tion. 

Stanley Tools, New Britain, Conn. 
—Industrial Distribution, November 
1949. 








Stronger ... more durable . . . more efficient 
and longer-lasting! These are some of the advantages 
of products made with Du Pont Cordura* High 


~ ee 2 5 
Tenacity Rayon. 


\ N\\\) = That’s because “Cordura” yarn is engineered to yield 
Wy} much greater inherent strength than natural fibers 
commonly used. And it’s made of continuous filaments— 
no short pieces te pull apart under strain. In addition, this 


man-made fiber provides unvarying uniformity. 


The superior strength of “Cordura” enables manufacturers 
to reduce the size of the strength-sections of their 
products. They save raw material costs—and give their 


products many performance advantages. 


Tires run cooler because “Cordura” permits thinner, 
yet stronger, carcasses. Hose can be made that is up to 
50 per cent lighter . . . or with bursting strength 
well-nigh doubled. And engineers have virtually 





eliminated the stretch in V-belts so that there’s less 
maintenance cost . . . longer life. 


*REG. U.S. PAT. OFF. 





Help your customers PROFIT with “Cordura” 


Inherently stronger than natural fibers commonly used 
.. and usually more economical! “Cordura” is a yarn 
your customers can’t afford to overlook. Remind them 
about the advantages of products made with “Cordura.” 
And perhaps you can help customers find still another 
use for “Cordura.” Du Pont will be glad to furnish a REG. U.S. PAT OFF 
detailed analysis of any applications they have in mind, 
along with other helpful information. Rayon Division, 
E.I.du Pontde Nemours & Co.(Inc.), Wilmington 98, Del. 


for RAYON. .for NYLON... for FIBERS to come. .. look to DU PONT 
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Vs" TO 2” PIPE 





FRIGSAIB No. OOR Drop-Head Dies 


are profitable fast-sellers 


Soldering Gun 


Has Prefocused Spotlight, 
Handles 250 Watts 


A new soldering gun features 5- 
second dual heat. The improved tip 
design provides more copper in the 
chisel-shaped head with basic struc- 
ture giving a bracing action. 

The streamlined, lightweight design 
has terminals in an “over and under” 
position, giving greater accessibility 
to tight spots and increased visibility 
with built-in spotlight. 

Weller Mfg. Co., Easton, Pa—In- 
dustrial Distribution, November 1949. 











@ Your customers like the quick get-ready of these little 
ratchet dies — snap in the right size die head and its 
precision-cut tool-steel dies are ready to cut smooth per- 
fect threads. Die heads can’t fall out, dies reverse easily for 
close-to-wall work. Conduit dies on sont. aug quick easy 
sales sell work-saver RIZAIDS 

No. OOR, 111R or 12R. 


Free carrier for any set. 


ry eyerl PIPE TOOLS 
THE RIDGE TOOL CO. © ELYRIA, OHIO 
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Electric Fork Truck 


Short-Turn Models Feature 
Reduced Turning Radii 


For increased maneuverability and 
faster handling of materials in con- 
fined storage areas, a new line of short- 
turn electric fork trucks has been de- 
veloped. The models are of 2,000, 
4,000 and 7,000-Ib. capacity. 

Redesign ‘of battery compartments 
and counterweights to provide angled 
corners has reduced turning radii by 
64-in. on the 2,000-Ib. truck, 6}-in. 
on the 4,000-Ib. truck and 6-in. on the 
7,000-Ib. model. 

Clark Equipment Co., Battle Creek, 
Mich.—Industrial Distribution, No- 
vember 1949. 
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Carboloy’s new plan of package-quantity discounts 
wraps up a nice savings for your customers 
and a nice profit for you 


A New "Sales-Package” Plan 


Now—Carboloy Company’s new package-quantity 
discount plan gives you two extra ways for greater 
profits with standard Carboloy tools and blanks, and 
at the same time gives your customers an even lower 
price than before! 


This unique plan encourages larger orders from. your 
customers—greater volume per order—but at the 
same time provides you with the opportunity to 
obtain a more satisfactory margin on smaller orders. 





- CARBOLOY. 


‘ CEMENTED CARBIDE 


Isn’t that a real sales-boosting, profit-boosting 
combination for you? 





Plus A Broadened, “Product-Package” Program 
Backing up the package-quantity discount plan is a 
broadened packaging program, based upon a study 
of customer buying practices, that conforms more 
closely than ever before to industry requirements. 


Thus, long experience in “delivering the goods” 
packaged right again pays off in this latest two-way 
combination for greater sales. Carboloy Company, 
Inc., 11131 E. 8 Mile Road, Detroit 32, Michigan. 


TUNGSTEN 
TANTALUM 
TITANIUM 
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Slip-Joint Pliers 


Prevent Decarburization 
Of Jaw & Joint Areas 


Combining overall slimness, light 
weight, sufficient leverages and physi- 
cal proportions of ample reserve, com- 
bination slip-joint pliers are available 
in 5, 6, 8 and 10-in. sizes. A 7-in. 
size also made with side cutter. 

The high carbon steel is heat- 
treated after forging to avoid decar- 
burization of jaw and joint areas, as- 
suring long life for broached teeth in 
jaw gripping surfaces. Nail cutters are 
designed so that one side employs 
fine serrations to grip and hold the 
nail or wire from slipping during cut- 
ting operations. 

The pliers with side cutter have per- 
fectly aligned cutters, machined and 
hand sharpened to an edge offering 
long service. 





BEALL 


SPRING WASHERS 


STEA DY DEMAN D — and continuous REPEAT business. 


Almost every one of your customers who uses Nuts, Bolts and Screws, 
now uses or can be sold BEALL KANT-LINK SPRING WASHERS — the 


J. H. Williams & Co., Buffalo, 
N. Y.—Industrial Distribution, No- 
vember 1949. 


nationally accepted type. 


BEALL Helical Spring Washers have Long range “live” action and 
adequate PRESSURE POWER to combat ALL causes of looseness. 


NATIONALLY ADVERTISED — and nationally accepted. IN 
STOCK in all standard sizes; made of Carbon Steel, Stainless Steel, 
Everdur, Duronze and other metals. 





130 Shamrock St. 


BEALLTOOL DIVISION, Hubbard & Co., cast ALTON, ILL. 


TIGHT 


when assembled 








TIGHT 


in service 


BEALL Spring Washers 
— prompt shipment — 
in cartons and bulk. 





Tank Truck Pump 


Features Free-Flow Design, 
“Diffuser” Priming Method 


e*eeeoeeeeeevseeeneeceesoe7eevevd3e 


TIGHT 


after long service 


A new tank truck pump is said to 
be the first power take-off pump with 
advantages of self-priming centrifugal 
operation. The outstanding feature 


(Continued on page 130) . 
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Customer confidence begins here 


Quality control in every step of the 
manufacture of Hewitt Hose and 
Belting builds customer confidence 
for you. 


It is the reason why the most exact- 
ing users of hose and belting have 
specified Hewitt products for years. 
They know that for nearly a century 
Hewitt has pioneered in the design 
and engineering of many industrial 
rubber products. 


Remember, too, that Hewitt backs 
you with trained field technicians 
whom you are free to call upon for 
engineering advice to your hose and 
belting users. Reason enough why 
Hewitt enjoys such long association 
with its major distributors! 

As a Hewitt distributor you also 
capitalize on a complete line of Hewitt 


Hose and Belting. Compare the out- 
standing Hewitt franchise advan- 


tages which are listed at the right. 


Write for complete details about 
your sales and profit opportunities 
as a distributor of Hewitt Hose and 
Belting. Address Hewitt Rubber 
Division, 240 Kensington Avenue, 
Buffalo 5, New York. 


HEWITT 


BELTING 
AND HOSE 


HEWITT RUBBER DIVISION 
INDUSTRIAL HOSE ¢ BELTING e PACKING 


= 


6 REASONS 
WHY YOU CAN PROFIT WITH 
HEWITT HOSE AND BELTING 


1. Customer confidence. Preferred 
by many of the largest and 
most particular users for gen- 
erations. 


2. Advanced engineering. You 
benefit by nearly 100 years of 
Hewitt experience in develop- 
ing improved hose and belting. 


3. Top quality. Quality control 
in every step of the manu- 
facture of Hewitt Hose and 
Belting gives you a big sales 
advantage. 


4. Complete line. Asa Hewitt dis- 
tributor you offer an outstand- 
ing product for almost every 
hose or belting need. 


5. Technical service. A skilled 
staff of Hewitt field technicians 
is as near to you as your 
telephone. 


6. National advertising. Hewitt 
supports you with a steady 
flow of sales-stimulating 
messages in leading business 
papers. 


HEWITT-ROBINS QO: INCORPORATED 
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in Surface Grinding Wheels 


AND THE NORTON DISTRIBUTOR CAN TAKE 
CARE OF EVERY SURFACE GRINDING JOB 


ES, the completeness of the Norton line makes it possible 

for the Norton distributor to furnish a cost-cutting, busi- 
ness-getting wheel for each one of his customer's surface 
grinding jobs. There are straight wheels for the light tool 
room grinder or the big production job, cylinder and cup wheels 
in all sizes and including the plate mounted type, segments in 
sizes and shapes for all makes of chucks . . . a wide variety 
of abrasives including ALUNDUM, 38 ALUNDUM, 57 ALUN- 
DUM, the unique 32 ALUNDUM and CRYSTOLON abrasives 
... several bonds including vitrified, BE vitrified, silicate and 
resinoid. 


NORTON ENGINEERING “KNOW-HOW” 
TO SOLVE EVERY SURFACING PROBLEM 


It’s not enough to have the right wheel or segment for each sur- 
facing job. Lowest cost can only come when they are properly 
selected for the job. And that’s where Norton “know-how” is 
important. In every industrial center there are Norton abra- 
sive engineers, each an expert, to help in selecting the right 
products for each customer's surfacing jobs. 


The Norton distributor can take advantage 
of the completeness of the Norton line and 
Norton engineering “know-how” to get a 
big slice of the surface grinding business 
in his area. 
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It’s good business to recommend these extra tough 
screws to all fastener customers—for fast handling in 
assembly and extra strength in repairs and manufactured 
products. It pays you to sell them the best that money 
can buy at only a slight increase over the cost of 1020 
bright screws. Cleveland High Carbon Heat Treated 
Cap Screws are made by the Kaufman Double Extrusion 
Process—a method that assures extra strong fasteners 
with extra close tolerance forming. It pays you to stock 
and sell Cleveland High Carbon Heat Treated Cap Screws. 


THE CLEVELAND CAP SCREW COMPANY 
2917 East 79th Street e Cleveland 4, Ohio 
Warehouses: CHICAGO, PHILADELPHIA, NEW YORK 
Write for our latest Stock List 


from a power standpoint is the built- 
in gear increaser. This consists of 
special precision gearing which is com- 
pact, quiet and dependable. It is di- 
rect coupled to the power take-off. 
The gear unit is fitted with a mount- 
ing bracket permitting installation in 
any one of four 90° positions. The 
discharge tee of the pump, similarly 
positionable, helps make installation 
easy. Free-flow design and the “dif- 
fuser” priming method enable the 
pump to prime automatically and 
pump one compartment after another. 
It contains no auxiliary priming de- 
vices and, not depending on close tol- 
erances or sliding surfaces, is said to 
be almost maintenance-free. Another 
feature is a self-compensating shaft 
seal providing a safe, drip-proof seal. 
Marlow Pumps, Ridgewood, N. J. 
—Industrial Distribution, November 


1949. 











When you need these “B R 0 7 é ” size 


large diameter cap and set screws 
(1% to 1% inch diameters) 


Check with Cleveland 


Many Sizes carried in Stock 


1020 Bright and High Carbon Heat Treated 











\ ORIGINATORS OF THE 


oem Wansem”noctss 


Specialists for more then 30 years in 


"CAP SCREWS, SET SCREWS, MILLED STUDS 
Ask your jobber for Cleveland Fasteners 
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Plate & Accessories 


Includes V-Blocks 
And Angle Plate 


A heavy cast-iron surface plate for 
laying out work, checking flat surfaces 
and toolroom and shop use is made of 
close-grained iron with high wear re- 
sistance and is heat-treated to prevent 
distortion. The surface is precision 
ground and all edges are accurately 
machined. The bottom is heavily 
ribbed and has 3-point support. The 
size is 12 x 17 x 3-in. with a 3-in. 
thick top. 

Also available are V-blocks of har- 
dened steel with all surfaces precision 
ground, supplied in matched pairs. 
Each block has a clamp with knurled 
clamp screws cross-drilled for tighten- 
ing with rod. Each block is 248-in. 
wide, 148-in. high and 24-in. long. 
Capacity for round work is } to 2-in. 
in diameter. 

Another item is the angle plate, pre- 
cision ground on 6 sides. It ‘serves as 
a square for laying out and setting up 
work and is ideal for checking and 
finishing right angle surfaces. Its size 
is 34 x 33 x 44-in. with 3-in. V-groove. 

South Bend Lathe Works, South 
Bend, Ind.—Industrial Distribution, 
November 1949. 
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e REAMERS 


e CARBIDE TOOLS 
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Chicago batiobe 


411 W. ONTARIO ST., CHICAGO 10, 
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The dehydration field is only ove of the many industries 
that make up a big belting market for you. Added thou- 
sands of belting miles are needed by canners, millers, 
bottlers, candy-makers and numerous others. 

Victor helps you sell new customers . . . re-sell the old, 
by producing America’s most complete textile belting line. 
You can get solid woven, balata or canvas stitched types 
—plain, coated or specially impregnated to fit your cus- 
tomers’ requirements. They will be sold, too, on Victor’s 
long-lasting, trouble-free service. 

Check the belting needs of prospects in your area... 
you'll find it easy and profitable to sell them Victor. 

For more information on handling this complete belt- 
ing line, write Victor now. 
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Veesor Batata & Textite Bening Co. 
53 Park Place, New York 7 - 300 W. Hubbard Street, Chicago 10 
Factory: Easton, Pa. 











tw @ Including: 
. Balata Belting 
f= * Solid Woven & 
» Canvas Stitched 
mw Belting—raw, Sa 
impregnated, coated, 
Many widths ond plies. 
Belting Specialties 
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Mallets 


Available in Composition 
And Semi-Hard Rubber 


Made in three sizes, the semi-hard 
rubber mallets are shaped to provide 
a good hitting surface and equipped 
with sturdy, hardwood handles firmly 
anchored to the head. The construc- 
tion will not injure fine wood or semi- 
soft surfaces but they are hard enough 
to prevent bounce or rebound. 

The composition mallets are made 
of a compound that will not chip, 
crack, burr or dry out. Coarse fabric 
heavily impregnated with rubber is 
wound layer-upon-layer, then moulded 
and vulcanized to form a solid head 
completely encased in rubber. The 
mallet head is shaped to provide a 
broad, flat hitting surface. Handle is 
made of white ash that will normally 
last the life of the mallet head. Head 
and handle are securely attached to 
prevent danger of disconnection. 
These mallets are available in five 
sizes. 

Industrial Products Co., Philadel- 
phia, Pa.—Industrial Distribution, 
November 1949. 


Deep Well Pump 


Forged Steel Crankshaft 
Operates on Ball Bearings 


A worm drive deep well pump 
features transfer of power without 
vibration due to a hardened and 
ground steel worm keyed to the motor 
shaft and meshing with a phosphor 
bronze worm gear. Capacity ratings 
range from 190 to 510 gallons per 
hour. Both electric motor or gasoline 
engine units are available—electric 
ratings are 4, 4 or } hp, gasoline 4 or 
1 hp. 

A double row ball bearing for the 
worm end of the motor shaft takes all 
thrust of the worm. Worm and worm 
gear are held in perfect alignment by 
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Bonney Distributors 





STEADY PROFITS ON 


Everyday 


TOOLS 


hen it comes to standard tools for ‘round- 
he-plant use, Bonney is the best bet for easy 
ales and steady profits. You'll find Bonney’s 
idely-known reputation for making the 
fworld’s finest tools’ will bring steady 
lepeat sales. Your customers have hundreds 
ind hundreds of handsome, extra-tough 
ools to pick from in the new Bonney Cata- 
og—easy-handling tools to service prac- 
ically all plant requirements. If you don’t 
have a copy... 


MAIL COUPON BELOW FOR 


9 AROS eT EN ERE ON ES RAE I 


THE NEW BONNEY CATALOG 
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EXTRA PROFITS ON 
pecially Desigued 
S TOOLS 


Being a Bonney distributor means you don’t 
have toskip themany plants whosemachines 
and equipment call for “special’’ tools. 
We may have them in stock because we've 
designed so many unusual tools to reach 
“out-of-the-way” adjustments. If we don't, 
a blueprint or a description of the hard-to- 
get-to spot is all our tool engineers need to 
make the tool for the job—and you get all of 
this plus business. You needn't pass up a 
single sale when you handle Bonney Tools. 


IF IT’S NOT IN OUR CATALOG 
+ «+ WE'LL DESIGN IT! 


Welds, Finsot 


BONNEY FORGE & TOOL WORKS, ALLENTOWN, PA. 


Please send me full information on the sales and profit 
possibilities of Bonney Tools. 1D-11-49 


BONNEY FORGE & TOOL WORKS 


NAME 





ADDRESS 





ALLENTOWN, PA. CITY. a 














"FULLPAK” | 
ys lated ufo Lorgee 
ON OPEN HEARTH FURNACES 


The special construction features of “FULLPAK,” 
Style 830, give it a guarantee of longer service life 
in the handling of gases, air, tar, oil and steam used 


ff 


MULCONROY 
MEANS MORE 
BUSINESS 


FOR You! 


Every industry of- 
fers opportunity for 
extra sales when you 
recommend Mul- 
conroy special con- 
structions for greater 
resistance to tem- 
perature, pressure, 
wear. 


"MULCONROY Sard... 


in the open hearth process. The full-interlocked 
joints of the flexible, all-metal tube are asbestos 
packed. Tightly woven steel or bronze wire cover 
provides added strength and durability. Outer half- 
round steel or bronze spiral protects the hose from 
external wear and abuse. For temperatures up to 
500°F., and pressures up to 250 lbs. Sizes 14” to 
3”. Special constructions available for door opera- 
tion and cooling. 


WHERE OTHERS Sion!” 


5329 JEFFERSON ST., PHILADELPHIA 31, PA. 
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an extra heavy gear housing supported 
at both ends. 

The cylindrical crosshead is extra 
long and of large diameter. Bearings 
for the crosshead pin are high lead 
bronze and are renewable. Withdrawal 
of cylinder plunger and valves is ac- 
complished without disturbing pump 
head. Walls of crosshead guide are 
honed to a perfect circle. 

The Deming Co., Salem, Ohio— 
Industrial Distribution, November, 


1949. 


Clutch 


Features Choice 
Of Demountable Pulleys 


A new line of clutches is designed 
for gasoline engines with a rating of 
from 3 to 15 hp. To increase flexibil- 
ity and to simplify inventory, each 
clutch has been designed with a 
demountable pulley. 

Compact, automatic and self-con- 
tained, the clutch insures loadless 
starting by inherent inertia delay. 
Other features are automatic loadless 
idling, smooth pick-up of load, elimi- 
nation of engine stalling and protec- 
tion of the engine from excessive over- 
load. 

Automatic Steel 
Canton, Ohio—Industrial 
ition, November 1949. 


Products, Inc., 
Distribu- 





SILVER ANNIVERSARY 
LINE OF SUPER-POWERED 


HEVI-DUTY ELECTRIC TOOLS 


Completely Ball and Roller Bearing Equipped... Milwaukee-built Quality” Motors 








Series ‘'S"’ wane ome ) THE “BF’-312" — 14” 


Lo %", % . . Most powerful 1” drill made, 
7 types... 7 sods ~ 23 CO with adjustable sidehandle. 
running for continuous service. For close corner work. 


$28.00 to $49.50 Special . . . $39.50 


POWERED 
BENCH AND POST DRILL Th HEVI-DUTY 
STANDS, AND HORIZON- SERIES 
“More Sales Through TAL BENCH BASES . . . Sk it 
Bros ; ¥" and 7%" ca- 
Planned Selling’”’ aoe ae drills. pacities . . . for 
Represented on this page is the Milwau- $4.75 te $37.00 & : pcre — 
kee-built Silver Anniversary line of 34 
Electric Tools . . . powered by motors 
built in our own plant, to satisfy the most 
rugged performance requirements of indus- 
try, and reduce operating costs. The Mil- 
waukee franchise assures new and greater profit opportunities to Industrial Distributors, 
in today’s market. Write for our FREE Silver Anniversary Catalog. 


MILWAUKEE ELECTRIC TOOL CORPORATION | :%w-:00r8 sw 


NUT-SETTER $65.00 
For 25 years, makers of the famous HOLE-SHOOTER Electric Drills Adjustable Torque Clutch. Max. 


— No. 12 
5340 West State Street, Milwaukee 8, Wisconsin 7 ” ale es ae en 











7” and 9” DISC SANDERS 9” POLISHER 


ice 
eys 


: HAMMER-DRIL 
ned Flexible spring steel safety ; 12,000 ft. of air per minute L 


Light weight. Used mainly for 

: of . eam awe abrasive disc een red rand ‘weight pre working in "ane masonry. 
67.00 & $79.00 erred by expert polishers 

be $ $ $67.00 


) @ 





COn- 
lless 
slay. 
lless 
jimi- es 
ytec- : , PORTABLE GRINDERS 

» ' 4”, 5”, or * piadies wheelg 
yver- are standard equipment, : 

el t ° 
canoer $60.00 to $88.00 1 H.P. MITERING SAW 

Inc., %, % and 1 H. P. with depth gauge and rip guide. 2” 
a 2 an straight cut; 134” bevel cut, 
TID “$42 00 to $110.00 $59.95 
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HOW TAMPE HELPS INDUSTRY 
SAVE TIME,CUT COSTS... 


PING BAKED ENAMEL 
FANISHES = THis TouGH Jos 
REQUIRES TOUGH MASKING TAPE. 
PERMACEL-73 specALy MADE 

TO TAKE TEMPERATURES UP TO 
350° F. 73S QUICK ECONOMICAL 


“TOBACCO CANS. SEALS TIGHT, 
KEEPS CONTENTS IN 
A-1 CONDITION ! 


STRENGTH, LASTS FOR 
LIFE OF PRODUCT! 


Permacel’s cam- 
aign that builds 
the 


s ad is part of 
nes—a camp 
your customers about 


DISTRIBUTORS: Thi 
paign in national magazl 


your market by er se emacel TAPS. 
. ial uses of Fer 
many industria 


INDUSTRIAL TAPES 
INDUSTRIAL TAPE CORPORATION e NEW BRUNSWICK, N. J. 
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Tool Steel Shank 


Kennameta! Tip 


Serrations 
Precision Ground 
After Heat-Treating 


Cutter Blades 


Have Brazed-On Tips, 
Produced to Specifications 


Sandwich 
Braze 


Serrated milling cutter blades can 
be furnished ground with any of the 
common types of serrations such as 
90°, 60° or those having combina- 
tion plane and serrated surfaces. 
Brazed-on tips are a special feature. 

Kennametal, Inc., Latrobe, Pa.— 
— Distribution, November 

49. 








Vacuum Hand Tool 


Has Great Flexibility 
And Ease of Manipulation 


A rubber hose vacuum hand tool 
can be stretched to more than twice 
its length, bent in and around com- 
plicated machine parts and without 
pinching or collapsing enabling the 
operator to apply maximum suction 
with a massaging, loosening action at 
hard-to-reach machine parts. 

Offered separately, or with a 
2 x 14-in. reducer or 14-in. connector, 
in 36-in. lengths, the thickness of the 
convoluted side walls is less than 
‘s-in. while the smooth wall ends are 
4-in. thick, 2-in. long and with a 
14-in. inside diameter. 

Lehara Sales Corp., New York, N. 
Y.—Industrial Distribution, Novem- 
ber 1949. 











HARPER 


your 


SINGLE SOURCE 








for non-ferrous and stainless steel 


fastenings. Only Harper carries large stocks 





of 6,000 DIFFERENT ITEMS in from 
3 TO 10 DIFFERENT METALS!—the widest assortment 


of bolts, nuts, screws, washers, rivets and accessories available 


from ONE SOURCE in a great variety of dimensions, threads, heads 


and sizes. BRASS-BRONZES- COPPER: MONEL AND STAINLESS STEELS 


HARPER 


DISTRIBUTOR STOCKS. The demand for Harper Everlasting Fastenings 
is increasing daily as more and more manufacturers learn of their many 
advantages and immediate availability. 


The Harper Distributor Policy provides you with a profitable item with 
rapid turn-over, and enables you to give your customers an additional 
needed service. 


THE H. M. HARPER COMPANY 

General Offices and Plant: Morton Grove, Ill. (Suburb of Chicago) 

New York Office and Warehouse — 200 Hudson Street, New York 13. 

Los Angeles Office and Warehouse—835 East 3ist St., Los Angeles Ii. 

BRANCH OFFICES: Atlanta, Cambridge, Cincinnati, Cleveland, Dallas, 

Denver, Detroit, Grand Rapids, Milwaukee, Oakland, Philadelphia, 
Pittsburgh, St. Louis, Seattle, Toronto (Canada). 


EVERL ASTIN G FASTENING S 
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@ Seals Concrete, Cement, Brick, 
Stone, Stucco, Asbestos and Plaster! 


Surfa-Sele is a white, eggshell gloss 
liquid sealer that will sea/ concrete, 
brick, stone, cement, stucco, asbes- 
tos and plaster .. . inside or out. It 
is an ideal foundation coat as well 
as sealer where dampness, humidity 
or steam are constantly passing 
through these surfaces. 


@ Con be Used on Damp or Wet Surfaces 
Surfa-Sele can be brushed directly 
on a damp or wet surface. Simply 
wipe or sponge off surface water 
immediately before application. 


@ How to Use Surfa-Sele 

Start with a clean surface. First re- 
move all paint, whitewash or other 
old, ineffective material previously 
applied. Then apply Surfa-Sele 
brushing it well into the surface. 
Surfa-Sele penetrates the pores and 
dries in from two to eight hours, 
forming a union with the surface 
which cannot be removed except by 
mechanical force, taking part of the 
structure with it. 


Write today on your business letterhead for 
your fest sample af no cost or obligation. 


RUST-OLEUM CORPORATION 
2413 Oakton Street, Evanston, Ilinois 
Distributers in Principal Cities 
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Every bakery, dairy, 
brewery, laundry and 
similar plant in your 
territory needs Surfa-Sele 
for a variety of 

inside maintenance jobs. 


Your sales volume can 
be high due to the large 
number of places where 
Surfa-Sele can be used 
effectively to combat 
damp, humid conditions. 


Cash in on interest 
stimulated by Surfa-Sele 
ad shown at left... 
scheduled to appear in 
October and November 
issues of TIME and 
NEWSWEEK. 




















Valves 


Have No Obstructions 
Or Internal Parts 


Three new lines of valves include 
the slip-on in sizes 4 to 24-in. which 
mounts over the ends of the pipe, 
flanged end in sizes 1 to 12-in. and 
the diaphragm motor type in sizes | 
to 10-in., both operating air-to-open 
and operating air-to-close. 

The valves offer such features as 
freedom from water hammer, 11 to 1 
life on abrasives over steel, non-clog- 
ging service, full pipe capacity and 
absolute bubble tightness. The dia- 
phragm type is used for remote or in- 
strument control. Operating air or 
fluid will close or open the valve as 
required. For very precise operation, a 
valve positioner is used as standard. 

Flexible Valve Corp., Palisades 
Park, N. ].—Industrial Distribution, 
November 1949. 














Tube Expanders 


Loose Collar 
Remains Stationary 


Faster, smoother, more economical 
tube rolling is said to be accomplished 
with a new type of ball bearing ad- 
justable tube expander. The thrust 
ball bearing collar is good for heavy 
duty work. The loose collar remains 
stationary against tube end or sheet, 
reducing friction to minimum. It pre- 
vents pulling of tube and will not mar 
sheet. 





You get the Big Hello...with 


CROSBY CLIPS! 


Ir you’ve ever been presented with the Key To The 
City, you'll know exactly how a man feels when he 
walks in selling Crosspy Cups. He really gets the 
full treatment: purple carpet . . . welcoming com- 
mittee . . . rose petals in the path. 

Well, maybe that’s a little overstated . .. but you 
get the idea, anyway. If a company uses wire rope, 
they must use fasteners. And if they use fasteners, 
they certainly want the best. And there just isn’t 
any other “‘best’’ in this field but Genuine CrosBy 
CLIPs. 

Yes, it’s a quick, easy door-opener when you say: 
“I’m your CrosBy CLip man.” A pleasant, profit- 
able sale, leading to steady repeat orders. Continuous 
national advertising, plus more than half a century 
of distinguished service on the job, makes CRosBY 
Curps the largest selling drop-forged wire rope 
fastener in all the world. Write this order first... 
on every call! 


THE AMERICAN HANDIWINCH 
Enables one man 
to lift or pull 

loads up to 
10,000 Ibs. 


AMERICAN BLOCKS AND SHEAVES 


All types, all sizes, from 
1% to 250 tons. Blocks 
feature armored con- 
struction; thick side 
plates, heavy pins and 
axles, forged steel hooks 
and shackles. Make sure 
your buyers specify 
AMERICAN. Ask for 
literature that helps you sell. 


Weighs 

95 Ibs. Easily 

carried, set up, 

operated any- 

where. Two gear ratios, hand 
brake, many "big hoist" features. 


Plant No. 2: So. Kearny, N. J. 
Sales Offices : NEW YORK ¢ CHICAGO « PITTSBURGH 








DROP-FORGED...HOT DIP GALVANIZED 
SIZES FOR %” TO 3” WIRE ROPE 


Identified by 
this famous 
Red U-Bolt 


High wings 
insure perfect 
lay of rope 


Chamfered 
bolt ends 


Channel grooved 
base holds rope 

with vise-tight 
grip 


Free-running nuts 
on precision-cut 
bolt threads 











American Hoist 


and 


DERRICK COMPANY 
St. Paul 1, Minnesota 


@Please send me sales suggestions on ([_] Crosby Clips 


(_] American Handiwinch 


Name 


American Blocks and Sheaves 





Company 





Address 
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$3.19 Air Express cost helped this . 


wildcatter strike it rich! 





. A“ 


Ve iar 
A 2 \ai_ig wae 


When a pump valve goes while drilling for oil, it’s costly. Idle men and equip- 
ment make profits evaporate. It happened to a wildcatter at 4 p.m. Phoned 800 
miles away for parts—delivered 11 P.M. that night by Air Express. 12 lbs. cost 
only $3.19. (Regular use of Air Express keeps any business moving.) 


$3.19 was complete cost. Air Express 
charges include speedy pick-up and de- 
livery service. Receipt for shipment, 
too. Makes the world’s fastest shipping 
service exceptionally convenient. 





am 


Air Express goes on all Scheduled 
Airline flights. Frequent schedules — 
coast-to-coast overnight deliveries. 
Direct by air to 1300 cities, fastest 
air-rail to 22,000 off-airline offices. 


Facts on low Air Express rates 


Special dies (28 Ibs.) go 500 miles for $4.30. 
6-lb. carton of vacuum tubes goes 900 miles for $2.10. 
(Same day delivery if you ship early.) 


Orly Air Express gives you all these advantages: Special pick-u 
and delivery at no extra cost. You get a receipt for every shipment an 
delivery is proved by signature of consignee. One-carrier responsibility. 
Assured protection, too—valuation coverage up to $50 without extra 


charge. 


action, phone Air Express Division, Railway 
specify “‘Air Express delivery” on orders. 








actically no limitation on size or —— For fast shippin 


xpress Agency. An 


Rates include pick-up and delivery door 
to door in all principal towns and cities 


AIR EXPRESS, A SERVICE OF RAILWAY EXPRESS AGENCY AND THE 


SCHEDULED AIRLINES of THE U.S. 
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The expanders may be adapted for 
use with automatic torque controlled 
operating units for precision tube roll- 
ing. They are made for every outside 
diameter and gage tube from ¢- to 
14-in. size. 

The Gustav Wiedeke Co., Dayton, 
Ohio—Industrial Distribution, No- 
vember 1949. 















Mallets 


Laminated “Lignostone” 
Prevents Cracking 


Made of a new wood product “Lig- 
nostone”, these mallets are available in 
various shapes and sizes ranging from 
8 oz. to 2 lbs. for use by metal and 
carpentry trade. 

The “Lignostone” is laminated to 
prevent cracking and is oil and gaso- 
line resistant. ‘The mallets are made 
both plain and with reinforced heads; 
head reinforcements are made from 
plastic covered harnas rings to pre- 
vent damaging the work. 

Techno Exports, New York, N. Y. 
—Industrial Distribution, November 


1949. 





Regulator 


Wasteful Idling Eliminated, 
Wear & Tear On Parts Reduced 


An improved drill-more, floating- 
speed regulator eliminates speed steps 
and cycling. Whenever less than full 
capacity of compressor is used, the 
regulator slows down the compressor 
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the IMPERIAL LINE is the COMPLETE LINE 


FITTINGS 


Finer 
because 
they're 
FORGED! 


COMPRESSION 
Chime 


FLARED TUBE 


—hamr 


For 
Connecting 
Copper, 
Brass, 
Aluminum 
Thin-Wall Steel 
and Flexible 
Tubing. 


Simple, efficient, 
easy to assemble. 


For low, medium, 
high pressure work. 
Gives repeated tight 
reconnection. 


HI-DUTY FITTINGS 


VG. 
FLEX FITTINGS 


Available in Brass or 
Aluminum. Easier to 
assemble. Withstands 
vibration. 


Has flexible synthetic 
sleeve. Withstands 
major vibration, mi- 
nor tube movement. 


INVERTED FLARED TUBE 


wo as 


FLEXIBLE HOSE 


<2 fp 


Similar to ffured tube 
fitting except seat for 
flare is inside body. 


and FITTINGS 


For making up flexi- 
ble liquid, air .and 
vacuum lines. 


BRASS PIPE FITTINGS 


VALVES 








For Low 

and Medium 
Pressure 
Work. 


Most models 
made of 
forged brass. 


2-WAY HI-DUTY 


wate 


AND 4-WAY HI-DUTY 


Outstanding shut-off or dis- 
tributing valve for liquids, 
gases. 


HUT-OFF VALVES 


General purpose plug 
valves for a host of appli- 
cations. 


3-WAY SHUT-OFF VALVES 


+ 
4 


An extra sturdy valve 
for liquids and gases. 
Note solid bottom. 


pont 





For liquid and air lines or 
wherever two fuel tanks 
are used. 


OFF NEEDLE VALVES 


Popular low cost valves. 
Compression, flare and pipe 
thread connections. 


DRAIN COCKS 


Plug and needle types. Vari- 
ety of styles. Positive shut- 
off, smooth operation. 















TUBE WORKING 
TOOLS 





a tool for every job 
—every fool a leader. 


' clean right angle 
cuts on tubing %” to 
2%" O.D. 


Many excellent mod- 
els to flare tubing 


ls = Ye" to 1” 0.0. 
etna gree | 


TUBE BENDERS 





Hand benders of 
open-side, heavy- 
duty and spring 
types. Sizes 1%" 
to %” O.D. 


OTHER TUBING TOOLS 


in the complete Imperial line include ream- 
ers, swedging, pinch-off and refacing tools 
and soldering torches. 









Most shapes now forged 
for greater strength, 


Illustrated here are only a few representative 
products in the complete Imperial Line which is 
described in Catalog No. 350. Ask for 
your copy. 






¥ 
| ae 


SHAPES and SIZES Elbows, tees, 
crosses, straight fittings. Std. sizes Ye to %4”’ 
O.D. tubing. Pipe thread ends ¥%” to 14" P.T. 


TTINGS A * 
IMPERIAL .......0°"" ew 
PIONEERS | RKING Tools 


x 





SIZES %" to 2" 0.D., %” to %” P.T. 







THE IMPERIAL BRASS MFG. CO., 511 S. Racine Ave., Chicago 7, Ill. 
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to lowest practical working speed. 
When the air demand changes again, 
the speed “floats” up or down. 

Compressor cylinders unload only 
when the minimum speed delivers 
more air than needed. After reloading, 
the compressor continues to operate 
at low speed unless a greater use of air 
causes it to speed up. The regulator 
automatically varies the speed by ad- 
justing the engine governor spring. 

Ingersoll-Rand Co., New York, 
N. Y.—Industrial Distribution, No- 
vember 1949, 


‘A VINCENT DRESSER 














THAT MEANS 
MORE SALES 
FOR YOU... 











Electric Drill 
Has 3 Drill Settings 
High, Neutral and Low 


Designed for high and low specd 
work in steel or hardwood, a two-speed 
drill has a gear shift arrangement 
which extends use of drill from } to 
g-in. in steel and from } to 14-in. in 
hardwood. 

With three drill settings, the opcr- 
ator is able to shift quickly from neu- 
tral to low to high while the motor is 
operating, eliminating the possibility 
of stripping gears. The rpm in the 
power range is 460 and in the fast 
range 880. The two-speed model is 
powered with the manufacturer’s uni- 


There is a style and size of Vincent Dresser 
for every job. This means that on every appli- 
cation, by using the right dresser, your cus- 
tomers will get maximum satisfaction. It also 
means that no matter what your customer's 
needs, you have just the dresser to sell him. 


There is a bonus of several extra dressings 
from every Vincent Dresser Cutter, too. Made 
of special steel and heat treated to exact pind 

° versal MOtOor. 
hardiness, these cutters stand up on the Louisville Electric Mfg. Co., Louis- 
toughest applications. ville, Ky.—Industrial Distribution, 


N ber 1949. 
Stock the entire line of Vincent Dressers — 
and Cutters for immediate delivery to your Cable Cutter 
customers . . . and for sure repeat sales. 
Snap-Action Hold Down 


Permits Easy Size Adjustments 


WIDRN Cie NT 


Heat Treaters of Metals—300 Tons Capacity Daily 


A portable, hand operated cable 
cutter employs a downward circular 
cutting principle which imparts a slic- 


f STEEL PROCESS COMPANY 


ing rather than pinching action to 
assure sharp, clean cuts of every 
strand of steel cable at one stroke. 
The snap-action hold down permits 
size adjustments to be made with a 


Producers off GRINDING WHEEL DRESSERS AND CUTTERS 
CONICAL CUTTERS AND HOLDERS © DIAMOND DRESSING TOOLS 
k CUTTERS © HIGHWAY SURFACER CUTTERS 








2424 Bellevue Avenue Detroit 7, Michigan 
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TINY 218 UNISHEAR... Cuts 18 
gauge steel at speeds up to 15 feet a 
minute. Operator only has to guide it. 
Cuts right to the line . . . curves, 
angles or notches with hairline ac- 
curacy ... inside or outside. Sturdy 
aluminum alloy housing, ball bear- 
ings, slide operated switch, duplex 
handle. Blades easily removed, re- 
sharpened and replaced. 








tings 
Low 
— No. 121 ELECTRIC DRILL— 14" 
i _ capacity... Lightweight produc- 
+ to {tion tool, ideal for millwrights and 


n. in \ maintenance men, 


oOpcr- 

neu- 

tor is 

bility 

1 the a 

. fast . ” No. W8 SAFETY SAW—0 to 234" 

lel is ‘ capacity ... Duplex handle, easy ad- 

“uni- ; . justment for depth and bevel cutting. 
= " Non-warping heat-treated aluminum 

/ouis- we . base. Blade totally guarded. 


tion, 


No. 310A ELECTRIC HAMMER— 
11%" capacity . . . Drills, chips, chan- 
nels, chisels, scales, vibrates ... any 
work requiring hammer action. 

Yown 


rents 





ba 
cable : 2 
cular Stanley Electric Tools « New Britain, Conn. 
1 slic- 
n to 
every 
e. 
rmits Reg. U.S. Pat. Off. 
ith a HARDWARE + HAND TOOLS «+ ELECTRIC TOOLS + STEEL STRAPPING 
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| ..likea 
camera-conscious model 


BeErore the lens or behind the back-yard fence, the 
WITT Can is a picture of ruggedness. Its shiny surface 
reflects years of service, undaunted by weather, the attack 
of food acids or the abuse of rough handling. 

Heavy gauge steel is formed into extra deep, rolling 
corrugations . . . the strongest known. Lock seams are 
electrically welded . . . shock-absorbing structural steel 
bands protect the vital bottom seam and hold the top in 
shape. Strong handles are securely fastened to the Can and lid. Then, 
the final but all-important step—the complete Can is hand-dipped, hot- 
galvanized . . . filling every crack and crevice . . . stopping rust before 
it can start. 

All this is quality you can see, features you can sell. Even the most 
cost-conscious buyer will recognize the advantage of buying WITT Can 
quality. Behind this quality stands the famous guarantee . . . “outlasts 
ordinary Cans 3 to 5 times.” 





THE WITT CORNICE COMPANY 
Cincinnati 14, Ohio 
(722) “Originators of the Corrugated Can" 
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flick of the finger. The cable to be 
cut is inserted between the blades and 
spring tensioned hold down arm with 
the V-block hold down at its end. It 
is pushed down by the operator, per- 
mitting a dog to drop into notches 
cut into the arm, holding the cable 
firmly for the cut. To release the hold 
down, depress the arm slightly to dis- 
engage the dog from the notch. 

Minimum effort is required because 
a double link compounding the down 
stroke is utilized. To prevent double 
linkage from collapsing or folding, a 
center bar, hinged at back of frame, is 
attached at the knuckle of the links. 
The blades are adjustable, compensat- 
ing for wear and resharpening. All 
parts are interchangeable. 

Beverly Shear Mfg. Co., Chicago, 
I1]_—Industrial Distribution, Novem- 
ber 1949. 


Sheet Packing 


Resistant to Heat, Oil 
Solvents, Alcohol-Water 


A palmetto compressed asbestos 
sheet packing gives particular resist- 
ance to alcohol-water mixtures and 
ethylene glycol water mixtures which 
tend to swell sheet packing, destroying 
its tensile strength. Because asbestos 
fibers have been sealed to prevent 
water absorption, the packing is resist- 
ant to refrigerants such as freon, which 
tend to leak through the fibers of 
sheet packing. 

The packing is available in standard 
thicknesses of #x, sz, we and $-in. and 
in sheet sizes 42 x 60-i -in., 60 x 63-in. 
and 60 x 126-in. It is also available in 
gasket form to specification. 

Greene, Tweed & Co., North 
Wales, Pa.—Industrial Distribution, 
November 1949. 
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ANOT HER Reason Why 


the New and Finer 


FORTY-NINER™ 


Captures More Sales for Distributors 





Absolute Control of Thread Form 


BESLY < ¢ Less Drive Power Needed 


TAPS VU , Positive Control of Pitch Diameter 


“Seu 
Just have your hard-to-sell tap prospects try this new Besly “FORTY- 
: ae Pa ae NINER” on a tough tapping job! Let them see how thread follows 
ISURPASSED ACCURACY through for perfect tapping results. That’s because it’s ground from 
a oe the solid to a higher degree of accuracy than ever before. Then, check 
at all vital points these other points of thread superiority: 
Mtereaseuh -HAME Accurate THREAD FORM —Absolute control of angles and 


a Ao a ea lead eliminates gauging problems. 
of thousandths. Cuts freely and to ‘ i . ; . . 
sizé without burring or welding. Superfine FINISH—High polish; less power required to drive 
’ the tap. 
Solid Ground THREAD FORM ? acs —= ; 

“4 Consistent Precision in SIZE——Pitch diameter controlled to 
For angle and leed accuracy. . 
elimination of gauging problems tenths of thousandth—tap to tap. 
and control of pitch diameter to 


, Oil tenths of thousandths. Ground The “FORTY-NINER” is all new . . . produced by new manufac- 


from the solid. : ; - Arnage : 
fater sia turing techniques and new machinery—much of which is exclusive 
“Right” ROCKWELL with Besly. See for yourself what this-can mean in more tap sales to 
estos - more markets. Ask your Besly representative for full details today! 
esist- Taps pre-inspected for correct * 


and Rockwell hardness. 
yhich . ; - 
ying , Mirror Finish FLUTES 0 Fast Delivery : ; 

} Correctly designed to provide ee ee ee eee eee 
estos : freer chip flow and longer tap life. BESLY'S sw a —— — 
event “HELPING HAND" ——J weeks on bar stock specials. 
esist- HAS 5 STRONG @ A Complete Line 

. Tru-Square DRIVER @Top Tap Quality 
hich q FINGE 
vihic Sa d shank ft m @ Engineering Counsel 
uare and shan correctly in 
rs of ona ts cm Seale te @ Sales Helps That Sell 
cause oversize holes. 





idard 


ond . THIS TRADE MARK IDENTIFIES THE WORLD'S MOST ACCURATE TAP 

6 3-in. 5 : , ' 

ble in bats BESLY HIGH SPEED TWIST DRILLS AND REAMERS + BESLY TAPS 

Jorth fi BESLY TITAN ABRASIVE WHEELS + BESLY GRINDERS AND ACCESSORIES 
I 


itp CHARLES H. BESLY & COMPANY, 118-124 NW. Clinton St., Chicago 6, Illincis 


FACTORY: Beloit, Wisconsin 
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fous — 


. . . WITH ADS IN 25 macazines 
SUCH AS THESE 


POST 
eg 


chord 
5 WO 


. . . HELPFUL COOPERATION, RIGHT DOWN THE LINE 


— Including easy-to-get engineering consulta- 
tion. Simply send in filled-out data form on 
prospective job — our experienced Engineers 
will recommend best equipment for the job. 
Results in greater customer satisfaction, extra 
sales, more profits. 


... A COMPLETE, QUALITY LINE THAT SELLS! 


Spur Geared 
Chain Hoists 
(2 to 5 tons) 


Hoist-Alls 
(2,000 & 


4,000 Ib.) Safety Load 


inders 
(3,000 & 
6,000 lb.) 





"Quik-Lift” 
Electric Hoists 
(500 to 4,000 Ib.) 














Safety-Pull Ratchet 
Lever Hoists 
(34 to 15 tons) 


"Mighty Midget 
Pullers” 
(500 & 1,000 Ib.) 
Cash in on Coffing Sales Helps! Stock and 
PUSH: Coffing Lifting and Pulling Equipment. 


COFFING HOIST COMPANY 


DANVILLE, ILLINOIS 





Differential 
Chain Hoists 
(2 and 1 ton) 


(—also I-Beam 
Trolleys) 
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Industrial Wire Cloths 


Special Welded Construction 
Eliminates Crimping, Interlocking 


Possessing unprecedented strength, 
square mesh, all-welded industrial wire 
cloths are the result of an electric 
welding process that joins lateral and 
transverse wires together at crossing 
points. The special construction makes 
possible the use of finer gage wires 
for the same mesh sizes, since all 
cross wires lay on the same side. To 
exclude rust, wear or dirt accumula- 
tion, the cloths are heavly galvanized 
after fabricating. They are also avail- 
able in plain steel finish. 

The cloths roll out flat for easy 
handling. Eight different kinds are 
available and come in 24, 30 and 
36-in. widths. The all-welded fabrics 
are being marketed in 100 linear foot 
rolls, firmly held with black metal 
straps. 

Wickwire Bros., Inc., Cortland, N. 
Y.—Industrial Distribution, Novem- 
ber 1949. 








Insulating Film 


Plastic Film 
Applied Like Tape 


An electrical insulating film for coils 
is heat-treated, bonding itself into a 


| unified layer of insulation after ap- 


plication. It has high dielectric 
strength and resistance to heat, mois- 
ture, oil and most solvents. It is made 
of synthetic resins with no plasticizers 
or fillers. 

The film is in 60-yd. rolls in widths 
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_..and you can say that of any vac 
built with American Phillips Screws 


PRODUCTION: No scarred 


mn an 


parts, no slashed hands, no floors 


American Phillips Screw 1S put 
come one straightline unit 
e recess _ the first ime, 
every time. Saves rejects, % over out-of-date 
slotted screws. 
roducts know the buy- 
ess on everything from their 
Phillips recess means that 
it stays put. TO YOU it means fewer 
pecially where vibration is involved. 
sats... production and sales.-> 
American lips Screws always cost least to use. 
AMERICAN SCREW COMPANY, PROVIDENCE 
Chicago 1: 589 E- Ilinols St. Norristown, Pa- Detroit 2: 502 Stephens 


rn, top-quality P 


1, RHODE ISLAND 
on Building 





ALL TYPES o 

ALL METALS: Steel, 
Brass, Bronze, Stain- 
less Steel, Aluminum, 
Monel, Everdur (sili- 
con bronze) 
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A MARKET 


© THROUGH PR 


has Gucll 
FOR YOU--- 


ODUCT DESIGN AND 


ON-THE-JOB PRODUCT PERFORMANCE 
® ALSO BECAUSE THE LINE 1S COMPLETE T0 


£ 


V-BELT DRIVES 


Medart V-Belt Drives give your customers 
these benefits... compactness...positive speed 
...dependability ... quietness... cleanliness... 
shock absorption... easy on bearings... low 
maintenance cost...smooth driving and safety. 


Othe. Wedart Products 


Belt e Pillow e Shaft 
Adjusters Blocks Couplings 
Literature on each is available. Write. 


Mi EDART 
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MEET VARIOUS INDUSTRIAL APPLICATIONS 


Fctcany continues relentlessly 
to seek ways of economizing... 
to hammer down costs and keep 
them at the lowest possible level. 


That is your cue for action...that 
is the signal to distributors that 
industry is wide open to the ad- 
vantages of MEDART Mechanical 
Power Transmission Equipment. 


You can get the full profit benefit 
of this opportunity because the 
market around you knows the 
name MEDART...You are equip- 
ped with a line that does a 
selling job that is continuing. 


Make that good sound busi- 
ness move now and send for 


Catalogs No. 56-V, 77 and 88. 


MEDART 
“SL” SHEAVES 


to 42-in. and in thicknesses of 2, 4, 
6 and 8 mils, and it is not sticky to 
the touch. 

After being wrapped around a coil, 
the film is cured by heating treating 
i-2 hours at temperatures between 
200° and 300° F. Dielectric strength 
varies with degree of heat cure, rang- 
ing up to more than 1750 volts per 
mil of thickness on a fully cured film. 

Minnesota Mining & Mfg. Co., St. 
Paul, Minn.—Industrial Distribution, 
November 1949. 
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Sleevelock Type. Simple to mount and 
dismount. Bushing is split for entire 
length on one side assuring full length fit 
on oversize, standard or undersize shaft. 











Pressure Gage 


New Principle Involves 
Pressure-Sealed Lever Arm 


A mechanical-type recording abso- 
lute pressure gage features a pressure- 
sealed lever arm, so constructed that 
it is frictionless, free from lost motion 
and free of turning movements due to 
changes in differential pressure across 
it. This makes possible recording ex- 
tremely low absolute pressure ranges. 

The instrument is offered in ranges 
from 0 to 20 millimeters mercury up. 
It is rugged in construction, giving an 
accurate record of vacuum in terms of 
absolute pressure. The gage is offered 
as a recorder, an automatic controller 
and for remote measurement and auto- 
matic control of absolute pressure. 

The Bristol Co., Waterbury Conn. 
—Industrial Distribution, November, 


1949. 


Die Head 


Threads Valve Seat Rings 
Up To 1434-in. Diameters 


An internal-trip type die head is 
normally furnished without the in- 
ternal trip when the valve seat rings 
are chucked and faced in relation to 
the chuck. This permits setting the 
stops on the turret to allow the nor- 
mal pull off action to trip the die 
head. 

For thread sizes larger than 9¥-in. 
diameter, an enlarged closing ring 1s 











‘ings 
sters 


id is 
» in 
rings 
n to 
- the 
nor- 


. die 


fs-in. 
ng is 


ALOYES=-aLVES 


recover spent acetic acid for K//2s 





| ¥ 


| | | iit 


a Tee ak 


HI 
a 


¥ + 
\ 





The photograph of the panel-board above was taken in the 
Parlin, New Jersey, Plant of Hercules Powder Company. It is 
part of their equipment for production of cellulose acetate. 
Because shutdowns for valve replacement are costly, it would be 
downright extravagant to use any but the best corrosion- 
resistant valves here. 


That is why E. B. Badger & Sons Company, engineers and con- 
structors, installed Aloyco Stainless Steel Valves in the first place. 


The utility of Aloyco Corrosion-Resistant Valves is more than 
skin-deep. These Valves are not merely stainless-trimmed, they 
are made of solid alloy throughout, except for handwheels and 
yoke bushings. And they are made of the one right alloy for the 
particular job on which each is used. Aloyco metallurgical 
experience makes that assurance doubly sure. 


Just name your corrosive—there’s an Aloyco Valve ‘“‘made to 
order”’ for it. 


Aloyco Flanged V- 
Port Globe Valve 
No. 423, 150 Ib., 
VY,” to 4’ inclusive. 
This metering valve is 
available in Aloyco 
20, 18-8SMo and other 
corrosion-resistant 
alloys. 


ALLOY STEEL PRODUCTS CO., ine. 


1306 W. ELIZABETH AVE., LINDEN, NEW JERSEY 


INDUSTRIAL DISTRIBUTION * NOVEMBER, 1949 


SALES OFFICES: ATLANTA; 
CHICAGO; HOUSTON; LOS ANGELES; 
NEW YORK CITY; PITTSBURGH; 
WILMINGTON, DEL. 











Most people take sling hooks, grab hooks, 
shackles—chain fittings of one kind or another— 


pretty much for granted... 


Here at American Chain we take them seriously. 
Their design and manufacture call for a high type of engineer- 
ing, plus years of experience. 

The designers, metallurgists and other engineers responsible 
for the quality of American Chain products are proud of the 
results of their work. To them every American Chain fitting 
must be designed to do a job and do it well—made for safety 
as well as efficiency. 

When you think of welded or weldless chain or chain fittings, 
think of AMERICAN—“‘the Nation’s chain maker.’’ 

Sell AMERICAN, the complete chain line. 


York, Pa., Chicago, Denver, Detroit, Los Angeles, 
New York, Philadelphia, Pittsburgh, 
’ co Portland, San Francisco, Bridgeport, Conn. 
é 





AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 





In Business for Your Safety 
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mounted on the head to support the 
oversize chaser holders. Varying thread 
lengths of different valve seat rings 
are taken care of by the height of 
oversize holders. The chasers are 6 
per set having a 30° short roughing 
and finishing throat. They are eco- 
nomical because of usable length and 
interchangeability. The coarsest pitch 
recommended is 8 threads per inch. 

Landis Machine Co., Waynesboro, 
Pa.—Industrial Distribution, Novem- 
ber 1949. 














Vertical Pull Adaptor 


Short Extension Arm 
And Slotted Guide Arm 


A new attachment makes possible 
the use of lever-action switches in odd- 
shaped canopies and close-to-cciling 
fluorescent fixtures where a switch 
must be installed with the lever point- 
ing straight down. 

Consisting of a short extension arm 
and a slotted guide arm, the vertical 
pull adaptor can be installed quickly 
by inserting the bracket of the guide 
arm under the switch mounting nut 
and slipping the extension arm around 
the lever. The pull chain is clipped 
from the lever and attached to an 
eyelet in the end of the extension arm. 

McGill Mfg. Co., Inc., Valparaiso, 
Ind.—Industrial Distribution, Novem- 
ber 1949. 





ARMSTRONG 


TOOL HOLDERS... 


for the toughest steels! 


The “Armstrong System” provides special ARMSTRONG TOOL HOLDERS 
for ARMALOY (cast alloy) and for ARMIDE (carbide-tipped) cutters. With 
these modern cutting tools, the toughest and hardest steels are easily ma- 
chined. Far heavier feeds and the extremely high cutting speeds become 
practical (300 f.p.m. with ARMALOY cutters; 600 f.p.m. with ARMIDE cutters). 
Delays for tool re-grinding are reduced to an absolute minimum—edges hold 
up to 100 times as long. 


Industrial Distributors can increase profits by selling the complete System 
of Tool Holders, not just individual tool holders .. . by selling the correct 
types for all operations, the correct sizes for each job . . . by selling the 
correct bits, blades and cutters for each material and cutting speed. 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People’ 
WRITE FOR CATALOG 5213 WEST ARMSTRONG AVENUE ° CHICAGO 30, U.S.A. 
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pe sles in om DAW... Lampholders 
i Cc / Single-Contract, High Voltage End 





Pf Has Internal Spring Mounting 


A new set of “butt-on” lamphold- 
ers for use with the manufacturer’s 
75-watt fluorescent lamps is available 
in black or white. 

Spring action of  single-contact, 
high voltage end also insures positive 
electrical contact, plus safe and firm 
seating in sockets. Electrical connec- 
tion is made to a terminal screw con- 
tact in the opening at the back. En- 
closing the lampholder is a zinc-plated 
metal housing. 

The double-contact, low voltage 
end is also of the terminal screw type 
design with a grooved face insuring 
easy insertion and removal of lamp. 
It consists of a one-piece molded plas- 
tic unit with the same mounting hole 
spacing as the single-contact, high 
voltage end. 

Sylvania Electric Products, Inc., 
New York, N. Y.—Industrial Distri- 
bution, November 1949. 


























Bombay is a long way from Cleveland. Yet we regularly receive tn th 

orders from that great city for a wide variety of threaded fasteners. e 
Buyers there have found that TRIPLEX threaded fasteners are Has 4-Speed V-Belt 
tough, accurate and thoroughly dependable. TRIPLEX products Underneath Motor Drive 
are exported to 55 nations around the world—they must be good. QE nies. Die: euine 
The complete TRIPLEX catalog and handy wall chart of types | lathe is a large (1@-in.) hole through 


and sizes are yours for the asking. _ the spindle. Other features include: 
‘large precision roller bearings; full 


The T R } Fr L E X s Cc R E WwW @. double-walled, worm feed apron; full 


' quick change gears; full enclosed head- 
5307 GRANT AVENUE + CLEVELAND 5, OHIO ao with Ringed cast aluminum 
' > iene i> 3 cover and standard operator controls. 
The lathe comes with 38 or 44-in. 
bed length on 3-drawer steel bench 
or with a pedestal base in bed lengths 
up to 62-in. in length. 

Sheldon Machine Co., Chicago, IIl. 
—TIndustrial Distribution, November, 
1949. 





MACHINE BOLTS CARRIAGE BOLTS _SEMI-FINISHED NUTS 
fot Spray Hose 
‘GOUGHNESS Utilizes Working Pressures 


To 800 Ibs. Per Sq. In. 


Compounds of oil resistant rubber 
make a new spray hose highly satis- 


CAP AND SET SCREWS © BOLTS, NUTS AP BIve;rs 
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for every purpose 


Accurately cut, perfectly balanced, 


uniformly hardened. Made by the 
world’s foremost file manufacturer. 
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When you offer Buffalo Beltings you can 
make every sales call a profitable one, by 
recommendations from the complete Buffalo 
line for standardized or specialized use. Among 
the more standard types of BUFFALO Belts 
are: 


Cotton: Top quality yarns, batch tested for ten- 

* sile strength and tightly woven on cus- 
tom-designed looms, make BUFFALO Solid Woven 
Cotton Beltings longer wearing on any job. 


Latex: A cotton belting impregnated with neo- 
* prene synthetic rubber latex — washable, 
flexible — your best bet for cannery conveying. 


Plastex: BUFFALO’S new Solid Woven Cotton 

* Belt with an enduring plastic coating. 
Resists heat; doesn’t peel or flake off; odorless; re- 
sists acids, alkalis and greases. 


Rubber: BUFFALO Rubber Filled and Coated 
* Belting has many applications in indus- 
try where resistance to abrasion is important. 


Glaze = BUFFALO Glazed Belt is nitro-cellulose 
® coated —either clear or white — water- 
proof, washable, smooth-surfaced and odorless. 


Rou h To « New belting developed especially 
g p: for inclined conveying on station- 
ary or portable conveying units. Rubber specially 
compounded for long wear; high tensile strength; 
resistance to tear and abrasion. 
Write for samples and distributors’ 
profit story — today ! 


BUFFALO WEAVING & BELTING CO. 


209 Chandler Street 


CHICAGO © BUFFALO 7, N.Y. °* NEW YORK 
DETROIT © 


PHILADELPHIA bd SAN FRANCISCO 
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factory for many uses. It is made in 
long lengths and is designed to handle 
many sprays previously destructive to 
rubber hose. It has great strength and 
less friction loss because of the smooth 
tube employed. 

Braided construction with a new- 
type high tensile cotton yarn makes 
possible the use of anly two braids in 
all sizes except the 3-in., which is made 
in three braids. The #-in. size has 
ié-in. outside diameter, 7/17-in. has 
-in., 4-in. has %4-in. and 3-in. has 
li-in. The cover is black lead press 
molded finish. 

The B. F. Goodrich Co., Akron, 
Ohio—Industrial Distribution, No- 
vember 1949. 











Hydraulic Die Table 


Features Special Top 
31-in. Wide x 42-in. Long 


A special hydraulic die table fea- 
tures a roller top and winch; 13 rollers 
set on 3-in. centers extend slightly 
above the side channels so that large 
overhanding dies can be handled. A 
single, removable retaining bar pre- 
vents dies from rolling off the open 
end. To pull dies from presses and 
storage racks, a 35:1 ratio hand winch 
is furnished with 15-ft. of steel cable. 

The table elevates from a lowered 
position of 22-in. to 30-in. A single- 
speed foot pump allows for position- 
ing dies up to 2000 lbs. Two 5-in. 
diameter swivel casters and two 5-in. 
rigid casters provide easy rolling. A 
floor lock holds the table firmly in 
position for die transfer work. 

A die separating device—an over- 
head rack with suspended chains—is 
an optional extra feature. 

Lyon-Raymond Corp., Greene, N. 
Y.—Industrial Distribution, Novem- 
ber, 1949. 


Weld Nuts 


Circular Collar Centers Nut 
Accurately, Ready for Welding 


A new type of projection weld nut 
is designed for easy, quick positioning 
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NOW / You Can Have 


KENNEDY DEPENDABILITY 
on Copper Tube Installations 


With the New KENNEDY 
SOLDER JOINT GATE VALVE 
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KENNEDY Solder Joint 
Valves are easily and quick- 
ly installed, saving you up 
to 30% in installation time. 
They are adaptable toa wide 
range of services and are 
specially recommended {or 
general shut-off service on 
low pressure steam lines and 
on hot and cold water lines. 

When you use this new 
line of KENNEDY valves 
you can be assured of the 
long-lived dependability 
and positive action that have 
characterized KENNEDY 
valves for 72 years. 


WRITE FOR BULLETIN 103 
containing complete descrip- 
tion of the new KENNEDY 
Fig. 1-SJ Solder Joint Gate 
Valve . . . complete installa- 
tion instructions . . . solder 
data . . . where to use and 
where not to use solder joint 
valves . . . table of dimen- 
sions and working pressures. 


VALVE MFG. CO. 
1031 EAST WATER ST. 
ELMIRA, NEW YORK 


FIRE HYDRANTS 
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BEING ANNOUNCED 
TO THE TRADE 
Through National 


Advertising 
and Direct Mail 


ANOTHER FAST-SELL- 
ING ITEM To help com- 
plete the Kennedy line... 
to help you make more 
profitable sales 


FURTHER PROOF that 
it pays to handle Kennedy 
Valves and Fittings... 


WRITE FOR 
COMPLETE INFORMATION 
on the Kennedy Policy of Help to 

the Distributor 





C METEOR 


Fast, low headroom electric wire 
rope hoist. Specially designed 
for heavy service applications. 
Many exclusive design features. 
Single and two speed models. 
Capacities: % to 5 tons. 


Industrial buyers and production executives listen when you talk 

CM Hoists because they recognize a service-proven line manufactured 
by an experienced company that knows overhead materials handling 
problems and answers. Product acceptance is the first step to profitable 
orders. Here are four “stock” items that move. 





CH CYCLONE 


Model M high speed chain 
hoist. Light, easy to handle. 
1 ton model weighs only 35 
Ibs. Popular with maintenance 
workers. Herc-Alloy steel load 


chain. Capacities: % to 10 tons. 


CH COMET 


Portable, speedy, low-cost elec- 
tric chain hoist. Favored for 
production line applications. 
Sturdy and compact. Plug in 
on single or 3 phase power 
line. Capacities: ¥% to 1 ton. 


CM PULLER 


Lifts and pulls at any angle. A 
safe, easy-operating, low-cost 
general utility tool that saves 
time on countless jobs. %4 ton 
model weighs 13 Ibs. Capac- 
ities: %, 1%, 3 and 6 tons. 


you are not selling a satisfactory volume of chain and electric 4: m 
hoists, get posted on CM and open up some new business. . 


CHISHOLM- MOORE 


HOIST CORPORATION 


GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y. 


SALES OFFICES: New York, Chicago and Cleveland e Distri butors Everywhere 
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or centering at the spot where it is to 
be welded to the metal. A circular 
collar with a diameter slightly less 
than the bolt hold is provided on the 
weld nut. The worker inserts the col- 
lar into the bolt hole (with one hand), 
automatically centering the nut. 

These nuts are used where applica- 
tion is difficult due to restricted space, 
or where metal sections are too thin 
to spread. The application process is 
reversed, the nuts being welded into 
final position and the bolt screwed 
into the nut. Weld nuts are also at- 
tached to bulky or heavy products so 
they can be bolted securely against 
shifting in transit. 

The weld nuts are furnished with 
common nut threads or with the spe- 
cial thread-locking feature which locks 
the bolt to the nut. 

Grip Nut Co., Chicago, IIl.—In- 
dustrial Distribution, November 1949. 

















Diamond Blade 


Exceedingly Rough Edge 
Produces Faster Cutting 


A new diamond blade has a rough 
edge which produces faster cutting 
through quicker elimination of the 
chips. The rough edge will not leave 
rough edges on the work, however. 

The body of the blade is stainless 
steel with slots and holes worked into 
the periphery, producing a cooler run- 
ning blade. It is ideal for all types of 
dense materials. 

The Victor Engineering Corp., 
Bristol, Pa.—Industrial Distribution, 
November 1949. 


Pneumatic Tool 


Specially Designed 
To Drive “Screwsticks” 


A rotary pneumatic tool is a 13-Ib. 
machine, 64-in. in length, designed to 
drive a series of hexagon head screws 
joined head end to thread end. It has 











10 OTHER GOOD REASONS 
TO DISCUSS A DISTRIBUTORSHIP 
WITH MILLERS FALLS 


Standard Steel Hand Blades — 
“Tuf-Flex®” Special Alloy Hand 
Blades—“Blu-Flex®” High Speed 
Hand — “Blu-Mol®” High Speed 
Hand and Power—“Double-Life®” 
High Speed Double Edge Power 
— Tungsten High Speed Hand 
and Power — “Jet-Edge®” High 
Speed Welded Edge Power — 
Metal Cutting Band Saws—High 
Speed Hole Saws — “Blu-Mol®” 
Tensiometer. 


RS FALLS CO. 


Sales and profits with the new, welded-edge 
BLU-MOL" High-Speed, Heavy-Duty Hole Saws 


Every day, industry, engineering and building trades are finding 
more and more applications for the new follow-through type of 
hole saw. And now Millers Falls brings you the ideal line for 
getting a bigger share of this rapidly expanding market. 

With Blu-Mol Hole Saws, you can offer your customers amazing 
performance. These rugged, gang cutting tools easily handle any 
machinable material from wood to hard steel. They cut holes 
through solid stock up to 1144” thick. They can also be used on 
stacked material of lesser thickness or for cutting through succes- 
sive partitions. And they do it faster. cheaper. more efficiently 
than possible by other methods. 

Available in 44” steps from %” to 414”, the new Blu-Mol Hole 
Saws can be driven by any portable power tool, radial drill. lathe 
or drill press with 14” or larger chuck. 

There’s an active market ready and waiting for distributors 
who stock and push these high performance, time and labor saving 
new tools. Write today for full details. 


MILLERS FALLS COMPANY 











Ni iter GREENFIELD, MASSACHUSETTS 


TOOLS 


SINCE 
1868 
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a spindle offset of fs-in. and is easily 
Over 100 000 “(OW converted from one size to another. 
9 Outstanding features include: ro- 
tary pneumatic motor with one-piece 
P i rotor and shaft mounted on ball and 
Types and Sizes Available roller bearings; clutch gear with mo- 
A mentary engagement type clutch gear 
available; feeding pawls of tempered 
— spring steel are mounted close to driv- 
ing point, assuring positive feed; maxi- 
mum visibility due to nose end de- 
sign; quiet operation; low air com- 
sumption; ball type, leak proof throt- 
tle valve; hose connection threads in 
cast-in steel inserts; hardened steel 
bushings in body of drive; bail for 
vertical suspension mounted _ in 
pressed-in steel inserts; structural ele- 
ments of alloy steel, heat treated to 
render maximum service. 

A long throttle lever and flexible 
air hose supplied with tool add to 
ease of handling. 

Independent Pneumatic Tool Co., 
Aurora, II].—Industrial Distribution, 
November 1949. 
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Kester Flux-Core 


Solders are made with Solenoid Valves 


a single core in sev- LABORATORY | 
eral core sizes ranging All Internal Metal Parts 


from an opening that CONTROLLED Are Brass or Stainless Steel 

contains ¥2 of 1% to y . 

7% of flux by weight A new line of 3-way bronze body 
POSITIVE hie etd alana uae solenoid valves are designed for use 
with petroleum oils, *kerosene, gaso- 


available in each of 68 : : ; 
FLUX line, water, air and inert gases with 


strand sizes. Use of 


pati vat 1e 9 } 
UNIFORMITY dis sieeaieh atesinbiien operating pressures from 20 p.s.i. to 
150 p.s.i. Normally open, normally 


closed and directional flow control 
types are available with full 3-in. ori- 
fice and % or 4-in. N.P.T. ports. 

Soft synthetic inserts prevent leak- 
age and a spring loaded pilot insures 
positive closing with the valve 
mounted in any position. The dia- 
Have your customers const our Technical phragm is made of tough coated nylon 
Department on any soldering problem. There | fabric, assuring long life. 
is no obligation to you. 7 ¥ The valves may be used for con- 
" tinuous or intermittent duty and have 
been operated up to 300 cycles per 


minute on air. They are 54-in. x 2%6- 
KESTER SOLDER COMPANY KESTER in. x 348-in. and weigh about 33 Ibs. 


4201 Wrightwood Avenue, Chicago 39, Illinois Maximum power consumption is 10 


Factories Also at SO HH) 3 R watts. 
Newark, New Jersey * Brantford, Canada Skinner Chuck Co., Norwalk, 
Conn.—Industrial Distribution, No- 


vember 1949. 


you of absolute 
soldering control. 


A Technical Service For Your Customers 
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When tomorrow is too late—when only the best will do— 


ask your Bunting Distributor. He has, available now, 


Bunting Bars of Bearing Bronze and Bunting Standard Stock 
Bronze Bearings — Quality Bronze in its most usable forms. 
The Bunting Brass & Bronze Company, Toledo 9, Ohio. 
Branches in Principal Cities. 
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BETTER BALANCE 


As every Industrial Distributor knows, 

it isn’t “how much” you carry in stock but 

“what” that really counts. The key to profitable 

selling lies mainly in the ability to distinguish 
between “live” and “dead” items. 

Lamson & Sessions, through its nation-wide sales organ- 

ization, keeps posted on buying habits and fastener 

requirements in different sections of the country. Conse- 

quently, Lamson salesmen can often help Industrial Dis- 

tributors choose the fastest-moving fastener products for 


their particular area. 


This special “stock balancing” service is yours 
for the asking . . . either through Lamson 
representatives or by writing direct to 


the factory. 


General Offices: 1971 West 85th Street, Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio © Birmingham e Chicago 


LAMSON SESSIONS — 
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Helical Gear Drive 
Delivers Maximum Motor Power 


An 8-in. saw weighing 134 Ibs. pro- 


| vides an added safety feature by elim- 


inating starting torque or twist. A 


| tilt attachment enables it to be ad- 
| justed for any angle from 45° to 90°. 


Abrasive cutting wheels are also avail- 


| able. Maximum depth of cut is 2%- 
| in. The 8-in. blade has a 3-in. stand- 
| ard round hole and is fully guarded. 


The saw motor is equipped with a 


| strong turbine fan which draws air 
| through the motor and discharges it 


at the front, keeping dust off work. 


| Standard equipment includes a com- 


bination blade for ripping and cross- 
cutting, a 10-ft. 3-conductor cord with 
plug and ground lead, a wrench and 


| tube of grease. Optional equipment 


includes tilt attachment, rip guide, 


| cross-cut guide, metal carrying case, 
| selected blades and abrasive wheels. 


Specifications: 115 volt AC/DC 


| motor; saw speed, idle: 5500 rpm; 


saw speed, load: 2800 rpm; overall 


| size: 12-in. long, 84-in. wide and 104- 
| in. high. 


Porter-Cable Machine Co., Syra- 


| cuse, N, Y.—Industrial Distribution, 
| November 1949. 


SAGINAW, MICHIGAN - 
~ CROAT - LOS ANGELES - TORONTO 








Countersinks 


Set Of Six Sizes, 
Made Of High Speed Steel 


A set of six of the most popular 
sizes of “chatter-free” countersinks is 
packed in a container with separate 





WHY LENOX HACKMASTER USERS ARE— 


o% 


Y ECONOMY 


Do not break — no loss from breakage of 
partially worn blades. 


DURABILITY 


Made of High Speed Steel that will out- 
last several standard grade blades. 


SAFETY 


Will not shatter in use. No bruised hands 
or other accidents. 


High Speed Steel 
* Unbreakable 


HACK SAW BLADE” 
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No. 201-NE Stream- 
lined Side-cutting 
Pliers. 6, 7, 8 

and 9 inches. 


There is 


ALWAYS 


a Market 


for Quality Tools 


Good workmen know it’s poor 
economy to compromise with 
inferior tools. 

Figured onthe years of service 
a good pair of pliers will render 
—figured on the work they do 
—the finest in quality becomes 
the most economical in the long 
run. 

Klein Pliers are favorites with 
men who know good tools. 
Men who know good tools are 
your best customers. 

Be sure you have an adequate 
supply of high quality Klein 
Pliers for your customers who 
want the best. 


The Klein Pocket Tool Guide, show- 

ing the Klein line and containing 

usefultoolinformation, willbe mailed 
on request, 


No. 201 Origi- 
nal Klein Side- 
cutting Pliers. 
6,7, 8B and 9 
~ inches. 


No. 242 Klein 
Oblique Cut- 
ting Pliers 
(heavy duty), 
6 inches. 


No. 203 Long 
Nose Pliers. 
6 and 7 inches. 


BELMONT A 
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space. Outside diameters range from 
+ to l-in. The countersinks are avail- 
able in 30°, 41° and 45° C/L angles. 

Made of high speed steel, they cut 
fast and clean on materials producing 
smooth, accurate seats. The counter- 
sinks can be reground by the manu- 
facturer at a fraction of their original 
cost, giving new tool performance 
each time they are reground. 

Severance Tool Industries, Inc., 
Saginaw, Mich.—Industrial Distribu- 
tion, November 1949. 


Portable Pipe Threader 


Can Thread Up To 6-in. Pipe 
In Any Position 


Actually a 20 to 1 gear reduction 
unit, a portable pipe threader is driven 
by a 4 hp, heavy-duty electric drill and 
attaches to any standard set of dies 
by specially designed adaptor-yokes. 
An aluminum casing houses a bull gear 
and cold roller spur gears, all sealed 
in grease for long life. 

Weighing only 14 lbs. the machine 
can be operated by one man, thread- 
ing up to 6-in. pipe in a horizontal, 
vertical or angled position. It threads 
pipe casily in close quarters and it is 
not necessary to remove broken pipe. 
After threading is completed, insertion 
of the drill head into a “reverse” drive 
socket allows quick removal of the die. 

Muncie Gear Works, Inc., Muncie, 
Ind.—Industrial Distribution, Novem- 
ber 1949. 


Finishing Cement 


Suitable for Indoor 
Or Outdoor Application 


A new type of finishing cement is 
a dry, loose material of mineral wool 
fiber base with a thermal efficiency 
said to be superior to that of asbestos 
finishing cements and approaching 
that of insulating cements. 

The cement applies easily with two 
or three passes of the trowel and has 
unusually low shrinkage. Through its 











you, and you alone, 


will reap the future reward for every hour 
you spend selling R/M packing. The R/M distrib- 


utor policy is your guarantee of protection. 





= en 


RAYBESTOS-MANHATTAN, INC. 


PACKING DIVISION, MANHEIM, PA, | Factories: 


Bridgeport, Conn.; Manheim, Pa.; 
No. Charleston, S.C.; Passaic, N.J. 


RAYBESTOS-MANHATTAN, INC., Manufacturers of Packings + Asbestos Textiles +» Mechanical Rubber Products 
Abrasive and Diamond Wheels + Rubber Covered Equipment + Brake Linings + Brake Blocks + Clutch Facings 
Fan Belts + Radiator Hose + Powdered Metal Products + Bowling Balls 


ST = 
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FOR QUALITY 
AND VARIETY 


. . . Industrial 
Distributors 
choose the 
‘Blue Face’ 

Line 











AST iron pulleys by Sprout-Waldron have long been 

an assurance of complete customer satisfaction. 

This is why Industrial Distributors everywhere look to 
S-W today as their Pulley Headquarters. 


Whether it’s a rough materials handling job which 
demands the ultimate in belt-saving features .. . or 
a simple task of power transmission—there is a wide 
selection of ‘Blue Face’ Pulley types and sizes to meet 
the application. 


Write for Bulletin P-848 today! 


Sprout, Waldron & Co. 
3 Waldron St., Muncy, Pa. 






=> 
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hydraulic set, it develops a strong, 
resilient surface. Other advantages 
are that it can be stored indefinitely, 
can be readily applied under adverse 
weather conditions and is easily main- 
tained in service. It is adaptable to 
irregular sma‘l surfaces and very large 
flat areas in either thin or thick lay- 
ers. 

Baldwin-Hill Co., Trenton, N. ] 
—Industrial Distribution, November 


1949. 














pee 





Steel Union 


Ends Are Polygonal-Sided 
To Speed Installation 


A new union for gas service has 
ends of steel pipe coupling stock, as- 
suring sturdiness and non-porosity. It 
is zinc-plated throughout, even on 
threads and under the special wedge- 
type bronze seat, giving 100 percent 
rust and corrosion protection. 

To speed installation in restricted 
working quarters, the ends are multi- 
ple-sided so that an open-ended wrench 
can be used. 

E. M. Dart Mfg. Co., Providence, 
R. I.—JIndustrial Distribution, No- 
vember 1949. 


Fluorescent Lamps 


Have Single Pin 
Base Construction 


Two newslimline fluorescent lamps, 
14-in. in diameter and 4 and 6-ft. long 
respectively, are designed for instant- 
start operation and may be operated 
at the same brightness level as the 
manufacturer's 96-in. lamp. 

Both lamps have single pin base 
construction, use standard “push-pull” 
slimline lampholders and are available 
in three shades of white: white, 4500 
white and warm tint. 

General Electric Lamp Dept., Nela 
Park, Ohio—Industrial Distribution, 
November 1949. 


































































nes ‘Siew is no substitute for full coopera- 
ly, some ce tion and aggressive backing up by the 

soul manufacturer you represent when you're 
to ee , ; : , on the firing line of everyday selling. That's 























e why we at Card do everything we can to 
help make selling easier and more profit- 
J. ge a a = meee ’ al able for you. 
me Take space advertising, for example. In 
_ 1949, nearly a million sales messages are 
going out to cutting tool prospects through 
advertisements in AMERICAN MACHINIST, 
MACHINERY, MILL AND FACTORY and MODERN 
MACHINE. SHOP — the leading publications 
in the metal working field. And every 
one of these advertisements was based upon 
Card's unique sales idea: ‘The Certified* 
Cutting Tools’’ to give you a real 
competitive selling edge. 
In addition, every advertisement 
i : babe ——— o> furthers your interest with the 
yb. . : 4 message “CONTACT YOUR LOCAL 
DISTRIBUTOR." 
You're backed up in other ways, 
= ! ae too . . . modern merchandising 
as- tao tae aS SC os 4 materials are furnished you for 
= — _ your own selling efforts: tap and 
ge- Ww. drill size charts... envelope 
saa stuffers . . . advertisement reprints and 
ted M " % catalog inserts with your imprint to help 
7 you in your mailing program. 
Trained engineers, who are familiar 
Jo . | 7 7 Pa with every phase of the cutting tool field 
ies ; and its problems, are ready to back up you 
and your customers so that you'll both get 
the most from Card cutting tools. 
yin Finally, there's Card's progressive Dis- 
on — tributor Policy .. . a model of fair dealing, 
=, full protection and hearty cooperation. 
ng a You'll see what we mean when you talk 
“A with a Card Representative. 
the -—-—-——- =< 
: S.W. CARD 
A ulling o Ve 
00 changes nage om ge MANUFACTURING COMPANY 
ela eng + TAP WRENCHES Mansfield, Massachusetts 
on, DIVISION OF UNION TWIST DRILL CO. 
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Far your best buy Speci 
DART UNIONS 





The True Ball Joint of a Dart Union is spherical-ground so 
that the extra-wide seats will always give a snug fit without 
excessive wrenching . . . will always be leakproof. 


Two Bronze Seats give top protection against the pitting action 


of electrolysis and the corrosive effects of bad water, oils, etc. 


Air-Refined Malleable Iron in body and nut ensures high- 
est resistance to stress and stretching .. . gives you a practically 
indestructible union. 


Extra-Heavy Shoulders are built to take the toughest wrench 


abuse through many a reinstallation. 


When you want satisfied custom- 
ers it pays to sell the best union... 
' SELL DART. 


J 


i 
“i, / 
\" 


vn IN 


E. M. DART MFG. CO. 
PROVIDENCE 5, RHODE ISLAND 


UNIONS | 
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Know the Answers 


to quiz on page 106 





. The wire rope sling with the high- 


est ratio of strength to weight is 
the strand-laid type. 


. In the drawing, (a), (d), (f) and 


(h) are the correct ways to attach 
slings to these types of load. 


. That’s true. 


. Braiding slings does prevent slip- 


page and shifting of the load. 


. That’s false, the most widely used 


industrially is strand-laid. 


. Strand-laid means the rope may 


be regular or Lang lay, right lay 
or left lay. 


7. His best bet in this situation 


would be the cable-laid type of 
sling rope. 


. The allowable safe working load 


increases as the angle increases. 
The angle referred to here, of 
course is the angle the sling makes 
with the horizontal. 


. False, it’s just the other way 


around. The basket hitch will 
carry twice the load of an anchor 
hitch. Of course, it isn’t always 
desirable to carry with the basket 
hitch. On the other hand, fre- 
quent use of the anchor hitch 
hastens rope wear. Let the circum- 
stances decide you. 


. That’s true, of course. 


. That’s true, but it’s not recom- 


mended for standard practice. 


. That’s false. The 8-part sling will 


carry fully twice the load (100% 
more) than the four part sling of 
four legs. 


. With a 120 deg. angle of lift, the 


8-part, 4-legged sling will carry at 
least twice the load as that carried 
by the 4-part, +4-legged sling, so 
none of the answers given was the 
correct one. Fool you? 


. Engine oil mixed half and half 


with boiled linseed oil is the best 
lubricant for use on wire rope 
slings, applied on a regular, sched- 
uled basis. 


. That’s a good idea, and if you’ve 


ever handled wire rope you know 
the trouble kinks and loops can 
give you. 





Meet ALL their needs 
with this 
well-rounded line 


You know from past experience how hard it is to keep 
up with the varied requirements of your fastenings cus- 
tomers. But when you handle the Bethlehem line of bolts, 
nuts, and related products, there’s no difficulty at all in 
filling the bill. 

This is because the Bethlehem line of fastenings is 
such a well-rounded line. It numbers individual types and 
sizes by the hundreds, including just about every fastening 
item imaginable. And Bethlehem fastenings are tops in 
every respect . .. strong heads, sturdy shanks. . . smooth 
threads . . . the kind of fastenings your customers like. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA, 
On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation 
Export Distributor: Bethlehem Steel Export Corporation 


NMA A BALM ADALSIBARALAEALLLALAT Wehbe ed oe bend hed hag df fet : yang 


SAAAAAAAAAAAAALA AAAAAAAAAAAAAASA*' 
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For rapid lifting and lowering with utmost 
economy, specify Chester Spur Geared Chain 
Hoists. 

Expertly designed and built by the Hoist 
Division of The National Screw & Manufactur- 
ing Company, they are strong, safe and depend- 
able. Timken Bearings reduce friction on all 
working parts, insuring smooth operation and 
long life. Retaining brake holds the load at 
any position. 

Chester Hoists are furnished in many types, 
such as Extended Hand Wheel, Twin Hook and 
close headroom types, e.g., Army, Clevis Con- 
nected, etc. Sizes from 14 ton to 25 tons. 


CHESTER DIFFERENTIAL HOISTS are de- 
signed for use where occasional lifting is 
required at a minimum expense. Made in 
4, %, 1 and 1\%-ton sizes, these lower 
priced hoists are light and portable, hold 
their load at any point and will not 
self-lower. 


CHESTER TROLLEYS are furnished in either 
plain or geared type, with either Timken 
Roller or plain bearings. They are well 
balanced and give excellent service. 


Send Coupon or Write for Our New Catalog 


THE NATIONAL SCREW & MFG. CO. 


Lisbon, Ohio 


Chester Hoist Division 


The National Screw & Mfg. Co., Chester Hoist Div., Lisbon, Ohio 


Please send copy of your new catalog on Chester Hoists and Trolleys. 


Name 











Company 
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Valves: Policemen 
Of the Pipeline 


(Continued from page 76) 





“where they can be sold” is the ma- 
terial in the valve body itself. On that 
basis, the markets divide themselves 
as follows: 

Sell stainless steel and alloy types to 
textile industries that make and proc- 
ess synthetic fibers; to chemical indus- 
tries and pharmaceutical plants; to 
synthetic rubber plants and plants that 
manufacture rubber and rubber prod- 
ucts; to factories where soap is made, 
and glycerine. Stainless valves also are 
used in fair numbers in most of the 
food industries and in the chemical 
and similar process industries. 

Bronze and brass valves are general 
throughout chemical, drug and medi- 
cine plants; in petroleum refineries; 
in plastic and fabricated plastic prod- 
uct plants; in soap and glycerine manu- 
facture; in the making of pulp, paper 
and paper board; in construction; and 
in the utilities. Brass and bronze valves 
find “good” markets in just about all 
of the metalworking industries, textile 
and apparel industries and in the 
chemical and process industries. The 
wood industries (in particular, saw 
mills and logging camps, and wood 
and paper ge plants) also use a 
good quantity of brass and bronze 
valves of various types. 

Cast and forged steel valves are a 
major factor in piping throughout the 
petroleum refineries. They are only a 
little less widely used in the food in- 
dustries and in the chemical and proc- 
ess industries. 

Iron body valves are used extensively 
by the soap and glycerine processors, 
by synthetic rubber and rubber prod- 
uct fabricators, by the construction 
industries, and water and sanitation 
works, etc. They are sold in some 
quantity to the food industries, to the 
chemical and process industries, to the 
wood industries, coal mines, and petro- 
leum and gas wells. They can be sold, 
and should be sold, to most of the 
metalworking industries. 


Related Sales 


The sale of valves can be made to 
open many doors. The customer who 
buys a valve intends’ to install it— 
unless he buys things the way people 
buy antiques,—and he’ll want to do a 
good job. That makes him interested 
in pipe tools like wrenches, tongs, 
stocks and dies, maybe a vise; in pipe 
joint compounds like powdered zinc, 
litharge and glycerine, in white lead 





DIRECT GEAR DRIVE delivers 
20% extra power to the belt! 


NEW HEAT CONTROL SYSTEM 


makes belts cut faster, last longer. 


“ONE PIECE’ HOUSING assures 


permanent peak performance. 


Two superb models! Features never 
before offered in portable electric Belt 
Sanders! Write for Circular No. JE1131 
for complete story of Thor’s great new 
Silver Line Belt Sanders. Independent 
Pneumatic Tool Co., Aurora, Ill. 


as 


| PORTABLE POWER © 


ELECTRIC * PNEUMATIC 
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YOU’RE THE HERO 


of PYRENE advertising. We don't neglect words and pictures 
designed to help you sell the product, either. Have a look at 
yourself—read what we say about you in this typical advertise- 
ment. It appears (in full 2-column size) in BUSINESS WEEK and a 
long list of industrial and trade publications. It will help soften 
up your prospects ...so be sure fo talk PYRENE on every call! 








PYRI 
PYRI 
PYRE 
PYRE 
PYRE 





Whatever 


ur 
hazard, 


























VAPORIZING LIQUID 


pressu 











PYRE 
PYRE 
PYRE 
PYRE 
PYRE: 


PYRENES 
the 
buy! 


MANUAL AND 
AUTOMATIC SYSTEMS 
Complete fire-' sys- 
tems, =e | ae or 
air foam. For storage tanks, 
dip tanks, loading racks, etc. 








PYRE| 





PYRE! 
PYREI 
PYREI 
PYRE? 
PYRED 
PYRE 
PYREN 
PYREN 
PYREN 
PYREN 
PY REN 581 Beimont Ave. 


PYRENE MANUFACTURING COMPANY 


Newark 8, N.J. 
Affiliated with C-O-Two Fire Equipment Ce. 





AIR FOAM 

Couple Playpipe to hose line. 
Faecal . of water and 1 
gal. of PYRENE Foam Com- 
ind yield 350 gals. of foam! 


‘or 
ordinary combustibles. 





r.% 


CARTRIDGE- 
OPERATED 
Eliminates annual recharging. 
For fires in wood, paper, tex- 
tiles. water or anti- 
freeze solution. 2% gal. size. 





Also Soda Acid, Pump Tank, 
Chemical Foam, and other 
extinguishers. 















Tuere’s a Pyrene* for 
every fire hazard... and 
there are PyRENE job- 
bers in all principal 
cities. You can order all 
your extinguisher needs 
—the reliable, promp', 
economical, easy way-— 
from one local establish- 
ment. You can do it on 
one purchase order. You 
get immediate delivery 
by the jobber, and you 
don’t have to pay freight 
charges from the factory. 
The name PYRENE 
stands for precision- 
made, time-tested prod- 
ucts. Your fire extin- 
guishers can mean the 
difference between a 
moment’s excitement 
and a burned-out plant. 
Don’t settle for less than 
PyreNE quality! Write 
for name of your local 
PyrenE jobber. 


#T.M, Reg. U.S. Pat. Of. 
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PYREN-& * PARRIVE TF PEREING FPYIRENE PYRENE 
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| and red lead; in lubricants. If it’s a 


flanged valve, he’s got an eye out for 
good gaskets, for lead fill and silver 
solder. If he’s mechanically minded, 
(his mind running to “production” 
setups) sell him a motorized thread- 
ing machine. Sell him welding ma- 
chines, a welding torch, welding rods 
and electrodes; hose, shields, goggles. 
Sell him everything to make his piping 
installation easier, his piping mainte- 
nance cheaper. In short, sell him 
“down the line.” 


ACKNOWLEDGEMENT : 


We are indebted to the manufacturers of 
valves for much of the information con- 
tained herein, including: Alloy Steel Prod- 
ucts Co., Inc., A. W. Cash Valve Mfg. 
Co., Catawissa Valve & Fittings Co., 
Cooper Alloy Foundry Co., Darling Valve 
& Mfg. Co., Davis Regulator Co., Durabla 
Mfg. Co., Edward Valves, Inc., The Fair- 
banks Co., Hancock Valve Div. Manning, 
Maxwell & Moore, Inc., Homestead Valve 
Mfg. Co., Jenkins Bros., Kennedy Valve 
Mfg. Co., Kunkle Valve Co., Kieley & 
Mueller, Inc., Lunkenheimer Co., Ohio 
Injector Co., Wm. Powell Co., R-P & C 
Valve Div. Amer. Chain & Cable, Henry 
Vogt Machine Co., and The Walworth 
Co. 





Selling 
Is My Business 


(Continued from page 96) 





narily have any influence on the plac- 
ing of orders. I can cite a couple of 
examples to show this. 

“One of my customers carries quite 
a stock of supplies that constantly 
needs replenishing. I have struck up 
quite a friendly acquaintance with the 
pick-up truck driver and he is the kind 
that gets around in his own warehouse 
and knows what is on hand and what 
is going out. What is more natural, 
then, than to have him bear me in 
mind when they are short on some- 
thing and say: ‘Jones Hardware has 
that. Lets get it from Blain.’ I know 
this for a fact because he has more 
than once made lists of needed items 
and dropped them at our store. 

“In another instance, I have a cus- 
tomer doing business with the general 
public and large enough in their opera- 
tions to have a large garage for the 
maintenance of their trucks. I get 
quite a lot of business from the garage 
and know all the mechanics there 
quite well. 

“One day, a woman shopper in the 
store slipped and fell on some unpro- 
tected steps, scattering her bundles in 

















MARVEL High-Speed-Edge Blades assure Faster, more Accu- 
rate cutting with proven Economy and complete Safety. Only 
the MARVEL is a composite blade with a high speed steel cut- 
ting edge electrically welded to an exceptionally tough, strong 
alloy steel body. 


The High-Speed-Edge does the cutting while the alloy back, 
with hardened eyes, carries the load. Blade tensions up to 
300% higher than those possible with ordinary blades are 
recommended. This greater tension is confined to the cutting 
or leading edge by the location of pin holes (exclusive MARVEL 
design feature) and cannot be overcome by work resistance. 
Heavier feeds and greater speeds are practical without “run 
out.” 


With greater accuracy, higher production and lower cost per 
cut, come the extra dividend of Safety, for MARVEL High- 
Speed-Edge Hack Saw Blades are Positively Unbreakable— 
they will not shatter. 


MARVEL High-Speed-Edge Hack Saw Blades cost no more 
than ordinary high speed blades. MARVEL High-Speed-Edge 
Holes Saws not only have the “edge” but the tough alloy steel 
bodies which give them the extra strength needed for deep 
work on drill presses and lathes. MARVEL Band Saw Blades 
come welded to size ready for use, packaged in individual 
boxes . . . these three lines of superior metal-cutting saws 
constitute the very finest blade service you can offer your 
customers. 


ARMSTRONG-BLUM MFG. COMPANY 


“THE HACK SAW PEOPLE” 


5700 BLOOMINGDALE AVENUE 
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Better Machines-Better Blades 






_ INDUSTRIAL DISTRIBUTION © NOVEMBER, 1949 


1 High-Speed-Steel cut- 
* ting edge. 


2 Tough unbreakable 
* alloy steel body with 
hardened eyes. 


1&2 Integrally welded to 
* make a fast-cutting, 


long lasting composite 
blade that is positively 
unbreakable. 


CHICAGO 39, ILLINOIS 
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all directions. Naturally the manage- 
ment was pretty much worried over a 
possible damage suit and began to 
wonder why they had not protected 
their stairs and aisles long before. In 
no time the news of what had hap- 
pened was all over the place, including 
the garage. Immediately, one of my 
mechanic friends got me on the tele- 
phone and told me about it and said: 
‘If you want to get a real rubber mat- 
ting order get over to the office as fast 
as you can and show them what you 
have. They are going to get a lot of it 
right soon and you had better act 
quick’. 

“T did, and got a very nice order for 
industrial matting. 

“When it comes to remembering 
names and coupling them up with 
faces, I am no better than the average. 
I am therefore not above putting down 
on my customer cards the names of all 
the various people that I meet, where 
they are and what they do, and then 
refreshing my memory by a glance at 
the card as I go in, until such time as 
I get them firmly established in mind.” 








Stepping Stones 
One for BRAMAN, DOW & CO., Boston, Massachusetts to Successful Selling 
One for GRANSDEN-HALL & CO., Flint, Michigan 





Reflections of a veteran sales- 


inl manager, culled from bulletins 
both...again!.. to his salesmen. 
Somewhere I have read that more . 
Donnelley repeat orders than 25 percent of the industrial sales- K 


men on the job today hadn’t a notion, 
three years ago, that they would end 


plonn up doing that kind of work. This little 
Ase yeu ing to get out a new catalog? “Tecture”™ is for that particular 25 per- 


Before you place your order, be sure to call on us for complete cent. ) 
Every new salesman goes through V 


... both new editions for customers Donnelley has served before. 





answers to the following two questions: the experience of feeling that he isn’t 
: getting the results commensurate with 

1. Why is Donnelley so for out ahead in the | Bis efforts. In opening up a new terti- 

VoLuME of catalog production? tory—if that is his assignment—it 


: seems to take a long time, and a lot of 
2. Why does Donnelley receive so many more blood, sweat and tears, to get started. 


REPEAT ORDERS from its catalog customers? Naturally, it seems to that new man 
that a great deal of time is being 
All we ask is that you consider the facts. We leave it to you to act | wasted. 
: : : . For instance, nearly every new pros- 
in the best interest of your business. Why not drop us a line today? wath ine ed pb 7A Stes 
No obligation, of course! fairly well-satisfied with the product he 
is using right now. He has to be con- 
vinced that a trial of the salesman’s 
R. R. Donnelley & Sons Co m pa ny product would be worth his while. So 
the salesman sets about the business of 
“breaking him down,” gets his test, 
ili secures his trial order—and then sits 
Cateleg Compiting Papertnent on his hands waiting for the test to 
mature into a decision for or against 
350 EAST TWENTY-SECOND STREET the product. P 
I’m remembering something that 
CHICAGO 16 happened to me maybe 40 years ago 
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oneca 
sells all with 


these Carey Asbestos products 
go together on job after job— 

sell them as a package 
and reduce costs, increase profits! 





XJ 
N 











these Carey offices 
are as near as your telephone 





WEW YORK. .VAnderbilt 6-1530 PHILADELPHIA. .BAldwin 9-6430 
BOSTON... .. CHarlestown 2-1725 CLEVELAND... .HEnderson 6500 


PITTSBURGH......GRant 7490 = ST. LOUIS. .... NEwstead 1930 
CINCINNATI...... CHerry 5080 CHICAGO..... .DEarborn 4775 
DETROIT....... MAdison 4680 = SEATTLE... .. .. .. SEneca 2351 
| ree CEntral 6609 ATLANTA......... LAmar 5451 
WASHINGTON, D.C, FRanklin1365  PROVIDENCE.....GAspee 1-4723 
LOS ANGELES. .MAdison 6-1358  INDIANAPOLIS...... Riley 7332 


MONTREAL...... Plateau 8489 
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ASBESTOS PAPER—A standby for many furnace pipe 
and insulation uses; for lining ovens, making gas- 
kets, wrapping furnace pipes. Available in reason- 
able quantities. 


ASBESTOS MILLBOARD—For fire screens, partitions, 
range lining, radiator recesses and other uses 
where heat resistant, fireproof material is required. 
Promptly available. 


































MW-50 INSULATION CEMENT—The leading monolithic 
cement. Maximum insulation value; toughness, 
hardness and excellent sticking properties. Manu- 
factured with lead slag wool pellets and asbestos 
fibre. Easily and quickly applied. Promptly avail- 
able. 


ASBESTOS INSULATION CEMENTS—For all types of heat 
insulation jobs . . . from pointing up fittings to final 
surfacing insulation. Special types for specific 
requirements, Promptly available. 


ASBESTOS FURNACE CEMENT—Developed especially 
for mounting furnaces, stoves, boilers and flue 
pipes—for setting or patching refractories, cement- 
ing joints and cracks exposed to heat. For tem- 
peratures up to 2000° F. Promptly available. 


ASPHALT PRODUCTS—Roofings, felts, pitches and a 
wide variety of paint and plastic roof coatings. 


PIPE COVERINGS—Asbestos, 85% magnesia, wool 
felt, etc., for low and high temperatures. 


THE PHILIP CAREY MFG. COMPANY, CINCINNATI 15, OHIO 
In Canada: 

THE PHILIP CAREY CO., LTD. 

1557 MacKAY STREET, MONTREAL 25, P.Q. 


hands you 
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Western 
Socket 
Cap and Set 
Screws 


Bey manufacturer bringing out 
new or improved products of metal 
is influenced by the modern stream- 
line trend to use flush-with-surface 
fastenings. That hands you a ready- 
made market for Western Socket 
Screws. There are no more satisfac- 
tory screws for eliminating unsight- 
ly and dangerous protruding bolt 
heads. Their electric heat-treated 
alloy-steel strength and holding 
power mean that fewer are needed, 
assembly is faster, time and expense 
saved. It pays you to push Western 
Socket Screws now—write today for 
catalog and prices. 





Western Automatic 


Machine Screw Company 
722 Lake Ave:; Elyria, O. 


Precision Screw Products, Parts and Assemblies Since 1873 
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along that line. 1 made my first call on 
a large company during the year—was 
it 1904?—and continued to call regu- 
larly there for 10 years. That’s right 
t-e-n years, and apparently without re- 
sults. I say “apparently” because no 
order materialized during that time— 
but a lot of valuable contacts were 
made, and these finally resulted in an 
order for a comparative test. 

I'd call that first visit “sowing the 
seed”—what happened in the follow- 
ing 10 years might be called “cultiva- 
tion.” Today that plant (pardon the 
pun) is one of my largest customers. 
I say that 10 years was worth it; I have 
only to look at my last year’s order- 
book for the proof. Sales to that com- 
pany run high up in five figures. Do 
you see what I mean? 


Origin of Measurement Units 
The Human Body 


The cubit—The royal Egyptian 
cubit was based upon the measure- 
ment of an arm from the point of the 
elbow to the end of the middle finger. 
The Egyptian cubit averaged 20.62 
inches. The Olympic cubit averaged 
18.24 inches. The Olympic cubit 
was divided into two spans, or six 
palms or twenty-four digits. At a 
later date two-thirds of a cubit became 
one foot. 

A palm.—The palm was the distance 
across the hand at the base of the 
fingers. The average was about three 
inches. 

Digit —The digit was originally the 
breadth of the forefinger. This with 
the Greeks became the thumb-nail 
breadths. When it was received into 
Rome it became the “uncia” or inch. 

The foot.—This was the length of 
| a foot on an average man. Twelve 

“uncie” made one foot. 
| The rod.—Sixteen good men were 

lined up as they came from church. 
| Left toes were placed against the heel 

of the left foot of the man ahead. 
| Sixteen of these feet made one rod. 

The inch.—To standardize the inch 
King Edward II, in 1324 decreed that 
three barley corns taken from the 
center of the ear, placed end to end, 
| should measure one inch. This was 
not a satisfactory solution as the size 
of the corns varied. 

The yard.—Henry I decreed that 
the distance from the end of the nose 
to the end of the thumb was one yard. 
This seemed to be the natural way of 
measuring cloth. 

The fathom.—This was the length 
across two arms outstretched. A yard 
was onehalf of a fathom. 

It was not until the middle of the 
nineteenth century that standards of 
measurement were established so that 
modern machining is possible. 
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YOUR Zogecal SOURCE OF SUPPLY FOR MALL 


- 
IRON 





Castings Co. specializes in a complete line of all sizes of chain 
... plus a factory sales policy that protects your profits. Complete 
your stocks with an order today — or send for catalog. 


400 CLASS PINTLE CHAIN 


“Ass 





H CLASS 
REFUSE CHAIN 







H CLASS DRIVE CHAIN 








DETACHABLE CHAIN 









Cc CLASS 
“COMBINATION” 


ROOF-TOP CHAIN 


TRANSFER 











ROLLER TOP 
TRANSFER CHAIN 






700 CLASS 
PINTLE CHAIN 










ALLEABLE CASTINGS C0. 


PE @) site iL INO! 
Over 30 Years 







) Ea 


eT. OF ALEX 
Chain 


ANDER SI! 


Makers for ELEVATOR BUCKETS 
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Herbert C. Ellsworth 


| Mexbert C. Elloweeth, 


Ex-President White Supply 


Herbert C. Ellsworth, former presi- 
dent of the White Tool & Supply Co., 
Cleveland, Ohio, died on September 
11 in his home in Cleveland Heights. 

Mr. Ellsworth began his career with 
the Standard Tool Co. and joined 
White Tool & Supply in 1905, becom- 
ing president in 1912. He retired in 
1945 and became Ohio representative 
for Cushman Chuck Co. and contin- 
ued as district manager for Chicago 
Belting Co. 

Surviving are his wife and three 
children. 


James H. Spade, 
Steel Company Executive 


James H. Spade, 58, metallurgist 
and district sales manager for Alle- 
gheny Ludlum Steel Corp., Los An- 
geles, died in Pasadena on Septem: 
ber 9. 

Mr. Spade, long recognized as one 
of the leading metallurgists on the 
West Coast, was a charter member of 
the Society for Metals and a former 
lecturer at the California Institute of 
Technology. 


William Wallace Woodruff, 
Distributor Firm Head 


William Wallace Woodruff, Jr., 76, 
“sy of Woodruff Hardware Co., 

noxville, Tenn., died from a heart 
attack on September 13 at Fort Sand- 
ers Hospital. 
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NEOPRENE-COVERED HOSE 


WINS OUTDOOR EXPOSURE TEST 


no by far the best we have ever tested, ” says manufacturer. 





Yes, that’s the verdict of a prominent hose manufacturer who con- 
ducted this long-term exposure test. His test rack is shown above. The 
superiority of neoprene-covered hose over hose with ordinary rubber 
covers is readily seen by comparing the photographs on the right. The 
hose with the ordinary rubber cover is no longer serviceable after only 
two years’ exposure to sunlight and weathering. The neoprene-covered 
hose is still in perfect condition after seven years’ exposure under the 
same conditions. 


To your customers these results are significant. For the life of any hose 
depends mostly on the life of the cover. If it cracks from sunlight and 
weathering, it loses resistance to abrasion, cutting and chipping. And, 
as exposure cracks get deeper, the braid reinforcement is exposed to 
attack from sunlight, moisture, oils, grease or chemicals. The final 
result is always the same . . . a worthless piece of hose. 


So be sure the hose you sell is made with a neoprene cover. And 
when you’re selling oil or air hose, make sure the tube is 
neoprene, too. For neoprene resists all these deteriorating 
influences . . . sunlight and weather, heat and ozone, 
grease and oil and most chemicals. And there’s a neoprene 
hose to meet your customer’s exact requirements. 


REG. U.S. PAT. OFF 


BETTEK THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 
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Hose sections covered with ordinary rubber. 
Exposed the beginning of July, 1942. Photographed 
July, 1944. Were badly cracked after four weeks .. . 
unserviceable after two years. 





Hose sections covered with neoprene. (A) 
smooth finish. (B) Wrapped finish. Exposed con- 
tinuously since May, 1942. Photographed February, 
1949. Condition perfect. 


FREE! tHE NEOPRENE NOTEBOOK 


- 


Interesting stories... 
new, unusual appli- 
cations of neoprene. 
Write E. I. du Pont 
de Nemours & Co. 
(Inc.), Rubber Chem- 
icals Division C-11, 
Wilmington 98, Del. 










































Guy HEIN-WERNER 
HYDRAULIC JACKS 


have all these features... 


FACTORY TESTED 
pated CAPACITY 


HANDLE SOCKET 


aan PISTON 
FOR TEN TIMES 
GREATER WEAR 





% INDUSTRIAL DISTRIBUTORS... 


ask for advance information 
on this line for 1950 


H-W Hydraulic Jacks are 
made in models of 12, 3, 5, 
8,12,20,30,50 and 100 tons 
capacity. . . All sizes avail- 
able for immediate delivery. 





<7 rr 


HEIN-WERNER CORPORATION * WAUKESHA: WIS. 


178 
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B. L. Waters 


B. L. Waters 
Lyon Metal Founder 


B. L. Waters, 74, founder and 
chairman of the board of Lyon Metal 
Products, Aurora, Illinois, died after 
an illness of several weeks on Sep- 
tember 28. He founded Lyon Metal 
in 1901, as a small sheetmetal shop 
in Chicago. He lived to see the busi- 
ness, which he started in the base- 
ment of his father’s home, become 
the largest company of its kind in the 
world, 

Mr. Waters was born Aug. 24, 
1875, at Baltimore Maryland. He was 
elected president of Lyon Metal in 
1935, and moved to the post of chair- 
man of the board on his retirement 
from active business life in 1940. 


James J. White, Jr. 
Founder of J. J. White, Inc. 


James J. White, ft» founder and 
president of J. J. White, Inc., piping 
and plumbing contractors, died on 
September 19 at the age of 59. 

Mr. White was a former director 
and vice-president of McArdle & 
Cooney, Inc. He was a member of 
the board of trustees of St. John’s 
Orphanage and a former treasurer of 
the Middle Atlantic and Eastern 
Plumbing and Heating Wholesalers 
Association. 

Surviving are his widow, a son, and 
three daughters. 


Alfred William Bumby 
Distributor President 


Alfred William Bumby, 74, presi- 
— of the Joseph Bumby Hardware 
, Orlando, Fla., died on Septem- 

~ 16 in a local hosp ital. 
He had been peoibent of the com- 
pany since it was organized in 1917. 





PRODUCTION 
EXECUTIVES 


THAT PURCHASING 
AGENTS WILL HELP TO 
LOWER PRODUCTION 
COSTS WHEN THEY BUY 
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DRILLS -REAMERS 


i eo | 
WHITMAN s BARNES 
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ALWAYS .... He Hightt Connedlion 
for Reliable AIR HOSE Sexe 


Riveting, Chipping, Tamp- 
ing, Pavement Breaking, 
Shop and Factory Work 


“AIR KING” cece. secing, tnisersat 


HOSE COUPLING 


The most adaptable air hose coupling of its kind, combining quick connecting and 
disconnecting with superior strength and safety. Made of malleable iron (cadmium 
plated) or bronze. Shanks of hose ends are extra long, amply corrugated and 
smoothly finished, designed for easy insertion in the hose and tight hold under 
clamp pressure. Plain, durable construction, with no parts to get out of order. 





Locking heads are identical on all sizes of 
hose ends or threaded pipe ends, permitting 
the coupling of any two sizes of hose, or hose 
and pipe, of “Air King” dimensions, without 
adapters, bushings or other extra fittings. 

Sizes: Hose ends—¥%", Yo", ¥", ¥%" and 4 
1"; pipe ends—%", ¥%", Ya", ¥%" and 1". ee ae 


PATENTED SAFETY LOCKING ARRANGEMENT. Putting a cotter pin, nail or 
piece of wire through lined-up holes on locking head flanges will positively prevent 
the “Air King” coupling from coming apart, regardless of handling, twisting or 
vibration. 


Sold in Accordance With Our Established Distributor Policy 





t : \ + : 
PRODUCERS OF Jhe Quality Line COUPLINGS + NIPPLES * MENDERS * CLAMPS 


“BOSS” “GJ-BOSS’” “DIXON” “KING” “AIR KING” “DIX-LOCK”’ 


PHILADELPHIA, PA BRANCHES HICAGO «+ BIRMINGHAM « LOS ANGELES *. HOUSTON 
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William Walker, 
Coast Company Executive 


William Walker, 76, president of 
the California Drilling Co. since 1925 
and former vice-president and general 
manager of the sales and marine de- 
partments at General Petroleum 
Corp., died in Los Angeles on Sep- 
tember 18. 

Mr. Walker was born in the State 
of Washington and had lived in Cali- 
fornia for 49 years. 


Raymond H. Martin, 
Bassick Sales Manager 


Raymond H., Martin, 55, plant and 
sales manager of the The Bassick-Sack 
division of The Bassick Co., died on 
September 21 in Winston-Salem. 

Mr. Martin was widely-known in 
the industry. He was made head of 
the furniture hardware plant of Bas- 
sick-Sack in 1948, following more 
than 25 years with the Bassick Co. at 
Bridgeport, Conn. 


Daniel H. Van Pelt, 
Beals, McCarthy & Rogers 


Daniel H. Van Pelt, 79, member of 
the sales force of Beals, McCarthy & 
Rogers, Buffalo, for 30 years and 
widely known in the mill supply trade, 
died on September 24. He had been 
ill for 18 months. 

Mr. Van Pelt is survived by his 
wife and son. 





NEW LINES 
taken on by 
DISTRIBUTORS 





A. C. Supply Co., Inc., Milwaukee, 
Wis. has been appointed distribu- 
tors for fluid drives manufactured 
by the American Blower Corp.; a 
line of gear motors and reducers of 
the Sterling Electric Motor Corp.; 
bushings manufactured by _ the 
Shook Bronze Corp.; and slings and 
fittings manufactured by the Beth- 
lehem Steel Co. 


Mortensen Industrial Supply Co., Inc., 
Milwaukee, Wis. has been named 
a distributor for air compressors and 
spraying equipment manufactured 
by the American Brakeshoe Co. 


Morman Belting & Supply Co., Mil- 
waukee, Wis. now handles speed re- 
ducers manufactured by the Abart 



















The product of 104 years’ experience 
in fastener manufacturing, 
sold through the finest distributors 
in the world. 
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- DISTRIBUTOR 
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1 Offer your trade real “Customer 
. satisfaction” and True Fastener 
Economy by selling RB&W 
S 
fasteners ... the product 
of more than a century of continuous 
research and progressive 
development in fastener manufacturing 
..» backed by the skill of four 
generations of RB&W men and women. 
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P THE COMPLETE QUALITY LINE 

104 YEARS MAKING STRONG THE DISTRIBUTORS 
: RUSSELL, BURDSALL & WARD 
d BOLT AND NUT COMPANY 
i]- 
me 
rt 











INDUSTRIAL DISTRIBUTION © NOVEMBER, 1949 





——---—----- 4 








INDUSTRIAL jae st 


Safety Apparel SELLING 


es SAFETY MEANS 
L monty 10 you = 












ANAGEMENT directs its attention 

more and more to safety for employees. 
They leave the door wide open to you to 
help them in this important step. 

You can give them everything required in 
safety apparel with the Industrial line. You 
can give them the right kind of protection 
against every hazard and make excellent 
money in doing it. 

Each Industrial article is correct in every 
detail for its particular job. Each was de- 
signed and styled by experts who knew best 
how to combine durability, comfort, and 
full protection. 

Here is a source of supply that you can 
depend upon—here are sellers that are pur- 
chased in all seasons—here is a line that will 
make customers for you and establish con- 
tinuous sales outlets. 


© INDUSTRIAL | is 


Safety Appare 









GLOVES * MITTENS 

HAND GUARDS 

ARM PROTECTORS 

LEGGINGS ° SPATS * SHINGUARDS 
APRONS * COATS * PANTS 


Safeguards furnished in your 
required materials 








INDUSTRIAL FINGER GUARDS 


@ FINGER GUARDS are lead off items that 
get quick attention from management 
and open the way for introducing In- 
dustrial’s complete line. Made in 3 
sizes and in a variety of materials. 





Industrial 


GLOVES COMPANY 
1652 Garfield Street, Danville, Illinois 
(In Canada: Safety Supply Co., Toronto) 














INDUSTRIAL DISTRIBUTION © NOVEMBER, 1949 


Gear & Machine Co. 


W. E. Thew Supply Co., Green Bay, 
Wis. has added the Wyzenbek & 
Staff Co. flexible shafts and tools. 


Nelson Machinery Co., Green Bay, 
Wis. has been appointed distribu- 
tors for lathes and shapers manu- 
factured by the Logan Engineering 
Co. and for lifts manufactured by 
the Harnischfeger Co. 


R. J. Bauer Supply Co., Milwaukee, 
Wis. is now the distributor for the 
Reed Mfg. Co. line of vises. 


The following dealers recently were 
named distributors of Steelflex coup- 
lings by the Falk Corp.: 
e Idaho Sprocket & Machine Works 
Boise, Idaho 
e W. P. & R. S. Mars Co. 
Duluth, Minn. 
e Iowa Bearing Co. 
Davenport, Iowa 
e West Virginia Mine Supply Co. 
Clarksburg, West Va. 
e Central Engineering & Supply Co. 
Passaic, N. J. 
e Schueffler Supply Co. 
Great Bend, Kan. 
e Erwin Supply & Hardware Co. 
McClure, Va. 


Brance-Krachy Co., Houston, Texas 
has been named distributor of the 
Chain Belt Co. line of chain and 
transmission products, Baldwin- 
Duckworth and Conveyor and Proc- 
ess Equipment Divisions products. 


Flack-Pennell Co., Saginaw, Mich. has 
been appointed a distributor of steel 
and cast chains, temperim sprock- 
ets, cut tooth sprockets and flat 
spray nozzles manufactured by 


Chain Belt Co. 


Mill Supply & Machinery Co., St. 
Louis, Mo. has been appointed a 
distributor of products manufac- 
tured by the Bay State Abrasive 
Products Co. 


Somers, Fitler & Todd Co., Pitts- 
burgh, Pa. has been appointed the 
distributor in that area for the Firth 
Sterling Steel & Carbide Corp. 


Standard Industrial Supply Co., Inc., 

Springfield, Mass. has been named 
distributor in the western Massa- 
chusetts area for “Unbrako” Socket 
Screw Products and Flexloc Nuts, 
and also for Hallowell Steel Shaft 
Collars. The company has_ also 
been named as a dealer by the Delta 
Mfg. Co. to handle their complete 
line of Homecraft and Delta Ma- 
chinery and Accessories. 
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SIMONDS 


ABRASIVE CO. 
PHILADELPHIA, PA. 


SIMONDS Fast selling, more business for you. That’s the story of 
ABRASIVE CO. Simonds Abrasive high speed Resinoid bonded wheels . . 


— -_— 


oan @ story typical of the many top quality, sales-building 


Grinding Wheels and Abrasive Products 
eo products in the complete Simonds Abrasive line. Find out 
Gust tone davai now how Simonds Abrasive Grinding Wheels, Mounted 
ag peel Points and Wheels, Segments, Abrasive Grains, Bricks 
SIM O NDS and Sticks can heip build customer satisfaction and steady 


Fuchburg, How repeat business for you. Learn how Simonds Abrasive’s 
Sows, Machine Knives, Files 


Other Divisions national advertising spearheads your path to faster sales, 
pt tray, better profits. If you are not now a Simonds distributor, 


Ten iy sin write for details of our selective distribution plan today. 











SIMONDS ABRASIVE COMPANY, PHILADELPHIA 37, PA. DISTRIBUTORS IN PRINCIPAL CITIES 
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WHY DO Genuine 
BELMONT FLAX PACKINGS 
Seal Securely and Last Longer? 


1 We possess complete facilities for 
their manufacture. 


2 Belmont controls the purchase of the 
raw flax fibre. It is carefully selected 
for length, strength and softness. 


3 The steps of hackling, spreading and 
drawing of suitable rovings are all ac- 
complished within the Belmont plant. 


4 The braiding of rovings; lubricating 
and finishing of the completed packings 
are under expert supervision. 


And Belmont Consumer Advertising 
stresses the important construction fea- 
tures incorporated in each individual 
type of Belmont Packings—the extra val- 
ues that make Belmont Packings seal 
more securely ... last longer. 


Each advertisement tells the buyer to 
see the Belmont Distributor. It creates 
leads and sells for you. Belmont adver- 
tising works for the Distributor. 
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FROM THE 


FILES = 


25 YEARS AGO 


Black & Decker’s “Definite Dealer 
Policy,’”’ was the subject of an address 
by G. W. Brogan, delivered before the 
National Industrial Advertisers’ Asso- 
ciation in Chicago and quoted in 
extenso by Miri Supp.ies. 

The National Association took 
under advisement the suggestion for a 
campaign to induce those mill supply 
manufacturers who use net prices in 
selling their products to distributors to 
change their policy and adopt a list 
and discount system of pricing. 

The “inventory period” (starving 
stocks to death around October and 
November at a time when business de- 
mands the heaviest feeding) got a good 
going over from Kenneth G. Merrill, 
vice-president, M. B. Skinner Co., Chi- 
cago. 

One of the exhibitors at the Illinois 
Exposition (American Exposition Pal- 
ace, Chicago), was the Chicago Pulley 
& Shafting Co. 

Link-Belt Co. of Indianapolis 
adopted a new plan of bringing their 
distributors’ key men to their factory, 
to see products in process of manufac- 
ture, listen to lectures, and become 
more fully acquainted with general 
manufacturing products, policy and 
personnel. 

Business was looking up for the Na- 
tional Machine Tool Builders’ Associa- 
tion and manufacturers had decided 
on an educational advertising cam- 


paign. 
10 YEARS AGO 


The September war-inspired inven- 
tory boom was reflected in the Sales 
Indicator, which had swung up sharply 
from 109 to 125. 

Ahlberg Bearing Co.’s factory in 
Chicago was “invaded” by the Boyer- 
Campbell gang from Detroit. 

Ross-Willoughby Co., Columbus, 





‘Ohio, bought the building it had 


“lived in” in Springfield for the previ- 
ous ten years; a modern brick and steel 
structure with approximately 35,000 
sq. ft. of space and a railroad siding. 

John F. Meehan joined the sales 
staff of Stacy Supply Co., Springfield, 
Mass. He’d been with Hunter & 
Havens, Inc. of Hartford, and the Ideal 
Machinery Co. of Plainville, Conn. 

A few rubbers of bridge and a lot of 
horseplay was the order of the day at 
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31 THE UNION TWIST DRILL COMPANY  j{.. wie 
aler | yume P F ‘ a 
ress | APR Y, Y, A te D, hi bie: 
‘the | Gam CSOPOOMA CP. Zz CY Bs, 
\sso- ga ae, or 
in| ae ri J 4 
MP it) We realize the economic value of the services performed Aes 
took § QUE by Industrial Distributors and believe they provide the most ; is Wh t’ 
ora Wind satisfactory and economical channel of distribution for Union ao 2 5 A 
pply Hee products. Our sales policy has been developed to recognize * 5 2 
sm oe this, and is aimed to assure the Distributor volume sales at oh 
be ty assured profits. 
, pa 2a Our Sales Policy: 
ving AR: I. We will refer all inquiries and orders received direct to 
and § *® a our Stocking Distributors and to advise prospects and 
sde- | Ru customers accordingly. . 
= ta II. We will appoint no more Distributors in any one area 4 
Chi. is than the market justifies — no more than can get ade- S,: 2 
bes quate volume with profit. NG. Fran chis p 
inois | iM Nn III. We will sell direct only where customers or National, ty 
Pal We State, or City governments insist. i : 
alley | ge IV. We will provide our Distributors with catalogs, educa- [f : ” 
polis i " tional helps and sales material (with the Distributor’s fe ort ; 
their 1 Me name imprinted) to best assist them to service their trade ie: 
tory, I | bat and aggressively promote the sale of our line. __ oe . 
ufac- i V. We will advertise nationally to your customers and pros- Bh Th 1S 
ome | ave pects with an aggressive, consistent campaign built be . , J 
neral § | & around the “Buy Through Your Distributor’ theme. BR: Distributor P olicy 
and ihe VI. We will provide the services of factory-trained salesmen [Pi G . Y 
Na | 8 “4 to assist our Distributors. : 1veS Ou a 
ocia- | 3 VII. We will carry a complete stock (for immediate shipment Beh” ° 
ided | apy of the tools listed in our catalog. , Bs Quick A nSWwer 
cam | ian VIII. We will list each Union Distributor in the Purchasing Bie 
i Agents’ bible) THOMAS’ REGISTER, on a Union insert “a T, ; ae ; 
under “Drills, Twist’’ ee his 8-point distributor policy 
adds up to the kind of 
ven- cooperation that puts extra 
Sales Deng teresa Ge rae < od gas money in your pocket. 
arply gis sma We fe Meet . Cooperation that backs you up 
y in é eich eed ~~ with 1,151,932 advertising 
oyer- messages in 1949... that 
provides you with every selling 
rbus, tool you and your men can F 
had use... that supplies you 
pee with cutting tools that are 
»,000 tops in performance. 
; i € 
sales TR eee 
field, “UNION TWIST DRILL COMPANY, ATHOL, MASSACHUSETTS 
ad MILLING CUTTERS + GEAR CUTTERS »« TWIST DRILLS « HOBS + REAMERS + CARBIDE TOOLS 





We own and operate S. W. CARD MANUFACTURING CO. Division, Mansfield, Mass., Taps, Dies, Screw Plates. 
n. BUTTERFIELD DIVISION, Derby Line, Vt., Taps, Dies, Screw Plates, Reamers. 

lot ¢ BUTTERFIELD DIVISION, Rock Island, Que., Milling Cutters, Twist Drills, Hobs, Reamers, Taps, Dies, Screw Plates. 
ay a 
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EASY TO INSTALL 

AND APPLY ON A 

WIDE RANGE 
OF JOBS 


Fig. 1K Pump Head with packed box, built in 5, 
10, 15, 20, 30, 40, and 50 g.p.m. sizes. Fig. 2K 
has built-in relief valve. Mechanical seal avail- 
able on all models. 


e 
Fig. 17K Pump Head with mechanical seal. 
Capacities %4,1%, and 3 g.p.m. sizes. Packed 
box is available, Fig. 18 K is equipped with 
built-in relief valve. 
© 








MPA Series “K’ Roper Pumps 








































Fig.26K Motor-Driven Pump Unit with built-in relief 
valve head is available in all sizes. Also Fig. 25K 
with head less relief valve. includes bedplate and 
coupling to suit standard motor frames. Furnished with 
or without motor. 


Yes, you can save space and reduce 
power costs with Roper Series 
“K” Pumps. They are very compact 
in design, yet sturdy enough to han- 
dle a wide range of jobs... pres- 
sure lubrication, hydraulic service, 
fuel supply, or transfer work pump- 
ing clean liquids at capacities up 
to 50 g.p.m. 


They are self-lubricated by the liquid 
pumped ... handle total suction 
lifts up to 25 feet .. . come equipped 
with mechanical seal or packed box 
... with or without relief valve. 


Venturi suction and discharge prin- 
ciple provides properly propor- 
tioned distribution of liquid 
pumped, thereby minimizing energy 
loss through turbulence, cavitation, 
or friction. 


Series “K” pumps are available in 
34 to 50 g.p.m. sizes, pressures to 
150 p.s.i. 


Write for Latest Bulletin 


GEO. D. ROPER CORPORATION 
341 Blackhawk Park Avenue 
ROCKFORD, ILLINOIS 
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the L. A. Benson Co. picnic held out- 
side Baltimore. 

Hardware manufacturers, whole- 
salers and guests, some 1,700 strong, 
gathered at Atlantic City, to discuss 
problems of the industry. 

Over 400 customers and friends of 
the Fall River, Mass., branch of Con- 
don & Carpenter Co. saw the U. S. 
Steel Corp.’s technicolor film: “Steel 
Man’s Servant.” 


The Buyer Looks 
at Business 


Composite Opinion of Purchasing 
Agents Who Comprise the N. A. P. A. 


Business Survey Committee. 








Were it not for the shadows of 
gloom cast over the general business 
picture by present strikes and the pos- 
sibility of others, the September sur- 
vey of Purchasing Agents’ opinion 
could be rated optimistic, for the im- 
portant factors of business reported— 
production; order bookings; price 
trends; inventory position, and em- 
ployment—fully confirm the improv- 
ing conditions they found in August. 

Fifty percent of the reports show 
increased production schedules, com- 
pared to 10% indicating declines— 
which is the best trend in that respect 
since last October. New orders con- 
tinued to advance at the same rate 
as August—45% are up, while 39% 
are maintaining previous backlogs. 
Prices have firmed up for the second 
consecutive month, with only 8% 
showing further declines, while, at the 
low point of the recent trend, 79% 
reported lower quotations in June. In- 
ventories are being reduced further; 
turnovers are improving; employment 
is up, though still lagging behind pro- 
duction increases. Improved worker 
productivity is reported. Buying pol- 
icy is short-range: 86% report cover- 
ing with 60 days as the limit, but 
there is a slight movement from 30 
days toward 60 days within that com- 
mitment spread. While foreign cur- 
rency devaluations have caused some 
pessimistic speculation, the predom- 
inant belief is that it is too early to 
determine the probable effect on busi- 
ness and prices. 

Despite the many indications of 
business improvement, a cautious “‘be- 
ready-for-anything” attitude will re- 
main a major influence while so much 
of our basic production industry is 
threatened with labor disturbance. In 
fact, an unmeasurable amount of cur- 


















OPEN END, BOX, ADJUSTABLE & RATCHET WRENCHES; DETACHABLE SOCKETS 
& SETS; IMPACT SOCKETS; TOOL HOLDERS; LATHE DOGS; ‘’C’” CLAMPS; 
CHAIN PIPE TONGS & VISES; FLANGE JACKS; PLIERS; SCREWDRIVERS; PUNCHES 
& CHISELS; SOFT FACED ‘‘NUPLAFLEX’’ TIPPED HAMMERS; HOIST HOOKS; 
EYE BOLTS; ROD ENDS; CRANK & BALANCE HANDLES; THUMB SCREWS & NUTS. 
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For half a century, our skilled craftsmen and our special 
equipment have been devoted to the manufacture of “Ameri- 
can-Swiss” Swiss-Pattern Files. 


With this background of experience in making these precision 
tools, we now offer our new line of “AMSWISS” American-Pat- 
tern Files . . . made to similar high standards of workmanship. 


When you sell “AMSWISS”, your customers are sure of uni- 
formly hard, accurately cut, long-wearing American-Pattern 
Files, and you can depend upon repeat orders. The “AMSWISS” 
line includes a complete range of types, sizes and cuts of these 
files, all guaranteed to be perfect in every respect. 


Write for our “AMSWISS” Catalog, with complete descrip- 
tions and listings. 








INDUSTRIAL DISTRIBUTION © NOVEMBER, 1949 





rent production may be for protective 
purposes. 


Prices 


Prices showed more strength in Sep- 
tember, confirming August’s trend 
toward stability. Of the few taking 
an upward course, most of them were 
reflecting recent freight increases. 
Competition is keen. The effect of 
monetary devaluation is being watched 
carefully. Much inquiry reported in 
heavy goods industries, but few orders 
being placed. Several reports indi- 
cate increased sales volume is yielding 
lower profits. 


Inventories 


Purchased inventories are down 
again in September. The rate of de- 
crease has lessened, reflecting increas- 
ing production demands, which also 
expand new orders for replenishment. 
Supply is generally in tune with de- 
mand. ‘Turnover rates, which have 
been generally reported to be satis- 
factory over the past several months, 
are considerably better in September. 
83% of those reporting indicate a sub- 


stantial improvement. 


Buying Policy 

A further drop from the prevailing 
policy of a few months back, of “hand- 
to-mouth to 30 days,” occurred in 
September—70% in July, 64% in 
August, 57% in September. A corre- 
sponding increase in the 60-day col- 
umn is noted. 98% are still 90 days 
and under. There has been some ex- 
tension of commitment range, though 
not shown by the reports, as a limited 
protection against possible delivery in- 
terruptions. 

A very close view of future coverage 
is evident and in keeping with the 
short range of production schedules. 


Employment 


One-third of those surveyed report 
employment gains, with 19% show- 
ing further declines. Re-employment 
figures are not in balance with the pro- 
duction increases recorded in one-half 
of the September reports. The figures 
do not reflect the recent unemploy- 
ment due to the coal strike. 

Seventy-seven percent replying to a 
direct question on labor productivity 
indicate the improvement ranges from 
barely noticeable to substantial bet- 
terment. 


Commodity Changes 


Industrial commodity prices have 
been tending to stabilize during the 
past two months, with very few wide 
fluctuations in price. 

Reported up: Fatty acids, alcohol, 
building materials, chrome pigments, 
fuel oils (in the East), scrap iron and 
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appearing regularly in: DOMESTIC 
ENGINEERING; FACTORY MANGEMENT 
AND MAINTENANCE; HEATING, PIP- 


ING AND AIR CONDITIONING; MILL 
8 AND FACTORY; and PURCHASING. SPANG-CHALFANT 


Division of The National Supply 
GENERAL SALES OFFICES: PITTSBURGH, PA. 


‘ oon san a tne ee ap QUALITY 


New York: Philadelphia; Pitaburgh: St Lovie; Sen Frencisce; Tulse 
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e THIS AD PLAYS UP 
YOUR EXPERIENCE 














rt 
V- 
it 
> Every month a Spang ad helps make friends for you through leading trade 
If publications. The advertisement above is typical. It plays up your experience 
-S and the advantages of that experience to your customers and-.prospects. 
\- 
This series of ads is also designed to help both of us in the selling days 
a ahead. They keep the name of Spang constantly before buyers, 
y and create an even wider acceptance for Spang CW Pipe. 
n 
t But advertising is not the only way we are trying to help you. We 
are continuing our efforts to produce pipe of unexcelled 
quality .. . quality that has been famous for over 120 years. 
ye 


e SPANG-CHALFANT 


Division of The National Supply Company 
I, EXECUTIVE OFFICES: PITTSBURGH, PA. 
S, District Sales Offices: Atlanta; Boston; Chicago; Detroit; 
d Houston; Los Angeles; New York; Philadelphia; 
Pittsburgh; St. Louis; San Francisco 
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Socket Stripper Bolts 


—also used for cam 
motions, link attach- 
ments, and other ap- 
plications which re- 
quire a long-wearing 
stud. 







Flat Head 

Socket Cap Screws 
New flush type sock- 
et cap screws — fit 
standard counter- 
sink. ' 





Socket Screw Keys 


In all sizes—short or 
long arm series. 



















Socket Set Screws 
New precision- 
ground threads 
assure finest su- 
per-smooth finish. 


Socket Cap Screws 


Sturdy, cold formed 
— continuous 
fibre structure. 


ead 


Specify. BLUE DEVIL’ 


Socket Screw Products 


Socket Pipe Plugs 

Safer and stronger 
than common malle- 
able iron pipe plugs. 
Heads don’t pro- 
trude. Made of high 
grade alloy steel. Pre- 
cision-cut threads 
provide excellent seal. 


Sold through authorized 


Industrial Supply Distributors 


SAFETY SOCKET SCREW COMPANY 


4454 N. KNOX AVENUE «+ CHICAGO 30, ILLINOIS 
11 Park Place New York 7, N. Y. 
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steel, upper grades of lumber, menthol, 
china wood oil, paper, cement, soap. 

Prices off: Aniline, chipboard, cam- 
phor, castings, cotton twine, electrical 
supplies, forgings, metal-cleaning sol- 
vents, lubricating oils, paints, molded 
plastics, phosphates. 

Tight supply: Aluminum, brass mill 
products, burlap, pipe, some steel 
items. 


Canada 


Canadian production increases are 
right in line with those reported for 
the United States. New orders have 
not improved to the extent noted in 
the States, but have shown gains, with 
63% holding about even with the 
previous month’s backlogs. Prices con- 
tinue to advance about the same as 
August, much more than in the United 
States. Inventories are still declining, 
but there is a slight trend to increase, 
which may be seasonal. Employment 
is increasing, but with 75% of those 
reporting holding steady. 

Purchasing Agents comment that 
devaluation of currencies should stim- 
ulate Canadian exports and will prob- 
ably influence some changes in pro- 
curement sources. 





D-A-T-E-§ 
TO REMEMBER 


Oct. 30-Nov. 2—National Tool & 
Die Manufacturers’ Association, 
Hotel Statler, New York. 

Nov. 1-5—Pacific Chemical Exposi- 
tion, Civic Auditorium, San Fran- 
cisco, Calif. 

Nov. 2-5—Paint Industries Show, 
Haddon Hall, Atlantic City. 

Nov. 4-6—Annual Paint Industries 
Show, Chicago. 

Nov. 14-18—Sixth All-Industry Re- 
frigeration and Air-Conditioning 
Exposition, Auditorium, Atlantic 
City. 

Nov. 714—Central States Industrial 
Distributors Association Meeting, 
Chicago. 

Nov. 15 — Industrial Distribution 
Forum, Regional Meeting, Ameri- 
can and National Associations, Con- 
gree Hotel, Chicago. 

Nov. 26-Dec. 3—National Farm 
Show, Coliseum, Chicago. 

Nov. 28-Dec. 2—Building & Factory 
Maintenance Exposition, 71st Arm- 
ory, New York. 

Nov. 28-Dec. 3—Chemical Industries 
Exposition, Grand Central Palace, 
New York City. 
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TS)A DOLLAR-SPENT FOR-OUR DEALERS 


Walker-Turner: products are sold only through authorized deal- 
<j ers, Thus every-periny of every dollar we spend for advertising \ 
_ . >, benefits the dealer directly. ~\. 
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Our dollars launch a sae ‘adyeftising and selling campaign 
_ whieh builds customer. acceptante for the complete Walker-Turner 
 line-of metal and woodworking machines; more sales ond higher 


VA _ Profits. forour dealers. ( | si 
| f ” 7 Catalin yurner products are ALpressively advertised in tvesiity. By 


= @ a national. magazines covering the metal, woodworking; plastics 
is and building trades, plus vocgtional and manual Waining, schools. \\ | 
_.. Mailing Pieces, prom stienal diterature, and other\, jales helps that: \\'\ 
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SELL THE LINE THAT 
FITS CUSTOMERS’ NEEDS... 


by making 
oy so" 


your source of supply 
"The Unions with the 
Recessed Brass Seat” 








OF 
AIR-DEFINED, 
HIGH TENSILE 

STRENGTH 
MALLEABLE 
IRON 











The market represented by in- 
dustrial pipe users is well worth 
cultivating - with Jefferson 
Unions. Completeness of the line 
enables distributors to antici- 
pate all needs with all types 
and sizes. The size of the mar- 
ket is assurance of big volume. 


From one source of supply dis- 
tributors can furnish 45° and Style 3-part Flange 
90° union elbows as well as Union for test ‘pressures up 


union tees and flange unions. 


Then, too, Jefferson Unions with 
the exclusive Recessed Brass 
Seat, enable distributors to as- 
sure better performance, easier 
installation and permanent leak- 
proofness. 


Jefferson provides everything 
needed for building big volume 


All-Male Union repeat business. 


Styl “E’ 2-part Flange 
Union for test pressures up 
to 6000 Ibs. 


All-Female Union Tee with All-Female 90° Union Elbow Style “p” 2 
Union on the Run. Made also ¢ 5 
in Male-Female style. jg = s oe ed 


Ant t ‘t yd Flange 
nion a est pressures u 
to 4000 | 


Full information available on endl 


JEFFERSON UNION CO. 


671 W. 26th St., New York 1, N. Y. 
9 Green St., Lockport, N. Y 
49 Fletcher Ave., Lexington 73, Mass 
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1950 


Jan. 12 — Industrial Distribution 
Forum, Regional Meeting, Ameri- 
can and Southern Associations, 
Biloxi, Miss. 

Jan. 13—Southern Supply and Dis- 
tributors Association, Annual Mid- 
Year Meeting, Biloxi, Miss. 

Jan. 16-19—Plant Maintenance Show, 
Auditorium, Cleveland, Ohio. 

Jan. 23-27—Southwest Air Condition- 
ing Exposition, State Fair Park, 
Dallas, Tex. 

Jan. 25—Annual Dinner of New Eng- 
Land Iron & Hardware Association, 
Copley Plaza, Boston. 

Apr. 10-14—Cost-Cutting Equipment 
& Methods Exposition of American 
Society of Tool Engineers, Conven- 
tion Hall, Philadelphia, Pa. 

May 8-12—American Textile Machin- 
ery Exhibition, Atlantic City. 





SALES HELPS 
from 


MANUFACTURERS 

















WALL RACK DISPLAY —A steel 
wall rack display holds 24 fractional 
hp V-belts ranging from FA 20 to FA 
50. Each has an individual sleeve, 


showing number and size with the 


color combination matching the pul- 
ley box.—Congress Drives Division, 
Tann Corp., Detroit, Mich. 


TRANSMISSION BELTING — A 
28-page catalog gives detailed design, 
engineering and performance data for 


. transmission belting. Tables on belt 


speeds, arc of contact, friction, hp cor- 
rection and service factors are in- 
culded, together with hints on proper 
belt selection and procedure for analyz- 
ing belt drives—U. S. Rubber Co., 

New York, N. Y. 


PIPE TOOLS—Crammed with infor- 
mation, a 36-page catalog lists a com- 
plete line of hand and electric power 
tools for cutting and threading pipe, 


i 
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RELIANCE TELLS YOUR TRADE 
how you can cut their costs, by consistent 


| now=-more than ever advertising like this in publications 







they read. It’s part of the Eaton- 

Reliance plan for larger 
and more profitable 

distributor sales. 


YOUR RELIANCE DISTRIBUTOR 


is a good man to get acquainted with 


@ knowing your Reliance Distributor may be an important aid in 
the profitable operation of your business. 


® carrying large stocks of Reliance Spring Lock Washers in A. S. A. 
sizes — as well as other products you use — and specializing in prompt 
deliveries, he makes it unnecessary for you to carry costly inventories 
to meet production requirements. 


® thus, he frees frozen funds, giving you more working capital .. . 
saves you storage space, insurance costs . . . assumes the risks of 
obsolescence and price declines . . . insures you against costly pro- 
duction delays. 


®@ he stocks genuine Reliance Spring Lock Washers with the quality 
guarantee certificate in every package, insurance of dependable per- 
formance of your bolted assemblies. 


®@ he delivers them in the tough Red Seal package, plainly marked 
with size and quantity, insuring against losses, reducing handling 
and inventory costs. 

® get acquainted with your Reliance Distributor. Learn the items 


he carries, tell him your needs. If you don’t know his name, ask the 
. nearest Eaton-Reliance office. 


RELIANCE zc LOCK WASHERS 


iATON MANUFACTURING COMPANY a) RELIANCE DIVISION, MASSILLON, OHIO 


Sales Offices: New York, Cleveland, Detroit, Chicago 





The Caster That Had a Complex 


“I'll turn left,” it sassed when a right turn was 
wanted. In fact, this caster always seemed to go the wrong 
direction, do the wrong thing. Insubordination? 
No! It just wasn’t built for the job. 


THE CASTER* THAT 


TURNS HANDLING INTO PROFIT 


Easy swivelling of Bond 36-A series casters permits 
your workmen to turn trucks in a minimum amount 
of space. Time and labor are saved, and handling 
costs are cut to the bone. The arrangement of its 
double ball races, its fork design, and its heavy metal 
construction are your guarantee of long service and 
easy, free-flowing performance. Every caster in the 
complete Bond line is the result of careful study of 
actual working conditions. You'll find the right 
caster for your handling requirements in the Bond 
Catalog K-38. Send for your free copy today. 


BOND FOUNDRY & MACHINE COMPANY 
MANHEIM, PENNSYLVANIA 





Ne. 1536-A (shown). Double 
ball race swivel truck caster 
with roller bearing, vulcan- 
ized-on rubber tread wheel. 
36-A series wheel sizes 
range from 4° to 12”; 
capacities from 160 to 1700 
Ibs. per coaster. 


*IT’S A 
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bolts and conduit. Illustrative mate- 
rial shows the tools as they actuall 
look and cross-sectional drawings indi- 
cate step-by-step function. Specifica- 
tions are easy to read and every tool is 
coded to simplify ordering.—Beaver 
Pipe Tools, Inc., Warren, Ohio. 


COUNTER DISPLAY—A 15 x 134-in. 
counter display enumerates 7 points of 
quality of cast-iron fittings. A unique 
feature is a tray in which are placed 
folders and fitting gages for visitors to 
take.—Kuhns Bros., Dayton, Ohio. 


ANTI-RUST PAINT—A new applica- 
tion bulletin describes the reputed 
“1000 plus one uses” for the manufac- 
turer’s anti-trust paint. It is said this 
can be applied over rust without wire 
brushing or scraping and it penetrates 
and seals the surface, preventing fur- 
ther rust action—Speco, Cleveland, 
Ohio. 


GAGES—A 16-page catalog explains 
in detail how the company’s gage op- 
erates and familiarizes users with vari- 
ous parts. The parts are easily identi- 
fied by large cutaway illustrations. 
Also included is information on the 
Korex Bourdon tubes, external point 
adjuster, standard gage accessories, 
case designs, dimensions and shipping 
weights.—American Chain & Cable 
Co., Inc., Bridgeport, Conn. 


MASTER TOOL SET—A 68-piece 
set includes 9 feeler gages and a 
holder; 4 punches and a chisel in a 
flexible kit; 7 combination box and 
open end wrenches with $-3-in. open- 
ings in a kit; 4 tappet wrenches in a 
kit; 7 socket wrenches and 6 handles 
and attachments for #-in. drive; 19 
socket wrenches and 6 handles and 
attachments for 4-in. drive and 204 x 
114 x 9-in. tool chest with three trays. 
—Plomb Tool Co., Los Angeles, 
Calif. 


RUBBER & ASBESTOS—Products 
for the petroleum industry are cov- 
ered in a 16-page booklet. It contains 
descriptions on new products and valu- 
able information on rotary and other 
types of hose used on drilling rig, oil 








—these bits give you convenience 
economy, dependability 





TO DISTRIBUTORS: 
trade papers. 


Your customers will see this ad in their favorite 
Will you be able to fill their orders? If you are not 





stocking A-L TOOL BITS, write us about handling them in your area. 
Our line is complete, nationally known, and nationally warehoused. 








Pocket Price List 
NOW READY! 


Just send a postal-card 
request—giving name, 
position, company, and 
address. Ask for “A-L 
Tool Bit Price List,’’ 
pocket edition. While 
you're writing, also in- 
clude the illustrated four- 
page folder, “A-L Mill 
Treated High Speed 
Steel Tool Holder Bits.” 
Yours for the asking. 


Write Today 


ADDRESS DEPT. ID-81 











These better tool bits, packed in the 
famous blue-and-gold boxes, are im- 
mediately available in standard sizes 
from stocks located at 28 convenient 
points throughout the country. 

Ready Made—this means that bits 
are: (1) already cut to correct lengths, 
with clearance bevel at both ends; (2) 
already heat treated uniformly by mill 
experts; (3) furnished with either reg- 
ular finish or ground finish; (4) in- 
spected individually for hardness, size, 
and surface. ‘“Finish-ground”’ bits are 
extremely accurate in dimension, en- 
tirely free from decarburization and 
scale, and ready for instant use upon 
grinding the cutting point to desired 
shape. 

With six popular grades to choose 
from, you can cover a wide range of 
cutting needs by specifying these tool 


bits. Our informational service will be 
useful to you in selecting grades. Call 
A-L, or an A-L distributor. 


LLEGHENY 
UDLUM 


STEEL CORPORATION 
Pittsburgh, Pa. 


TOOL STEEL DIVISION: DUNKIRK, N. Y. 


utr lool Seda 
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Since 1876 





THE QUALITY LINE 
FOR DISTRIBUTORS 


whose customers 
appreciate the best 





There’s no resistance to price when the buyer is 
convinced that he’s getting 100 cents worth for 
every dollar. There’s only repeat business for the 
dealer who's wise enough to sell JACKMANCO- 
the rugged line - where performance matches 
claims and every customer becomes a booster. 





loading, airplane fueling; bolts for 
drilling and pumping; brake block; 
packing and gaskets.—Raybestos-Man- 
hattan, Inc., Passaic, N. ]. 


EQUIPMENT—For chemical proc- 
essing industries is covered in a 12- 
page, profusely illustrated bulletin. 
The classifications given are size re- 


| duction, mixing and blending, bulk 
| materials handling, product classifica- 
| tion and pelleting and special facili- 
| ties—Sprout, Waldron & Co., Inc., 


Muncy, Pa. 

















| POCKET KIT—A handy pocket kit, 


of red and transparent plastic, has 
pockets to hold adapters for the offset 
ratchet screw driver. It contains a 
handle and key adapters in the follow- 


| ing sizes: dt, ws, 4, se, sz, } and Ye-in. 
| —Stanley Tools, New Britain, Conn. 


BLAST CLEANING MACHINES 


| —-Two bulletins cover the manufac- 
| turer’s 36 x 42-in. and 48 x 42-in. 


batch-type blast cleaning machines. 


| The former machine has an 114 cu. ft. 
| capacity, the latter a 174 cu. ft. capac- 
| ity. Both bulletins are complete with 


photographs, drawings and data about 
features, construction and _specifica- 


| tions—American Wheelabrator & 
| Equipment Corp., Mishawaka, Ind. 


TOOLING MANUAL—A. 32-page, 


| profusely-illustrated catalog contains 
| pertinent information on the manu- 


facturer’s line of tools. The cover fea- 


| tures a “Where to Find” index in- 
| cluding page and group information. 
| —Severance Tool Industries, Inc., 
| Saginaw, Mich, 


| INDUSTRIAL FIRE HOSE—A 6- 
| page catalog section details methods 
| and materials with which all fire hose 


| of the company is constructed. It pic- 
| tures each of the brands, gives data 


on size, couplings and test pressures 
and weight coupled and uncoupled 


| for 50-ft. lengths. Gaskets, fittings 


and couplings used with hose are also 


| described.—The B. F. Goodrich Co., 
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Akron, Ohio. 
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These latest developments in steam hose are 
typical of the results obtained through Thermoid’s 
continuing research and study of product applications. 
Thermoid’s planned program of product research 
and development assures your customers maximum 
service and lowest operating costs whenever you 
specify Thermoid Industrial Rubber Products. 
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For more profits and customer good will 
it will pay you to Speetfy Thermoid! 


Thermoid Quality Products: Transmission Belting 
F.H.P. and Multiple V-Belts * Conveyor Belting « Ele- 
vator Belting * Wrapped and Molded Hose * Molded Prod- 
ucts * Industrial Brake Linings and Friction Materials. 


4 h Main Offices and Factory ‘Trenton, ee ee Pe 
: ermol Western Offices and Factory * Nephi, Utah, U.S.A. 


“Industrial Rubber Products + Friction Materials + Oil Field Products 
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Deming Deep Well Turbine 
Pump showing vertical, 
multi-stage construction. 


198 


BECAUSE 
-IT SAVES 





DEMING TURBINE PUMPS 


It takes equipment that SAVES MONEY to sell a 
tight-fisted “Buyers’ Market”. That’s why smart 
industrial salesmen are pushing Deming Deep Well 
Turbine Pumps. In the cities or beyond the city 
water mains, in all kinds of plants from dairies 
to giant manufacturing plants, Deming Turbine 
Pumps are keeping water costs at minimum levels. 


Those are the facts to tell your customers and 
prospective customers who are in a “cost-cutting 
mood”. Deming Turbines cut water costs... often 
as much as 60%! Some owners of these modern 
pumpers have paid for the entire cost of the 
equipment in less than a year. 


Facts you need to know to sell Deming Deep 
Well Turbine Pumps are readily available... in 
“BULLETIN 4700-8”. NOW, while it’s fresh in your 
mind, write for a copy. Then STUDY it for real 
sales ammunition! 


THE DEMING COMPANY 


511 BROADWAY e e e SALEM, OHIO 


rHE COMPLETE Line 


PUMPS AND WATER SYSTEMS 
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VARIABLE SPEED CONTROL— 
For light hp machinery is described 
in an 8-page bulletin which includes 
description, photographs, rating and 
dimension tables and prices. Unit 
delivers variable speed to any machine 
with speed ratios of from 137 to 23:1, 
and is made in six sizes for use with 
motor up to 14 hp.—Reeves Pulley 
Co., Columbus, Ind. 


DRAINAGE CONTROL—A 24- 
page catalog contains 6 pages of tech- 
nical discussion of condensate drain- 
age control. Also included are 57 case 
histories and testamonials including 
photographs, flow diagrams and details 
of installation. A survey form in- 
cluded has provision for sketch and 
details of condensate removal prob- 


lem.—Cochrane Corp., Philadelphia. 











POLISHING & SANDING KIT— 
Consisting of an adapter with a }-in. 
shank fitting any make of electric drill, 
a molded-rubber sanding disk, two gar- 
net abrasive disks and a lamb’s wool 
polishing bonnet is offered by the 
manufacturer. The kits are available in 
two sizes; one with a 4-in. disk, the 
other with a 5-in. disk. — Portable 
Electric Tools, Inc., Chicago, II]. 


INDUSTRIAL MIXERS—An illus- 
trated, 2-color bulletin presents infor- 
mation on the manufacturer’s line of 
industrial mixers, open or dust sealed, 
for a wide variety of uses. Included 
are data on rotating pan-type, chemi- 
cal, dustproof mixers of various capaci- 
ties and dry mixers.—Worthington 
Pump ©& Machinery Corp., Harrison, 
N. J. 


OIL CIRCUIT BREAKERS—Two 
bulletins have been issued recently on 
circuit breakers. One covers a 69 kv; 
115 kv to 230 kv for electrical pro- 
tection of high voltage transmission 
equipment. The other is of wide 
application to central station and in- 
dustrial service.—Allis‘Chalmers Mfg. 
Co., Milwaukee, Wis. 























Attention ata territories open 
. . 0 ; + ae . 
Di tri bi tors! runs fast selling drill chuck 









Change drills in a second, safely Write today 
with this Automatic Chuck _ for details 


while spindle is running 







HERE’S ALL THERE IS TO CHANGING DRILLS 








1. Grip sleeve—pull down 2. Insert new drill—push 
—jaws open automatically up tapered part—drill is 
—drill is released. locked in place. 


















You don't stop the machine to change drills with the AMF 
WAHLSTROM CHUCK. No keys, collets or wrenches are 
needed. 


That's why Wahistrom Chucks cut costly minutes in chang- 
AMF Wahlstrom Chucks are rugged tools, Proven out in ing tools for drill press work or for spotting, drilling and 
many years of ae production work. Simple construc- reaming in boring or milling machines. They'll also 
en ee save money in lathe work for burring, turning, filing, 
etc. One spindle does the work of several. 





















Tools last longer, too...smooth, hardened and ground 
jaws grip tight without chewing into tools. Grip in- 
THESE WAHLSTROM TOOLS CUT COSTS, TOO centes wis is tek, 









For fast, uninterrupted production, use the quick-change 
AMF WAHLSTROM CHUCK, It is the only fully automatic 
drill chuck which holds the widest range of straight 
shank tools... Model A—1/32” to 1/2 ; Model AA— 
1/64” to 3/8”. 











eo , 
our local distributor or write today for Bul. ee 













WAHLSTROM TOOL DIVISION, AMERICAN MACHINE & FOUNDRY CO. 
5502 SECOND AVENUE BROOKLYN 20, N. Y. 










MOE. | 
$ 4 “ 
th wourci| WAHLSTROM 
eee MODEL 4: : 
Bc wot fully automatic 
Wahistrom Chucks are available in several size ranges: 
Model A—1/32” to 1/2”; Model AA—1/64" to 3/8”. 
Model B—15/64" to 1/2”; 3/8” to 3/4"; 17/32” to 1". DRILL CH UCKS 
Model C—Holds any size tool with No. 1, 2, or 3M. T, Shank. 



















NO KEYS, COLLETS OR WRENCHES 








_ AMF Wahistrom Chuck - | iSi 
Stee Wahlstrom Tool Division 
oe ao, AMERICAN MACHINE ¢ FOUND 
5502 2ND AVENUE, BROOKLYN 20 pl A389 
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FOR INDUSTRIAL DISTRIBUTORS 





YOUR NEW CATALOG —- 


The predominating thought in deciding 
upon a new catalog should not be the 
mere wish to have a new one. The 
thought that should govern rests in your 
wish to make the coming year a greater 
one than this or previous years. 


Successful businesses don’t stand still! 
They must progress. 


Your new catalog is the best assurance 
of continued good business. 


QUALITY CATALOG 
PRINTING DEPARTMENT 


w Wisconsin 
== CUNEO PRESS /1 


230 EAST CHICAGO STREET MILWAUKEE 1, WISCONSIN 
CHICAGO @ PHILADELPHIA @ NEW YORK @ SAN FRANCISCO 
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CARBIDE DRILLS—A new catalog 
covers the manufacturer’s line of ce- 
mented carbide drills, including the 
twist drill type and the special drill for 
hardened steel. Masonry drills are also 
listed.—Ace Drill Corp., Detroit, 
Mich. 


LATHE COLLET CHUCK—An 8- 
page bulletin contains specification 
data, cutaway views and price informa- 
tion on the company’s line of spindle 
nose lathe chucks.—The Jacobs Mfg. 
Co., West Hartford, Conn. 


ABRASIVE PRODUCTS—A 4-page, 
2-color folder gives information on 
the company’s straight wheels, dics- 
wheels, mounted wheels, points, sticks, 
adaptors and guards for use on bench- 
grinders, cut-off machines, table saws, 
power sanders and grinders.—Bay 
State Abrasive Products Co., West- 
boro, Mass. 


TOOL CATALOG—An innovation 
of the “expansion” catalog of the 
company’s tools, machines and spe- 
cialties is the seven sectional divisions. 
of real merit are the “How to Use—” 
pages, merchandising pages and valu- 
able operation data throughout the 
84-page book. Exploded parts views 
are of graphic interest—Red Devil 
Tools, Irvington, N. J. 


PACKING METHOD—A new type 
of carton has been devised for packing 
the manufacturer’s line of pipe nip- 
ples. Each carton contains a specific 
quantity of one size and one length of 
nipple, in sizes of 4 and 33-in. A sched- 
ule sheet includes quantity, size, 
weight and prices. — Star Tubular 
Products Co., Chicago, III. 


WATER WELL EQUIPMENT—A 
110-page booklet lists all the equip- 
ment necessary to drill and produce a 
well. It is designed to serve as a com- 
plete reference book for operators’ re- 
quirements. Carried in the catalog 
are about 150 broad equipment classi- 
fications.—The National Supply Co., 
Pittsburgh, Pa. 


SPIRAL-WELD PIPE—A new bulle- 
tin shows the sizes and wall thick- 
nesses available and also shows fittings 
and flanges intended for use with the 
pipe. Also listed are many typical ap- 
plications for this light weight, great 
strength pipe.—Taylor Forge & Pipe 
Works, Chicago, III. 


MACHINE TOOLS—For metal and 
woodworking are pictured and de- 
scribed in a 2-color, illustrated book- 
let. Specification tables, model listings 
and outstanding features are covered 
in detail—Walker-Turner Division, 
Plainfield, N. J. 











Electric Motor 
Bearings 


© Over 300 individual bear- 
ings designed specifically for all 
popular motors. Johnson EM Bear- 
ings are fully machined, with oil 
grooves, oil holes and slots, cor- 
rect in tolerance, ready for imme- 
diate installation. 


General Purpose 
Bearings: 


e Over 850 sizes of 
Johnson GP Bearings are 
available from stock. Each 
bearing is guaranteed to be 
consistent in alloy, correct in 
tolerance, and of high quality 
workmanship. 


FRESE 
a9 


© Lead-base Bab- 
bitt for general indus- 
trial requirements and 
Tin-base Babbitt for 
high speed applica- 
tions..Cast to be easily 
broken into one-pound 
sections. High quality 
made to SAE specifi- 
cations, 


Graphited 
Bearings 


e Over 200 sizes of 
Johnson Cast Bronze 
Graphited Bearings. Dove- 
tail grooves provide 40 to 
45% graphite contact with 
the shaft. Johnson Bronze 
is only manufacturer who 
stocks this type bearing. 


Universal 
Bronze 


Ledaloyl 
Self-Lubricating 
Bearings 


e Produced by powder metal- 
lurgy. Johnson Ledaloyl Bearings 
are made of pre-alloyed metals. Por- 
ous structure retains lubricant. In- 
dustry is constantly finding new 
uses for Ledaloyl Bearings. 


e Over 350 stock 

sizes, completely 

machined, solid and cored 

bars. Solid bars from 54" to 4" 

diameters, cored bars from 4"! 

to 734"' inside diameters, 1'' to 10"' 
outside diameters. 











e e e the Johnson line is extensive, meeting 
a wide range of industrial needs. Johnson Bearings are 
precision made... of highest quality alloys. You can 
offer immediate delivery on every item. 


IOMMOCH ULC 


SLEEVE BEARING HEADQUARTERS 


535 SOUTH MILL STREET e NEW CASTLE, PA. 
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WEINBERG & McKEE 





HAVE THESE MODERN FEATURES/ 


Action illustrations demonstrate the use 
of many products. 


Nationally Advertised 
with manufacturers g, 
of their trade-marks, 


Lines are tied up 
dvertising by use 


& MChEE, Inc. 


Chicage 6, lil. 


INDUSTRIAL DISTRIBUTION © NOVEMBER, 1949 








NEWS 


Porter-Cable Buys 
Sterling Tool Products Co. 


On October 7, Porter-Cable Ma- 
chine Co., Syracuse, N. Y., purchased 
the assets of Sterling Tool Products 
Co., Chicago, Ill. All operations of 
Sterling Tool Products Co. will be 
moved to Syracuse and there combined 
with Porter-Cable’s product lines. 

Sales will be handled by Porter- 
Cable representatives through dis- 
tributors under J. A. Proven, vice- 
president in charge of sales. 





Dilworth Co. Revamps 
Sales Organization 


E. Dilworth Co., Memphis, 
Tenn., have recently reorganized their 
sales territories into three divisions, 
with eight salesmen each under the 
direction of a district sales manager, 
according to W. H. Allen, Jr., general 
manager of sales and vice-president of 
the company. 

The southern sales division, cover- 
ing the territory from Greenville and 
Columbus, Mississippi, south, will 
operate from the Jackson, Miss., office 
under the supervision of V. C. Foster. 
The northern sales division, including 
Arkansas, Tennessee, northern Mis- 
sissippi, northern Alabama and south- 
east Missouri, will be covered from 
Memphis under the direction of Max 
Wells, assistant manager of sales. Mr. 
Allen will supervise the central di- 
vision, which includes the cities of 
Memphis, Monroe, La., and Tusca- 
loosa, Ala. 





A FEW HOURS each day, R. Flans- 
burg and Wm. Clark, top management 
of the General Industrial Sales, Inc., 
Racine, like to man the sales counter 
and meet some of their counter cus- 
tomers. 











ELECTROLIZING gives almost “Increased tool efficiency is between 400-500%. 


doubled production between grinds. “We increased speed from 80 to 119 rpm and 


“5 to 1 better tap life. tapped 3,500 holes with no dulling of tap. 
“Tap test shows better results 323 to 1. “Increased tool life 150% per grind. 


“Former tap run was 5 to 500 pieces. Then the first “Used to get 3,000 holes per tap — now get 
ELECTROLIZED Tap ran 4,360 pieces. 8,000. 


THIS IS A MORSE EXCLUSIVE: 
SOLD EXCLUSIVELY THROUGH MORSE-FRANCHISED DISTRIBUTORS You can now specify ELECTRO- 


LIZED onall Morse Cutting Tools 
...and get longer tool life than 
youever thought possible. Former 
premium charges considerably re- 
duced. For full details, and prices, 
get in touch today-with your 
Morse-Franchised Distributor. 


BRANCH WAREHOUSES: NEW YORK « 
: wes DETROIT - CHICAGO + 
A DIVISION OF VAN NORMAN COMPANY “ a SAN FRANCISCO 


This advertisement also appears in leading industrial magazines... backing up your sales effort. 
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On the surface they look alike — 
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1%" ALLOY STEEL CHAIN y 4 


MAVECUCLEL DET YL Em — 48,000 LBS, PER SQ. IN. 
YIELD POINT: — 
25,000 LBS. PER SQ. IN. ©“ 


*)) This ring is welded on all TM Alloy Steel Sling 

‘4 Chains. It bears the chain’s serial number and safe 

working load limit. In effect it says: “When your 

lifting requirements are big and your present chain performance 
leaves something to be desired— it’s time to switch to TM Alloy 
Steel Chain.” It’s tougher...safer and far more economical than or- 
dinary wrought iron chain. Used by steel, automotive, petroleum, 
marine and manufacturing industries generally, because compari- 
son, experience and costs proved its superiority. For all the facts, 
write today for free copy of new booklet; “TM Alloy Steel Chain”. 
The S. G. Taylor Chain Company, 73 141st St., Hammond, Indiana. 





tributor or send today for A GREAT NAME IN 


free copy of new TM Alloy x ws e 
Steel Chain Booklet! o* 2 f 
SINCE 1873 
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HOSTS, Jack Kuhn and “Doc” Proc- 
tor, (Morse Twist Drill and Machine 
Co.) flank Charles Bush and Jack Fail- 
ing, president and sales manager, Chas. 
H. Sterlinger Co., Detroit, at an open 
house celebration at their new Detroit 
office. 


Morse Twist Drill 
Opens New Detroit Office 


Celebrating the opening of their 
new Detroit office, Jack Kuhn, gen- 
eral sales manager, Morse Twist Drill 
and Machine Co. and “Doc” Proctor, 
Detroit district manager for this firm 
recently played host to executives and 
salesmen of the Chas: H. Strelinger 
Co., Detroit, at an open house party 
staged in their new office. 

The emergency warehouse stock 
maintained by this manufacturer in 
their new branch is a move to expedite 
delivery and pick-up service to Michi- 
gan industrial distributors. Modern 
loading dock facilities and roof-top 
automobile parking are two conven- 
ience features of the new office. Ap- 
proximately 35 guests were present at 
the open house celebration. 


E. O. Howard Named 
For New Besly Post 


E. O. Howard has been appointed 
sales engineer for the Grinder and 
Titan Abrasive Divisions of the 
Charles H. Besly & Company, Chi- 
cago, with a territory which includes 
northern Illinois. For the past 11 
years he has been manager of the Buf- 
falo, N. Y., territory for the same 
company. 





SALES POINTERS from _ veteran 
M. B. Clark at Poe Hardware Co., 
Greenville, S. C. to W. T. Henderson, 
Jr. help him on his new job as man- 
ager of the warehouse. 
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HERE’S HOW ADVERTISING HELPS YOU DO IT 


It’s not hard to understand why top management men 
are more concerned with what their companies buy 
from you than they were a few years ago. With the 
buyer’s market back, they are intent on giving their 
customers better products for less money . . . and they 
can do so only if they are just as concerned in getting 
their money’s worth in the things they buy from you. 


In a recent survey, for example, 74 per cent of 1,000 
top management men said they now spend more time 
on purchasing decisions than they did two years ago. 


This being true, we think you'll be doubly glad for the 
support and help your suppliers’ advertising in good 
industrial magazines gives you among management 
men. Top management men stay on top by keeping 
abreast of their business better than other people . 
and one of their chief sources of information are the 
industrial magazines edited for their industries. 


Take Metalworking and American Machinist as a good 
example: 


15,472 of the 28,000 metalworking subscribers to this 
magazine are corporate officials, general managers, de- 
partment managers, or engineers. In addition, another 
8,207 subscriptions are bought on a company basis, 
and reach thousands of other top-management desks. 


The result, of course, is that your suppliers’ advertising 
in American Machinist is being seen and read by most 
of the top production executives in the metalworking 
plants you call on. And even when these executives are 
too busy to see you, or keep themselves unavailable, 
they are being regularly sold on your products ... and 
given the reasons why they want to say “yes” to a 
purchase of them. 


If you want a really clear picture of how much adver- 
tising in American Machinist and other good indus- 
trial magazines helps you, ask some of your manage- 
ment customers in Metalworking how they keep regu- 
larly abreast of new developments in the kind of 
products you sell, Unless your customers are very 
different from the men carefully surveyed recently by 


THIS §S YOUR TOP SAL 5; 
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a leading industrial advertiser, you will find that: 


1. 78 per cent of them obtain this information 


from industrial magazines like American 
Machinist. 


. 91 per cent of these men find your suppliers’ 
advertising “valuable.” 


. 83 per cent of these men also find this adver- 
tising helps them in their discussions with 


you. 


Good advertising in magazines like American Machinist > 
has always been one of the most helpful sales aids you SY Bead 
could possibly have. From here in, as competition gets =e 
tougher, and more people want to have a say in buying . — "Menvns 
decisions, you will be gladder, still, for advertising’s mm mayamerenrrans 
ability to swing more and bigger orders your way. 


aree PESTS BAR MATERIALS 
be 


\ 


sa 


Copies of both these surveys are available upon request. 


PSPARTNER IN YOUR BIGGEST MARKET 


ABP 
The McGraw-Hill Magazine of Metalworking Production, McGraw-Hill Building, New York 18 
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tHe <aalily oF ro01s 


IS IMPORTANT... 
IN SERVICE AND SALES 





NJ 


an widespread recognition enjoyed 
by GORHAM Cutting Tools has not been accidental 
. - - it has come through our constantly producing 
superior tools. These tools are helping plants every- 
where to save production dollars. The demand for 
GORHAM High Speed Steel Tool Bits is increasing 
constantly and this makes your cutting tool sales 
most profitable. Whether your customer’s need is 
specialized or just regular, GORHAM High Speed 
Steel Tool Bits will meet any and all requirements... 
find out what selling them can mean to you in profits. 


©@GORHAM STANDARD 


for the Commercial Field 


@GORHAM M-40-B © GORHAM GORMET 


for Heavy Cuts in Hard Material for More Abrasive Materials 


GORHAM TOOL COMPANY 


14400 WOODROW WILSON AVENUE, DETROIT 3, MICH. 





INDUSTRIAL DISTRIBUTION * NOVEMBER, 1949 


Robert J. Hopewell 


Pyrene Names Hopewell 
To Sell In Two States 


Robert J. Hopewell, of Mt. Lebanon, 

Pittsburgh, Pa., has been appointed 
sales representative for western Penn- 
sylvania and West Virginia by the 
Pyrene Manufacturing Co., fire ex- 
tinguisher manufacturers, Newark, 
N. J. 
Hopewell, who has lived in the Pitts- 
burgh area for many years, was for- 
merly associated with the Brockway 
Motor Company, Inc., and is widely 
known in the motor truck and traffic 
field. He studied at Carnegie Institute 
of Technology. His headquarters will 
be in Pittsburgh. 


Black Manufacturing Co. 
Names New Representative 


The Black Manufacturing Co., 
Parkton, Maryland, has announced 
that Robert Wagner is now their 
direct factory representative in the 
Buffalo area and will cover all of 
western New York State. Mr. Wagner 
was formerly associated with the Black 
& Decker Manufacturing Company of 
Towson, Md. 


Three Engineers 
Named By Wells Mfg. Corp. 


Martin J. Verheul, with the Wells 
Mfg. Corp. of Three Rivers, Mich., 
for more than seven years, has been 
promoted to the position of chief 
product engineer, meat saw division, 
in one of several recent changes in 
the firm’s engineering department. 

Erwin Tobler, with the company 
eight years, has been named chief 
product engineer of the metal saw 
division and David T. Evans, with 
14 years of service with the company, 
has been appointed research engineer 
for both divisions. 

W. F. Wells, formerly a vice-pres- 
ident in charge of engineering, has 
severed his connection with the corp- 
oration. 
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RANSco V-DRIVE 











LOS ANGLES 





FORT WORTH 
[DALLAS < 
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“1D” SHEAVES 2.2” PD to 18.4” PD. Manufactured in 1A, 2A, 
* 1B, 2B and 3B Grooves. 
bh D” SHEAVE Combination groove A-B, C & D Section—In 
* Stock, 
Combination groove A, B, C & D, 
UP TO DATE - BOLTRIM SHEAVES Section—Stocked up to 72” PD, 21D 


grooves. 
PRICES 
a ee ON a a 
Write for our new bulletin, -” FORT WorTH ¥ a & LT f ~ 
just off the press. It gives list RANSCO = Ft. Worth Steel and Mach. Co. 
prices, bore limits and weights P. O. Box 1038 


of both BoltRim and “QD” Complete A, B, C & D stocks—“Double- Fort Worth, Texas 


multiple groove sheaves. matched” sets. Please send me, FREE, the catalogs 


checked below: 
MMM ci ip COUPON AND MAIL TODAY eS o> See ee 


( ) Catalog 40, List Prices and Speci- 


FORT WORTH iacirieny co feenem 


MAIN SALES OFFICE:.3600 McCart St., Fort Worth, Texas Company: 
BRANCH WAREHOUSES AND SALES OFFICES 


LOS ANGELES, CALIF. HOUSTON, TEXAS ST. LOUIS, MO. MEMPHIS, TENN. 
2317 East 8th St. 1212 Walnut St. 1700 Chestnut St. P. 0. Box 1499 Address: 
TUcker 4561 CHarter 0469 CEntral 6447 33-2986 


SALES OFFICE { City, State: 








Attention: 











KANSAS CITY, MO. * CHICAGO, ILL. NEW YORK, N. Y. ATLANTA, GA 
1733 Main Street 1521 State St. P. O. Box 1065 
GRand 5506 WEDbster 9-5774 CAlthoun 9658 


ee ee eee ee 


ae ee 
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1 ~ #9 | NAM Reviews R . 
Discover How on0- Ss f’ NAM Reviews Reren pj 
) HOSE CLAMPS — insiic.ceperent end of the postwar 


some falling-off of employment and 
prices—has led to a good many pre- 
dictions, both on the optimistic and 
the pessimistic sides. 

The Research Department of the 
National Association of Manufactur- 
ers recently prepared a factual picture 
of the recent and present state of the . 
economy. We are pleased to bring the Fi 
readers of INpustRIAL DistRIBUTION 
a digest of the survey findings here.— 

The Editors) 


j Can Make You Facts Presented for Analysis 


: The present analysis deals with the 
M plain elementary facts about recent 
on ey. as trends in our national economy. It 
avoids discussing the wide variety of 
differing viewpoints and the contro- ‘ 
versial interpretations which many 
people have found to be uncertain and Fil 
More than one skeptical jobber has seen the light — for confusing. It is confined to such 
here is a superior hose clamp whose four basic sizes fit — — —— eee 
practically all ordinary requirements — an engineered hose ivine the gh oct re Pei gael 
clamp which appeals to the reason and pocketbook of the 


‘ tentative judgment as to the signifi- 
customer with these advantages — cance of the facts. 


There is often a temptation to in- 
dulge an imaginary personal ability to 
« UNIFORM forecast future events, but such an in- 
; CLAMPING dulgence will be avoided here not 
merely because it is hazardous but be- ee 
Aero-Seals are self-locking and vibra- True tangential take-up and curved cause it is inherently unsound. If we 


tion-proof, have extra long take-up saddle form provide absolutely uni- were in possession of all of the facts 
and are available in both slotted and form clamping action around 360°, and were able to measure the many 


ina- f -drive. leak-proof, ideal for thin-walled tubes “ ; 
winged type of warm-ditve a ” different economic forces that are at 


work in the American economy, we 
































could undertake the risk of outright 
EASY TO USE AGAIN forecasting with some degree of i 
INSTALL and AGAIN fidence. However, we are never in pos- 
session of all of the facts. 
You can install an Nine lives is noth- Therefore, any effort to predict Brick 
—— —— ed nc pom would be largely a matter of personal aie 
vn “se se 
— and fast! ue etlieees een back to work after pore of hose opmon, based upon a limited number fvi 
‘the clamp-end engages with the changes. Also available in. stain! of facts and a large amount of guess- ying 
worm. No loose parts to drop. steel for marine use. work. Our time would be more profit- abras 
ably spent in examining facts that are POLI 
Put an Aero-Seal in a customer’s hands and he'll readily available and authentically re- 
buy it — it’s a precision job of engineering applied corded. Even though we are not in Tell | 
to a simple, everyday problem. No ordinary hose possession of all the statistics that Bri i 
clamp can match its advantages. would be helpful in formulating a clear —- 
cut picture and pattern of economic ishing 
aie — trends, there is nevertheless a sufficient matio 
Please send free comple by amount of such statistical material to 
FREE SAMPLE: return mail without obligation. make possible some important observa- Used 
tions. opera 
NAME : buff ; 
Trend of Production wi na 
ANOTHER 
(BREEZE) compe As a starting point for the discus- requit 
ADDRESS sion, let us begin with the trend of mali 
‘cet ; nskil 
production in American manufactur- 
BRE CITY _& STATE ~ ing as a whole. Some other starting SMAI 
AIRCRAFT STANDARD PARTS CO. DIVISION point might serve the purpose of our 
33 South Sixth Street, Newark 7, N. J search just as conveniently, but for PROF 
the industrialist the theme of produc- and a 
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Give Your Customers 


Finishing Costs 
Finishing 
Adaptability... 


With ABRASIVE+ RUBBER Brishtboy 


Brightboy, an original combination of abrasive and 
rubber in perfect balance, achieves surprisingly grati- 
fying finishing results. The combined action of 
abrasive and rubber BURRS, FINISHES, CLEANS, 
POLISHES, in one time-saving operation! 


Tell your customers how pleased they will be with 
Brightboy’s singular surfacing and conventional fin- 
ishing action. And here’s extra sales-building infor- 
mation! .... 


Used following the rough grind, Brightboy in one 
operation can bridge the gap between the grind and 
buff; frequently achieves the final polish! It works 
to precision tolerances, can be shaped to contour, 
requires no before-use preparation, can be used by 


unskilled labor. 


SMALL INVENTORY. . FAST TURNOVER. FINE 
PROFITS. Brightboy is a sales “natural”, by itself 
and also in combination with many logically-related 


items: grinding wheels, abrasive cloths, cutting tools, 
files, etc. It is a “must” in rounding out your com- 
plete abrasives service to customers. 


CHOICE FRANCHISES AVAIL- 
ABLE in fine industrial territories. 
Write for details on consistently- 
advertised, widely popular Bright- 
boy. 

BRIGHTBOY INDUSTRIAL DIVISION 

Weldon Roberts Rubber Co., 
Newark 7, N. J. 


America’s Pioneer Manufacturers of 
Rubber-Bonded Abrasives 


ee, 


WELDON ROBERTS 


Brightboy 
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tion may be an appealing point of de- 


parture. 

The actual physical output of in- 
dustry, on a nationwide basis, is most 
conveniently measured by an index of 


physical production which for many 


years has been compiled each month 
by the experts of the Federal Reserve 
Board in Washington, D. C. This 
index has gained wide recognition and 
use and is the only one of its kind that 


is regularly available. 
This index of physical output of 
—WITH THE SHIM THAT manufacturing as a whole was runnin 


| 


0 »» | approximately double the prewar leve 
DOES MAKE A DIFFERENCE” = throuchout 1947 and 1948. Such a 


_ tremendous outpouring of physical 

| goods had never before been matched 

| in peacetime. In 1949, however, there 

| was a gradual decline in production 

; : which continued through the first 

etal Wor ind ; oy, seven months until in July the index 

industries | 4 10" poe | Z i | was down 17% from the peak estab- 
= ot Mackin, Ot Mie oi Fie | Shoequie’r 5 | lished in October-November 1948. 

all WEriding: Nroed x0) nef oS Se | It remains to be seen whether or 

= we : : 9 spetay not this decline means a real recession, 

Eavities. Aires Tool ” | There is some encouragement in the 

opie SOF fact that the index turned upward 

significantly in August,—about 4% 

in a month. 





yenic 
Acce 
e 


PRECISION BRAND SHIM 
C i f Decli 
Want more shim profits? Then, ASSURES FINER, FASTER —— ae 


choose the shim that meets user tests WORK ON— In order to get some sense of pro- 
in every field! You'll widen your | portion by means of comparisons with 
markets; you'll step up sales with Gaskets Feeler Gauging — Stenciling | past experience, it may be helpful to 
Precision Brand Shim Stock. Sell Sischveate Ports Mouldings | note that the universally recognized 
quality that does make a difference Weielin tarts ote Chiding tes | recessions of 1920-21 and 1937-38 
and see how many orders you fill ? wae sececih | carried the Federal Reserve Index 
with Precision Brand. In brass or — eee 2 pit down approximately 33% in both in- 
steel; accurate, uniform and packed Stampings stances. The recent decline was 17%, 
to suit every customer requirement. —about half as deep. The most pessi- 
mistic prognosticators in a recent sur- 
| vey of Washington economists’ opin- 
| ions indicated that they would expect 
7 | little worse this year than the very 
Se na ; | moderate 1924 recession which carried 
Four - In - One Assort- = | industrial production down approxi- 

ments; Flat Shim Pack- - | ae : 
ets and in Bulk. ; mately 20% from its immediately pre- 
ceding peak. Incidentally, the Great 
Depression cut industrial production 
about 52% from the 1929 high—but 
it required roughly 3 years to bring 
about such a profound slump. With 
these comparisons in mind the reader 
may judge the seriousness of the 1949 
downturn as far as production is con- 

cerned. 
Fortunately a number of significant 
/ readjustments in production have oc- 
eee avon curred at different times in different 
SeSuee. FLAT eee ee i  Akee “eh tan (eh, Wen industries throughout the past year or 
oil and. water hard ser’ carton shown or pecially Yor this pure complete. range. of two with the happy result that no 
ening types. in bulk. pose. sizes and types. = = | precipitate decline has appeared in 
Write Precision Brand Today For Full Information, Prices, Discounts! total national production. 

A separate calculation of certain 
PRECISION STEEL WAREHOUSE. ine. | portions of the production index re- 
: veals the trend of durable goods out- 
MANUFACTURING DIVISION put which includes durable consum- 
4409-25 WEST KINZIE STREET * CHICAGO 24, ILLINOIS ers’ goods such as automobiles as well 
SHIM STEEL @ BRASS SHIM @ MUSIC WIRE as producers’ heavy machinery, steel 
DRILL ROD © THICKNESS GAUGE STOCK @ GROUND FLAT STOCK | and other capital goods. In this field 
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WHY THERE’S 


IN THIS SOCKET 


Tell your customers: 
Designs can be more compact—narrower 
flanges and streamlined surfaces... Assem- 
bly work can be speeded up—with internal 
wrenching . . . Fastenings can be made more 
securely ... When they use Bristol’s Socket 


Head Cap Screws. 

Made from a special alloy steel, heat- 
treated, they give the strength that in other 
fasteners might call for a “custom job”. 

Conforming to Class 3 fit, they assemble 
easily, mate tightly with the tapped hole. 


And you can also talk about Bristol’s 
complete line—choice of Hex or Multiple- 
Spline socket screws ... cap or set... 
'National Fine or National Coarse Threads 
«izes from No. 4 wire to 1 in. diam. 


Bristol Advertising 


builds preference for the extra values in 
Bristol’s Hex Socket Screws . . . searches out 
new prospects for Bristol’s Multiple-Spline 

Socket Screws (offer of free sample creates 

leads for distributors). And Bristol’s ‘‘corre, 

spondence course” on socket screws helps HyLCURVAL 
make sales easy. Way ACHE RIN 

A Bristol representative will tell you more 

about our 100% distributor policy . . . profit 

structure . . . promotion plans. Write: THE 

BRISTOL COMPANY, Mill Supply Divi- 

sion, 126 Bristol Road, Waterbury 91, Conn. 


Multiple-Spline and Hex Socket Screws... Cap and Se? 


BRISTOL'S | 


SOCKET SCREWS 


es 


fof 


la, 
MW Sify 


BOW 


Only with Bristol Can You Sell the RIGHT 
Socket Screw for Every Application 
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Darnell Double Ball-Bearing Casters 
and E-Z-Roll wheels reduce floor wear 
to a minimum, lengthen the life of 
equipment and increase the efficiency 
of employees—Write. for 192 page 
Darnell Caster and Wheel Manual. 


DARNELL CORP. LTD. 60 WALKER ST. NEW YORK 13.NY 
LONG BEACH 4, CALIFORNIA 36 N. CLINTON CHICAGO 6. ILL 
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of durable goods, the level of physical 
output over the past three years has 
been considerably more than double 
prewar. It has been particularly grati- 
fying to note such a high rate of 
activity in this area inasmuch as it is 
widely regarded as a keystone in the 
arch of economic prosperity. Before 
the war this aspect of our production 
was not as high as it might have been, 
and there was a large amount of gen- 
eral unemployment. Today the heavy 
industries are in better proportion to 
the total economy, and the nation as 
a whole is far more prosperous. 


Output Per Man-Hour 


For manufacturing as a whole there 
has been no great change in the out- 
put per man hour of work for the past 
10 years. The explanation of this sim- 
ple fact is highly involved and some- 
what controversial, and it is not neces- 
sary to offer a lengthy discussion of it 
at this time. Suffice it to say that it is 
not a question of praise or blame. It 
is a matter of facing the fact that 
despite enormous capital outlays for 
new machinery and equipment during 
the past decade and especially in post- 
war years, and despite every effort to 
obtain maximum: efficiency of both 
management and labor with the aid 
of this new and improved equipment, 
the overall trend of productivity in 
American industry has not increased 
as rapidly as many industrial leaders 
had hoped. 

This does not mean that the output 
per man hour is not good and is not 
worthy of praise. Actually, this meas- 
ure of activity is at a higher level than 
ever before in our historv. The dis- 
appointing feature of it is its failure 
to respond to recent extraordinary 
stimulation encouraged by every pos- 
sible facility. 

Broadly speaking, the output per 
man hour in manufacturing today is 
only around 10% higher than it was 
a decade ago. There was a good deal 
of reason to hope that by the present 
time it would be 20% to 30% higher 
than it was in 1939, or perhaps con- 
siderably more than that. 

It would be a great thing if all peo- 
ple evervwhere could be brought to 
realize the profound implications of 
this basic factor of output per man 
hour of work. These implications bear 
directly upon questions of wages, 
prices, and the standard of living. 

American industry has seen hourly 
wages go up to more than 118% 
above the 1939 level and at the same 
time has seen no important rise in 
output per man hour to soften the 
heavy impact of this wage rise upon 
industrial costs and prices. The result 
has been that industrial wage costs per 
unit of production have virtually 








LUNKENHEIMER ADVERTISING 
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Here’s a Tip... 


FOR SELECTING THE 


; ~Renewo" z 
wp Type or “PS” Type 


into a plug 
the valve out of the line. 


2 bl in 200 tb. S.P, a8 
weit as 300 Ib. SP. nae 7 
vrashacesvary. vo perches © 50 
“Tb. valve for 200 th. service. 
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a aE 


RIGHT VALVE 
FOR THE RIGHT PLACE! 


1 service, 
‘ good valve for gener 
If you just poghrc with Regular Type Nickel Alley 
‘to snd Disc. Ie’s tops in its condition such as “a 
Riow.dowm and like ser¥ice (er Type) 
out.» » Use the “P” (Ping Di 
to cut ENS 5” Alloy Seat am 
to wear and corrosion 
ing and erosive ad; 
1 +8 are present oe 
eit Sas Sel Sm 


1. REGULAR TYPE 
“Renewo” 
Nickel Alloy 
Seat and Disc for 
general service. 


2. “P" (PLUGTYPE) “Renews” 


Globe Valve Regulor Type “NSS” Nickel Alloy 330 Brin- 


Isc hrott- 

Seat and Disc for 
all docie, drip, water column 
blow-down and like service: 


3 “Ps” (PLUG TYPE) 


“Renewo 


i 00 Brin- 
Stainless Steel 5 
ell Seat and Dise for close 
throttling and other se- 
i rvice. 


vere erosive Se’ 
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PRESENTING the advantages 
of a money saving line, this adver- 
tisement reaches over 500,000 
readers of the nation’s leading 
publications. 


Many of these readers who speci- 


fy and buy valves are your cus- 
tomers and prospects. You have 
the facilities to serve them. Write 


today for a supply of Circular 
No. 577. 


ESTABLISHED 1862 


THE LUNKENHEIMERCS:. 


“QUALITY” = 
CINCINNATI 14, OHIO, U.S.A. 
NEW YORK 13 + CHICAGO 6 + BOSTON 10+ PHILADELPHIA 34 


EXPORT DEPT. CINCINNATI 14, OHIO, U.S.A. 





your best vise value 


by far 


Non-pinching Type Handle: One- 
piece. No ends to Gime loose. 


Longest Life: Exclgsive Des- —_ heaviest vertica 
mond-Simplex all -steel slide, zontal blows, e 
milled “from the sélid"—guar- necessary. 
anteed* not to bredk or bend 

in service. 4 


a Larger fo 


oaks jaw capaitie—greater 
work aataleadt co pacity. 


ee 


Easier LyuBrication: 
Screw retdifer is outside 
for instagf lubrication 
of scr 


Extra-heavy B@dy Casting 


is semi-steel. Miffimum Backlash: New longer, 


strq@gner main vise nut will last 
ind@finitely. 


Full 360 ¢ Swivel Base: 
Extra heavy, docks in any position. 


A life-time guarantee against defects due to faulty 
workmanship or materials stands behind every 
Desmond-Simplex Heavy Duty Vise. No other 
vise gives you all these features. No other vise 
gives you such a guarantee. No other vise gives 
you better long-run economy. Write Desmond- 
Simplex on your next vise orders (to leading in- 
dustrial distributors) and you’ll get the best. . . 
The Desmond-Stephan Mfg. Co., Urbana, Ohio 
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curren TP TYPE y patssees AND NIBS ORESSERS sven Sune | vIses 


INDUSTRIAL DISTRIBUTION © NOVEMBER, 1949 


a 





doubled along with hourly wages. 

These trends have been so wide- 
spread in industry after industry and 
throughout the manufacturing field as 
a whole that the impact of wage in- 
creases upon total unit costs could not 
fail to register itself in corresponding 
price increases as it has done over the 
past decade. The impact on costs in 
each factory has been felt not only 
in direct wage payments but also indi- 
rectly in prices of raw and semi-fin- 
ished materials purchased—which also 
included rising wage costs per unit. 

There is no escape from this ele- 
mentary equation of costs. Thus, if 
hourly wages double and productivity 
stands still, then wage costs per unit 
will double just as surely as night 
follows day. That is approximately 
what has happened—with significant 
underlying variations in different in- 
dustrial groups. 

Under the circumstances, it is not 
surprising to find that factory prices— 
wholesale prices—of manufactured 
goods today average about 85% above 
the 1939 level. 


Recent Price Changes 


Several of the basic price indexes 
as compiled by the United States Bu- 
reau of Labor Statistics ended their 
long postwar rise in 1948, and began 
a very important downward move- 
ment. Whether they will go down 
further or stabilize remains to be seen. 
Relatively few students of the price 
situation are anticipating a renewal 
of the upward price trends of recent 
years, although this certainly would 
not be impossible. 

In the area of wholesale prices, farm 
products were the first commodities 
to break and that break began more 
than a year and a half ago. There was 
a rather strong recovery movement in 
the summer of 1948 which was then 
followed by a sharp decline in the 
prices of farm products. 

Apparently these price movements 
were only the beginning of a fairly 
general weakening of overall price’ 
trends. While we could not be sure 
last winter that such trends marked 
the end of the postwar inflationary 
spiral, by the spring of 1949 we had a 
broad confirmation of that viewpoint 
in the action of the overall price in- 
dexes covering a great number and 
variety of commodities. 

The overall wholesale price level (of 
both farm and industrial commodities) 
made no substantial upward progress 
during 1948. It reached the top in 
August 1948 and slipped off gradually 
to August 1949 when it was back 
around the August 1947 level. 

Although there has been talk in 
some quarters to the effect that in- 
dustry has been curtailing production 





CAR MOVERS 


LIGHT — HEAVY 
MEDIUM 


@ NATIONALLY KNOWN 
@ STURDILY BUILT 

@ SAFE TO USE 

@ EASY TO HANDLE 


POWER KING 


Triple compound leverage, alloy steel type 
roller. Fast, easy action—no lost motion. Spurs 
set at an angle in concave spur plate assures 
positive track grippage. Spur plate constructed 
to eliminate wear on shoes. Nose, shoe, and 
toggle operate as a single unit. Will move 
a locomotive. Selected maple handle, straight 
grained and turned oversize. Wt. 18 lbs.-~ 
Length overall 70 in. List Price $9.00. 


Light, well balanced, easy to handle and 
transport. Compound leverage provides power- 
ful thrust forward that moves any car. Moves 
and follows up empty cars speedily. Selected 
Wisconsin rock maple handle, _ straight 
grained and turned oversize. Slip-proof double 
construction spurs, made of special steel, 
rolled for the purpose, carefully hardened and 
oil drawn. Wt. 18 lbs.—Length overall 70 in. 
List Price $8.00 


SLIPPROOF 


| lat its. erm + | 


Advance Slip-Proof 
SAFETY SPURS 


—THE VITAL PART OF 
EVERY CAR MOVER IS 
THE SPUR. The finest 
steel, especially treat- 
ed, is used in the 
manufacture of Slip- 
proof Safety Spurs and 
all sizes to fit any 
BADGER Car Mover 
or other make can be 
supplied. Packed in 
sets of ¥2 to 1 doz. 


NEVERSLIP 


Combination of powerful leverages consist of 
the “pinch bar” action and elongated toggle 
thrust. Moves heaviest loaded cars with ease— 
speedily moves and follows up empty cars. Never- 
Slip Spurs anchor mover to spot while car is 
being moved—every bit of forward thrust utilized 
to force car forward—no slipping back—no lost 
motion. Wt. 17 lbs.—Length overall 70 in. List 
Price $8.00 


Automatically adjusts for attaching to any size 
winding taps on standard drop bottom cars. Toss 
wrench on winding tap, press hande, and jaws 
close until the square of winding tap is firmly 
gripped. Nothing to get out of order. A slight jerk 
instantly releases wrench so winding tap can spin 
freely. Certified malleable castings, oversize. Hard 
maple handle. Wt. 16 lbs.—Length overall 60 in. 
List Price $8.00. 


SAFETY CAR 
WRENCH 


OUR customers who have sidings and who send 
and receive great quantities of freight need 
BADGER CAR MOVERS to properly handle their 
shipping. Minimum maintenance and repair keeps 


them in perfect working order. We also carry a 
complete line of REPLACEMENT PARTS for regular 
repair and emergency calls. 











ADVANCE CAR MOVER COMPANY 


APPLETONM+ WISCONSIN 
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GOULDS PUMPS 
For the Industrial Market 


-comnntl 


INDUSTRIAL SUMP Pump Fig. 
3047. A rugged, dependable sump 
pump for heavy duty. Fig. 3047 in- 
dustrial sump will solve most drain- 
age problems. Capacities from 10 to 
650 G.P.M., heads up to 65 ft. Has 
welded cover plate and support 
column construction for rigid align- 
ment. Protected lower bearing. Easy 
adjustment of impeller clearance. 
For complete details write for Bulle- 
tin 726.1. 


TT 
G) 
‘ 





NEW CENTRIFUGAL 
Advance design gives 
compact, simple con- 
struction with high oper- 
ating efficiency—and 
many other selling fea- 
tures. 14 sizes for both 
motor and belt drives. 
Capacities from 10 to 
1800 G.P.M., heads to 
120 ft. Write for Bulle- 
tin 622-A-2. 


CLOSE-CUPLD Pump and 
motor are combined in a .com- 
pact, single unit of relatively 
light weight. It is easy to install 
and maintain and gives excel- 
lent performance. Capacities 
to 60 G.P.M. with heads to 110 
ft. Write for Bulletin 624-A-2. 
Other Close Cupld models 
available for capacities to 2000 
G.P.M. and heads to 400 ft. 


in order to maintain prices, the fact 
is that manufacturers’ prices today 
average a full 9% below the August 
1948 top. Within the range of what 
may be called “reasonable limits of 
normal fluctuations” this 9% average 
reduction in the factory prices of 
manufactured goods looks like a 
| healthy and substantial readjustment. 
Turning to the Consumers’ Price 





TTT 


Index which measures prices and rents 
at the retail level—and which is often 
called the Cost of Living Index for 
city wage earners—the governmental 


- | data which are collected voluntarily 


from all the principal cities in the 
| United States indicate that this aspect 
| of the nation’s price structure did not 
| round over decisively until the fall and 
| winter months of 1948. Furthermore, 
| it did not go down as much as whole- 

sale prices, measuring from the re- 
| spective peaks. 

Food was the first item to start 
declining in the retail field, turning 
downward during the summer of 1948 
and continuing on down during the 
winter. Clothing and housefurnish- 
ings did not react until the start of 

| 1949. Meanwhile, some items in- 
creased, notably the trend of home 


: | rentals for wage earners. 
: | This Consumers’ Price Index or 


| Cost of Living Index established a 
| slightly downward trend for about six 
| months, (September 1948-March 
1949), but the decline was not rapid 
| enough to remotely suggest a collapse. 
_ It took six months for the index to 
| go down about 3% overall, and the 
| ensuing five months were virtually hor- 


| izontal. 


| 
| Price Spiral at Halt 


While there is, therefore, a sub- 
stantial basis for believing that price 
inflation has come to a halt in the 
United States, one cannot feel cer- 
tain that some sadly mistaken fiscal 
policy will not renew the upward spiral 
at some future date. This possibility 
should not be completely overlooked. 

It seems quite clear that there is a 
distinct potentiality for price stabiliza- 
tion within the limits of ordinary fluc- 
tuations in a free market, but it should 
be equally clear that this potentiality 
could be destroyed by any one of sev- 
eral unpredictable forces or policies 
which could crack down the entire 


price structure. 
Perhaps one of our best reasons for 











not yielding too readily to pessimism 











as to the nation’s price structure may 





GOULDS PUMPS INC. 

Dept. ID, Seneca Falls, N.Y. 
Please send your FREE Bulletins . . 
NAME 


rest on the fact that various basic 
price declines have been going on for 
more than a year and a half without 


. to: ° : . 
Z inducing a general collapse. Certainly 








there has been no sign of panic, and 
the end of summer 1949 finds busi- 
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ness sentiment generally rather good. 


1949 
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P-K PAGE AD 
AIMED AT YOUR Se 
CUSTOMERS 


P-K guides 
Self-tapping Screw 
users to assembly 
Savings...gives an 
extra sales advantage 
to Parker-Kalon 


Distribvtors 
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PARKER-KALON 


DISTRIBUTORS 


AND DON'T OVERLOOK ‘012 KNOW-HOW 
MOU SHOW-HOW ‘WO TYPES AND SIZES 
M012 PROTECTION FOR THE DISTRIBUTOR 


¢ The Parker-Kalon Distributor carries the No. 1 line of Self-tapping Screws. 
He has all these extra sales advantages working for him. In a buyers’ market, 
they can spell the difference between “break even” and mounting profits. 


REMEMBER eee IF IT’S P-K . ° iT’s o. K. ! 


PARKER-KALON CORPORATION, 200 VARICK ST., NEW YORK 14, N. Y. + Mokers of Self-tapping Screws * Cold-forged Socket Screws, 


Wing Nuts, Thumb Screws * Hardened Screwnails and Masonry Nails * Shur-Grip File and Solder Iron Handles * Metal Punches * Damper Regulators and Accessories. 
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A Short Line to Stock 


...@long line to sell 


SHELDON 
No. 3000 P 
Milling Machine 


—~— ; 
SHELDO 


No. 8000 
12” Shaper 


With 2 or 3 Sheldon Precision Ma- 
chine Tools on your floor and a 
Sheldon G-48 Catalog in your 
hand, you are ready to do a sur- 
prisingly profitable business .. . 
for Sheldon’s 5 basic machine 
tools come in 66 variable models, 
comprises today’s leading line of 
moderate priced precision lathes, 


milling machines and shapers. 


These are tools bought everyday 
—are basic tools in tool rooms, 
machine shops, maintenance de- 
partments, garages and schools. 
They come crated fully assem- 
bled, ready to operate, and are 
sold “over-the-counter” like hand 
power tools. They are being sold 
in profitable volume by industrial 
distributors who catalog, stock 
and show them. The SHELDON 
G-48 catalog is made up so that 
anyone can use it—large full color 
illustrations and complete specifi- 
cations always facing each other. 
The new SHELDON price list is 
also complete — illustrates each 
lathe, gives its “professional quo- 
tation” (as used in bidding for 


school business etc.) and prices. 


Write today for full details 


of this extra profit setup. 


SHELDON MACHINE CO. Inc. 


Manufacturers of Sheldon Precision Lathes ¢ Milling Machines © Shapere 
4252 N. KNOX AVENUE ¢ CHICAGO 41, ILLINOIS, “ZS. 4 
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Human factors, which are so often 
unpredictable, make it impossible to 
devise a reliable forecast of price 
changes based solely upon purely eco- 
nomic forces. Probably no one knows 
how public psychology may change. 
Certainly we all hope that nothing will 
occur to cause the public great alarm 
—whether it be anticipation of a re- 
newal of the “inflationary spiral” or 
the sudden conviction that a severe 
depression is getting under way. We 
must hope very earnestly that no rash 
programs will be devised and effectu- 
ated anywhere of a nature that will 
tend to destroy business and personal 
incentives, or possibly go so far as to 
force industrial leaders into an abrupt 
withdrawal from the markets for capi- 
tal goods and basic raw materials. 


The Employment Situation 


It is a matter of the utmost impor- 
tance that all people who are willing 
and able to work and who are actively 
seeking work should get jobs. Under 
the conditions prevailing in America 
in recent years, the people have en- 
joyed a practical maximum of em- 
ployment with all that it means in 
the way of earnings and prosperity. 
However, there has always been an ele- 
ment of unemployment which seems 
to be an irreducible minimum because 
of many practical problems. The diffi- 
culty here, as to this irreducible mini- 
mum, is somewhat similar to the prob- 
lem of trying to utilize in a factory 
or mill every man and every machine 
at absolute maximum capacity every 
hour of the working day. This simply 
cannot be done as a practical matter. 
Neither can we ever be entirely rid 
of unemployment in the national pic- 
ture, 

The government statistics on un- 
employment reflect a sensitive mar- 
ginal factor in our economic trends 
which is undoubtedly one of the 
things that economists will watch very 
closely because they know that the 
fear of mass unemployment still lingers 
in the minds of millions who found 
the going extremely difficult in the 
Great Depression of the middle thir- 
ties. It is to be expected that the 
press and radio will be quick to fea- 
ture any sharp rise in unemployment. 
In the event of such a development, 
there is sure to be a profound change 
in public psychology and consumer 
spending. 

The American public would not be 
likely to wait for unemployment to 
reach 5 or 10 million persons before 
becoming alarmed. There has already 
been a great deal of talk about this 
subject despite the fact that the gov- 
ernment figure for total unemploy- 
ment is less than four million persons 
as compared with a total available la- 
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Kr 1869 the driving of a golden spike 
united the Union Pacific and Central 
Pacific Railroads... joined our eastern 
and western coasts. 


In the same year Thomas Edison an- 
nounced the opening of his electrical 
laboratory. The Indian Wars officially 
ended. Popular songs were “The Little 
Brown Jug,” “Shoo Fly, Don’t Bother 
Me,” and “Up in a Balloon.” 


| 

| And — in 1869 David Round founded 
the chain-making organization which 
today operates factories in six U. S. 
cities... whose products are used in 
homes and industry throughout the 
world, 


David Round learned his trade as an 
————_ in his father’s hand forged 
chain plant in Staffordshire, England. A 
master chain craftsman, he demanded 
the utmost in fine workmanship... re- 
fused to compromise with quality. 


This insistence upon perfection con- 
tinues today. 
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Lhe Cleveland Chain & Mile. Co. 
Cleveland 5, Ohio aides 
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Since 1869... Security in every link 


It is the guiding spirit of the organi- 
zation which is now headed by Raymond 
L. Round (chairman of the board and 
president), a grandson of the founder. 


Members of the supervisory group in 
the Cleveland factory (foremen and 
superintendents) average 26 years of 
service. Six have exceeded 40 years. 
Many families claim three generations 
in Round plants. 


And, working side by side with veteran 
craftsmen, are large groups of carefully 
selected younger men. They are being 
trained to maintain the Round standards 
of quality... will provide business leader- 
ship in years to come. 


To the Round organization, the pro- 
duction of fine chain is more than a busi- 
ness. It is a tradition to be upheld...a 
reputation to be carefully guarded. And, 
above all, it is a clearly recognized re- 
sponsibility which guarantees that every 
Round Chain product will be unsur- 
passed in quality. 
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© Building 


Chains e Railroad Chains e 
i Crane and Dred 
Chains e Sugar Cane Sling Chains (with Grip Trip) 





oe Associate Chain Companies: The Bridgeport 
; ain & Mfg. Co., Bridgeport, Conn. e David 
ound & Son, Cleveland, Ohio e Round California 


















Chain Co., So. San Francisco 
, So. and Los Angel 
Cal. @ Seattle Chain & Mfg. Co., Seattle, Wash ~ 
Woodhouse Chain Works, Trenton, N. Jj. , 
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‘Easier, faster, more positive 


performance with NEW 
DOUBLE-ACTION DESIGN! 





ry 
Here’s a hand pump EN Li 
that really does a job. Ye \ 
Delivers up to 20 [3 T\ 
gallons a minute; primes easily, 
pumps on both forward and 

back strokes, handles any petroleum 
product that pours, and many 
other industrial and commercial 
liquids. Ice, dirt and scale do not 
interfere with operation. Built 

of non-corrosive materials by 
Tokheim, leading pump builder for 
48 years. Available in several 
models for drums, underground 
tanks and pipe lines with hose 


or spout outlets. 


Call your Tokheim representative 
or write factory today. 


DEALERS = JOBBERS 


There are many applications for this 
pump in industry, factories, farms, boat 
liveries, paint stores, garages, service sta- 
tions, in construction work, etc. If you 
sell to any of these groups write for at- 
ptractive dealer terms. 


a pump like this? —. 


























* Double-Action with single diaphragm * Self-Priming — no 
foot valve needed * Powerful — Capable of a 20 foot lift 


See These | * Efficient — 95% by volume * Fast — Delivers up to 20 gal- 
: lons a minute * Long Life — Only non-corrosive parts exposed 
FEATURES to liquid * Easily Serviced * Dependable — Screen prevents 


clogging * Easily locked * Moderately priced. 








TOKHEIM OIL TANK 


AND PUMP COMPANY OKHEIM 


HIGH VACUUM 


1678 Wabash Avenue, Fort Wayne 1, Indiana by 7+\ N D od U | od 


GENERAL PRODUCTS DIVISION 
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| bor force today of 65 million persons. 
| We would expect an average of 2 
‘million unemployed throughout the 
year even under the most favorable 
conditions. This was the case, for ex- 
ample, during the past 2 years. 
However, the recent rise in unem- 
ployment from 2 million to + million 
made it possible to broadcast the fact 
that unemployment increased _ by 
100% between December 1948 and 
July 1949. If such a trend were to 
continue, the situation could indeed 
become appalling within a year’s time 
—but this trend did not continue. 


|The unemployment figures fell to the 


3.7 million mark in August. Further- 
more, 1.5 million of those unem- 
ployed had been out of work only 


| four weeks or less. 


The total number of civilians actu- 


| ally working in August 1949 was 59.9 


million compared with 61.2 million 
a year before. The overall decline was 


only 2%. 


The Trend of Wages 


There are a few factual observations 
on the general wage situation in Amer- 
ican industry which are so conspicuous 
that many people have failed to ob- 
serve them. Perhaps the persistent ef- 
fort to scarch out detailed and petiy 
argumentations one way or another 
has tended to obscure the excellent 
progress that has been made in the 
overall wage structure of industry. 

In the first place, it should be clearly 
understood that the hourly wages of 
our factory workers as a whole have 
been far ahead of the cost of living 
at all times for the past 10 consecutive 
vears. Hourly wages made such a ter- 

'rific advance over the cost of living 
during the war years that the cost of 
living has never been able to catch 
up with wages. Hourly wages in man- 
ufacturing went up 65% between 
1939 and early 1945, while the cost of 
living as measured by the Consumers’ 
Price Index went up only 37%. This 
advantageous spread was very large in 
1945 and although the spread was re- 
duced somewhat after the war ended, 
the advantage is still large as compared 

with prewar 1939. 

In the second place, there has been 

| considerable talk to the effect that 
factory wage earners have been se- 
verely squeezed since 1945 due to the 
death of the Office of Price Adminis- 

| tration and the subsequent rapid rise 
| in retail prices. The overall fact is that 
as between the 1945 average and the 

July 1949 situation, the cost of living 


has virtually paralleled the trend of 


hourly wages in industry. To state 
the matter in another way, the buying 
power of an hour’s work in manufac 
turing in the summer of 1949 was 
fully as high as the average of that 
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QUAKER HOSE IS VACUUM ‘'PRE-TESTED’’ FOR STRENGTH 
OF WALLS .. . DURABILITY UNDER MOST SEVERE USAGE! 


If it’s Quaker Hose, it must be right...must meet the most 
rigid “‘pre-tests”’ before it is shipped for actual usage. Scientific 
pre-tests that subject hose to more severe usage than will ever 
be encountered in industry are conducted right in Quaker’s 
plants. 

One of these steps in “pre-testing’’ Quaker Hose is shown 
above. A vacuum that puts Quaker Suction Hose through the 
torture-test to provide rubber products for industry that are 
second to none in quality. Here greater suction is built up than 
will ever be encountered in actual operation. 

This is only one of the eighteen rigid tests that raw materials 
and finished products must pass before receiving the Quaker 
stamp of approval. Yes, “pre-testing’” of Quaker belting, hose 
and packings provides quality and long service... assures 
worthwhile dividends for you through less time-outs for main- 
tenance, higher efficiency, lower operating costs. 


PACKINGS THAT PRESERVE POWER BELTS THAT BOOST POWER 


Quaker piston rod pack- Quaker'’s complete line 

ing is pre-tested for of transmission and 

size, shape and quality conveyor belting is pre- 

to assure perfect fit, tested and service- 

long service, maximum proved to provide a 

power. sure-grip . . . slip less 
++. Save power. 


QUAKER RUBBER CORPORATION 


* PHILADELPHIA 24, PA. « New York 7 « Cleveland 15 + Chicago 16 +. Houston | * 
Western Territory 
QUAKER PACIFIC RUBBER CO. - San Francisco 10 + Los Angeles 21 + Seattle 4 
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RUBBER 
PRODUCTS 


QEG. U. S. PAT. OFT, 













Threadwell Tools 
do many jobs 
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try them on Your tough ones 


We were talking to an old timer the other day and remarking 
how far modern methods of distribution had come. 





"Yuh know,” he said, “my granddad was a real old Yankee 
peddler.” 






Here was a chance, we thought, to pull the old guy's leg. We 
pointed out the up-to-date merchandising program we had, the 
trade paper advertising, the fine literature, the backing we gave 
our outlets. Yes, we concluded, grandpappy would be out of his 
element these days. 


“True, true,” the old timer admitted, “but my granddad made 
plenty of noise when he came around with his wagon, and he 
hit every village and every house in ‘em. 
You guys do that?” 


We couldn't face the twinkle in his eye 
and mumbled something about changing 

times, but we knew down deep we had 
whiffed on the old guy’s fast one. 


THREADWELL TAP & DIE COMPANY Greenfield, Massachusetts 


s ® Dies ®@ Drills © Counterbores @© Keyway Broaches ® Screw 
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buying power in the year 1945. The 
government figures on real hourly 
earnings of the workers (after adjust- 
ment for cost of living changes) were 
actually a little higher in the summer 
of 1949 than they were in 1945. In 
the intervening years, there was a mod- 
erate squeeze of less than 4% in the 
buying power of an hour’s work, but 
that moderate squeeze has since been 
eliminated. 

These two observations drawn di- 
rectly from governmental statistics 
seem to indicate that industry in gen- 
eral has given its wage earners a fair 
deal throughout these years of war 
and postwar inflation. The Cost of 
Living Index now appears to have 
leveled off for some time. It is ap- 
proximately where it was in January 
1948 although average hourly wages 
are about 10 cents higher. Under the 
circumstances, it is to be hoped that 
wages and prices will tend to stabilize 
around present levels without further 
disturbing changes in either direction. 


Binks Appoints E. J. Cremer 
To Head New York Office 


Burke B. Roche, president of Binks 
Manufacturing Co., makers of spray 
painting and finishing equipment, has 
announced the appointment of E. J. 
Cremer as manager of the new Binks’ 
sales and engineering office located in 
the Empire State Building, New York 
City. This office will serve as Binks’ 
principal headquarters on the Atlantic 
seaboard. 

Mr. Cremer’s duties include tech- 
nical consultation, serving those who 
need help in matters pertaining to 
spray-painting equipment, finishing, 
or methods. Mr. Cremer is an ex- 
perienced industrial engineer. 














































¢ They give that extra sales appeal, that final 








finishing touch. 
4 (— fie Heré’s why... 
X- 
° Hexagon heads —full finished —completely machined 
—top and bottom ... bearing surface washer faced. 


Top of head chamfered . . . sides parallel and smooth, 
mirror-finish. Clean-cut and precise. 


Threads uniform and accurate to close tolerance dimen- 
sions for perfect fit to standard gauges. 


Points machine turned — flat and chamfered. 











More and more buyers simply specify Shinyheads. Justi- 

= fiably famous — Shinyheads have earned the reputation | 
. as “America’s best looking cap screw.” 

Shinyheads 1d | 

| 

| 


NC or NF Thread 








The FERRY CAP & SET SCREW Co. 


2153 SCRANTON ROAD ~ - CLEVELAND 13, OHIO 


CAP AND SET SCREWS + CONNECTING ROD BOLTS » MAIN BEARING BOLTS « SPRING BOLTS AND SHACKLE BOLTS » HARDENED AND GROUND BOLTS - SPECIAL 
ALLOY STEEL SCREWS » VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS + ALLOY STEEL AND COMMERCIAL STUDS + FERRY PATENTED ACORN NUTS 
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A NEW HOIST 


ATA 


NEW LOW PRICE 


PEERLESS 
“PACKET” 


HAND CHAIN HOIST 


ee eS ee 


<a a 


ONLY $6899 For A 1 TON CAPACITY | 


| Birmingham, Alabama, has retired 


¢ COMPACT .. . housing is requires only a 56 pound 
only 954” in diameter x pull to lift full capacity of 
712" deep. 1 ton and 42 pounds for 2 


LIGHT IN WEIGHT . - 
1 ton hoist weighs only 53 e LOW PRICED .. . 1 ton 
pounds. costs only $68.00 and 14 ton 


sells for $63.00. 

HIGHLY EFFICIENT — 

has fewer parts and all ro- 

tating parts are mounted on ; 

pre-lubricated, shielded and nn le the P be eee 

ground ball bearings. “Packet” is designed to increase 
operating efficiency and reduce 


EASY TO LIFT LOAD... costs. 
PRICE SUBJECT TO CHANGE WITHOUT NOTICE 
SEND FOR DEALER PROPOSITION & BULLETIN P-5 


OTHER HARRINGTON PRODUCTS 


“BEARCAT” ELECTRIC HOIST PEERLESS HOIST 


io —in sizes from 4 to 80 ton capac- 
~ vagy Mab on | 2000 ities. Write for Bulletin P-11 for 
pounds. Write for Bulletin P-53. % ee ane oe ae oe 


CUMALONG LEVER PULLER MODEL D I-BEAM TROLLEY 


—in two sizes, 34 and 112 ton This and other Harrington Trolleys 
capacity. Write for Bulletin P-39. are described in Bulletin P-65. 


HARRINGTON MANUFACTURES A COMPLETE LINE OF DEPENDABLE HOIST PRODUCTS 


‘THE 


HARRINGTON 


COMPANY 
PHILADELPHIA 30, PENNSYLVANIA 


Makers of Hoists since 1876 








ADVOCATE of factory training for 
salesman is D. R. Ehrmann, sales man- 
ager of John M. Foster Co., Rochester, 
N. x. 





| H. B. Kennedy Retires 
From Birmingham Co. 


Col. H. B. Kennedy, chairman of 
Wimberly & Thomas Hardware Co., 


after 60 years in the business. Col. 
Kennedy was first employed by the 
firm in 1891, when it was known as 
Thomas, May Company. He was first 
employed as a salesman. On his retire- 
ment he was honored by employees of 
the company at a dinner, and Robert 
B. Fulforth, one of the company’s 
salesmen, pinned the 60 years service 


pin on Col. Kennedy. 





LEGAL NOTICE 
STATEMENT OF ane onenarr. MANAGEMENT, 

AND CIRCULATI REQUIRED BY THE ACT 

OF ES ty OOF Aver . 1912, AS 
AMENDED BY THE A OF MARCH 3, 
19388, AND JULY 2, 1946 (Title 39, 
United States Code, Section 233) 

Of Industrial Distribution TY ae Monthly at 
Albany, New York for October 1, 1949. 

1. The name and address of ‘the publisher, editor, 
managing editor, and business manager is: Publisher 
McGraw-Hill Publishing Company, Inc. 330 West 42nd 
St., New York 18, N. Y.; Editor Walter F. Crowder 
330 West 42nd St., New York 18, N. Y.; Managing 
editor Raymond W. Barnett 330 West or vy St., New 

;. Business manager W. West 330 
.. New York 18, N. 

5 e owner is: McGraw-Hill Publishing Cynonny, 
Inc., 330 West 42nd Street, New York 18, 2 
Stockholders holding 1% or more of stock: "eonis 
W. McGraw, bg mod of the A 4 of James H. McGraw, 
330 West 42nd Str New York 18, N. Y.; James H. 

cGraw, Jr., curtis W. McGraw and ‘Willard T. 
Chevalier, Trustees for: Harold W. McGraw, James H. 

McGraw, Jr., Donald C. McGraw, Curtis W. MeGraw, 
all of 330 West 42nd Street, New York 3 SS A 
James H. McGraw, Jr. and Curtis W. McGraw, Trustees 
for 7 Son, 330 West 42nd Street. New York 
18 z win S. Wilsey and Curtis W. 

Trustees for es i. “as peg 
ys . McGraw, Jr., 


West ‘42nd _ Street, } 
McGraw, Madison, New Jersey; Grace W. Mehren, 526 
anes St.. LaJolla, Calif. 

e known bondholders, mortgagees, and other 
sec writy holders owning or holding 1 percent or more 
of —— amount of bonds, mortgages, or other securities 
are one 

4. Paragraphs 2 and 3 include, in cases where the 
stockholder or security holder appears upon the books 
of the company as trustees or in any other fiduciary 
relation, the name of the person or corporation for whom 
such trustee is acting; also the statements in the two 
paragraphs show the affiant’s full knowledge and belief 
as to the circumstances and conditions under which 
stockholders and security holders who do not appear 
upon the books of the company as trustees, hold stock 
and securities in a capacity other than that of a bona 
fide owner. 

McGRAW-HILL PUBLISHING COMPANY, INC. 

v A. GER. I, Secretary 

Sworn to =m subscribed before me this 20th day of 
September, 1949. 

{SEAL} ELVA G. MASLIN 
(My commission expires March 30, 1950) 
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At right is the simplest, quickest, 
most accurate drive selection method 
ever used—so say the users them- 
selves. You and your customers can 
select the right Multi-V-Drive from 
over 75,000 sheave and belt com- 
binotions . . . in less than 3 minutes. 


TT, DR 
WORTHINGTON PUMP AND MACHINERY CORPORATION 


MULTI-V-DRIVE SALES DIVISION 
Buffalo, New York - General Offices: Harrison, New Jersey 


The 


POWER, TRANSMISSION: sheaves, V-belts, variable speed drives 
PUMPS: centrifugal, power, rotary, steam 
AIR COMPRESSORS: water-cooled, air-cooled 
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So You Can 


of this profitable 
sheave business 





That’s right. $2,500,000 we’ve invested in 
a stock of sheaves and V-belts that’s the 
most complete in the industry. 

$2,500,000 to give you a big delivery 
advantage over all other V-belt compe- 
tition. 

When a customer wants a sheave or 
belt, he wants it fast. If his dealer’s stock 
is incomplete and the manufacturer’s 
stock is days away—he’s going elsewhere. 

Now they’re going to you — because 
the Worthington line has the most com- 
plete range of stock sizes. If you don’t 
have a wanted sheave, you can get de- 
livery from your nearest Worthington 
warehouse in 24 hours or less. 

And with more sizes listed as “stock 
sizes” and more sizes in stock, you may 
be able to save your customer the cost of 
a special sheave. 

We’re advertising the prompt delivery 
of Worthington QD Sheaves in many mag- 
azines . .. and we have direct mail about 
it for your use. So tell your customers 
about the complete Worthington line— 
853 listed stock sizes of QD sheaves in 
“A”, “B”, “C” and “D” Sections, 4% to 
600 hp . . . 332 listed stock sizes of Worth- 
ington-Goodyear EC Cord V-belts. 
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PROFITABLE Apprion 10 YOUR BUSINESS 


Seaaeeseeeeesussesssse 


% Here is a line of fast selling 


profitable items that may have 

missed your attention in past AMERICAN 
years. Now then, is the time to 

take note, for ““American Brand” BRAND 
gives you the quality of products 

that users like—and you build a SANITARY WIPING 
good repeat business. Think of CLOTH 

the wide variety of businesses CHEESE CLOTH 
that use products like these con- 
tinually—and such buyers are all COTTON WASTE 
about you. and 


All types of our cleaning cloths MILL ENDS 
are packed in neat bales and e 


cartons for easy handling and . . 
stocking. All grades Quality, Service 


are guaranteed. and Uniformity 
Large quantity buy- 


ers get the benefit for 24 YEARS 


of special prices. 





NEED for creative selling effort is 
here for a long time according to J. S. 
Zahniser, president of Haverstick & 
Co., Inc., Rochester, N. Y. 





Cleveland Cap Screw 
Advances H. R. Swartz 


Howard R. Swartz has been ap- 
@ wenncccuceneneeeeeeee’ | pointed general sales manager for the 


Cleveland Cap S Co., Cleveland, 
AMERICAN SANITARY RAG COMPANY | “lv<#4 Cap Screw Co., Clevelan 
nanotech CHICAGO 22, ILL. Mr. Swartz is transferred from Lan- 


sing, Mich., where he has represented 
the Cleveland Co. for a number of 


AANKRABABBRRBRBAABSBRBRBRBBRBASRBREBRBRBRBBBEASBSRBBEBREBEREEBEER EEE 








years as a member of M. C. Snyder 
Co., manufacturer’s agents who cover 
most of the state. 

He is a native of LaGrange, Ill. but 


& P F U i ; N G T0 0 LS | has lived in Michigan since 1934, 
graduating from Michigan State Col- 


lege. 


4 cometow Hep 4 one- and two-hand ond and wood cutting tools 
that multiply hand power approximately 80 times. ° 
Roebling Co. 


a sage ro fisia, oy ype, — goonies up to 4%,” O F 1 
ts and 5” soft rods. Chain Cutters for hard and soft chain. sliti 

sag = link repair “> +” splitters. a, — cutters pens New acilities 
or a wire, wire rope, cabie, at bar stock and steel strap- ‘ . 
ping. Special cutters for industry. XG John A. Roebling’s Sons Co., Tren- 


Powerful Forester Lopping Shears with capacities yy ton, N. J., manufacturers of wire 
up to 2” greenwood. Point-cut and Twin-cut Pruners A products, has opened a new office and 


_t.., hy BF, yy me Pat warehouse at Cincinnati, Ohio. W. K. 

a cng oak tess. Ge meees to ees enn Sad aM Hanna, former head of the Pittsburgh 

Sold at leading hardware and farm implement * branch and well known ” industrial 

stores—the world over. , circles in the Pennsylvania-Ohio area 
; will serve as manager. 

The new building, located at 3253 
Fredonia Avenue, is modern in every 
respect and was designed to provide 
every warehousing facility that would 
i \E expedite service to the company’s 

pon : a | agents and customers. 
catalogs of | 4 


Porter Cutting 7 ; 
Tools, Porter A Correction: In our September 


Pruning Tools aE issue, we published a picture of Bill 

or Porter- 3 Wallace and Ralph Hamby of the Poe 

ane Hardware & Supply Co., Greenville, 

summed S. C., filling customers’ orders at a will 

° call counter. We regret that we erro- 

H. K. PO RTER, INC, Somerville 43, Mass. neously identified the counter as a re- 


tail counter. 
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VACO sioce encore SCTEW Drivers 


@ Big business . . . little business . . . 
ALL business . . . is buying more Vaco 
screw drivers! And the magic name ‘‘Vaco” 

is your best bet for greater dollar volume 
Porter-Cable Machine Co. (ges “4 in the months ahead. Why? Because you 
Names District Salesmen \ \ can fill every order . . . including stock or 


S. M. Jankowski, 2 Cedar Hill Ave- > \ custom built mn <« « {Om one source 
nue, New Haven, Conn. has been ap- . with the finest screw and nut drivers made. 
pointed district sales representative in : More than 250 stock styles and sizes! All 
western Massachusetts and eastern ; handles of fire-safe, break and shock proof 
Vermont for the Porter-Cable Ma- ; : Amberyl* plastic! Blades of heat treated 
chine Co., Syracuse, N. Y. - chrome vanadium steel meet U. S. Gov- 

gone Bagong — offices ' ernment specifications! And each tool per- 
are located a 2 Brighton Avenue, y oy mea I ; 
Heston, Mas. and S08 Eddy Street, — . itt designed and balanced for easy 
Providence, R. I. also has been ap- , — 
pointed a district sales representative 
for the state of Maine. 

Mr. Jankowski has represented the 
firm in Connecticut for ten years and : 
he will continue to handle, the area 2a cuore rare of peed, desened deen 
He will handle Porter-Cable’s full line items! Application tables for all drivers to 
of Speedmatic and Guild tools. : ie Rata psa to me — , An invaluable 

Mr. MacBain has represented the iia matinee cite 
firm in eastern Massachusetts, Rhode 
Island and southeastern New Hamp- 
shire for more than 12 years. He will 
continue to handle the territory, as- — Vaco REVERSIBLES... typical of many 
sisted by Kenneth R. Bunten and ’ at A new items in the Vaco line. Reversible blade 
Wendell 5 Toten, olin ot be te a = has regular bit on one end, Phillips bit on 


=—e the other. New interchangeable bit sets also 
cated in the Boston offices. available for Phillips and regular styles. 





Homer R. MacBain 














FIRE-SAFE Handles... Vaco Amberyl* 
handles are listed under the reexamination 
service of Underwriters’ Laboratories . . 
end the old nitro-cellulose fire hazard that 
barred many plastic handle drivers from 
large shops. Handles available in a wide 
variety of sizes. 














BERYLLIUM Drivers... with practically 
same strength as ordinary drivers .. . but 
will not spark. The opening wedge to many 
large orders! 


Piaae, (Soe0f 
DISPLAYS ... There’s a Vaco display for hike i) ip eee (8 a 
every purpose! Square blade, round blade mh ft ‘ 4 

and recessed head blade displays shown f=] hall / Ht 

here are sure-fire business getters on any ‘ ~ APSE 

counter. 


“VACO 5/8 V8 440 
A 








*Jrade Mark Registered 


All Items Fully Covered In Our New Catalog 
PRODUCTS CoO. 
317 East Ontario St., Chicago 11, Illinois 











S. M. Jankowski 
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Z| LOWELL "sisi" WRENCHES 


OFFERS A BIG 
PROFITABLE MARKET 


with Steel Laid & Solid Steel I | . id di it 
TINNERS SNIPS = 


ss comms saan een ein ceantettbetia 


PROFITABLE, DEPENDABLE 
eres REPEAT SELLING TOOLS 


demand for cutting stain- 
less steels, galvanized iron 


ether test metal .. «0s IMMEDIATE SHIPMENT 


heavy as may be cut with 


Sabinishetatl anagen a0 FROM STOCK IS OUR 
the inside of each blade 


| provides @ tough, lasting CONTINUOUS AIM 


me cutting edge. Black baked 
enamel handles and pol- 


ished blades. Also avail- Have You Catalog +47? 


LOWELL WRENCH CO. 


i bination patterns. 
WORCESTER 8, MASS. 














Duck Bill | THIS SIMPLE PUMP MEETS 
CUTTING SNIPS , THE NEEDS OF CONSTANTLY 
These snips are designed CHANGING PUMPING PROBLEMS 


for cutting both straight 
lines and intricate curves, 
cleanly and smoothly with- 
out bending or “chewing” 
the metal. Combine in one 
tool the advantages of 
both straight and curved 
snips. Red baked enamel 
handles, polished blades. Standard 
VIKING 
Pump Only 
REGULAR PATTERN Fig. 32 CUT-A-WAY 
Full Length Length of Cut Shown with valve on head 
9 in. 2 in. 
10 in. 2% in. Its the simplicity of this time-proved Viking 


a - principle backed by the know-how of building 


14 in. 3% in. and applying it to the application, that makes 
DUCK BILL CUTTING SNIPS it possible to meet the needs of the machine tool 


Full Length Length of Cut 7 industry so well. 

7 in. 1% in. r 

10 in. 2% in, Viking | Many styles and sizes are 

93IR 12 in. 3 in. an KIN built for these exacting re- 
Built for rugged duty and precision fed quirements. Write for bulletin 


cutting, Clauss Tinners’ Snips will help fae ee _49SMM today. 
build a profitable volume for you. : acon Se — gee b. 


ORDER FROM YOUR JOBBER OR WRITE DIRECT TO 


-CLAUSS CO. 
os HENNEE= REA: | ae Vikin Pump Company 
New York Office: sue (@-Te fol am mel am (oh wZe! 


1107 Broadway Algonquin 5- 0506 
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DEMONSTRATION. Art Snyder, 
sales manager of Sterling Grinding 
Wheel, watches his man, Orvis K. 
Detterman, tell E. J. Andress, manager 
of industrial supply division, Baldwin- 
Hall Co., Syracuse, N. Y., something 
about his products. 





Graton & Knight Co. 
Names Paddock To Sales 


Elliott C. Paddock has been ap- 
pointed to a newly created post of vice- 
president in charge of sales of Graton 
S. Knight Co., Worcester, Mass. 

Since 1939, Mr. Paddock was gen- 
eral sales manager of Corbin Screw 
Division, American Hardware Corp., 
New Britain, Conn. He had charge 
of all sales, domestic and foreign. 

For 15 years prior to 1939, he was 
field sales manager in charge of domes- 
tic sales for Greenfield Tape & Die 
Corp. 


Page Steel and Wire 
Names Sales Manager 


J. F. Hawkins has been appointed 
district sales manager of the Detroit 


territory of Page Steel and Wire Di- | 


vision of American Chain & Cable 
Company, Inc., with headquarters in 
the company’s office in the General 
Motors Building. Mr. Hawkins was 


previously stationed with the company | 


in Pittsburgh, and will handle the 


sales of Page chain link fence, wire | 


and welding electrodes. 








Now every shop can have the 
advantages of 


No longer does any shop need be 
without the advantages of band saw- 
ing for metal cut-off work. The new 
Wells Model 49A fits the smallest shop's 
budget, yet it does a man-sized job in 
any plant. From its welded steel frame 
to its tubular steel base, the Wells Model 
49A is a rugged shop tool that will give 
long, dependable service. Its portability 
is unequalled. Easy to operate without 
special training, the Model 49A can be 
used by anyone in the shop. Automatic 
shut-off at the end of the cut eliminates 
the need for the operator to stand by. 
The continuous cutting action, utilizing 
every tooth of the band saw blade, 
means more economical cutting too. 
Write for complete details, today. 


DESIGN DETAILS 


Capacity: Rectangular, 3/2" x 
652"; Rounds, 312" diameter. 
Blade: Size—!/" x .025" x 5’ 
Motor: 1/6 HP, Ball Bearing— 
foot mounting. 

Speeds: Selective (belt change) 
54, 100, 190 f.p.m. 

Drive: ‘’V” Belt. 

Vise: Quick action. 

Blade Guides: Stationary brack- 
ets with adjustable blade 
guides. 


Wheels: Disc type idler and 
drive wheels, mounted on 
grease-sealed ball bearings. 


Blade Tension: Incorporated in 
frame design. 


Switch: Manual — automatic 
stop. 

Height to top of Bed: 24” 

Bed Area: 61/2"" x 24” 

Floor Space: 1612" x 38” 

Net Weight: Approx. 118 lbs. 





Products by Wells are Practical 


THE BOYS who move the materials 
in and out of stock for the C. L. 


METAL CUTTING 
ba, L. Kin, Bil Jetgemen, 2d BAND SAWS 


Geradin, Fred Fournier, Jack Webster, | WELLS MANUFACTURING CORPORATION 
and Marv Barnett. 606 ADAMS ST., THREE RIVERS, MICH. 
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Originators 
of the 
packaged vise 





YOUR COLUMBIAN 
DISTRIBUTOR IS ALWAYS 
READY TO HELP YOU 
Willis J. Keenan 


COLUMBIAN VISES | cvs chain 


Opens Philadelphia Office 
A new district sales office has been 
THE COLUMBIAN VISE & MFG. co. ’ |opened in Philadelphia by the Wood- 
9025 Bessemer Ave. ° Cleveland 4, Ohio house Chain Works of Trenton, N. J., 
associate concern of The Cleveland 


the World Largest Makers of Vises Chain & Mfg. Co. It will be located in 
the Western Savings Fund Building, 
STRENGTH + ACCURACY + WORKMANSHIP + DEPENDABILITY at Broad and Chestnut Streets, and 
will be under the managership of 
Willis J. Keenan. 

Formerly, Mr. Keenan was affiliated 
for 12 years with The Bridgeport 


. Chain & Mfg. Co., also an associate 
C A N T 0 L BSLY ACE Protection means concern of Cleveland Chain. 
WAX 
Zs. = iON 


—~, PADLOCK PROFITS! Stason "=" 











L. E. Ferguson has joined the Roll- 
Rite Corp., Oakland, Calif., as man- 
ager of its caster department. 

He has been in the caster business 
for 20 years, for the last 11 with C. W. 
Marwedel in San Francisco. Before 
that he worked with Gunn Carle Co. 
in that city. 

The Roll-Rite Corp. distributes ma- 
terials handling equipment and manu- 
factures Roll-Rite wheels. 











eWe urge 
users to buy | Chicago ACE Padlocks give you four 
thru their | selling points that mean business— 
— distrib- | 1. More than 80,000 key changes 
e 2. Double-locking bolt that locks both 
sides of the hardened shackle into 
Sell CANTOL the case. 
WAX to your 3. ACE round key that makes un- 
h authorized duplication virtually 
customers who impossible. 
use flat belt 4. May be master-keyed with no loss 
drives, for bet- of security. 
ter traction 7 Oly aa = Add ‘em up and you have positive security 
“ that gets quick acceptance by your cus- 
and longer oh X tomers! Available in 14%" and 2” cases. % 
belt life. Vi ee ee A FEW POINTERS on sales are re- 


ceived by Ted Kenny, Jr., from his 


CANTOL WAX [ H | [ fl G 0 LO [ K {0 ‘ father, T. J. Kenny of S. B. Hubbard 

PRODUCTS CO. fs A 

Bloomington, Indi 2024 N. Racine Ave., Chicago 14, Ill. Co., Jacksonville, Florida. Mr. Kenny, 
tae : Sr., is president of the company. 
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HUDDLE on new price lists brings 
together Jack Sweeney and Al Wil- 
liams of the inside sales force of R. C. 
Neal Co.’s Syracuse, N. Y., branch. 





Pidgeon-Thomas Iron Co. 
Enlarges Its Facilities 


The Pidgeon-Thomas Iron Co., of 
Memphis, Tenn. has greatly enlarged 
its steel fabricating plant, which will 
include the installation of a new 70-ft. 
span electric crane. The crane will be 
built by the Southern Overhead 
Cranes, a division of the firm. 

Robert Sisson and Nowlin Good- 
win have been added to the sales 
force of the company. Mr. Sisson will 
travel southeast Missouri on the com- 
plete line, while Mr. Goodwin will 
cover the city of Memphis for the 
building materials department. 

The firm has introduced a. sales 
meeting program, held one day in each 
month and attended by 20 to 25 of 
its sales department personnel. A fac- 
tory representative generally is in at- 
tendance, and following his talk an 
open forum is held to discuss the line. 
At a recent meeting Sid Parish, Amer- 
ican Steel & Wire Corp., was the in- 
vited speaker and the meeting itself 
was conducted by Dave Gildart, head 
of the Wire Rope Sales Department. 





BEST SELLERS 
te) WAS Ac 


K&M pressure regulating 
and reducing VALVES 


Easy to sell... and profitable! 





THEY PAY. Dependable service to indus- 
try since 1879 —that’s the record of 
Kieley & Mueller’s line of pressure regulat- 
ing and reducing valves. K & M quality 
is well known... K & M valves are easy 
to sell. Discounts are liberal; they're pro- 
fitable to sell. And K & M valves are good 
customer-keepers because they provide 
lasting satisfaction. 


4 K & M WEIGHT LOADED For dependable regulation of 
reduced pressures in steam, air, gas, water or oil 
instaliations. Type 102 double seated. Sizes 2 to 12 
inches. Type 104 single seated for dead end service. Sizes 
Y, to 6 inches. Engineered and constructed to provide 
closest possible regulati 





K & M SPECIAL 
“1900" 


Pressure reducing for 
steam, air, gas or 
water. Type 449 sin- 
gle seated, Type 450 
semi-balanced, Type 
451 water and air. 
Sizes 2 to 2 inches. 
Simple, compact and 
ruggedly constructed 
for long, dependable 
service, 


K & M SIMPLEX 
a Type 461 
For water, air, gas or 
oil. For simple pres- 
sure reduction service. 


Used where initial 
> pressures are fairly 


constant as for pro- 
tection to industrial 
plumbing or for in- 
dustrial air pressure 
distribution. 


These are just a few. Wherever regulating and reducing valves 
are used, the K & M line has a type and size to suit. K & M design 
and construction are outstanding for their high quality. It is the 
line you can make money with. Send today for information about 
K & Mand generous distributor discounts. 


% 


SALES TRAINEES, Ken Daniels and 
Harry Crass, Western Iron Stores Co., 
Milwaukee, are at the counter salesman 
stage of the training where they learn 
to meet customers and satisfy their 
needs. 





2033 —43rd STREET 
NORTH BERGEN, N. J. 


PRESSURE REDUCING & REGULATING VALVES 


PUMP GOVERNORS 


FLOAT VALVES ® EXHAUST HEADS 
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Established 1879 


LEVEL CONTROLS 
BACK PRESSURE AND RELIEF VALVES 
STOP AND CHECK VALVES 








“YANKEE” Spirals 


Standard on every 
assembly line 





“Yankee” Spirals take the twist out of 
assembly lines, do the hard wrist work, 
reduce many motions to just one...a 
simple push. Wherever assembly shops 
are looking for time-saving, money-mak- 
ing shortcuts, you’ve got a sale for 
“Yankee”’ Spirels. Made in three sizes and 


two styles—regular and Quick-Return. For years, machinists and mechanics 


have specified De-Sta-Co Shim Stock, 
by name. You can profit from this 
ready acceptance of a fine product 
by carrying a good stock of these 
convenient packages. Twelve sheets, 
assorted thicknesses from .001 to .015, 
each identified, or the handy 10 foot 
roll with thickness indicated every 
6”. Rolled to precision limits in’ steel 
or brass. Write for price sheet and __ Sturdy packages are popblar in shop and 


supply house. Prevent waste and damage 


stocking distributor's discount plan. to stock, easily mailed. 


Parking mang A my oe with a “Yankee ‘i a DETROIT STAM Pi NG COM PANY 
uh, seukes Giving « anxhund pu. Centering 332 Midland Avenue Detroit 3, Mich. 
sleeve prevents slippage. 








~~ BELT FASTENERS 


spiral saves workers’ muscles, gives you more of | FOR HEAVY CONVEYOR anp RIP PLATES 
' AND ELEVATOR BELTS OF 
ANY WIDTH 


FLEXCO Fasteners make a tight, butt joint of great strength and 
durability . . . distribute the strain uniformly. Operate smoothly over 
flat, crowned or take-up pulleys. Made of steel, Monel, Everdur and 


Promal. 
FLEXCO Rip Plates are for repairing and patching damaged belts. 


Ask for Bulletin F-100 
FLEXIBLE STEEL LACING COMPANY ¢ 4633 Lexington St., Chicago 44, Illinois 


Body assembly with “‘Yankee’’ 130A. Quick-Return 
Spring keeps bit in slot and worker’s eyes on the job. 


We're telling your customers to 
go to you for “"Yankee"’ Spirals. 


NORTH BROS. MFG. CO. 
Philadelphia 33, Pa. 


“YANKEE’’ TOOLS NOW PART OF 


& TANLEY “Gece em Tor Spoly ewes 


Reg. U.S. Pot. Off. = me 
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HELP is on the way, vice-president 
F. A. Hipp of Textile Mill Supply Co., 
Charlotte, N. C. tells a customer on 
the phone, his hat and coat ready to 
hasten him on his way. 





Chain Belt Names Toomey 
To District Sales 


John C. Toomey has been ap- 
pointed district sales engineer in the 
Detroit district office for the Chain 
Belt Co. of Milwaukee. 

Mr. Toomey studied mechanical 
engineering at the University of 
Michigan and has an exceptional engi- 
neering background with 20 years 
of experience in the selling and ap- 
plication of material handling cquip- 
ment. 

A native of Michigan, he now re- 
sides in Lansing and is a member of 
the cngineering society of Detroit. 





THE NEW director of research of the 
Metal & Thermit Corp. New York, is 
C. K. Banks, previously head of the 
Chemotherapy Division of Parke Davis 
& Co. 





It couldn’t be done 
but here it is... 


the new Acapridlan 
COLD-FORGED’ 


premium 

caster strength 

and wear at 

stamped-steel 
cost! 


Never before — a caster like this! Breakdown tests show that the 
New Rapistan Cold-Forged Caster wears almost twice as long as the 
average quality caster — yet it costs much less! The secret lies in 
cold forging — a process never before applied to the manufacture of 
casters. Tremendous pressure actually ‘‘flows” molecules of steel to 
form coined ball raceways . . . insures uniform strength, through 
refined metal grain structure, at the points of greatest wear. 


These new Rapistan casters are quiet, fast-swiveling, responsive to 
the lightest touch . . . have double ball raceways for greater resistance 
to shock. A grease reservoir provides constant lubrication of heavy- 
sectioned swiveling parts. And the new cold-forged top plate and 
yoke base insure exceptional strength and long life — af amazingly 
low cost. Wide range of sizes and wheels. 


Write — TODAY — for full information! esses 








The RAPIDS-STANDARD COMPANY, Inc. 
115 Rapistan Building, Grand Rapids 2, Michigan 
Representatives in principal cities 


POSSOSOSSOOS 





INDUSTRIAL DISTRIBUTION © NOVEMBER, 1949 








GREATER PROFITS 
CLIPPER 


Y v Constant Consumer Demand 
Y WNo Factory Sales to Users 
W Nationally Advertised 
Y V Firm Resale Price Policy 
v Highest Uniform Quality 


% 
sal makes: pote . 
ce T- seom, os Se 





AYA 


BRUSHES«»-BROOMS 
Many Advantages in 
Selling this LINE .. . 


There isn’t a plant, mill, school, public build- 
ing, or place of business that isn’t a prospect 
for some one of the broad line of CAPITAL 
Industrial Brushes and Brooms. CAPITAL 
Brushes and Brooms are noted for their long 
wearing qualities—every plant man in your 
territory will appreciate this one fine quality 
alone. This is equipment that is always in 
season and we urge users to buy through 
’ their local distributor. 














BRUSH AND BROOM MANUFACTURING CO. 
CORNER BRUSH AND BROOM STS. Est. 1890 INDIANAPOLIS 7, IND. 
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DEMONSTRATING the first No. 1 
South Bend shaper is Hillman Baggett 
of Harry P. Leu, Inc., Orlando, Fla. 
This machine was flown from the fac- 
tory to Tampa for exhibition at the 
Florida Education Association conven- 
tion as the first of its kind. 





Co-Operative Sales Meeting 
Held By Hagerty Brothers 


The Hagerty Brothers Co. of Peoria, 
Ill., mindful of the fact that time 
marches on and changes continually 
take place—often with kaleidoscopic 
confusion—decided to check up re- 
cently on the current and past activi- 
ties of their sales departments and 
salesmen. So, at a recent sales meet- 
ing conducted by Walter J. Heyd, vice- 
president in charge of sales, “‘some- 
thing was done about it.” 

At the meeting, three of the firm’s 
salesmen were given an opportunity to 
“sit in the driver’s seat” by giving a 
demonstration of their individual sales 
technique. 

The meeting was called to order at 
7:30 P. M. with Mr. Heyd presiding. 
After a brief explanation of the pur- 
pose of the meeting, and a few words 
from the president, John H. Flora; 
the first salesman, H. K. Anthony, was 
given the floor. It would be his in- 
tention, Mr. Anthony explained, to 
sell his customer first on the impor- 
tance of his own company. He then 
proceeded to enumerate a number of 
the advantages the prospect would 
gain, each an excellent argument for 
more sales. 

He pointed out that the age of his 
company was important because an 
older company had gathered knowl- 
edge and experience in selecting the 
best lines to handle in a particular 
field. 

The fact that his firm had selected 
lines whose manufacturers had men 
continually in the field, helping with 
advice and technical knowledge, was 
an aid to the salesman and inspired 





aa. 2 fh & 2 fA A be 
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confidence and good will in the cus- 
tomer. 

In these days of fluctuating prices, 
he continued, it was a source of en- 
couragement and satisfaction to know 
that his firm was competitive on prices 
with firms handling similar products. 
After his presentation, Mr. Anthony 
opened a question and answer period. 
The response was spontaneous and 
hearty. 

The next speaker called was R. W. 
Worrick. Mr. Worrick made an in- 
teresting presentation of his item, 
which was a certain line of belting. His 
best point, or suggestion was that in 
selling this line, the salesman should 
always carry a sample of the belting 
with him and give the prospect the 
opportunity to handle the product. He 
assured his audience that the psycho- 
logical effect produced by this method 
always stimulated interest, thereby in- 
creasing the possibility of a sale. The 
speaker was also well versed in the 
comparative merits of this product and 
others used for the same purpose. His 
question and answer period was also 
well used. 

The third and last salesman to pre- 
sent his sales talk was R. B. Curtis. 
Mr. Curtis had been doing an unusu- 
ally fine job of selling a certain line 
of shovels. He had before him several 
samples of this item and proceeded, 
without the aid of notes or catalogue, 
to demonstrate how he had been able 
to sell so many of these articles. He 
not only enumerated the best selling 
points of this product, but explained 
the advantages to the prospect, of each 
of these points. 


Exception Rather Than Rule 

While sales meetings of this type are 
not unique, they are the exception and 
not the rule. Too many so-called “pep 
meetings,” called for the purpose of 
stimulating greater activity on the part 
of the salesmen, have just the opposite 
effect and create a feeling of resent- 
ment, or, at best, are merely endured 
by the men. 

It is admitted that instructive sales 
talks and demonstrations by factory 
representatives are an essential part 
of a salesman’s education; but a gath- 
ering of just the localmen can be of 
inestimatable value to all participating. 

The frank exchange of views and 
experiences among the men them- 
selves is most beneficial. Hence the 
—_— and answer period following 
the presentation. 

No two salesmen use the same sell- 
ing technique. No two salesmen have 
the same mental attitude toward their 
company, their products, or their jobs. 
Therefore this form of sales meeting 
serves as a clearing house for the prob- 
lems of both the sales force and of 
management. It also gives each sales- 


For Precision 
Performance 4 


Another reason why Bay State taps produce 
so many holes, and still cut close to size. 


ON THE NEARBY SHELVES OF INDUSTRIAL SUPPLY DISTRIBUTORS 
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CULLMAN 
Sprockets 


Over 80,000 Sprockets and 80,000 
feet of Chain Now in Stock 


More than half a century of specialization in the 

design and manufacture of sprockets has made 

Cullman a leader in the sprocket field. Today, 

Cullman can ship promptly from its stock of 
over 80,000 sprockets, of endless types and 

dimensions. Too, sprockets for special require- 

ments can be quickly produced at low cost due 

to Cullman’s long years of experience and high’ 
precision production methods. 


Welptul Culimen Cetsleg 
Pives engineering dete full in- 
formation en sprockets end 
cheins corried in stock 


CULLMAN WHEEL COMPANY 


1347 Altgeld St. Chicago 14, Illinois 





STAR SALESMAN ... PALMETTO STYLE 


— this Pyramid is still going strong! 


Mention Palmetto Packings to a new prospect and 
chances are he'll already know what you're talking 
about—and will already be won to the line—thanks 


to this Pyramid. 


Unusual design had everyone talking about it the 
minute it came along—and now everyone's talking 


about its unusual performance .. . 


automatic self- 


compensating adjustment to pressure, greater Vee- 
type packing durability all around. 


Tie in with this star salesman and you'll find your 
profits pyramiding on the entire Palmetto line. 


GREENE, TWEED & CO. 
NORTH WALES, PENNSYLVANIA 


“TUSKO” 


WALRUS POLISHING 


LEATHER 


} ] ” | and special tools for all industry. = 














FOR 


O,iginality 


Yes—12 Quick-Change Tools! 


A BIG VALUE 
—A FAST 
SELLER! 


9 chrome-plated 
nut drivers, 
3/16” to 2", 2 
screwdriver sizes, ee 
! reamer! Com- aa 
iiink’”. 22. <— 
UT OO OOS 


(man-sized) that & ae 


————— 
tho ————— <<< 
—in sturdy, smart kit 


—only $9.95! 


It’s a ready-made sales dis- 
play! A tasting metal tool 
holder! Easy to sell—it’s a 
real saving over buying in- 
dividual tools! ORDER 
Now! 


Park Metalware Co., Inc. 
Dept. F Orchard Park, N. Y. 


Quality Shools 


PREFERRED BY EXPERTS 


First to use plastic for screwdriver handles 
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Stainless Steel 
«= BOLTS 
SCREWS 
NUTS 


‘WASHERS @ 
N 


A Complete Line Yj a) 
Available from Sock A 
STAINLESS STEEL ° 

BOLTS SCREWS NUTS 


Machine Machine Hexagon 
Carriage Cap Square 
Lag Wood Wing 


WASHERS vi 
All Types RIVETS ead 
All Types FITTINGS V™ 
All Types 
Available also in Monel, Alumi- 4 


num, Everdur, Naval Bronze and 
Alloy Steels 


We are prepayed to fill your > 
needs for ‘Specials’. Send your = 
prints or specifications. 


Stainless 
SCREW & BOLT CORP. 


135 Church St#., New York 7, N.Y. 
i co 7-0675 








man the advantage of their combined 
experience and knowledge. 

In this way each salesman is made 
to feel that a is an integral part of 
the organization and sometimes, to 
his own surprise and pleasure, he finds 
that he has made some suggestion or 
brought out some point that has es- 
caped and may prove of considerable 
value to his fellow-salesmen and man- 
agement. At the same time, this type 
of meeting gives management a chance 
to judge the mental growth and atti- 
tude of each salesman. 

Individual participation in a meet- 
ing of this kind engenders a spirit of 
helpfulness and co-operation that can- 
not be attained by any other means. 


Wholesalers Meet 
In Atlantic City 


The eighth annual meeting of The 
Middle Atlantic Wholesalers’ Asso- 
ciation was held on Monday and Tues- 
day, September 26 and 27, at the 
Chalfonte-Haddon Hall in Atlantic 


City. E. G. Carpenter, president of | 
the association, opened the meeting | 


and presided over the subsequent busi- 
ness sessions. Chief event of the meet- 
ing was a panel discussion composed 
of representatives of manufacturers 
and wholesalers in the industry to dis- 
cuss questions concerning the various 
lines handled by the distributors. 
Principal speakers at the meeting 
were H. J. Horan, Jr., president of 
the Broad Street Trust Co., Philadel- 
phia, R. W. Gwinn, Congressman 
from New York, H. H. Heimann, 
executive manager of the National 
Association of Credit Men, and Dr. 
T. A. Distler, president of Franklin 
and Marshall College, Lancaster, Pa. 





DAVID A. ROHRER has been added 
to the outside sales force of General 
Machiner & Supply Co., San Fran- 
cisco, after three years with the com- 
pany’s inside price and sales staff. 


NEW 
Safety Hoo: 
| b 


Y 





For Safer, Better, 
More Economical 
Lifting of Loads 


Now you can improve your han- 

dling of loads with the new BTC 

Drop Forged Steel Safety Hook. 

Here is a hook with patented con- 

struction that prevents the sling 

from slipping off, adds strength to 

the hook, and eliminates common hook faults—hook 

point won’t straighten out, and no more snagging of 

ledges or dangerous slipping of loads. The new BTC How the 
Safety Hook has automatic mousing action with a 

safety-tie lip lock holding the point of the hook .. . Brc 

and an extra margin of safety because of special 

shoulder and lip lock construction that maintains Safety 
the load-holding capacity of the hook. Hook 
With only two sizés—5-ton or 10-ton— and two types O t 
—Eye Bridge or Shank Bridge—BTC Safety Hooks perares 
simplify ‘inventory problems by replacing eight 

sizes of standard open hooks; and weight is only LOAD 
one-third as much as ordinary hooks for same rated CARRYING 
capacity. POSITION 
BTC Safety Hooks are essential wherever rigging or 

sling lifting of loads is a part of materials handling. 

BTC Franchises are now available for qualified 

Industrial Distributors. 

All bearing surfaces are machined for easy and 

positive action. Note that in load carrying position, 

patented shoulder and lip lock construction hold 

the load. START OF 


OPENING 
THE BREWER-TITCHENER CORPORATION “POSITION 


2 Hook Street Cortland, N. Y. 


Metal Products Manufacturers for over 100 Years. 





The Brewer-Titchener Corporation 
Cortland, N. Y. 


‘ml Send me bulletins describing the new BTC Safety 
Hooks. 


‘im We are interested in selling BTC Safety Hooks. 
Send information. 





a 
FULL OPEN POSITION 
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a wa EXPANSION 
VALLEY crinbers Maoy 


Accuracy and Performance a » 
Records already established | 


In the more than 30 years that Valley Grinders have been 
used by many of the country’s largest industrials, they 
have established fine records where accuracy and per- 
formance count. These grinders are all powered by 
Valley Motors and every unit is built to a single high 
standard of quality. This means complete satisfaction in 
service which builds profitable demand for these efficient, 
low-cost tools. 








Valley Electric Corp. noe fo 
4221 et Me BLYD. e ST. LOUIS el dda 


em 
CALDER ... the Dresser Line os 








for Bigger Profits ...Easier Sales  seee Macnee 
- bolt installation -*.*. 


for securely fas- 
QOD NAA Bi tening port 
\ BUILT RIGHT—Best materials throughout . . . tool .; surfaces. 
\ steel cutters... Right and Left hand Threaded Bushings ; An ARRO A-C-E EXPANSION SHIELD : 
for’ Automatic Tightening. \\ in the hole is your best bet for perma- 





nently anchoring machinery, fixtures, — 
- etc., to floor, wall or ceiling or anchor- 
_ ing eyebolts or hanger rods. The end - 
_ thrust of bolts expands the back. The - 
> nut expands the shieldto splitthe body ~ 
_ four ways. The corrugation spacing . 
~ prevents masonry from crumbling and ~ 


- forms their own wedges. Allinallthey © 

are “‘engineered”’ to the job. Made of + 

certified malleable iron in bolt sizes Ye 

: _ to 1” inc.—Arro’s guarantee against 
: ~ loose installations. — es 





EASY TO HOLD— Extra 
Weight well distributed 
for smooth handling. 


AOA SN 
Also CALDER Fine Diamond Dressing Tools 
LRRER_RRARADDEEE SRO DEER 
SOLD ONLY THROUGH DISTRIBUTORS A 


" Fac “i =} 
QQ RRQ LALLA as 6a 
CALDER MANUFACTURING CO. ARRO EXPANSION BOLT COMPANY 


2049 North Prince Street . Lancaster, Pennsylvania MARION, OHIO 
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George A. Gade 


Standard Pressed Steel 
Changes Sales Setup 


A number of important changes in 
its sales organization have been an- 
nounced by Standard Pressed Stcel 
Co., Jenkintown, Pa., manufacturers 
of socket screw products, self-locking 
nuts, and steel shop equipment. 

Mr. George A. Gade, former dis- 
trict manager of the SPS Detroit office 
and warehouse, has been appointed 
regional sales manager in charge of 
midwest territories. He will make his 
heacquarters in Detroit. 

Succeeding Mr. Gade as Detroit 
district manager is Mr. Francis J. 
Kinsella, who has been a sales repre- 
sentative in the area for a number of 
years. Mr. William C. Harper, former 
SPS representative in the New Eng- 
land area, has been made district 
manager in the Cincinnati area. Mr. 
A. Clayton Graham replaces Mr. 
Harper in the New England territory. 





KNOW YOUR INVENTORY, says 
A. A. Wood, assistant to manager of 
industrial supplies, Baldwin-Hall Co., 
Syracuse, N. Y., in giving D. S. Jacob- 
son, sales trainee, some pointers. 


WRITE FOR DETAILS 


GENERAL SALES AGENTS 


JOHN H. GRAHAM & CO. Inc. 


105 Duane St., New York 8, N. Y. 





MADE BY G, W. GRIFFIN CO., FRANKLIN, N. H. 
HACK AND COPING SAW BLADE SPECIALISTS 
SINCE 1880 


| ae ee ws 
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We have a ARMstABhic-sray 


GEAR and 


copy for you- FF 


Quickly and #e hy pull gears, 





wheels, pulf ys mand bearings 
off of shafts thout damage 
or breakages ‘ 
improved designs make them 
easy to set up did safe in use— 
the harder t} ll the tighter 
the grip. 
12 types, BO-gizes — 2-arm, 
3-arm, stan@are@- and special 
STEELGRIP Pyligrs with drop 
forged arms @n@ heat treated 
screws as Hi-gs CHAINGRIP 
Universal Pullers that reach to 
considerable distances from od én 
end of shaft 
Write forMatalog ; é Ra 
Bu 
] 
Ch 
anc 
f “ be deinen 5356 NORTHWEST HIGHWAY = 
acts about industry s €a 
dew y CHICAGO 30, U.S. A. 
rating of gauges that you ———————— \ 
will want to know... | ell 
You may well have read some of the Z com 
Marsh advertisements contained in ‘ll 
this folder. Brought together they - 
tell a story about gauge preference R 
in field after field of industry that is © strei 
important to you. Everyone who Dak 
handles pressure gauges will find | ma 
this presentation profitable reading. ™ s 
Your copy, sent on request, will _— 
demonstrate two things: (1) that Zim 
Marsh Gauges are the right gauges I’ 
for you to handle, and (2) that | was 
Marsh, through such advertisements {]} The 
as these, drives se 4 your — | A complete stock of all types ue 
tomers unremittingly the story o' / : : 
Marsh acceptability. over 35,000 dozens avetene of th 
for immediate delivery including 


JAS. P. MARSH CORP. 
Dept. C, Skokie, Ill. 


Corning Standard Low Pressure, 
Pyrex Red: Line, Pyrex Heavy Wall, 
and Pyrex High Pressure in all stand- 
the gauge ard diameters. With our own cutting, 

with the ” fusing and grinding equipment, prompt 
uRECALIBRATOR shipments can be made on special 

owen oot lengths. Our stock includes MacBeth Flat 

“pecalibrator” a en been glasses, Pyrex Oil Cup glasses and Pyrex 
 genont—the finishing Standard Sight glasses. Whatever your re- 


quirements, .for Swift Service, write, wire or 


SWIFT 


telephone. 





THE 

| . LUBRICATOR CO., INC. dust 

GAUGES © VALVES © TRAPS / ; Seed 
DIAL THERMOMETERS / 24 Home Street Elmira, N. Y. sien 


HEATING SPECIALTIES | rip 
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NEW! FEATHER WEIGHT 


4, NVA M = IRON : 


HE 


Terr t | 


be 
bas 


~ — SE 


PATENT 
PENDING 


Now: An iron so light, so well balanced, its weight 

is scarcely noticeable. When customers call for an 

iy gee iron for long delicate work where fatigue works 

aes as ace ar es an against quality, HEXACON FEATHER WEIGHT BAN- 
Enders and Floyd Ellenback of Mill ond el Ae ta = 
Supplies, Inc., Orlando, Fla. PP Se es new BANT is completely 
‘ comfortable, more practical 

HEXACON MODEL 30H. Weight ; than a pencil iron and re- 


5% oz. (less cord). 40, or 60 Watts. © quires no transformer. Write 
Both %” and %4” tips furnished. — for prices and discounts, to- 
Ask for literature on complete line 

of screw tip, plug tip and hatchet 

irons. 


HEXACON ELECTRIC CO, 


138 W. CLAY AVE., ROSELLE PARK, N. J. 





Randall Co. 
Buys Shook Bronze Assets 


Randall Graphite Bearings, Inc., 
Chicago, has purchased the foundry 
and machine shop of Shook Bronze 
Corp. at Lima, Ohio. The Lima plant 
will be known as Randall Graphite 
Bearings, Inc., Shook Bronze Divi- 
sion. 

W. E. Dickerson, executive vice- 
president of Randall since April, 1948, 
will remain in direct charge of the 
company’s operations. K. E. Strunk 
will continue as production manager. 

Randall’s executive staff has been 
strengthened by the addition of Alan 
Dale, formerly vice-president and sales 
manager of Shook Bronze Corp. as 
assistant to the president, Edward A. 
Zimmerman. 

The foundry at the Lima operation 
was thoroughly modernized in 1946. 
The machine shop is well equipped 
and will be augmented by a transfer 
of the Randall Chicago plant to Lima. 


Fate aa e se ae e 


| Fe ee FF 











“a yer’s idl with a swinging sales pti 
sharpened pg your toughest 


THE BIG FIRE that the Rickert In- ¥ : 

dustrial Supply Co., Milwaukee, suf- oo > 107 RIVER: SAGINA W, MICHIGAN 
fered last year is easily forgotten jin the cee enue ' 

pleasant working surroundings of their 

new office. 
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profit For You - 
Advertised 


MPOUNDS 


Know Them 





Customers 
Your _ Want Them - - 


They Build Repeat Sa 
y GRAPHITE paste 


t sealer for all lines © 
d high-pressure steam. 
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eee arrying oil, gaso- 


Lubricates 





WE 
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line, kerosene o” 







as it seals. 
low- 
“i e * water, gas, 
ev = yom joints on lines corry'nd ot affect taste 
for sealing P! Does " 
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pressure 
or color of potabl 7 

ith Key Pipe 7°! 
on yet ore easily opened, - 
A profitable repeat item. we 
‘a ackaged- Immediate delivery- 
ye 


e liquids. 
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for Key will 
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y will not leak, 
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Ask us to pro pounds in your 
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KEY COMPANY 
2621 McCasland Ave., East St. Louis, Illinois 


| Dy Olle the Oiler | COLLIS 
COLLET EQUIPMENT 


EAGLE b for 













y, 





Here’s why this im- 
proved pump oiler is 
tops in its field: de- 
livers oil in a full 
stream or drop by 
drop under perfect 
control; position of 
the handle enables 
operator to force oil 
in any angle. Bodies 
are seamless drawn 
steel with double- 
seamed bottoms and 
acetylene welded 
spouts with ex- 
tended steel thread 
protectors. 

All pump parts are replaceable. 
Pumps any oil that flows. { to 2 
pint capacities. 

See your distributor or write 


EAGLE MANUFACTURING CO. 


Dept. ID 1049 
Wellsburg, West Virginia 
"Oil with an Eagle Oiler’’ 
ecoeeeeeeeeeeeeeee 


AZZ 
G) G) G) 











The quality sign for Collet Equip- 
ment. Help your customers to save 


6 
6 
6 
6 
6 
6 
( | time and equipment—supply taper 
6 
6 
6 
6 
6 
6 


products which have been made by 
men skilled in this type of manu- 
facture. You can supply the proper 
unit from the very complete 


COLLIS line . . . drill sockets and 





sleeves . . . lathe centers . . . 
chuck arbors .. . drill drifts. Large 
quantities are being used daily and 
more are being demanded—get 
your share of this business. 





‘THE COLLIS COMPANY | 


CLINTON, IOWA 


I ne 
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Robert C. Rossman 


Rossman To Represent 
Cordage Firm 


Robert C. Rossman has been named 
New York State representative for the 
American Mfg. Co., Brooklyn, N. Y. 
cordage producers. 

Mr. Rossman was employed by the 
Syracuse Supply Co., Syracuse, N. Y., 
for nine years. During the war he 
served as a tail gunner on a B-24 and 
completed 43 missions over Germany. 

He will make his headquarters in 
Syracuse. 


Old Machines Slow Output 


| Berna Tells Engineers 


Tell Berna, general manager of the 
National Machine Tool Builders’ As 
sociation, told members of the Phila 
delphia Chapter of The American 
Society of Tool Engineers at theii 
recent regional meeting in Philadel- 
phia that two misconceptions, one by 
management and one by labor, are 
hampering potential productivity and 
adding to the cost of many products 
bought by the public. 

“Manufacturing plants of this coun- 
try are still filled with machine tools 
of war and pre-war vintage,” said 
Berna, “which have long since been 
obsoleted by post-war models and 
represent high-cost operation today. 
Added to this is the assumption on the 
part of some labor leaders that new 
and better machines throw people out 
of work.” 

Berna stated that employment and 
wages rise in direct proportion to 
mechanization, and that only through 
the installation of efficient machinery 
can industry economically meet the 
needs of the consuming public. 
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WHEN YOU USE 
PLIERS... You aced 


CHANNELLOCK 
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No matter 


what your \\ 


\e, \ 
¥ 


\ 


work... 
plumbing, 
electrical, \. 
automotive, 

aviation, 
battery or 
ignition — there 
is a Channellock 
plier designed 
specifically for 
your job. If you use 
pliers... you need 
Channellock. 


The exclusive tonque and groove 
joint gives you these ‘‘plus’’ features: 
Greater Strength, Longer Wearing, 
Self-Cleaning, Closely Spaced Ad- 
justments, Visible Adjustments, No 
Wear on Joint Bolt. 


NAO 


Send for Catalog C-5 today 


HAMPION DEARMENT TOOL CO 
MEADVILLE + PA, 
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Only 
Champion DeArment makes 
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THE MORE you know, the more you 
sell, Carl Hare, new store manager at 
Sullivan Hardware Co., Anderson, 
S. C., tells Allen Rainey. 





_Link-Belt Opens 


Office in Duluth 
Link-Belt Company, Minneapolis 


| plant, announces the opening of a dis- 


trict sales office in Duluth, Minn., 
with headquarters at +22 Board of 
Trade Building. Mr. John I. Morti- 
son, formerly district sales engineer 
at Chicago and Minneapolis, has been 





appointed district manager in charge | 


of the new office. He will be assisted 
by H. A. Ivarson, who has been trans- 
ferred from the Link-Belt plant in 
Minneapolis. 

Mr. Morrison joined the Link-Belt 
estimate-engineering department at 


the Pershing Road plant, Chicago, in | 
1944 and remained in this depart-| 


ment until 1947, when he was ap- 
pointed sales engineer specialist for 
equipmént sales to sand, gravel and 
stone quarries, and for large belt con- 
veyor installations. He became sales 
engineer for the Minneapolis district 


| in January, 1949, 





























John E. Morrison 
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orovghly lubricated and water-, 4 d 
prooféd to give long life and to. 


OM 


,good rope customers ’ 
/ need the best in cordag 







awa 
poms 








ait) jie 1k 

j The Whitlock fj gf mppe.in a com- ue 
plete range of izes, covers every ae 
industrial, utility, marine and farm 4 


requirement, Whitlock Watertiex Fy 
"Ss a profitable line to carry. © 





FOR 45 YEARS 


Grobe \ Se Biacknecn 


CHATTERLESS | q “ROTARY 


COUNTERSINKS As PUMPS 


With Distributors because 
Blackmer Provides 





They are terrifically popular be- 
cause the six staggered cutting 
edges are scientifically designed ’ oats eI ap . 
to give a shearing cut and thus ’ — 

1 4 apacities rom 
eliminating all chatter. — ; ” 1500 GPM. 


COMPLETE LINE OF 





Made in 12 sizes: 1%, 3/16, 
¥%y, Vo, Ye, Ya. Ve, 1, 1Y4, 1¥2. 
134 and 2 inches. Standard 
30°, 41°, 45° with center 
line. Also made in any other 
angles to order. NOW NA- 
TIONALLY ADVERTISED TO 
YOUR CUSTOMER FEATUR- 
ING THREE CHATTERLESS 
COUNTERSINK SETS of from 
eight to eleven sizes in 
STRONG WOODEN KIT-CASE. 
For Barrel, 
Seem | Underground 
Write on firm | Storage 
letterhead for | And Portable 
discounts and . | Dispensing 
CATALOG Units 
SHEET EC1 i 


GROBET FILE CO. OF AMERICA, INC. (eau aaa 


421 CANAL STREET, NEW YORK 13, N. Y.  aliaihiilieteetat 
Plants: New York « Chicago « In Canada: 878 Notre Dame W. Montreal 


“EZY- 
KLEEN" 


Sizes For 
Every 
Common 
Plant 
Requirement 


LOW INVENTORY— 
SIMPLIFIED PARTS SERVICE 


theo xeviss A ee... FS 


= : Can Easily Be 
SELF-TIGHTENING y ~ . Serviced By Any 
Mechanic Or 


DRILL CHUCKS @emies Bisnis 





Man =r 
Replacing Vanes 


E’RE happy to announce that we have SS a : 
caught up with the big demand for = @ MORE NET PROFIT WITH 
these chucks and can once more, make —_ mre LOWER SALES COSTS 


prompt shipments. This will be good news 














to the thousands of shopmen who know 
from experience the big time-and-energy- 
saving advantages of the “keyless” fea- 
ture. Drilling action does the tightening 
—the heavier the load, the tighter they 
hold. There’s no drill slipping, no dam- 
aged shanks, no retightening. Yet they 
are easily released by hand. Because no 
strength is needed Ettco chucks are par- 
ticularly suited for women operators. 
When it comes to holding drills tight, 
rigid and true, Ettco chucks are unsur- 
passed. When it comes to quality and 
workmanship there are no better chucks 
made. 


ETTCO TOOL CO. 600 Johnson Ave., Brooklyn 6, N. Y. 


MADE IN 5 SIZES 
FOR No. 0 TO 
¥e"’ DRILLS 
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Blackmer selection tables help sales- 
men sell THE RIGHT PUMP for every 
job. 

95% of all industrial plants are 
customers or prospects for Blackmer 
products—power pumps, hand pumps, 
strainers. Your salesmen are ‘among 
friends” with the Blackmer Line. 


Write for 


— CATALOG 


Complete up-to-date distributor’s catalog 
provides easy index to more rotary pump 
sales to industry, petroleum handlers, chemi- 
cal plants, bulk liquid handlers. Get this 
guide to more sales. 


BLACKMER PUMP COMPANY 
GRAND RAPIDS, MICHIGAN 
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informal Shots VW 4 * €, 
At Rye Forum 


PROFITABLE SALES TO 
(Continued from page 87) INDUSTRIAL PLANTS 


EVERYWHERE ... 





The MORGAN 
Sales Policy gives 


* = rs 
MACHINISTS y ay you every advan- 
BENCH ‘ ‘ 





Z \eenl tage and we urge 
COMBINATION } users to buy 
7 ! through their local 
SHEET METAL ; i distributor 
SERIOUS BUSINESS. Kenneth E. — ! 
Yorke, Hansen & Yorke, New WOODWORKING 
York City, and Mead Irwin, Mill > 
& Factory, are absorbed in some QUICK ACTION 
information being handed out by ao 


A. L. Stevenson (Jacobs Mfg. CONTINUOUS 
Co.) SCREW 


MORGAN VISE CO. 


108-112 N. JEFFERSON ST. 
CHICAGO 6, ILL., U.S.A. 


* 3 » , Fi ' z 

RIT. » be — 

A WORD BEFORE LUNCH. K.H. 
Walther (Skinner Chuck Co.) 
reaches for water while W. Earl 
Clapp (Yale & Towne Mfg. Co.) 
has a word with A, N. Klebes, 
Smith & Klenes, Inc., New 


Britain, Conn. 


JOHNSON 
XLO. Music 
Spring Wire 





Uniform cast 
Uniform tensile 
Uniform size 
Self lubricating 
surface 
SUNNING themselves before at- Warehouse stocks 


tending the afternoon meeting 
are Giles Bennett and Henry W. 


Blanchard of the Fred K. Blan- 
chard Inc., Troy, N.Y. 


STEEL AND WERE COMPAN? INC. 
WORCESTER 1, MASS. 
New York Philadelphia Cleveland Detroit Akron Chicago 
Atlanta Houston Tulsa Los Angeles Toronto 








| must sell my prospects and keep my 
customers sold—for my customers are 
my competitor's prospects. 
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THREE LITTLE GHOSTS... 


Don’t let Dirt, Dust, and Grit haunt 
your machinery and equipment. 


They'll shorten its service expectancy Pom 


. reduce its efficiency . . . cause 
wear and breakdown. Scare the 
life out of these destructive 
little spooks with a powerful 
CLEMENTS - CADILLAC 
BLOWER - SUCTION 
TOOL. Use it regu- 
larly to clean mo- 
tors, generators, 
switchboards, 
woodworking 
machinery, 


tool bins, f 

stock bins, “47 

75 . Y}} _ 
£ES} : 

BS /] , / 
Say 


Cae. *. a, 
F ofa) [im peae | 
i fl 
od oe] 


TIME + MONEY 

PREVENT DAMAGE 
TO MACHINERY 
WITH*THE.. . 








Made in 5 models 
with attachments for 


every cleaning job. p. 
PORTABLE COMBINATION 
BLOWER-SUCTION CLEANER 


CLEMENTS MFG. CO. 


6624 S. NARRAGANSETT AVE. CHICAGO 38, ILL. 


ADVERTISING 
LIKE THIS 


DESICNED TO 
STIMULATE 
BUYING INTEREST 
IN THIS NEEDED 
AND MUCH-IN-DEMAND 
CLEANING TOOL 


APPEARS MONTHLY 
IN LEADING 
INDUSTRIAL 
MAGAZINES 









IF YOU 
WANT A 


SELLER 
WRITE US 
FOR DETAILS 








ASK YOUR MILL SUPPLY DEALER OR WRITE US FOR DATA 


more 
prokit 


Get complete details of 
this profitable, small in- 
ventory stocking plan. 


Speed vise SELLS 
because it SAVES 


SAVES time 
SAVE S tooling expense 
SAVES tool crib space 


VYew-Literature ufron rneguest 


CARDINAL MACHINE COMPANY 


Glendale, California 














To see it is 
to NEED it 


That's why we 
need Selling Agents 
in the U.S. for 
these superb 
British 
PULLEY 
BLOCKS 
Totally Enclosed 
Triple Spur geared 
Light weight 
Easy to operate 
Hardwearing 
Competitive in price: 


Any of the four sizes 
k, |, 2, or 3 tons 


can be shipped in 
a few days from 





CRANE == COMPANY 
LTD. 
MANCHESTER 12 - ENGLAND 


Full particulars and prices on request. 
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REGISTERING for the regional 
forum at Rye, N.Y. is Chester H. 
Butterfield, Manning, Maxwell & 
Moore, Inc. 





MANUFACTURERS talk things 
over. They are Dan Northup, 
Henry G. Thompson & Son, Co., 
and Vern Olsen and Jack Bennett 
of W.O. Barnes Co., Inc. 





THAT’S THE WAY IT IS says 
A.W. Tucker (Henry G. Thompson 
& Son Co.) to Myles I. Stray, 
Chas. A. Templeton, Inc., Water- 
bury, Conn. 





LINE ON BUSINESS is what 
Howard Brenholts, Harris Pump 
& Supply Co., Pittsburgh, is 
giving to H.H. Von Rohr (Smith 
Welding Equipment Corp.). 





























are 








“GOOD TO SEE YOU’ says 
Herbert F. Mills, H.W. Mills Co., 
Passaic, N.J., to W.D. Horner, 
The Allen Mfg. Co. 





FTC Sets Quantities 


For Maximum Discounts 


American manufacturers who give 
a few of their biggest customers extra- 
large discounts are having their sales 
executives—and their lawyers—take 
a good look at a recent Federal Trade 
Commission action. 

The Federal Trade Commission 
(FTC) is getting ready to use for the 
first time its authority to fix the maxi- 
mum quantity of a product upon 
which a seller may give his maximum 
quantity discount. The rule proposed 
now would apply only to tires and 
tubes, but independent distributors 
and retailers are almost certain to ask 
for such a rule on other products and 
commodities if and when FTC makes 
its tire ruling stick. 

The new rule would work in this 
way: a carload of 20,000 pounds is 
the maximum quantity of tires and 
tubes upon which differentials in 
price, because of quantity, may be 
granted by the manufacturer to the 
purchaser. 

This means that the buyer of two 
or five or 50 carloads gets the same 
quantity discount as the buyer of a 
single carload, both paving the same 
price per tire. 

Although FTC labels this a “draft 
rule”, there’s not much doubt that, 
having gone this far, the commission 
will eventually make it official. 

This is the first time FTC has used 
this authority, even though the agency 
has had it ever since the Robinson- 
Patman Act was passed in 1936. The 
announcement of the ruling touched 
off immediate reactions from manu- 
facturers, and tire industry executives 
indicated they would fight the action 
through the courts if necessary. 

FTC’s maximum-quantity-for-dis- 
count rule is another milestone for 
the lobbyists for independent small 
business. Their anti-chain store agi- 
tation during the depression 1930's 
helped the Robinson-Patman Act 
through Congress. The act was de- 
signed to give the smaller retailer a 



















@: RAIN mastes el 


These compact, portable, high-pressure, centrifu- 
gal pumps, complete with exhaust primer, are PORTABLE 
the ideal units for use with modern overhead 
irrigation systems. Available in a wide range of 


sizes, with capacities from 200 GPM to 1200 GPM, HIGH PRESSURE 


the CMC RAINMASTER line of pumps incorporates 
quality features that guarantee increased crop 


ec Teldsond eat pete woes PUMPING UNITS 
Rivas] consistent trouble-free perform- 
FOR OVERHEAD 


PS 
Put a 
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Ew Low 
PRICE! 


cat AW! SSA 
oT FORGE 
STAINLESS 
STEEL 
UNIONS 


wAeMeietems = CATAWISSA VALVE & FITTINGS CO. 
10-A 300 Mill St. - CATAWISSA, PA. 
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DISTRIBUTORS 
ARE CAPITALIZING 
ON THE EXCLUSIVE 

SALES FEATURES 
OF 
PHILADELPHIA 
CHAIN HOISTS 





Capacities 
from % to 
20 tons 


Spur Gear 

Screw Gear 

Differential 
Types 








‘Philadelphia’ Distributors are enthusiastic 
boosters of the ‘Philadelphia’ line because 
they not only can supply a wide range of 
hoist requirements but can also present 
and prove the adv ges of design and 
construction features which are exclusively 
‘Philadelphia’. Here is something to talk 
about and on which to build sales. 





For example, ‘Philadelphia’ offers malle- 
able iron load sheaves mounted on Timken 
roller bearings . . . hollow load sheave 
shafts, bronze bushed . . . solid one-piece 
driving pinion shafts ... fully enclosed 
bearings ... features which contribute to 
long-life and easy, convenient operation as 
well as worthwhile savings in operating 
costs. 


Back of the products is ‘Philadelphia’s’ 
full cooperation with distributors. 


Send for 


18-page Catalog 
No. 4-A describ- 
ing the com- 
plete line of 
‘Philadelphia’ 
Chain Hoists. 


PHILADELPHIA 


CHAIN BLOCK & MFG. CO. 
MASCHER & NORRIS STS. 
PHILADELPHIA 22, PA. 


PHILADELPHIA 


BOLTS - NUTS 





Uniformity of Quality . 
Accuracy of finish — explains 


say CLARK. 


CussDisa O- 


RIVETS 
... and SCREWS 


why those who want the BEST ¢ 


MILLDALE, 
CONN. 








| Easy rolling tires with resili- 
> | ent treads that prevent floor 
| damage. Molded-on type with §, 
guaranteed adhesion of rub- 
ber to core. Strong one-piece 
wheel casting, Hyatt bearings, 
| grease gun fittings, grease re- 
| taining dirt - proof thrust 
| washers. Only a few of many 
| sizes listed. We serve resale 
dealers and original equipment manufacturers. 





THE RIGHT FLUX FOR ALL | 


WELDING JOBS 
SEND FOR FREE SODERING CHART 


Sodering Paste e Stainless Steel Polish 
Sodering Sticks © Sodering Liquids 
Sodering Oil ¢ Sodering Syrup 
Sodering Flux * Sodering Acid 

© Solid Sal Ammoniac 


L. B. ALLEN CO., Inc. 
6731 BRYN MAWR AVE. 








CHICAGO 31, ILL. 
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-SODERING * BRAZING 5 


SPECIFICATIONS 


Tire Hub Axle Load 
Size Lenath Dia. Capacity 


> 

x : 
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} CASTER 
& WHEEL CORP. 


187 . Breckenridge St., Buffalo, N.Y 





140 Ibs. 
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sell STAR: 


the world’s 
best known 
hack saw 
blade! 


Make today’s selling easier by 
stocking a known brand for 
the right job at the right price. 
The results, quick turnover 
and greater profits. 

Free Metal Cutting Booklets 
or Wall Charts from the manu- 
facturers of STAR Hack Saw 
Blades will help you help your 
customers solve their cutting 
problems. 


STAR STEELRITE 
metal marking 
crayons 


Clemson Bros.,Inc.,has 

recently added another 

profit producing item to the 
STAR line .. . STAR STEEL- 
RITE METAL MARKING 
CRAYONS. Special extrusion 
process using genuine soap- 
stone insures uniform strength 
and composition. Markings 
can be made on hot, cold, damp 
or grimy metal and withstand 
pickling, yet do not affect 
enamel application. Attrac- 
tively boxed and available in 
a variety of sizes, these crayons 
area natural for off-the-counter 


sales. 
BROS., INC. 


CLEMSON wrest, wx 


Makers of Hand and Power Hack Saw 
Blades, Frames, Metal Cutting Band Saw 
Blades and the Clemson Lawn Machine 








| 
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more equal purchasing position as 
compared with the big-buying retail- 
ers. 

The maximum quantity section of 
the act reads as follows: “The Federal 
Trade Commission may, after due in- 
vestigation and hearing to all inter- 
ested parties, fix and establish quantity 
limits, and revise the same as it finds 
necessary, as to particular commodi- 
ties or classes of commodities, where 
it finds that available purchasers in 
greater quantities are so few as to 
render differentials on account thereof 
unjustly discriminatory or promotive 
of monopoly in any line of commerce; 
and the foregoing shall then not be 
construed to permit differentials based 
on differences in quantities greater 
than those so fixed and established.” 

FTC’s new rule got its start two 
years ago in the 80th Congress. The 
tire dealers got a hearing before the 
House Small Business Committee, 
and Chairman Walter Ploeser, Rep.. 
Mo., who also tced off on the co-ops, 
wanted to know of FTC spokesmen 
why the agency had never used the 
maximum quantity authority. FTC, 
hard put to find a good excuse, had to 
agree to work on the tire situation. 

During its investigation, FTC found 
that the two biggest retailers got a 
price that was 30% less than the price 
sellers charged the smallest retailer for 
the same product. The FTC pointed 
out that “the largest price differentials 
are sufficient to permit the largest pur- 
chasers to resell . . . at a price which 
is about equal to the smallest pur- 
chaser’s cost, and still make the same 
profit.” 


Boost in FTC Authority 


FTC’s authority to deal with auan- 
tity discounts got a big boost from 
the Supreme Court decision in the 
Morton Salt Co. case last year. FTC 
had issued an order banning Morton 
from selling its table salt to some 
wholesalers at prices different from 
other competing wholesalers. In_ its 
original order. FTC provided, however, 
that its order “shall not prevent differ- 
ences of five cents per case which do 
not tend to lessen, iniure. or destrov 
competition among such wholesalers.” 

The court knocked out this proviso 
and told FTC that either it should 
permit the five cent differential if it 
didn’t ininre competition, or not ver- 
mit it if it did. As a result, FTC’s 
order as it now stands has a flat ban 
on Morton making any price differ- 
ential between comneting wholesalers. 

Morton, the FTC case revealed, had 
given a price of $1.35 ner case to five 
customers who bought over 50,000 
eases net vear, whereas less-than-car- 
load buvers naid $1.60, and carload 
buvers paid $1.50. 
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FOR GREATER PROFITS 


STOCK 
DISPLAY 
SELL 


Elliott 


FLEXIBLE SHAFT 
MACHINES 


Over 22 high quality models to meet 
every industrial need plus a complete 


line of accessories. 


All Elliott equipment is backed by over 
50 years of experience and “know how” 


in flexible shaft manufacturing. 


Stock, display and sell Elliott. You will 
give your customers premium products at 


regular prices. 


Write for 
Catalog 49 
on your 
Company 
Letterhead 


Elliott 


MANUFACTURING CO. 
212 Prospect Ave.—Binghamton, N. Y. 














PARKER VISES 


Yeast ty 


America's First Vise Maker 


HINGED PIPE VISES WOODWORKERS’ VISES 


CONTINUOUS SCREW 
WOOD HANDLE 
DOG IN FRONT JAW 


Designed for general use in wood- 


working and manual training shops. 


ORDER 
The Complete Line of Vises 
From ONE Source 


All Individually Boxed 
The Sales Policy is 100% through Distributors 














THE CHARLES PARKER CO. MERIDEN, CONN. | 








Night or fa... 
RED. MEANS DANGER! 


WUT 
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W. A. WHITNEY HAMMERS 











Setting Hammer 18 oz. 





Made in Black or Polished 
YOUR JOBER HAS THEM 


One piece head and handle pre- 
vents breakage and splintering. 


They Guard 
and Guide 
Where 
Dangers Hide 


* - - W. A. Whitney Mfg. Co. 


— 636 Race St. . . . Rockford, III. 
Order through distributors 
EMBURY MFG. CO., WARSAW, N. Y. 

















Sherman 
Brass Fittings 


For Industry 


ca 
fe 
eer 


Hose Couplings 
For water, steam, oil and air. Also hose 
nipples, bushings, menders, nozzles and 
other fittings. 


Barrel Faucets 


Two sizes, with choice of ground key, lock 
lever or self-closing lock lever. Heavy 
cast brass, solid brass handle. 


Air Nozzles 


Four models of straight and angle pattern 
nozzles. Choice of hand button or lever. 
Air voiume accurately controlled. 


Brass Hose 
Clamps 


Full range of water 
hose and steam hose 
sizes. 


Fusible Plugs 


High grade brass, 
filled with pure tin. 
Outside and inside 
styles, in long and 
short pattern. 


Sold — through Industrial 
Wholesalers. Write today for 
catalog and discount sheet on 
the full Sherman line. 


H. B. Sherman Mfg. Co. 


BATTLE CREEK MICHIGAN 
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VISITORS line up to inspect the new Mall Tool demonstration bus, onc of a flect 
which is acting as a moving salesroom to aid distributors. 


Mobile Display Boosts 
Mall Tool Dealers 


A fleet of new buses is carrying the 
complete line of Mall Tools right to 
the doors of Mall Tool distributors 
in the United States and Canada to 
stimulate sales by actual demonstra- 
tion selling. 

The interior is fitted with every 
facility—work benches, writing desk, 
storage compartments, lumber, metal, 
concrete, tile and composition mate- 
rials that can be sawed, drilled, planed, 
sanded, scored, buffed, polished, 
shaped, wire brushed, and ground with 
Mall Tools. 

Each bus is also equipped with a 
motion picture projector and screen 
for illustrating in full color the various 
applications of Mall Tools. In place 
of the conventional advertising car 
cards, murals or Mall Tools in action 
line both sides of the bus. 





Mau-Sherwood Names 
Garver Division Head 


Hanford A. Garver, operating and 
selling engineer, has been appointed 
to head the new Industrial Steam and 
Pumping Division at The Mau-Sher- 
wood Supply Co., Cleveland, Ohio. 
John D. Williams, vice-president of 
the firm, discloses that the new divi- 
sion will process steam and space and 
act as industrial supply distributors 
for heating, boilers, tubes and steam 
pipes. 

Mr. Garver has over 22 vears experi- 
ence as a steam engineer. A graduate 
of Ohio Wesleyan College, formerly 
he was connected with the Cleveland 
Board of Education for 15 years in 
charge of steam processing. He is a 
member of the National Association 
of Power Engineers. 





NEW PLANT of the Link-Belt Company, Chicago, which was formally opened in 
Houston on September 27. Mr. Allan Craig, formerly located at the Link-Belt plant 
in Atlanta, is general manager of the company’s Southwestern Division, with head- 


quarters at the new Houston factory. 


| 





SELL THIS 

e BELTLESS NEW 
¢ GEARLESS 

¢ NON-HYDRAULIC 


VARIABLE SPEED 


D=tVARIABLE SPEED 
TORQUE CONVERTER 
Solves Variable Speed 
Problems... at Low Cost 


~~ $49.95 


Complete with case $16.95 


as illustrated 
F.0.8. Factory 


SMALL, compact (Model 14, without case, 
only 4" x 2%” x 1%” is rated 160 inch 
ounces torque. Provides infinitely variable 
speeds from ZERO to MAXIMUM. high torque 
at starting. low & high speeds. Speed 
changes can be made while operating or 
stopped with instant response. 


SALES: Ideal for use in place of pulley 
& belt, gear or hydraulic speed controls or 
variable speed motors. Mounts in ANY posi- 
tion. 


DETAILS: Get the complete details on 


the Revolutionary Zero-Max* variable speed 
transmission and our attractive sales policy 
and discount schedule. 


MAIL THE COUPON TODAY! 


Please send us full information on the | 
Zero-Max* including discounts 


Dept. 1.D. 
405 Thorpe Bida. 


Minneapolis, Minnesota 
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Need makes sales! 


yf 


Whenever you find since where load 
lifting is hard, unsafe-work due to 
obsolete chain blocks or back-break- 
ing manual lifting, you've found a 
place where you ‘can sell ‘Budgit’ 


Chain Blocks. 


You may find these spot lifting jobs 
in a@ garage, service station, repair 
shop; in @ dairy; on a farm; in boat 
or lumber ‘yards; on anybody’s load- 
ing or unloading docks where the lack 
of electricity compels men to lift by 
hand. Schools, hospitals, department 
stores, bakeries, food processing 
plants, abattoirs, stone and monu- 
mental works’are a few more places 
where sales of easy-action, safe-to- 
use, convenient ‘Budgit’ Hand-Oper- 


ated Chain Blocks can be made. 


So, find the places where spot lift- 
ing presents a problem and — sales 
of portable ‘Budgit’ Chain Blocks will 


follow. 


If you're running short of 
Bulletin No. 393, write us 


for as many as you need. 


#4) BUDGIT 
Chain Blocks 


MANNING, MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 

Builders of ‘Shaw-Box' Cranes, ‘Budgit’ and ‘Load 

Lifter’ Hoists and other lifting specialties. Makers 

of ‘Ashcroft’ Gauges, ‘Hancock’ Valves, ‘Consol- 

idated' Safety and Relief Valves, ‘American’ 

Industrial and ‘Microsen’ Electrical Instruments. 


Ke 
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LAMINATED SHIM COMPANY inc 


Here's the easiest to use, highest quality shim stock line 
on the market. The kind of product that brings in those 
automatic repeat orders. And we're doing everything 
we can to make our line just as perfect as possible from 
the distributor's viewpoint as well as the customer's. 


FREE ADVERTISING FOR YOU —Your firm 
name is imprinted on each rack when they're ordered 
in quantities of 25 or more. It gets your name into the 
shop on an every-day basis—helps your other lines, too. 


FLEXIBILITY OF ASSORTMENTS —Yov fill 
the rack with any four gauges of brass or steel—the 
customer gets exactly what he wants. Eleven gauges, 
from .001" to .010", are available, each packed in 
sturdy, metal-edged carton. 


LARGER PROFITS—torger units of sole for you. 


You sell the rack and four cartons of shim stock at one time. 


@ SELL PACKAGES INSTEAD OF INCHES! 


No waste in stocking or using. 


LAMINATED SHIM COMPANY 


INCORPORATED 
SHIM STOCK 


Available in two sizes, 
6” and 12” throat depth 


Now you can punch holes of various shapes as large as 4” diameter 
in 16 gauge steel—also blank, draw, emboss, form—all with the new 
DI-ACRO Punch. It is ideal for both experimental and production 
work. 

The precision ground triangular ram of this double purpose press 
prevents punch head from turning, assuring perfect alignment at all 
times for accuracy in duplicated parts. 

A Turret Stripper of exclusive DI-ACRO design automatically 
strips material from punches of all shapes. Roller Bearing cam ac- 
tion develops 4-ton pressure with minimum effort. Adjustable gauges 
assure exact location of holes. 


Send for “DIE-LESS DUPLICATING” @azalog 


Gives the full story of the DI-ACRO Punch, and also DI-ACRO 
Benders, Brakes, Shears, Rod Parters, Notchers, as well as the new 
DI-ACRO Vari-O-Speed Powershear and Hydra-Power Bender. 


DI-ACRO is pronounced “DIE-ACK-RO” 


(e? Eee 


“essounn™ 312 EIGHTH AVENUE e LAKE CITY, MINN. 


GLENBROOK, CONN ° AN-COR LOX 


NUT 








MANY CHANGES have taken place 
in this business since 50 vears ago when 
George Haupt of Haupt Paint & Hard- 
ware Co., Long Island City, counted 
the $100 a weck the firm earned at 
that time. Today, it’s a $500,000 a 
vear enterprise. 





One Step Casting 
Process Perfected 


A new metal casting process which 
incorporates the casting, molding, 
forging and coining of a product into 
one operation has been recently de- 
veloped by Budds Acro Castings, Inc., 
of Canaan, Conn. Harold Budds, 
president of the company, announced 
that the new process reduces the num- 
ber of machining operations previously 
necessary in casting by 60 to 70 per 
cent, and at the same time gives the 
material cast a 10 to 40 per cent im- 
provement in tensile and _ yield 
strength. 

The new process can be used in the 
casting of all metals, and can hold 
tolerances from .001 to .002 of an 
inch. 





A FILE for every purpose is available 
at Tidewater Supply Co., Knoxville, 
Tenn., Jack Sheddan, right, tells C. W. 
Jeffries. 





PRENTITSS 


HINGED PIPE VISES WOODWORKERS’ VISES 


CONTINUOUS SCREW 
WOOD HANDLE 
DOG IN FRONT JAW 


oe 
wRPEEEY ‘ 


Designed for general use in 
woodworking and manual 
training shops. 


ORDER | 
The Complete Line of Vises 
From ONE Source 


All Individually Boxed 
The Sales Policy is 100% through Distributors 
PRENTISS VISE DIVISION, MERIDEN, CONN., U.S.A. 





OF THE CHARLES PARKER CO. 
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not stock the best in 


Cap Screws °¢ Set Screws 


Milled Studs * 


Your customers know 


WHO 


has been making the finest for 


Coupling Bolts 
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over half a century. 


*WHO is. «oe 
Wn. H. OTTEMILLER CO. 


YORK, PENNA. 


Ottemiller standard products are distributed 


+ 


+ +--+ 4-4 


+ exclusively through Mill 
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Supply Houses. 


+44 + +-7- 


cep 1 | 
t ++ + + pitt at + fn 


oss => — oan an 
4+—+— + —+—_ 4 ++ 


5 cae ae aan Gan OU | 











255 

















FOR 
YOUR 
SAFETY 







Acme valves for im- 
pores aoe you will 
e justifying your own 
Industrial safety is not yn rome 7. capenal- 
automatic, but our  pjlity for human life 
Automatic Valves offer and property in your 
you the fruits of 25 plant. 

years’ sucessful expe- 
rience in designing and 
manufacturing valves. 








CASH-ACME 
Automatic Valves 
Automatic Valves . . 


AW.CASH VALVE MANUFACTURING CORPORA 
6662 EAST WABASH AVENUE, DECATUR, ILLINOIS, U. & A. 





















N 











IT’S EASY TO SELL Oduality and Pcformance 














CENTRAL 
STANDARDIZED 
DRIVES 


The Central line also includes 


%* Diamond bored to + .0005” 
% Perfectly balanced 


FLEXIBLE COUPLINGS y Finished in silver aluminum 


You’re assured of product acceptability when you 
stock the Centralline. Central Standardized Drives, 
flexible couplings, pillow blocks, and mandrels are 


PILLOW BLOCKS 





backed by thirty years manufacturing experience 
—known and accepted in plants everywhere. 


Write for the Catalog and price list. 











2933 WEST 47th STREET © CHICAGO 32, ILL. 
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Cooper Alloy Appoints 


| of Detroit. 









William G. Boales 


Michigan Representative 


The appointment of Wm. G. 
Boales & Associates, Detroit, as 
Michigan representative for The 
Cooper Alloy Foundry Co., Hillside, 
N. J., has been announced by Jack 
Victorine, sales manager. Wm. G. 
Boales & Associates has been serving 
this area for the past twenty years 
with an extensive line of heating, 
cooling and related industrial products. 

Mr. Boales is a member of the So- 
ciety of Automotive Engineers; past 
president of the local chapter of the 
American Society for Heating and 
Ventilating Engineers; and past chair- 


| man of the program and membership 


committee of the Engineering Soci¢ty 





SWAPPING ésales_ information after 
making outside calls are R. F. White 
and H. J. Doherty of the J. G. Chris- 
topher Co., Jacksonville, Fla 
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Rae Bearings Opens 
New Unit In Hartford 


The Rae Bearings Service, Hamden, 
Conn., has opened a second office and 
warehouse at 626 Capitol Ave., Hart- 
ford, Conn. The new unit was opened 
in April and is managed by Paul H. 
Meng, formerly with the Ohio Ball 
Bearing Co. 

Rae Bearings was organized in May, 
1948 by R. J. Smith, Sr. and A. N. 
Klebes of Smith & Klebes, New Brit- 
ain, Conn. industrial supply firm, and 
E. R. Owen of New Haven. 

Complete stocks of ball, bronze, 
roller, miniature, needle, thrust and 
underground bearings are maintained 
at both warehouses, Mr. Smith said. A 
G. I. On-the-Job training program for 
four former servicemen is under way. 


SHELF STOCK and counter of Rae Bearings Service, Hartford, Conn. 





New York Distributor 
For Atlas Chain Named 


Carl J. Meister, general sales man- 
ager of Atlas Chain & Manufacturing 
Company, has announced the appoint- 
ment of Ernest H. Pauli, industrial 
distributor serving northern New Jer- 
sey, New York, and western Connecti- 
cut, as the supplier of Atlas Roller 
Chain in that area. 

The selection of Mr. Pauli is an out- 
come of Atlas’ new plan for industrial 
distributors which makes original 
equipment markets more attractive to 
the distributor. Mr. Pauli has concen- 
trated most of his business on original 
equipment accounts, and is well known 
among designers and purchasing agents 
in the New York area. 








TWENTY-ONE GOOD MEN, all salesmen of the Marshall Supply Co., Tulsa, 
Oklahoma, line up for a picture following the sales mecting put on by the distriubtor 
firm in collaboration with The Yale & Towne Mfg. Co. Top row, left to right: 
Phillip Clement, Leonard Gear, George Wingo, John Buthod, Luther Likes, William 
Weaver, Ben Baker, Herbert Needham, Joe Snyder. Second row: John Nestor, Earl 
Mellor, George Harrison, Jack Miller, Joe Dibert, ‘Tom Scott, Harry Pritchett. 
Bottom row: Carl Mortinson, Homer Hughes, Jack Somers, Lca Jones, Fred Robbins, 
Perry Marshall, Arch James and Fred Dibert. 
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Here’sa NEW proved 

PROFIT-PACKED 

-* PRODUCT! - 
For SCALE-FREE 


Heat Treating & 
Annealing of Steels 






<PLE 
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ENO BRAND 


NON-SCALING COMPOUND 


@ Advertised in the publications your 
customers read: 
Including—AMERICAN MACHINIST 


TOOL & DIE JOURNAL 
MODERN MACHINE SHOP 


@ Sales policy—Selected Distribution 
@ Generous discount 


@ A proved, repeat sales product 


SEND FOR 
LITERATURE, 


PRICES AND 
DISCOUNT 
SCHEDULE 


CRAFTSMEN SINCE 1871 


Manufactured by: 


The PARKER STAMP WORKS Inc. 


560 Franklin Ave. Hartford, Conn. 











CONGRESS PULLEYS 


Congress offers you a single, dependable source for a 
complete line of precision cost, diamond bored, true- 
running pulleys in a wide range of sizes, bores and 
styles, as well as Q-D sheaves, V-belts and V-belt 
clutches. Hundreds of thousands of pulleys always in 
stock for prompt delivery. Special dispaly assortments 
available. Write for full details. 


CONGRESS V-BELT CLUTCH 
— 





Elastic Envelope Takes the 
Weer —Transmits Loads 
to the Heavy Cord Sec- 











High Tension 
Section 


tion — Protects Carcass 
Insuloting Gum 








Heavy Cord Load 
Carrying Section 
in Neutral Plane 








Flexibility—low stretch and 
provide better performance 


tional HP range. 


Simple, trouble-free, low in price! Ideal 
for home, workshops, power lawn mowers, 
garden tractors. Eliminates excessive 
belt friction. Positive, easy on machine. 
Its flexibility permits smaller motors 
high strength— than would otherwise be required for 


elastic and wear resisting—are features that starting under heavy load. 


and longer life. 


New construction designed especially for frac- WRITE FOR LITERATURE 














3750 E. OUTER 


~ CONGRESS DRIVES DIVISION 


DRIVE - DETROIT 34, MICHIGAN 











ATLAS» 





CAR 
OVERS 








Repairs 


@ New car movers are go- 
ing to be needed for those 
now in use—repairs are go- 
ing to be needed too and 
replacements, but no matter 
what your customers need 
you have the solution to 
their shipping problems if 

have ATLAS Car 
Mover on hand. 50 years 
of excellent service recom- 
mends these car movers and 
they continue to prove their 
superiority for speed, power, 
and efficiency. 

ach model has a specific 


Regular Heavy Duty Model 
°. 
Streamline Model S-X 


Atlas Model No. 8 
Atlas Model VIII 


MILWAUKEE 4... . 





New Business 
Replacements 


APPLETON-ATLAS CAR MOVER CORP. 


1421-25 So. 2nd St. 





scsyce | FOOT & CHECK VALVES 


end leakage troubles ... save their 
cost many times over in service calls 
shown within | they eliminate. Ideal for jet type pumps. 
— | Ask for bulletin 401. 


Onder ne yawn ang 


leverage’’ 


WISCONSIN 
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MACHINE TOOL SALES 


These modern methods 
help open new markets 
and build goodwill 


HERE S successful machine tool sell- 
ing, distilled from the experience 
of dozens of top-flight machine tool sales- 
men and users of industrial production 
equipment. 
very page of this new sales manual is packed 
with concrete suggestions that help you sell more 
Prospects and increase your unit sales. It enables 
you to determine a prospect’s specific needs, and 
adapt your sales strategy to suit the situation. 
You get the facts on how to answer tooling prob- 
lems in terms of the equipment you are selling 
how to make accurate estimates and present 
quotations . . . how to close the sale . . . how 
to service the account for continuing business . . . 
and how to survey the market to develop new 
leads. 
Practicality assured! 


All of the hard-hitting selling methods com- 
piled in this manual came out of a comprehensive 
sales refresher course sponsored by the National 
Machine Tool Builders’ Association and the Ameri- 


. can Machine Tool Distributors’ Association. 


Just published 


By Harry J. Loberg 


Professor and Head, Dept. of Industrial and Engi- 
neering Administration, Sibley School of Mechanical 
Engineering, Cornell University 


203 pages, 6x 9, $3.50 


Here’s effective machine tool selling based on the 
actual dollar return to your prospect on his investment in 
your products. It explains how to show the ways your equip- 
ment can save him money and step up his output—without 
guesswork on your part. This practical manual helps you 
use sales engineering to develop new business and keep the 
“‘Welcome’’ mat out where you've already sold. 

Here are just a few of the basic topics treated 
fully, without any wasted words, in this guide- 
00k: 


—assessing territory for potential business 

—following industrial changes in your market 

—buying motives of large vs. small lta 

—planning the sales talk without ‘‘canning”’ it 

—handling group interviews with maximum results 

—using photos, slides, films, printed matter in sales 
interviews 


A few of the 25 solid chapters! 


The Four Fundamentals of Machine Tool Selling ¢ The 
Buyer’s Slant on Past Performance ¢ Analysis of Cus- 
tomer Personality e Market Analysis ¢ What Does the 
Buyer Want? ¢ Tooling Up the Job ¢ Work Simplifica- 
tion e Selecting the Equipment to Be Offered ¢ Eco- 
nomics of Installation ¢ Sales Presentation ¢ Sales Engi- 
neering Interviews ¢ Sales Procedure—the Written Word 
e Selling Tools ¢ Analyzing Failure e Follow-through 
after Sales ¢ Paper Work and Procedures ¢ Cost of 
Selling ¢ Selling to the Government. 


‘ 
10 DAYS’ FREE EXAMINATION 
McGraw-Hill Book Co., Inc., 330 W. 42nd St., NYC 18 
Send me Loberg’s Machine Tool Selling for 10 days’ 
examination on approval. In 10 days I will remit 
$3.50, plus few cents for delivery, or return book 
postpaid. (We pay for delivery if you remit with this 

coupon; same return privilege.) 


Company 


AMM IcLcr si ovaces so era cease rmesubance Ms-11-49 | 
This offer applies to U.S. only 
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Book Review 





METAL CUTTING TOOL HANDBOOK 
by the Metal Cutting Tool Institute. 

When a committee of engineers 
sits down to write a book, you can be 
pretty sure you'll hear the best, most 
authoritative word on whatever sub- 
ject they discuss. ‘That is what has 
happened with the new “Metal Cut- 
ting ‘Tool Handbook,” recently pub- 
lished by the Metal Cutting ‘Tool In- 
stitute. 

What you don’t expect is that this 
corps of articulate engineers will be 
able to escape from technical details 
into a simple, readable presentation of 
the essential facts about drills, ream- 
ers and counterbores; taps and dies; 
milling cutters; gear hobs and gear cut- 
ters; and broaches. Yet that is exactly 
what these gentlemen have accom- 
plished, which makes their book 
doubly worthwhile to every distributor 
salesman in the business who has any- 
thing at all to do with the sale of a 
cutting tool. 

The book is devoted exclusively to 
metal cutting tools and their uses. 
Heretofore, cutting tool data has been 
published here and there in odd chap- 
ters in general handbooks on machine 
shop practice, but never altogether 
under one head, and esldom in so 
much good, factual detail. The writers 
of this volume have been fortunate in 
having access to material gathered over 
the years by cutting tool manufac- 
turers, which has been included in the 
book along with much valuable orig- 
inal material. 

So here at last, under one cover, is 
complete, up-to-date (how important 
that is today, eh Mr. Salesman?) in- 
formation on the various types of 
under one head, and seldom in so 
metal cutting tools, the “what” and 
the “how” of their operation, and the 
“when” of their maintenance and re- 
pair. Each tool has its own section, 
in which all pertinent data is _pre- 
sented on speeds and feeds, operating 
conditions, sharpening, and_instruc- 
tions on maintenance. Each section is 
handled by a small group of special- 
ists in that branch of metal cutting 
tools. And evidently, judging by the 
simple, brief statements of the tech- 
nical facts, at least one man in each 
specialists group has had a studious 
look into some book on “Basic Eng- 
lish,”—the text is that easy to read. 

P. S. The index, though brief, is 
detailed enough for any salesman to 
find his way around everywhere in 


the book.—J. F. 
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ALLIGATOR 
ees 


BELT 


For Transmission and Conveyor Belting 
of all kinds. Excellent for Package Con- 


veyors. 


Separable and smooth on both sides. 
12 Sizes: For belts from 1/16” to 5/8” 


thick—and any width, 


Made of Steel, ‘Monel’, “Everdur’’, 


i We Bc 
Every Tooth 





Order From Your Supply House 


FLEXIBLE STEEL LACING COMPANY 
4633 Lexington Street, Chicago 44, Illinois 





A NEW Standard for 


LOAD-BINDERS 


Applied 
‘or 


Weight... only 13 Ibs. 


Ratchet-Type Load Binder 
Operates Safely-Easily 

This NEW standard for Load Binders pro- 
vides the maximum amount of safety for 
the operator—no kick-backs, no exerting 
thrusts over an eccentric. It operates easily 
by one man in a matter of seconds. Full 
8-inch take-up by the ratcheting principle 
allows load to be tightened or loosened 
any degree without having to readjust 
the binder. 

Light in weight, easily maneuvered, this 
low-cost Load Binder helps prevent shifting 
loads and provides greater safety for the 
traveling public. 

Don’t fail to stock this ratchet type load 
binder. For information on choice distribut- 
ing territories, write direct. 


MO/AACAAU FORGE AND MANUFACTURING CO. 
812b Shore Avenue Pittsburgh 12,Po. 





JUST A HAMMER 
TO APPLY IT 


THE MOST COMPLETE SOURCE 


~i a 


t, ,SCREWS .. 
> WASHERS” 
3 O 


STAINLESS STEEL™ 


OQ) NAVAL BRONZE STEEL BRASS ~) 
N#@ ALUMINUM MONEL  EVERDUR 


NICKEL ALLOY STEEL 


4 = QyY 
ayy REQUES? 5 =] oeuvt 
LOG ON < . fe att » 

ATA ‘ 0 
cA aa 


wa 
) KEYSTONE \ /°°' fom “YT 


NEW YORK 7T. NY 


| 
| 
| 
| 127 CHURCH ST 
| 
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_ PLUMBERS? ° 


PUNCHES 


STAR DRILLS . 


BRICKLAYERS’ TOOLS. 


Ro > PINCERS 
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SCREW DRIVERS 


FLOOR CHISELS 


ROCKFORD, | 


ARCH PUNCHES 


COLD CHISELS 


DAMASCUS STEEL PRODUCTS CORPORATION e 





| work on 


W. L. Veit 


Rockwell Names Veit 
To Power Tool Division 


W. L. Veit, nationally known as an 





authority on woodworking equipment, | 


has been appointed 


specialist on | 


Crescent woodworking machinery to | 


the Power Tool Division of the Rock- 
well Mfg. Co., Milwaukee, Wis. 


Formerly, Mr. Veit scrved as sales | 
manager of the Crescent Machine Co., | 
Leetonia, Ohio; and held the post | 
after the Crescent company became | 
| a division of Rockwell. 


In his new position, Mr. Veit will 


| with district representatives of the 
| power tool division throughout the 
| United States. His headquarters will 


| nected with 


remain at the Crescent division in 
Leetonia. 

Before his association with Cres- 
cent and Rockwell, Mr. Veit was con- 
the Walker-Turner Co. 


| and the Yates-American Machine Co. 





With 1938 to 


Walker-Turner from 


the sale of Crescent tools | 


1940, he secured sales distribution in | 


Illinois and New York. 
With the Yates-American Machine 


| Co. from 1940 to 1944, he first cov- 


ered the states of New York, Penn- 


sylvania, New Jersey, Delaware, and | 


Maryland. 


Frontier Supply 
Promotes Leard 


William Leard has been appointed 
to the new position of sales manager 
of the Frontier Supply Co., 223 Erie 
Street, Buffalo, industrial supply firm. 
Frontier Supply is a new venture and 
a branch of Frontier Marine Supply 
Co. Mr. Leard has been active in 
Buffalo’s marine industry for many 
years. 


} 
| 
| 
| 
| 
| 
| 
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STAMPINGS } 


FROM STOCK 


‘WHEN YOU WANT THEM 


% 


4 


Flat springs and spring washers . 
whatever size or finish you nee 

Diamond G facilities can —_ 
them... and ot prices usually ‘ar 
below your own production costs. 


That's why mony neniemnes 
“Go To Garrett's” for all sma 
parts. Our experience has been - 
voluminous in producing small pa 
and our variety of dies and tools 
so extensive that most springs me 
be produced to fit your — 
ments without extra expense 
special equipment. 


If it's small ports you need ... let 
Garrett's make them for you - : . 
better, quicker and oat lower cos os 
You'll also find it worthwhile — 
ing our new engineering cata - 
which shows hundreds com ‘ 
spring wosher items now In stoc < 
manufactured os standard pr 
ucts. Write for your free Re <d 
today .-- Catalog No. 5 . 


DIAMOND G PRODUCTS 
Monufactured by 
GEORGE K. GARRETT CO., inc. 


1471 Chestnut St., Phila., Po. 


<GARRETT- 


MANUFACTURERS 
OF SMALL PARTS 


at 





oe FY i 


Walter J. Rooney 


Greene, Tweed Choose 
Midwest Representative 


The appointment of Walter J. 
Rooney, a recent graduate of Lafayette 
College, Easton, Pa., as sales represent- 
ative in Ohio and Eastern Indiana has 
been announced by Greene, Tweed & 
Co., North Wales, Pa., manufacturer 
of Palmetto packings and special in- 
dustrial tools. 

Mr. Rooney, whose appointment 
was effective September 1, will locate 
in Cleveland. 


Dilworth Joins Branches 


KE. Dilworth Co., Memphis, 
Tenn., has consolidated its Jackson 
and Vicksburg, Miss.. branches and 
will maintain a branch office and wate- 
house at Jackson, Miss. J. D. Richard- 
son has been made store manager. 





BUSINESS conditions interest Fred H. 
Barney, office manager, Cross Bros. Co., 
Rochester, N. Y. industrial supplies 
distributor. 





| 
CORRECT ANGLE of handle in relation to 
motor housing insures true balance... 
easy handling. Model 7025, 


4” CUP GRINDING WHEEL AND GUARD used 
~ sop-epees work with Aro Model 
94, 





5” CUP WIRE BRUSH ideal for rust re- 
moval and similar jobs with Aro Model 
7 


VERTICAL SANDER 





* TRUE BALANCE 
* CORRECT SANDING SPEED 
* LESS AIR PER H. P. 


“Plenty of guts’ for your toughest jobs! Gets the 
work done faster and better! New streamlined 
design... tough magnesium housing... governor 
controlled speed ... new exhaust deflects and cools 
sanding pad...helical gears assure smoother 
operation and longer life. Choice of 7’’ backing 
pad, 4” cup grinding wheel with guard, or 5’” 
cup wire brush. Write The Aro Equipment Corpo- 
ration, Bryan, Ohio or see your nearest ARO 
distributor. 


Jobbers: This advertisement ap sin lt 


ding Indus- 
trial Publications. 


Write for attractive proposition. 





R TOOLS 


N 
Also... LUBRICATING EQUIPMENT . . HYDRAULIC EQUIPMENT 
.. AIRCRAFT PRODUCTS . . GREASE FITTINGS 
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For those who 
profit by selling 


TOP QUALITY! PROFITABLE 


STRANDFLEX §€ ly © SELLING a : iF KEEP 


4-SPEED GEAR DRIVE 


FLEXIBLE SHAFT ali YOUR 


MACHINE <2” ALL 


CUSTOMERS! 


No. 55 Always Recommend The 


HEAVY-DUTY UTILITY 
PRODUCTS KEROSENE FURNACE 


needed and _ oo —s- hig, | =. 
tomers want Hollow Set Screws, Socket 1 = r 

Head” Cap" Screws, and Headiess Set || % ESCluslve Cigars. eee maton 
Screws to make plant operations economi- | “ 


cal and profitable—supply them from this | all wee a 
High Speed Motor | complete line. Let us send all facts. * Steel Tank—Copper Brazed—with 


sod stands severe abuse for years. 
“gece A ) LS, ie te 1-8al. Size 8 x 13, 13 lbs. Priced right 
1700.RPM 7200 RPM EA 1 


3600 RPM 9000 RPM . , i for PROFIT. 
' | WRITE TODAY for FREE BOOKLET 


den 


rere TL lad 








wor 


giving full information on 
Unique’s complete line of 


Stondard Motor : | GASOLENE and KEROSENE 
oe | FURNACES and BLOWTORCHES 
1800 RPM 4500 RPM ECONOMY MACHINE PRODUCTS CO. | UNIQUE MFG. CO., INC., Est. 1921 


5217 Lawrence Ave. _ Chicago 30 } | 993 w. Walton St., Chicago 10, Ill 














THE BELT HOOKS 
WITH THE 


In the long run nothing 
beats quality, for it pro- 
vides customer satisfac- 
tion and the good will 
that results in repeat business. 
That’s why distributors are push- 
ing the sale of the new “STRAND- 
FLEX” 4-Speed Gear Drive Flexible 
Shaft Machine. 
4 different RPM are provided, as | @& 
shown above, by aneasyand quick gikgem heed ims bee too ad a 
shift method. Users get depend- : 
able long-lived service . . . find the 
“STRANDEFLEX” flexible shaft 
machine versatile and adaptableto | 
a wide range of uses. There is no substitute for Safety 
Acquaint yourself with all features | Belt-Lacing because the patented 
by sending fora descriptive folder. | Safety binder bars not only hold 
Be sure to display “STRAND- | each hook in perfect alignment 
FLEX” on your sales floor ... it : 
oiitieinan : (both before and after applica- 
elp to sell itself. . 
Lee i a ladaty} tion) but also cover and protect 
B11 HAUG e belt ends, prevent fraying and 


ST R A Ni oD Perfect Alignment not only assure long life. It's the all pur- 


bef but after applicatio. pose belt-lacing, too. It can be 
Flexible Shafts and Flexible Shaft Machines _ a a n- 


applied in factories and shops 
me Salen 
Corporation 


not only with shop lacers but also in the field with the pocket 
N. A. STRAND & CO, DIVISION 








Tu-Way Lacer and a hammer. 
Write for Catalog Sheets 


| 

| 

| SAFETY BELT-LACER CO. 

| 5388 N. Menard Ave., Chicago 30, U. S. A. 
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STEEL SAMPLE BARS AND VALVE PARTS are subject to compression, ten- 
sion and torque tests in the large central room of the new physical laboratories of 
Edward Valves, Inc. of East Chicago, Ind. now in operation. 


New Edward Laboratories 
Now in Operation 


The new metallurgical, physical and 
chemical laboratories recently were 
completed for Edward Valves, Inc., 
East Chicago, Ind. and now are in 
operation. Manned by skilled lab- 
oratory engineers, the new laboratories 
will be used for extensive research and 
development work on Edward and 
Nordstrom steel valves. 

The best equipment available has 
been acquired from Great Britain, 
Switzerland, Sweden, the Netherlands, 
France, Germany, Austria, and other 
countries as well as the United States. 
Many of the machines were built to 
original company designs because 
available machines did not meet its 
specifications. 

The new laboratories almost triple 
previous Edward research facilities, 
and specialiy constructed rooms will 
house stress analysis and creep testing 
equipment with controlled tempera- 
ture and humidity. 





PROMPT attention to pick-up order is 
given by Lloyd Napier of the inside 
sales force at the W. J. Foss Co., 
Springficld, Mass. 


Merger Bill Won’t 


Hit Small Business 


Mergers of small businesses are 
going to be exempt from the provi- 
sions of any anti-merger legislation 
that comes out of Congress next year. 

The House has already passed a bill 
banning mergers through acquisition 
of physical assets which would result 
in a lessening of competition. Similar 
mergers carried out by stock purchase 
are already illegal. 

In committee hearings which are 
preparing the way for consideration 
of the bill by the Senate next year, a 
record is being made which will indi- 
cate the intent of Congress that small 
business mergers aren’t effected. 

Herbert R. O’Conor, Senator from 
Maryland and chairman of the hear- 
ing, said, “Obviously, those mergers 
which enable small companies to com- 
pete more effectively with giant cor- 
porations generally do not reduce com- 
petition, but rather intensify it. . . 
Congress has made it abundantly 
clear that it is not the purpose of this 
law to prevent mergers of this type.” 


Hydraulic Engineer Joins 
Tampa Supply Company 


Svend A. Canariis, prominent hy- 
draulic engineer, has recently joined 
the Industrial Supply Co., Tampa, 
Fla., as head of the pump division, ac- 
cording to J. B. Weissman, general 
manager and treasurer. Mr. Canariis 
recently retired and moved to Tampa 
after many years in municipal and 
other engineering work in designing 
and constructing water systems. 
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Today’s problems 
help you sell - - 


Costs are up in every form of manu- 
facturing, so that the savings to be 
made by ‘Budgit’ Hoists are more 
important now than since the first one 


startled industry with its possibilities. 


The some-to-many minutes an hour 
savings are easy to prove. Beyond 
that, is the fact that workers like 
‘Budgit’ Hoists because they make the 
jobs much easier and rid them of the 
fear of rupture and sprains. So they 
produce more with less effort and at 


greatly lessened cost. 


And remember that while produc- 
tion plants are prime prospects, there 
ore hundreds of others — wherever 
lifting is an important part of the 
day’s work. 


Take advantage of the present sit- 
vation and hammer away at the in- 
creased value of savings that ‘Budgit’ 


Hoists give them. This will sell 


‘Budgits.’ 


Do you need more cop- 
ies of Bulletin 391? 
Ask for as many as you 
can use. 


mi BUDGIT- 
IM Hoists 


MANNING, MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 

Builders of 'Shaw-Box' Cranes, ‘Budgit’ and ‘Load 

Lifter’ Hoists and other lifting specialties, Makers 

of ‘Ashcroft’ Gauges, ‘Hancock’ Valves, ‘Consol- 

idated' Safety and Relief Valves, ‘American’ 

Industrial and ‘Microsen' Electrical Instruments. 


MANNING 
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GET THE LEAD 
OUT OF 
YOUR 


Keep it profitably fluid by relying 
on Atlantic Metal Hose. 





Our eflicient production system, 
personally supervised order fill- 
ing, top engineering consultation 
and utilization of fastest delivery 
facilities possible, bring ATLAN- 
TIC almost as close to you as your 
own stockroom. 


ATLANTIC METAL HOSE 


will handle 

¢ chemicals © steam 

® oils © tars @ asphalt 
alkalis © gases 
light solids 
refrigerants 


gasoline 


ATLANTIC METAL HOSE 


¢ absorbs vibration 
corrects misalignment 


provides mobile 

service 

eliminates thermal ex- 

pansion strains 
Bronze, steel or stainless steel 
depending on application. . . 
Ye” - 36” 1.D. inclusive . . . 
Standard or special couplings, 
flanges, nipples, fittings . . . 
With or without braid or armor. 


* INVENTORY 


Write for Complete Catalogues 


ATLANTIC 
METAL HOSE CO., INC. 


104 West 64th St., New York 23, N. Y. 





BIGGEST STEAM TRAP NEWS 
he dO yews / 


Duo-Step Leverage — can 
save thousands of dollars 
annually for steam trap users 
--in lower initial cost and 
greater drainage efficiency. 


DUO-STEP LEVERAGE NOW AVAIL- 
ABLE IN THESE CLARK STEAM TRAPS 


71-0", ""80-D"" SERIES. &*1800-0" 
**1900-D"’ SERIES 
INCREASES TRAP DRAINAGE CAPACITY OVER 100% #3 


ly r 


STEAM TRAPS AND FLUID CONTROLS 
THE CLARK MANUFACTURING CO. «1830 E. 38th St. © CLEVELAND 14, OHIO 


TUBE 
SCRAPERS 


INGALLS 


ENGINEERS’ 
FAVORITES 


ELLIPTICS 
ABRAMS 
FINE WIRE & 





TUBE BLOWERS 


Gauge Glass 


No More Rummag.ng 
Through Stacks of Drills 
Sell it to industrial piaats, hard- 
ware stores, stock rooms. The en- 
tire stock of drills can be seen at a 
glance. Compartments with rounded 
bottoms hold dozens of drills. 
Huot’s built-in inventory system 
does away with cost sheets—speeds 
up sales. 1442” long, 714” high, US 

714" = deep. Hamimerlin 
enamel finish over rugged steel. 
Dispenser for fractiora! drills 
(1/16 to 12°’) $15 list . . 
ber drills (1 to 60) $i8.. 
drills (A to Z) $15. 

Write for catalogue pages. 


about 
prices. 


. Num- 


. letter By the 


makers of 
HUOT 


DRIL 
HUOT MANUFACTURING CO. aa 


MANUFACTURER 





551 No. Wheeler St. St. Paul W4, Minn.| 
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SPIRAL BRUSHES 


OuhWDHD = 


Complete Stocks — Im< 
mediate Delivery — Ask 
attractive 


A. W. CHESTERTON CO. 


6 ASHLAND ST., EVERETT 49, MASS. 


YCA 
7005 


for complete variety 


i i 
Neo 


® 
multiply 
‘socket 





screw /Sz 
sales... =: 





PRICING is discussed by Frank 
Charles, inventory clerk, and Merl 
Milton, pricing clerk, at R. C. Neal 
Co.’s branch in Rochester, N. Y. 





Simpler Load Binder 
Is Introduced 


A new ratchet-type load binder for | 
use in securing heavy industrial loads 
on trucks and trailers is now being 
marketed by the American lorge and 
Manufacturing Company of Pittsburg. 
The binder has an cight-inch take-up, 
which makes it unnecessary to release 
the tension on the binding chain when 
the load needs to be tightened en 
route. 


B-RIGHT-ON 


UTICA is your Quality and Service 


source for all 

your pliers, and “THEY SELL FOR YOU" 
every item in the 
complete UTICA 


line is the same 


el 





When you fill socket screw orders with 
| B-Right-On products, you're building repeat 

business. Unvarying top quality makes Brighton 

Screws tops with buyers . . . brings buyers back 
| for more. Brighton service backs you up.. . 
TOOL No. 50 | helps you keep these contented customers. 
Electricians’ Standard ' 

Side Cutting Pliers 

3” 


r.o.8's 





dependable quality! 


Some territories open to qualified repre- 
| sentatives. 


Write for full details 


The Brighton Screw & Mfg. Co. 


1827 Reading Rd. Cincinnati 2, Ohio 


AH 


Sold Through 
Recognized Distributors 





“Instant” — Permanent 


Just what you've been waiting for—an 
entering wedge into a lot of profitable 
business. Amazing Pack-Patch repairs 

cracks and holes in wood, concrete and 
|| masonry floors and sidewalks. Packed 
in air-tight containers, ready for use; 
weather-proof, freeze-proof; truck over 
the patch immediately; very low in cost. 


re 


They TON / 


prict 


1. Special alloy steel 


2. 
3. 
4. 
5. 
6. 


Electronically hardened edges 
Smooth working joint 
Perfectly aligned cutting edges 
Complete variety of tools 
Hand-honed cutting edges 


CoV 


UTICA DROP FORGE and TOOL CORP. 


UTICA 4, NEW YORK 








Exclusive protection—a high-profit deal 
for wholesalers only. Sells to industry, 
cities, shippers; for platforms and docks, 
everybody having a surface for foot or 
vehicular traffic. 


For Use On 


Factory floors © Traffic aisles 
Ramps @ Stairs @ Sidewalks 
Parking courts @ Loading docks 


Ready for use indoors or out 
Permanent ® Inexpensive 
No re-routing of traffic 


Get discounts and literature. 


EUCLID-URBANA CO., INC. 


Euclid Ave. at Urbana, Cleveland 12, O. 
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september 2, 1949 


Mr. Robert P- Rose, pistrict Manager 
Factory Management and Maintenance 
52 North Michigan Avenue 
chicago i, Tilinois 


Dear Mr- Rose: 


since mperid Tube Fittings and Tube working Tools are sold through 
Industrial pistributors, it is logical that we e the pages 
of FACTORY to reach plant operating men - the men whi 

these distributors for our type of 


naturelly, in our advertising, we tell these men how they penefit 

through the purchase of Imperial P ucts. we also empnasize 

the industrial aistributor as 

the ability of industriel companies to © tad 

pranded products of known quality from the stocks of 

pistributors is one of the big assets of Our industrial system. 

Tube fittings are used So generally that we nd on your deep 

penetration 4nto this ever-vrosdent’ changing 1d to get our 
age to & large number of the men responsible for the purchase of 

these products. 


It has been our experience that FACTORY'S editorial columns and ad- 
vertising pages Te aders that Imperial is vit interested in. 
our use of the adve pages of FACTORY through the years speaks 
for itself. 


Yours very truly» 
THE IMPERIAL BRASS MANUFACTURING co. 


Peek 


EB. F. Todd 
ADVERTISING MANAGER 


OO 
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—_——- over a period of years has convinced The Imperial Brass Manu- 
facturing Co. that Facrory’s editorial columns and advertising pages reach 
the men who are responsible for making the purchases of Imperial Tube 
Fittings and Tube Working Tools. 

“One of the big assets of our industrial system,” according to Mr. E. F. 
Todd, “‘is the ability of industrial companies to obtain quick service on 
branded products of known quality from the stocks of Industrial Distrib- 
utors.” Quite logically, therefore, Imperial Tube Fittings and Tube Working 
Tools are sold through industrial distributors. 

And for the important follow-through . . . reinforcing the sales efforts 
of these distributors . . . they use the advertising pages of Factory to dis- 
tribute information about Imperial products to plant operating men. Mr. 
Todd says: 

“Naturally, in our advertising, we tell these men how they benefit 


through the purchase of Imperial products. But we also emphasize the 
industrial distributor as their source of supply.” 


Factory makes more than 52,000 worthwhile contacts each month among 
plant operating executives who are vitally concerned with specifying and 
purchasing plant equipment, supplies and services. Industrial distributors 
need and welcome the effective sales help that advertising in Factory 
provides: 

making contact among plant operating men 
arousing interest among plant operating men 
creating preference among plant operating men 

Month after month, Factory helps to sell the men distributors cannot 
always see personally . . . the men behind the orders. 

Factory reaches these powerful buying influences throughout the manu- 
facturing industries because it is specifically edited for the plant operating 
group. This group, the heart of multiple influence buying, prefers FAcTORY 
because timely reporting and editing make it a highly useful guide to action 
on the many manufacturing problems which demand intelligent planning 
and prompt solution. 

If you’d like to find out for yourself why so many of your customers use 
FACTORY as a guide to action, send for your copy of “Let These Factory- 
Minded Men Tell You Why They Read Factory.” 


FACTOR 


MANAGEMENT AND MAINTENANCE 


A McGraw-Hill Publication, © 330 West 42nd Street, New York 18 WN. Y 
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ELMAG 
6-INCH 
STAINLESS STEEL 
, PRECISION 
VERNIER 
CALIPER 
A High Quality Product . . . very 
attractively priced* . . . and assuring 
an interesting margin of profit . . . 
7 
3 
0 Special Features: 
5 
9 
° @ The Elmag Caliper is a precision 
)9 instrument of finest workmanship 
and finish 
@ made of stainless chrome nickel 
60 steel; blade and jaws are hardened 
50 
37 
2 @ knife edges for inside and outside 
18 measurement and depth gauge— 
41 ‘ 
38 the most universal and popular 
41 i 
tn type of caliper 
@ slide locks automatically when 
thumb pressure is released 
137 
4 @ graduated on top to read 128ths 
230 (or 64ths if desired) on bottom 
1000ths of an inch 
127 
243 
2 
202 @ packed in velvet lined deluxe 
264 leatherette case 
$38.00 FREE 
119 10-DAY INSPECTION OFFER 
sie $28.00 TO ESTABLISHED DISTRIBUTORS 
169 * 
$18.00 Mail Coupon Today 
{82 OE * 
136 Packed in velvet-lined, deluxe | P.T.I. Inc., 401 Broadway, New York 13, N. Y. 
leatherette case. Postpaid. Kindly send one i ELMAG Vernier Caliper for FREE | 
| send tvolce, (918.00 less discount) ils 
| . 
P.T.L. | Distributor’s Name................. a daerteaes | 
om INCORPORATED | 
32 | a ST eee ae ee ery | 
192 401 Broadway, New York 13, N. Y. | ! 
a2-68 Telephone: WAlker 5-7152 Pte idtangantnnceninsvashsrnyscmoianeens sees 
247 '—— 
42 
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Only manufacturer of the complete line— wire 
rope, wire rope fittings and tackle blocks... All 
engineered to the job by Upson-Walton for 
LONGER LIFE and BETTER SERVICE. 





THE UPSON-WALTON COMPANY: Cleveland, Ohio _ 
New York ¢ Chicago « Pittsburgh 
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backfires 


THE PUBLISHER’S PAGE 


... where the views expressed are his own 








LET’S NAIL IT DOWN! 


THE DEADLINE for this column makes it 
impossible to more than acknowledge the receipt of 
some very fine letters concerning October Backfires. 
I appreciate these letters very much, along with the 
thoughts expressed and the constructive views 
developed—in connection with the all-important sub- 
ject of sales meetings. Certainly, they prove that 
this industry is vitally concerned about the kicking 
around this valuable sales tool receives. 

The interest of distributors is further nailed down 
by the results obtained through the questionnaire 
sent out by Geare-Marston, Inc. 

The overall results of this study were given me in 
a most interesting visit that I had with Mr. Gauck, 
the G-M Research Director. It was Mr. Gauck who 
initiated this survey, and believe me he knows a great 
deal about the importance of sales meetings and what 
a lot of those which have been held failed to accom- 
plish. For your information, this gentleman has been 
on the firing line! His business experience includes a 
stretch with one of the well-known manufacturers, 
selling through distributors, as a salesman. The many 
comments that were included as a part of the returned 
questionnaire by distributors spotlighted their interest. 
Best of all—the many constructive suggestions offered 

a boat load of material that could be made the basis 


of a booklet on the subject—“How To Make The 
Sales Meeting Click!” 

The importance of the subject is further high- 
lighted by the newly developed interest of the dis- 
tributors’ and manufacturers’ associations. I say 
newly developed, because the subject is not a new 
one. Many of you will remember Hess Kuhn’s talk 
on distributors’ sales meetings some years ago, at one 
of our conventions. Then there was the work done 
by a committee of the National Association headed 
by Russ Duncan. The American Association, for 
some years past, has included it as an important part 
of one of their committee’s work. 

Yes, it’s an old subject. One where the importance 
has long been understood by progressive distributors 
and manufacturers, but, some how, side-tracked before 
something concrete was done about it. 

This time, let’s nail it down! 


“"THE RETURN of Adam Smith” written by 
George S. Montgomery, Jr. is a book well worth the 
reading time by every American. The well-prepared 
material that is presented was the result of careful 
study which Mr. Montgomery frankly admits was 
forced upon him by the rout received when discuss- 
ing political economy with some recent graduates of 
well-known colleges. How often have you been bested 
by some of the “younger people” of college age in 
discussing the American System? How many times 
have you wondered at the mouthings of strange and 
alien. philosophy in which some of them are so adept 
in defending? ‘This book will open your eyes as to 
what is going on and why your son and daughter, 
niece and nephew have all of the answers when you 
insist, in a dumb sort of way, that our capitalistic 
system has some advantages. 

Make no mistake about it—you need the briefing 
that Mr. Montgomery offers on the facts behind our 
economic system. Maybe you have your convictions, 
but, how well can you marshall a reasonable series 
of facts to offset carefully prepared propaganda that 
has been subtly designed to overpower reason? It is 
definitely a book that every adult who believes in our 
way of life should insist that our young men and 
women of college age should read. That is, insist if 
it’s within your power to do so. Insist, if you please, 
that the fact, here presented, be given the same con- 
sideration that seemingly is given to those alien writ- 
ings that are so cleverly included in the recommended 
reading list—by too many members of the faculties 


of our colleges. 
ARCH MORRIS 
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P Educational, Instructive, Entertaining 


A “MUST” FOR YOUR TRAINING PROGRAM 


THE STARRETT 16MM SOUND 


“THE TOOLS AND RULES FOR PRECISION Mi! 


FEATURING 


Highlights in the history of precision meas- 
uring 


New Tools and Instruments just introduced 
by Starrett 


Precision Measuring from basic rules to 
latest precision methods 


New, simplified instruction: How to use and 
read the Micrometer and Vernier 


Standard of Precision 


Here is a motion picture of vital interest to shop executives, 
mechanics, apprentices, vocational students — to all who play a 
part in modern precision production. Tells the absorbing story of 
precision measuring in 30 interest-packed minutes . . . how pre- 
cision tools control quality in mass production . . . showing the 
latest methods and equipment in practical use. This inspiring, 
educational film will help everyone to do a better, faster job of 
precision measuring. It’s a“ must’ for apprentice training and shop 
classes. Arrange today for a free showing to your group. Fill in 
the coupon. Mail it today. 


FOR FREE SHOWING 
MAIL THIS COUPON 


THE L. S. STARRETT COMPANY 
ATHOL, MASSACHUSETTS 


Please arrange for our free showing of the Starrett Movie 
Type of Group 


MECHANICS’ HAND MEASURING TOOLS AND 
_ PRECISION INSTRUMENTS: DIAL INDICATORS 
- STEEL TAPES + HACKSAWS AND BAND SAWS 


PRECISION GROUND FLAT STOCK 
Buy Through Your Distributor 














AT READING-PRATT & CADY 





There is one BEST method of melting and refining | 
for valve castings. It is R-P&C’s Electric Furnace me 


Whaen vou sett R-P&C Electric Iron 
Valves, you sell premium quality at stand- 
ard prices. Your customers will get better 
valves — longer-lasting and more depend- 
able valves. 


Electric Furnace Cast Iron is a low- 
sulphur, low-phosphorus iron of homo- 
geneous, fine-grained structure. It is clean 
and of uniform quality. 


4 Get the complete story of READING- 
> Pratt & Capy Electric Furnace Iron. 
.. Write for our descriptive folder—DH-18. 


THis Fouper tells you why Electric Iron 
is better than iron made by the con- 2 
ventional cupola process. Interesting A may 
information for those who sell, buy or foe yee: ~S UNIFORM STRUCTURE 


ty i Ives. Write for DH-I8. 2%, Photomicrograph (en- 
nS larged 100 times) shows 


even distribution of fine 
graphiie flakes. This con- 
tributes to the uniform 
structure of R-P&C Electric Iron 


Reading, Pa. + Atlanta + Baltimore + Boston + Chicago + Denver + Detroit + Houston 
New York + Philadelphia + Pittsburgh + San Francisco + Bridgeport, Conn. 


READING-PRATT & CADY DIVISION 
AMERICAN CHAIN & CABLE 





